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INDUSTRY 


Want a stronger line? 
' 


WEBSTER'S ! 


hen you sell carbon papers, ribbons, duplicating and office 

s you need competitive strength . . Webster's 

gives it to you in an unbeatable combination of 
high quality, wide variety and attractive packaging. 
Webster's national advertising brings in the customers, 
Webster's quality performance brings them back again. 
You've got what they want when you stock Webster's. 


lf your customers want... 


DUPLICATING MICROMETRIC ATTRACTIVE 
SUPPLIES CARBON PAPER PACKAGING 





WEBSTER’S LINE IS COMPLETE WEBSTER'S MICROMETRIC CARBON WEBSTER'’S MATCHED PACKAGING 


for both Spirit or D p t PAPER, with the famous numbered for carbon papers and typewriter rib- 
and Gelatin or Indirect P: scale, is unique. Webster research — bons is the most attractive in the in- 
Materials are cat which pioneered the first non-filling dustry. Webster products make eye- 
designed to turn out cl ribbon — still leads in exclusive fea- catching displays, and one helps to 
, tures. Throughout the Webster line, sell another. Webster packages are 
you'll find special features for faster “silent salesmen”’ for you! 
selling 


Let Webster's merchandising specialists help you to sell 
more Webster's products with attractive displays, news- 
paper mats, folders, mailers, blotters and catalogs (with 
your store name imprinted free) Materials and the 
experienced help of the Webster organization are yours 
for the asking. Just write F. S. Webster Company. 














F.S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 
Webster's warehouses in 


New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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OFFICE APPLIANCES’ 


(To the World's Principal Market Places) 





Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1951, 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $6.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $7.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $9.00. 
Single copies, thirty-five cents in the U. S. and 
its territories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


‘Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
hey do, however, offer their services in resolving any disagreements which result from relations established 
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For the benefit 
usiness 
mmunicate with the service bureau, 
A ynting Systems Equipment Calculating Devices 


Consolidated Business Systems 





Adding Machine Parts Lightning Adding Machine ¢ 
‘ s Supt ( Shipman-Ward Mfg. Co 
~ an-W ‘ ictor Safe & Equipment ( 
Adding Machines Caleulating Machines 
‘ M Addo Machine Co., Inc 
R. « ' Allen, R. ¢ Business Mchs 
: ) Barrett Adding Machine Div 
g 4 ‘ Burroughs Adding Machine Co 
Mi Clary Multiplier Corp 
oO ~ Marchant Cale. Machine Co 
R R Odhner Sales, Inc 
R ‘ ! Ir Smith, L. ¢ & Corona Tws 
Victor Adding Machine (« 


‘ Caleulating Machines, Used 
Adding Machines Rebu & Used Calculator Equipment Cor; 

e Shipman-Ward Mfg. Company 
Addressing at nes Catenser Pads & Stands 


x, George E., & Co 
Stark Calendars, Inc 
Carbon Papers 
See Ribbons & Carbons 
Card Index Boxes & Trays 
~ Ink . All-Steel Equipment, Inc 
Arch & Clipboard Files Amberg File & Index Co 
, & ‘ Art Metal Construction C« 
. Art Steel Sales Corp 
: Bentson Mfg. Co., The 
a. Cole Steel Equipment (: 
Columbia Steel Equipment (« 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
war ate Globe-Wernicke Co 
Goodfrend Metal Products (« 
Guide System & Supply Co 
Home-O-Nize Co,., The 
R Imperial Methods Co 
+ Invincible Metal Furn. Co 
Mayfair Company, The 
Metal Office Furniture Co 
, Parker Stee] Products, In 
‘ ; Rockwell- Barnes Co 
Bank Supplies Shaw- Walker Co 
Weis Mfg. Company 
F Yawman & Erbe Mfg. (« 
> ye Card Index Files, Revolving 
; Rotodex Company 
Cards, Business 
Wiggins, Johr 
Cash Boxes 
Art Steel Sales Corp 
Co., Ine 


Adhesives 


Bankers N 


B., & Co 


Billing Machines 


Central Car 


Binders, Catalog & Periodical Cole Steel Equipment (« 
Nes (reneral Fireproofing Co 
, Guide System & Supply (« 
- : Mayfair Company, The 
: Peerless Steel Equipment Co 


Rockwell- Barnes Co 
Cash Register Parts 

Ir Cash Register Parts Co 
-~ Registers 

Burr Adding Machine ¢ 
Casters, Caster Bearings, Slides 


ughs 











lac 0 
. ~ = ee Sassick Div. Stewart-Warner 
Colson Corp., The 
- \ Darnell Corp., Lid 
lent hae Master Mfg. Co 
Blankb ons Center Drawer Desk Trays 
Goo'frend Metal Products ( 
Chair trons 
Bassick Div. Stewart-Warner 
‘ . Seng Company, The 
lneer lan F . Chair Mats 
B SOprene & Pla F Cabinets Fox. George E., & Co 
Mt Hardboard Fabricators, Inc 
Office Furniture Wholesale D 
te lar Mf. Co 
re vice Prod. Div. Woodall 
Chairs. Folding 
Adirondack Chair Co 
Krueger Metal Products 
S ' 7 Lyon Metal Products, In 
\ Royal Metal Mfg. (« 
Wells Chair Corp 
‘ Chaire. Office 
Bond Boxes inum Seating Corp 
~ ‘ ‘ i Mfg. ¢ Im 
Book Cases A Metal Construction 
‘ eS Barcalo Mfg. Company 
" Bright Chair Co 
(ramer Posture Chair ¢ 
Emeco Corporation 
Eng ering Mis. Ce 
TT, Fritz-Cross ¢ 
G ral I saeatinn ¢ ». The 
Bookkeeping Mact Grand Rapids Lthr. Furn. ¢ 
‘ geon Mfg. Ce 
G wke a 
Books, Business Management er emy es 
x Hig I Bending & Chair ¢ 
Box Letter Files I il Leather Furn. Co 
: Chair Ce 
t Seating ¢ 
> ho n (hair ¢ 
Ma B. L.. Chair ¢ 
Metal Office Furniture (« 
M r, Herman, Furniture ¢ 
M kee Chair Co. 
Brief & Zippe M wauk seas ‘ 
Royal Metal Mfg. ¢ 
Shaw -Walker ¢ 
~ ‘ Chair C« 
= t Mfg. « 
s Posture Chair ¢ 
Built to Order Of t S. Chaircraft Mfg. Cor 
t ry Leather Girou 
Bulletin Boards \ e Br Mfg. ¢ 
W s Chair Corp 
t ness Form Chairs, Posture 
A r Seating (or 
4 Mets mstruction ¢ 
Brig! o 
i j ‘Pair t 
t Corporatior 
at et Ref t (‘roses (% 
‘ } eprooting ¢ 
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without obligation. 


Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Corp., The 
High Pt. Bending & Chair Co 
Imperial Leather Furn. Co 
Jasper Chair Co. 
Johnsen Chair Co 
King Posture Chair Co 
Marble, B. L., Chair Co 
Metalstand Company 
Milwaukee Chair Co 
Milwaukee Metal Furn. C« 
Ohio Chair Co. 
Royal Metal Mfg. Co 
Sturgis Posture Chair C« 
Taylor Chair Co 
Wells Chair Corp 
Chairs, Tablet Arm 
Adirondack Chair Co 
Jasper Chair Co. 
Wells Chair C 
Cheeks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co 
Checkwriters and Signers 
Hall-Welter Co. 
Clipboards 
(See Arch & Clipboard Files 
Coin Bags, Trays, Wrappers 
Exline, William, Inc 
Copyholders 
Acco Products, Inc 
Bankers Box Co 
Copy Right Mfg. Corp 
Hall-Welter Co. 
Rite-Line Corp 
Correspondence T 
Art Metal Construction ( 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
Currier Mfg. Co 
Fox, George E., & Co 
General Fireproofing Co 
Globe-Wernicke Co. 
Imperial Methods Co 
Maso Steel Products 
Mayfair Company, The 
Metalstand Co., Inc 
Peerless Steel Equipment Co 
Sell Corp 
Sengbusch Self-Clos. Inkstand ('o 
Service Prod. Div. Woodall 
Shaw-Walker Co 
Stempel Mfg. Co 
Valeo Company 
Weis Mfg. Co 
Wells Chair Corp 


Yawman & Erbe Mfg. Co 
Costumers 
Ard Mfa. Co., In 


Dale Office Furniture Mfrs 
Globe-Wernicke Co. 

LaSalle Products Co 
Peerless Steel Equipment Co 
Royal Metal Mfg. Co 

Valco Company 

Wells Chair Corp 


Crayons 

Dixon, Joseph, Crucible Co 
Cushions & Pads, Chair 

Fox, George E., & Co 


Polar Mfz. Co 
Cuspidor Mats 
Polar Mfz. Co 
Lawson, F. H 
Dating Stamps 
Force, William A., & Co 
Fulton Marking Equipment (0 
Desk Bumpers 
Fox, George E 
Polar Mfg. Co. 
Desk Lamps 
Copy Right Mfg 
Flexo Int'l Corp 
General Lamps Mfg. Corp 
Industrial Lamp Corp 


Company 


& Co 


Corp 


Mayfair Company, The 
Wells Chair Corp 

Desk Name Plates 
Acme Products Co 
Force, William A., & Co 
Kutch, Walter E., Co 


Desk Pads & Tops 
Chicago Desk Pad Co 
Fox, George E., & Co. 
Office Furniture Wholesale 
Polar Mfg. Co 
Wilson Jones Co 
Desk Pen & Ink Sets 
Gregory -Fount-O-Ink Co 
Sengbusch Self-Clos. Inkstand (« 
Desk Side Files 
Amberg File & Index Co 
Cole Steel Equipment (« 


Dist 


Rockwell- Barnes Co 
Yawman & Erbe Mfg. Co 
Desk Trays 


See Correspondence Trays 
Desk Work Distributors 


‘ ven © Products Div. ASB 
Fox, George E., & 
Globe-Wernicke Co. 

Lyons Metal Products, In 


Polar Mfg. Co 
Victor Safe & Equipment (« 
Wilson Jones Co 

Desks 
Alma Desk Company 
Art Metal Construction (« 
Bentson Mfg. Co 
Browne - Morse Co 
Cardinal Sales, Inc 
Commercial Furniture Co 
Corry-Jamestown Mfg. Cory 
Federal Equipment Co 
General Fireproofing (« 
Haskell Mfg. Co., Im 
Hoosier Desk Co 
Imperial Desk Co 


ty 


of the subscribers the lines advertised in this issue are here classified. Many of the requirements of the modern 
fice are represented. Should subscribers be interested in any article of office equ 
through which the information will be promptly 


ent not listed here, they are invited 
and cheerfully furnished by letter 


Invincible Metal Furn. Co 
Jasper Desk Co. 

Jasper Office Furniture Co 
Leopold Co., The 

Lincoln Desks 

Mayfair Company, The 
Metal Office Furniture Co 
Miller, Herman, Furniture Co 
Myrtle Desk Co 

Peerless Steel Equipment Co 
Shaw-Walker Co 

Standard Furniture Co. 
Victor Safe & Equipment Co 
Wells Chair Corp 

Worden Company, The 


Yawman & Erbe Mfg. Co 
Diaries 

(See Memo Books) 
Dietating Machines 

Miles Reproducer Co. , Inc 


SoundScriber Corp 
Dietating Machines, Used 
Shipman-Ward Mfg. Co 
Drafting Instruments & Equipment 
C-Thru Ruler Co. 
Cardinell Corp 
Haskell Mfg. Co., 
Drafting Tables 
Engineering Mfg. Co. 
Stacor Equipment Corp 
Drafts, Notes & Receipts 
DupHeate Receipt Book Co. 
Duplicating Machines & Supplies 
Addo Machine Co., Inc 
Amer. Photocopy Equipment Co 
Ames Supply Co. 
Buckeye Ribbon & Carbon Co 
Codo Mfg. Corp 
Colonial Carbon Co. 
Columbia Ribbon & Carbon Mfg 


Inc 


Co 


Ine 
Dick, A. B., Company 
Harding, Milo, Co 
Hart Mfg. Co 
Heyer Corp., The 
Ink Specialties Co 
Manifold Supplies Co. 
Mittag and Volger, Inc 
Multistamp Co. 
Old Town Corp 
Peerless-Imperial Co., Inc 
Print-O-Matie Co., The 
Queen Ribbon & Carbon Co 
Rose Ribbon & Carbon Mfg 
Smith, L. C., & Corona Tws 
Speed-O-Print Corp. 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Duplicator & Supply Co 
Wright Dupl. Div. Hart 
Duplicating Stencil Files 
Atlas Stencil Files Co 
Halverson Specialty Sales 
Envelopes 
Northern States Envelope Co 
Quality Park Envelope Co. 
Smead Mfg. Co 
Wilson Jones Co. 
Envelopes, Plastic 
Aigner, G. J., Company 
Markilo Company 
Erasers, Rubber 
American Pencil Company 
Ames Supply Co. 
Dixon, Joseph, Crucible Co 
Koh-I-Noor Pencil Co 
Roberts, Weldon, Rubber Co 
Expense Books 
Beach Publishing Co 
File Boxes, Fibre Collapsible 
Bankers Box Co. 
Globe-Wernicke Co. 
Guide System & Supply Co 
Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Lee, LL O'D 
Meilink Steel Safe Co. 
Mosler Safe Co 
Shaw -Walker Co 
Victor Safe & Equipment Co 
Filing Cabinets, Metal 
Advanco Prod. Div. ASB 
All-Steel Equipment, Inc 
Art Metal Construction Co 
Art Steel Sales Corp 
Rentson Mfg. Co., The 
Browne- Morse Co. 
Cardinal Sales, Inc 
Cole Stee! Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Geller, J. R 
General Fireproofing Co 
Globe-Wernicke Co 
Invincible Metal Furn. Co 
Keystone Steel Equip. Co 
Metal Office Furniture Co 
Parker Steel Products, Inc 
Peerless Steel Equipment Co 
Remington Rand, Inc 
Rockwell- Barnes Co 
Shaw-Walker Co 
Top Flight Products Co 
Victor Safe & Equipment Co 
Watson Mfg. Company, In 
Weis Mfg. Company 
Yawman & Erbe Mfg 
Filing Cabinets, Wood 
Globe-Wernicke Co 
Imperial Methods Co 
Leonard's, Detroit 
Wells Chair Corp 
Filing Supplies 
Acco Products, Inc. 
Advanco Prod. Div. ASK 
Aigner, G. J., Company 
Amberg File & Index Co 


(Continued on 


Co 


Co 


page 6) 


























istamp Company Rulers, Transparent Vanguard En sia & Mfg. Co 

(Continued from page 5) ; Matched Office Suites C-Thru Ruler Co Weis Mfg. ¢ . 
Art Metal Construction Co eopold Co., The Runner Matting Yawman & B rb e Mfg. Co 
Art Steel Sales Corp + er, Herman, Furniture ¢ American Mat Cort Store Fixtures & Equipment 
Barkley, C. L., & Co Standard Furniture Co Safes, Office All-Steel Equipment, Ir 
Browne-Morse Co. Memorandum Books Art Metal Consrtuction Co Strong Boxes, Fire Protected 
Corry-Jamestown Mfg. Corp Master-Craft Cort Brush-Punnett ¢ Herring -Hall-Marvin Safe Co 
Globe-Wernicke Co National Blank Book Co Cole Steel Equipment ¢ Lee, L. O'D 
Guide System & Supply Co Raskati- tars : General Fireproofing Co Meilink Steel Safe Co 
so nen ip og: eth ‘ WW = fenan 6 Globe-Wernicke Cx Protecta + ort 
Metal Office Furniture Co ome Herring ll-Marv Safe ( v r Safe & Equipment ‘ 
Northern States Envelope Co M emorandum Deweess pe ge 57> 1 E , Tables 
Oxford Filing Supply Co Lee, L. O'D Art Metal Construction ¢ 
Parker Steel Products Meneses aes Co.. Ir uM =" 4, o] Safe ( Rrowne- Morse Co 
Quality Park Envelope Co Met al Badges. Checks, Tokens Mosler Safe Compa Ca Sales, In 
peeet- Barnes Co edb ~~ ~ Works Protectall Safe Cort estown ( 
Sell Corp. e , Remington Rand, I 
Shaw-Walker Co ” ane, mpar The Shaw-Walker Co 
Smead Mfg Oy, The - If-Clos. Inkstand ¢ Valentine Safe & Lock Wi 
Victor Safe & Equipment C ~ = tor Safe & E nme < 
Warshaw Mfg. Co Name | Plate Labels ae eS a I 
Wels Mfg. Co. 00 
Yawman & Erbe Mfg. Co — eee aie Sales ap ae 

Vinoer Pete -_ . 1 & Co Sand Uras 
Speec roducts Co. pe ' 

Fountain Pens (Inel. Ball Pt.) omee Furniture Sectional Units pony a 
All-Rite Pen Inc ee ae Ra ae Ay Va Company 
Scripto, Inc : : Sera ( 
Sheaffer. W. A.. Pen Co OMce ~~ Warehouse he sag a og ey 

Gummed Cloth Rings Office Partitions & Railings Globe-Wernicke ¢ 
Reyburn Mfg. Co., Ine r We ef Ww Mfg. Co 

Cummned Tape & Sealing Machines : yo ge a % Witeen Janes Ca Yaw & Erbe ‘ 

eyburn Mfg. Co., Inc 4 Shelvin vom See 

Honor Rolls ts Ag —, mu : Rte! Eau ; Product 
Kuteh, Walter E., Fulton Mark otuanant ¢ Bankers Box ¢ Folding Pr 

Index Card Signals Pads. F rin = ‘ R Morse Co Tabulatins & Statistic Machines 
(See Signals, Index Card — bi « B 8 RB ‘ ( Jamestown Mfe. Cort Burr Addi Ma 

Index Tabs ines tenants Geller, J. R Re ; 
Aigner, G. J., Company Paver Lyon Metal Prod I Tags 
Amberg File & Index Co. = = ‘ Signals, Index Card Enr Tag & Salesbook ¢ 
Barkley, C. L., & Co ene sees « ' Cool R Mfg. Co., I 
Elbe File & Binder Co. Inc Rotimenntth 6 s } k ¢ Telephone Accessories 
Globe-Wernicke Co > P YY ( - : & Binder ¢ I 
Graff, George B., & Co Paper Clamps Victor Sate ; & Equipment ¢ 
Guide System & Supply ¢ néD as Signs Changeable ‘Letter Thumb Ta ks 
Markilo Company Elbe File & Binder ¢ ' Dave 4 C &S Ir Gr R. € 
Master-Craft Corp C How: Pen ¢ Signs Office identification She Tack ( 

Reyburn Mfg. Co., Inc Paper Clips , Ku Wal Vail Mfg. ¢ 

Shaw-Walker Co ‘Cook 7? “a TY Slide Rules vies Holders 

Sheppard, C. E., Co pe ad ane Me — I eering Mfc. ‘ 

Speed Products Co., Inc Pittshureh Cut Wir ‘ Smoking Stands, Office Time Clocks & Recorders 

upetes Bate & Equipment Co : wre LaSalle Products ( wlin, A. D Mie ‘ 
Jarshaw Mfg. Co K eta f Truck, Office, Stock, Vault 

Inks, Adhesives, ete. yo Fastening Machines S “io ee ; Big Joe Mfg. ¢ 
Colonial Carbon Co a 4 F 5 cong . \ Compa Type, Typewriter 
Fulton Marking Equip. Co ; 4 howe = +» Wells Chair ¢ Ames 8 Co 
Higgins Ink Co., Inc ‘ 4 4 a Sertia e s Wa Mfg. ¢ 
Ink Specialties Co., Inc M r - a ie o . 4 . ° rie I e 4 Typewriter Cleaning Material 

Inkstands - - <othe em say ( Mig ( 4 s ( 

Cushman and Denison Mfg. (« \ ae & Eq wt. , Yawt Mie « Ca Cort 
une ea Clos. Inkstand ¢ Parcel Post ‘ Postal kee Sorting Shelt ft Tables c wa ( . - 

Gits Molding Corp Spindle M ( 

bel Holders Paste nke. Adi — Files Ca Norta D buting ¢ 

—- Card Holder Co Pen & | ink Sets : one + me : Wa aan ‘ 
a Methods Co Ss Was > Ww ‘ « - _ ' M vici : = * P V F. 8., ¢ 
Oxford Filing Supply Co : 4 . P > Typewriter Covers 
a Mfg. Company _ waarpenere ; 7 ( s it R ye ‘ ( key ; 

arsha r C “ : 0 
ee a ag Co Pencils eement Stamps Duplicating Typewriter Cushion Bases = Kaove 

Ladders, Library, Store & Vault ot boty tr : stamp ¢ " ~ ( 

. Cotermien., I D fer Wy p Standine +4 Fox, George E., & ¢ 
eads for Mechanical Pencils ' at ¢ P Impe ( I 
Dixon, Joseph, Crucible Co Pencils, Led Cased Lead Stands for Office Machines ! an- Ward Mf¢ r. ¢ 
Listo Pencil Corp  netgggs ed ‘ All-Steel Equipme I Typewriter Cushion Keys 

Leather Goods : t None Ber ; \ s y Ce 
Chicago Saddlery Co Penh Id ae . ( al Sales, I Pr Imperial ¢ I 
Lexington Leather Goods Co se ours “Fr ‘ Steel Equi ‘ s an- Ward Mfa ‘ 
Stebco Products eee - ‘o ( I f ( S K Cort 
Stein Bros mn 5 Steel HW ea P I r Cor Spe P I 

Letter Trays m ool . Ma Steel Pro Typewriter Parts é Veels 
(See Correspondence Trays na&sta M k Steel Safe ¢ \ s ( 

Library Equipment Photo Mailers Me and Compa Ward Mfg. ¢ 
All-Steel Equipment, Inc M t Metal Mfg. ¢ T pewrit r Yr Desk Mechanisms 
Browne- Morse Co Pins & Pin Containers = Ward Mfg. ¢ % 

Corry-Jamestown Mfg. Corp Steemen aoe I Typouriters Mfrs of 

Lockers & Storage Cabinets aque S Walter BC am Metal Pr ( N R. C., Business M 
All-Steel Equipment, In« PI ote deemed of vo \\V Chair Corp R Typewriter ¢ I 
Art Metal Construction Co pe vo ype eae er, Ete Staples and Stapling Machines Sr ( & Corona T 
Browne- Morse Co. r= n_.Ward Mie < Ace Fastener Cort Und Cor 
Corry-Jamestown Mfg. Corp , , Arrow shame C4 ' Typewriters, Rebuilt & Used 
Globe-Wernicke Co Posting Trays & Stands i | Met pl ana n ge Regal 7 er ¢ 
Invincible Metal Furn. Co pincer M we fe. Co . s Ward Mfg. ¢ 
Keystone Steel Equip, Co Prose ntation Covers baad eee ia ples ¢ Upholstered Furniture 
ae Metal Products. Inc . r . “aR = index ( - S i Products ( . Ard Mfg. ¢ Ir 

arker Steel Products, In: Ft0., JF \ Mfc Co Ka Mfg. ( 
Shaw-Walker Co re . —— Markers Stationery Racha Br : . 
Yawman & Erbe Mfg. Co rate 4 am & ©0. Hi May e Ca ~ I 

Loose Leaf Books & Devices Fulton Marking Eq ( onun ; Grand R Leather I ‘ 
Amberg File & Index Co peat. BA... & Ce tencils, Brass Imt er I ‘ 
Elbe File & Binder Co., Inc = +" . Sten N I 
Free Hand Binder Co , : a pieneeseeen? s Note ne R M Mfg. ¢ 
Gen'l Loose Leaf Bdry Co., Inc H : P rte . I Tag & Sa x 8 M ( 
Master-Craft Corp a pe n & Fettis \ Co., TI N k k ( Sta M ( 

National Blank Book Co x — Blank Book Co Rockw ‘ Thor t ire 
Neiman Loose Leaf & Bary. Co mm. nes ¢ Stools U.S. ( ft Mfg. ¢ 
Sheppard, C. E., Co ben Pine ' —" Foner 
Wilson Jones Co ore Push Pin Compar Harter Corp., Tt Ww ‘ Cort 

Loose Leaf Books & Systems Ribbons and Carbons Mayfair Compa I Upholstery Materials 
Aigner, G. J., Company A an Carbon Paper Mfg. Co Royal Metal Mfg. ¢ Ka 
Ideal System Co., The A Supply Company WV Chair Corp Masland Dur ther ¢ 
National Blank Book Co BR > Ribbon & Carbon ( Storage and Transfer Cases Visible Systems Equipment 
Wilson Jones Co ( Mfg. Cort All-Steel Equipment. | Aigner, G. J mpa 

Loose Leaf Metals Columbia Ribbon & Carbon Mfg. ¢ Amberg File & Index ¢ Art Metal Construction ¢ 
National Blank Book Co I Art Metal Constr ‘ Comm’! Card System ¢ 
Sheppard, C. B., Co A. P., Ine Art Steel Sales Cor } R ness Pro 
Wilson Jones Co. M Supplies Co Rankers Box ( G MV ke Co 

Loose Leaf Sheet Covers, Plastic M & Voiger, Inc Barkley, C. L., & ¢ Master-Craft Cory 
Aigner, G. J., Company 0 Town Corporation ' n Mf ( Na B k Book 
Markilo Company Peerless-Imperial Co., In | Morse ¢ R Rand, I 
Neiman Loose Leaf & Bdry. Co P Process ( ‘ sl Sales. I Shaw-Walker ¢ 
Wilson Jones Co Q n Ribbon & Carbon Co ‘ Steel Eau ome V r Safe & Equipment ¢ 

Loose Leaf Tray Binders R Typewriter ( ( bia Steel I ‘ wi Jones Co 
Lee, L. O'D R ton Rand, I ( vy. ] : Yawman & Erbe Mfg. ( 
National Blank Book Company R Ribbon & Ca Mfg. ¢ ( Jamestown M ‘ Visible Systems Equipment, Used 
Posting Equipment Corp R Typewriter Co G 11 Fireproofing ( Na Charles S., Ir 
Sheppard, C. E., Co > W Mfg. ¢ pany ( e-Wernicke ¢ Waste Baskets 
Weber Bros. Metal Works Ss H. M., ¢ ‘ System & S 4 Art S s Cort 
Wilson Jones Co I r { Herring-Hall-Marvin Safe ¢ ( s Equipment ¢ 

Mail Distributors U.S. Type r Ribbon Mfg. ¢ I Methods ( r \ town Mfg. ¢ 
Advanco Prod, Div. ASB W r. F.S., ( ble Metal F < Fox, George E., & ¢ 
Globe-Wernicke Co Ww I Mayfair Compan r G Fireproofing ¢ I 
Victor Safe & Equipment Co Rubber Bands M Office Fur conan G Wernicke ( 

Map Tacks \ ‘ Oxford Filing Supt ‘ C004 Met Prod ‘ 
Graff, George B., Co , t w. R urker Steel Prod I La F. H., Compar 
Moore Push Pin Co. Ri abber Stamp & Plate afe " Mebe ; ss Steel Eq ‘ M ‘ : The 

Maps, Globes, Ete. } Prot é . N il V I 
American Map Co Ri __ Type Rockw nes ( Polar M ( 

Marking Devices WW A., & ¢ S Shaw-W se 
Force, William A,, & Co : R. A., ( Top Flight Pr Wells ¢ a 


6 OFFICE APPLIANCES, November, 1951 











WANTS AND TOR SALE 


The rate for classified advertisements is twelve cents a word, minimum 


charge $2.40, payable with order 


SITUATIONS WANTED 


REMARKABLE RECORD including service as branch 
nd home office activities, is available to represent 





SALESMAN W H 


West Coast area. Principal experience in furniture, files 

Equipped to handle any line sold by commercial 

y ff pment stores that offers suitable return for intel 
eff W nsider connection as branch manager or as field 


time to single line, or handling two or three 
entative. Will cover as much territory as poten 
her it be a section of California, the entire state, 
" I west Industry leaders included as references 
4 ess I Office Appliances, Chicago ¢ 











RECORD includes top performance with leading 
turer desires to return to commercial stationery 
é aft irs in another industry Previous travels included 
Oklal h , Nebraska, Colorado and California. Will consider 

vith manufacturer of stationery or steel equipment, 
three manufacturers as commission salesman. Will 


SALESMAN WH 
tail 



































California where now located if potential makes such 
travel any number of western states. Best of 
\ L-56, care Office Appliances, Chicago 6 
\GGRESSIV! IAN DESIRES CONNECTION as outside salesman or 
! rh verienced in store operations College graduates 
Replies appreciated. Box I care Office Appliances 
EXECUTIVES WANTED 
rATIONERY\ rORE MANAGER WANTED: Capable, experienced store 
Ag v established stationer and office outfitter in mid 
All replies confidential. This represents an op 
ra man well versed in the routines of office 
Give full details of your experience in your 
Z-88 “are Office Appliance Chicago 6 
EXPE! » SALESMAN to take charge of Carbon and Ribbon 
t nercial Stationery House We now have large 
nd carbons Well known line We are depart 
ent of our business. Duties will be supervision 
Aiding and assisting present Salesmen, Promot« 
Salary, commission, and override Give complete 
atior references, experience record of previous 
g \ be treated confidential. GULF STATES SALES 
RI BIRMINGHAM ALABAMA 
STATIONERY EXECUTIVE 
‘N WITH rIVE ABILITY, preferably age 30 to 40. Must have 
r : stationery business Duties oversee active 
ndow display :dvertising, personnel Work 
rship. Permanent position. Write full details in 
D. Pomerantz, President 
POMERANTZ & COMPANY 
epartment Store 25 Chestnut St., Phila. 2, Pa 
VAN ‘ is had experiences in furniture factory ir 
nting, production ost work and management 
thwest area near tw irge metropolitan centers 
ind qualifications Box Z-89, care Office Ap 
SALESMEN WANTED 
GREA FIC NORTHWEST offers opportunity for capable, ex 
I and supply salesman to sell important, nationally 
filing systems and equipment, and duplicating 
s, growing community Guarantee, commissior 
eferences to Z-90 are Office Appliances Chi 
WANTED \ P NOTCH OFFICE SUPPLY SALESMEN for profitabl 
I Retail yuutside solicitatior Must be capable of 
business firms; must locate here. Those who car 
iberal drawing account and commission Appl 
und draft status, age, experience (and snay 
Appliances, Chicag f 
WA‘ »_-f good linge rw d Tables, office typewriter 
Commissi Various territories oper 
\ Chicag f 
EPT R NING for itside salesman with knowledge and g¢ 
Replies confidenti Box Z-92,. care Office Ar 
WANTED: EX ENCED STATIONERY and office furniture man is 
t t 80,000 populatior Good established territor 
Box Z ire Off Appliances, Chicag t 


OFFICE APPLIANCES, November, 1951 


Add six words if box address is used. 


WANTED: OUTSIDE SALESMAN experienced in office equipment, sup- 
plies and systems for calling on an established territory by the largest 
office supply and equipment dealer in Northern Indiana. Permanent posi- 
tion—good salary. State age, experience and references. Z-#, care 
Office Appliances, Chicago 6 





OFFICE FURNITURE AND SUPPLY firm in growing Spokane area has 
excellent opportunity for capable experienced salesman. Guarantee, com- 
mission, profit sharing. When writing give full details and references. 
Box Z-95, care Office Appliances, Chicago 6. 





SALESMAN WANTED—Popular priced line. Wood costumers. Prompt 
delivery following territories: New York state, Pennsylvania, District of 
Columbia, Michigan, Illinois, Indiana, Ohio and Texas. Box Z-06, care 
Office Appliances, Chicago 6. 





WEST COAST RIBBON & CARBON SALESMEN WANTED. Prominent 
manufacturer expanding western operation needs several top drawer sales- 
men. Excellent opportunity. Write in detail describing background, ex- 
perience and salary requirement to Box 21, Duarte, California. 





WANTED EXPERIENCED OFFICE EQUIPMENT and Supply Salesman 
for Southeastern Ohio. Well established growing business in town of 
0,000. Box Z-07, care Office Appliances, Chicago 6. 








MECHANICS & REPAIRMEN WANTED 


COMBINATION SERVICE MAN, Typewriters and Adding Machines with 
sales ability. Steady employment on liberal basis. Muncie Typewriter 
Exchange, Muncie, Indiana. 








WANTED FOR SMALL REPAIR SHOP experienced man who can work 
on both typewriters and small adding machines. This is a permanent 
Job with good salary and pleasant working conditions. Standard Adding 
Machine Co., 1548 Gratiot Ave., Detroit 7, Michigan. 





EDIPHONE MECHANIC WITH SALES EXPERIENCE take charge of 
our department; must have experience on Electronic and Dise machines. 
Royal Dealer. Write I. A. Cleveland, Mgr., Personal, 735-Broadway, San 
Diego, Calif. 





rwO TYPEWRITER AND OFFICE MACHINES MECHANICS wanted for 
an old establishment in the Southwest. Only applicants with broad ex- 
perience and A-l references will be considered. Give full information with 
references, salary, ete., in first letter. Box Z-98, care Office Appliances, 
Chicago 6 





EXPERIENCED ADDING MACHINE Mechanic, all makes, Excellent op- 
portunity for the right man. Have Clary Franchise, Phillips Equipment 
Co., 206 Locust Street, Harrisburg, Penna 








SALES REPRESENTATIVES AVAILABLE 


WELL ESTABLISHED REPRESENTATIVE now selling stationers, office 
furniture dealers—department stores a top line of Desk Pads and Acces- 
sories, seeks additional staple line with some established accounts: for 
Pennsylvania, Maryland, Delaware, District of Columbia, Virginia and 
West Virginia. Write L-58, care Office Appliances, 100 E. 42d St., New 
York 17 








MANUFACTURERS’ REPRESENTATIVE concentrating on Illinois and 
Indiana is available for additional line. Will consider any product sold 
by commercial stationery or office equipment dealers. Has made excellent 
record over period of several years while giving full time to one manu- 
facturer Capable, dependable. Top references Plans to start as com- 
mission representative January 1. Address L-59, care Office Appliances, 
Chicago 6 





MANUFACTURERS REPRESENTATIVE in Northern California seeking 
office equipment, office furnishings line Thoroughly experienced. Com- 
plete office facilities Now representing France's largest typewriter 
ompany on West Coast. Good health, married, in thirties. Hobbs Shore, 
534 20th St., Oakland, Calif 





JOBBER ITEMS WANTED: Smaller office supply items and supplies 
wanted to distribute along with fhe Print-O-Matic machines and supplies 
in Minnesota, Dakotas and surrounding territory. Donald F. Rossin Co., 
423 So. 5th St., Minneapolis 15, Minn 





OHIO MANUFACTURER of supply line sold through typewriter, station 
ery, office supply and department stores, has capacity to sell another line 
to the same retailers. Interested in a group of states such as Fifth 
District of NSOEA, or wider area. Good references Address L-61, care 
Office Appliances, Chicago 6 





SALESMAN WHO HAS SPENT 27 YEARS in stationery and office equip 
ment is establishing himself as manufacturers’ representative covering 
southeastern states. Interested in office furniture, wood or steel, also 
upply lines. Excellent references. Address L-62, care Office Appliances, 
Chicago 6 





SALESMEN—REPRESENTATIVE—MANUFACTURER'’S AGENT Long 
experience selling office equipment, desires your account for Texas, Okla 
homa, Arkansas, Louisiana or portions. Financially responsible. Box L-63, 
eare Office Appliances, Chicago 6 





WANTS AND FOR SALE, Continued on Page § 


7 








WANTS AND FOR SALE, Continued from Page 7 








WANTED—EXCLUSIVE SALES REPRESENTATION of office items for 
Government sales. Experienced Government sales organization has doubled 
volume of Government sales within the last six months. Box L-64, care 
Office Appliances, Chicago 6 


MANUFACTURER’S REPRESENTATIVE 
wood or metal office furniture and equipment for the southwestern ter 
ritory. Know the trade and will give the proper representation. Box Lt 
care Office Appliances, Chicago 6 








MINNESOTA and surrounding territor steel equipment 
only. Can accept one additional line M 1" mber lines carrie 
Address 1-66, care Office Appliances, Chicago ¢ 


SALES REPRESENTATIVES WANTED 











WANTED Experienced Sales Agent t re esent mplete ine f we 
advertised duplicating equipment in Southwest and Middle West. Address 
Z-99, care Office Appliances, Chicag 


DISTRIBUTORS WANTED for New Pla 








ity line inked ribbons. Only those able t lo a re elling b apply for 
full particulars and samples. Key Ribbon and Cart ( pany, Manufa 

turer, 963 Newark Avenue, Elizabet! N Jer 

SALES REPRESENTATION WANTED ality t pl tered chair 

settees, sectional pieces Genuine whid Boltafie Medium-priced 
Prompt delivery. Territories open, Northeast, Washingt D. ¢ Sout} 

west and Middie west Box Z-100, care Office Appliat Chicago 6 





ESTABLISHED OFFICE SPECIALTY manufacturer has territories open 


for men selling direct to offices Add ! it njunction with present 
activities. Item brings you $2.75 per unit 1 and w not nflict wit! 
present lines. Write Box Z-101, Care Off Appliance Chicago 6 





MANUFACTURER OF COMPLETE LIN 
lished, has openings all territories excey New ¥ Cit Box Z-1 
care Office Appliances, Chicago ¢ 








RETAIL BUSINESS FOR SALE 





CENTRAL MISSOURI TYPEWRITE! 


. AND OFFICE EQUIPMENT busi 
ness located in county seat town Airb ! i ‘ 


f being re 
activated. Complete line of machine and eq ment nationally adver 
tised lines. Excellent service revenue | t " } i get return of 
investment in less than two years. § ( tox Z e Office Appli 


ances, Chicago 6 





FOR SALE: 20 yr. old Chicago " tat ‘ f ie to retire 
ment of owner. Opportunity to acquir tablished tail business wit! 
long time industrial accounts Invent t irket é Box Z-104 


care Office Appliances, Chicago ¢ 





LARGE EASTERN CITY TYPEWRITER AND OFFICE MACHINE busi 
ness located in heart of downtown district a established er twenty 
years. $25,000 Stock Good repair rent j é 0 é vill sell 

or part and help buyer finance Car it v1 tock if desired Box 
Z-105, care Office Appliances, 100 East 42nd Street, New York 17, N. ¥ 





FOR SALE—OFFICE SUPPLY and bool t n tl ing northwest con 

munity. Well established, A-1 locatic plete t f ew clean 
merchandise. Price $22,500 Inquire ; Z-106, Office Appliances, 601 
West Jackson, Chicago 6 





OFFICE SUPPLY-FURNITURE, Typewrit Adding Machines, Printing 





Plant, Giffs. Leading franchises. Large ea k More than $100,006 
yearly volume. Opportunity for expar t Growing Texas town of 8.000 
Sell on account of health. Box Z-10 ire Office Ay neces Chicago, ¢ 
FOR SALE: Retail stationery busin n O G ' floor locatior 
Desirable lease. Established 15 vear ‘ invent at today’s price 


Box Z-108, care Office Appliances, Cl 





WANTED TO BUY RETAIL BUSINESS 


WILL PURCHASE Typewriter and Adding Machine Busines Prefer 
Southwest. Please give details, tern Answe nfidential and will 
tact you. Box Z-109, care Office Appliar C) ag 











WANTED TO BUY RETAIL BUSINESS—Established office supply bus 
ness desired. Prefer North Centra rea f t dea " 
eare Office Appliances, Chicago ¢ 








WHOLESALE BUSINESS FOR SALE 





PROFITABLE, long-established meta ft ‘ ) ess for sale 
Owner retiring Product well knowr at ’ \ exports CMP 
steel allotment granted. Sales throug! ercia tationers and offic 
equipment dealers. Manufacturing nt t Cust include Fed 
eral Government and military group I i pport t individua 
or organization in allied line to acquir ess wi immediate! 
add very substantial, steady incor t rent of t $50,000 re 
quired. Box Z-111, care Office App es, ( u 





CARBON PAPER MACHINERY WANTED 








WANTED: CARBON PAPER Manufact equipment. Grinde Coat 
ers, rewinder, cutter. State locatior ta Box Z ure 
Office Appliances, Chicago 6 





FOUNTAIN PEN REPAIRING 








WELTY'S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils 
etc. Repaired at standard prices—time now age t days and 
improving. We especially feature CONKLIN SWAN, WATERMAN 
WAHL, PARKER, WELTY, SHEAFFER, MOORI t t I 


i repair a 
other makes. We feature Gold Pen Point Repa g. Ma all make 
to ONE place for better service ASK ABOUT NEW WELTY PENS, $ 
to $10.00 LIST Welty Pen and Repair ¢ Est j s State St 


Chicago 8 


LISTS 





WILL SELL CHEAP list of 5 m commercial stationers and office appli 
ance dealers. Also list of app. 5 m typewriter and adding machine dealers 
Names not duplicated The Kraus Co., 48-02 43rd St., Woodside N ; 








ADDING MACHINE PARTS, TYPE, ETC. 











LARGE STOCKS of new and used Adding and Calculating Machine Parts 
vailable Quotations furnished on specifi parts upon reques I A 
Dehn, Jr., 164 Olist Ave., Oakland, Calif 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 














ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 








Machines Comptometers Electromatic Typewriter ind fanfold machines, 
ight and sold. Chicago Office Appliance ( 30 West st St., Chi 
ago & 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 


ne State model, serial 


Machines, and everything in the office machine ir 
International Office Ap 


imber and we wi quote highest cash prices 








iances, Inc., 326 Broadway, New York 7, N. \ 
WANTED: Burroughs or N.C.R. Bookkeeping and Billing Machines, Cal 
ilators, Comptomete: Adding Machines, et style 


ny Quote complete 
lescription and best price AMERICAN BUSINESS MACHINES, In 57 
Broadway, New York 12, N. ¥ 








BURROUGHS PRODUCTS our specialty, get r higher ish prices for 
ilculators, bookkeepers, billers, comptomete! 1. L. Steer 417 So. Dear 
born, Chicago I! 


BURROUGHS MOON HOPKINS, ELLIOTT-FISHER Bookkeeping Ma 








hines Compt ete ill makes calculators ight and | Dorrell 
Office Machines (C« Inc.), 98 S. llth, Minneay Minr 
ELLIOTT-FISHER machines, calculating machine adding machines—all 
fice equipment, bought and sold W J. Crowley Company 106-908 N 
Water St., Milwaukee Wis 

NATIONAL BOOKKEEPING MACHINES, all akes of calculators, comp 
tometers, adding ichines. Advise serial number, style number for our 
highest price. Office Machines Inc., 619 Pine Street, St. ls Missouri 


WANTED TO BUY Sundstrand bookkeeping hines, Mod ( ind D 
Give complete model number, serial, size irriage and whether front 
‘ w back feed International Office Appliance It 26 Broadway 
New York 7, N. \¥ 


ELLIOTT-FISHER AND SUNDSTRAND hine Compt eters 








ghs, Friden, Marchant, Monroe Calculator Electromatic typewri 
Adding machine ind all office machines bought sold t re 
leeter-Warsh (¢ 540 N ird St., Milwaukee Wis 
WANTED TO BUY Late model Elliott-Fisher bookkeeping | billing 
chines. Must be er 250,000 serial numbe Accounting Machine Serv 
( 605 W. Washington St., Chicago ¢ 


BURROUGHS BOOKKEEPING MACHINES. All models, Bought and Sold 
Give serial number and model in request for 1otatior Business Equip 
( 160 OW Larned, Detroit 26 





WANTED--ALL MAKES calculators and adding hines Stat ike 
cle serial numbe and adding capacity. International! Off (ppliances 
| 26 Broadway New York 7, N. ¥ 
BURROUGHS ACCOUNTING MACHINES 1 ght and S&S Dearbort 
Equipment Company, In 01 West Lake Street, Chicago ¢ 
WANTED--ALL TYPES of Bookkeeping Machin Kardexe Nationa 
Cash Registers, 2000 and 3000 class. PAN-AMERICAN, 1225 So. Olive St 
Los Angeles | California 
EXCLUSIVE: COMPTOMETERS, BURROUGHS Calculat Bought, Sol 
| ilt WHOLESALI Gorman Services S. Dearborn St., Chicago 
KARDEX ACMI makes used visible f g equipment Thousands 
{ nditioned ibinets, panels, books lw hand Spe i service 
‘ prices to dealers for purchase or sale Get rq ta Cha s 
Nathan, I is Broadway, New York 12, N. \ 
VISIBLE EQUIPMENT bought, sold and ex ged. We spe ize in re 
! t Kardex, A e and International Visible Factograpl al t as wel 
ther makes Ww e and tell us what Visible Equip nt need 
ive for ale Specia prices to dealers He yt } t ( 
lept. OA, 4. N. Sth St., St. Louis 1, Me 
FOR SALI rWwO LEGAL BLANK counter e 24 it 4 x 36 it 
g x 6 feet ng “6 drawers each counte | S. Stor Fixture ¢ 


7 W Madison St Chicago 7 Ches 77 


LARGE AMOUNT sed visible cabinets, KARDEX, ACME AND RAND 

\ ty of size styles A-l conditi er reas ‘ Everst ee 

t nent ¢ p 69 Spring Street New JY 

FOR SALI Dictat lranscription Mail-A-\ ‘ whit magnet 

| nent plasti ill accessories | litior t 2400.00 new 
fract Joseph Mitchell, 5738 TI Ave Phila phia. BE 


VISIBLE FILING EQUIPMENT 


OLDEST ESTABLISHED dealer specializing ebuilt Kardex Acme 

Postindex, etc. We offer full co-operation to t ealer o1 es and pur 
Write us in full confidence that ir twenty years of experience 

y s us the know w you require Con Card Syst ( 

(j | Street, New York N. ¥ 
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Patents 


Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted September 4, 1951! 


2,566,465. Paper Clip Board. Frederick P. Robbins, Highland Park 
ustration 
2,566,822. Feeding Attachment for Addressing Machines. Thomas F 
lilustration 
2,566,931. Record Card Punching Machine es M. Cunningham and 
tt, N. Y assignors ¢ ternational Business Ma 

2,566,932. Paper Feeding Mechanism as syger, Binghamto snd 

+ N. Y.. essianors 1 ‘ stional Business Mact 

‘ lilustration 
2,566,933 Electron Counter. Arth H k n, Greenw 

t B ess Machines New York, N. Y. 

2,566,947. Electrica Multiplying and Dividing Machine. Hans P \ 
, k, N nternationa ess Machines Corp., New 


2,566,951. Re Card — Mechanism. Albert W. Mills, Endicott 


ne Mact Corp.. New York. N. Y 
ustration 
2,566,955. Check-End rsing Machine Derk J Jenboom, Binghamt 
nal B ess Ma es rp New York, N 
2,566,959. Sten Typing Machine Petz, Poughkeepsie, N 
8 ess Machines f New York, N. Y 


2,567,021 Staple Extractor. Arthur H. Maynard. Warwick. R. | a 3 


2,567,098. Carrying Means for Office Machine. Robert E. Boyden 


} ary Multiplie rp., San Gabrie Calif 
2,567,120. Value Indexing Mechanism. George V. Nolde, Berkeley, Calif 
} to M sting Machine Hlustration 
2,567,133 Decimal! Indicator Clarence K. St ey r Berkeley 
sting Mact 


Granted September !1!, 1951 
2,567,181. Sheet Inserter for Leer gre the Contents of Shipping Con- 


tainers ~ Rye ; j Mir , » 4 Minnesota M 
Mt iilustration 
2,567,279 Re 3 Sheet Holder Henry Edward Foster, Mitchan ; 
scey, Worcester Park, England, assigr 
B ridge, Mas Illustration 
2,567,536. Flexible Curtain for Sectional Desks Sarl F. Wolters. New 
E Watkir Ke Y . N Y " ti 
} w J " y rk N ¥ 
2,567,705. Panel for Visible Record Equipment. Marchand 8 
o Visible Re j hicaa 
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Granted September 1/8, 195! 

2,567,937. Power-Operated Carriage Return Mechanism for Typewriting 
and Like Machines. Henry J. Hart, West Hartford, Conn., assignor to 
Royal Typewriter Co., Inc., New York, N. Y. Illustration. 

2,567,943. Mechanism for Varying the Tension of Normalizing Springs of 
Typewriters or Like Machines. John F. Kiloski, Hartford, Conn., assignor 


Royal Typewriter Co., Inc., New Yo N. Y. Illustration. 
2,567,945. Power Operating seniiasan for Typewriters or Like Machines. 
Willlam H. Kupper, West Hartford, Conr sssignor to Royal Typewriter 


Inc New York N. Y 
2,567,946. Mechanism for Varying the Tension of Normalizing Springs 
of Typewriters or Like Machines. William H. Kupper, West Hartford, Conn. 
3nor to Royal Typewriter Co In New York N. Y 
“2 568,002. Cover Controlled Safety Switch Mechanism for Power Operated 
Typewriters or Like Machines. Henry J. Hart and William H. Kupper, West 


artford, Conn., assignors to Royal Typewriter Co., Ir New York, N. Y. 
2,568,064. Printing Machine. Walter T. Gollwitzer Euclid, Ohio, assignor 
Addressograph-Multigraph Corp., Wilmington, De 


2,568,131. Portfolio. Samue! Sega!, New York, N. Y assignor to Wilson 
es C Chicago, | 
2,568,350. Control Means for Differential Actuators. Thomas O. Meher 


Park Ridge, | sssignor to Victor Adding Machine Co., Chicago, Ili 

Illustration 

2,568,497. Carriage Retarding Device Ww sm F. Helmond, Clinton 
f assignor to Underwood Corp., New York, N. Y. Ulustration. 


2,568,563. Sales Book Holder. Bruce K. Slonneger, Dayton, Ohio, assignor 

The National Cash Register C Daytor Illustration. 

2,568,564. Sheet Holder. Bruce K. Slonneas Dayton, Oh assignor to 
The Nationa! Cash Register Co., Dayton 
2,568,617. Detachable Denominationally a eniie e~- and Differ- 
ential Actuator Units. Robert Gourdon, Paris, France signor to Centre 
j'Etudes .B.A. (Mecanique, Balistique, Armement), Par Seale Ilustration. 
_ 2,568,618. Indicating Means for Accounting Machines. Robert Gourdon 


Paris France assiagnor %t S ete anonyme lite Centre d'Etudes M.B.A 
Mecanique Balistiaque Armement), Par Frar Illustration 
Granted September 25, 195! 

2,568,819. Memorandum Device. Ado'pt evin, Brooklyn, N. Y. Ulus- 
tration. 

2,568,996. Collator Rack. Luther W. Evans, Richmond, Va., assignor to 
Evans Specialty C Ir Richmond, Va. Illustration. 


2,569,170. Sorting Device for Punched Cards. Hunter E. Hooe, Athens 
assignor to The McBee Cx Ather OF INlustration. 

2 569, 208. Key Operated Card Punching Machine. Nelson S. Welk, Athens 
assignor to The McBee Co., Athens Illustration 

2,569,219. Apparatus for Inserting Documents Into Envelopes. George Ed 

ward Bamber and Sidney George Turnbu London, England, assignors, by 


nesne assignment to Unifold Mailing Machines, . Ir Saginaw, Mich 

I!lustration. 

2,569,254. Insulated Posting Tray Cabinet. John H. Page, Muskegon 

Mich sssignor of an undivided interest + haw-Walker Co., Muskegon 

M 

2,569,387. Sheet Separating Device. prant R. Robinson, Melrose, Mass., 
3nor, by direct and mesne assignments, t i Town Ribbon & Carbon 

- of Mass. Illustration 








Commerce 


OMMERCE is a subject of fre- 

quent comment in this journal 
Others may have referred to it as 
THE Lire STREAM OF NATIONS but we 
have no recollection of having seen 
or heard the phrase, which well de- 
fines it. 

Commerce — life stream of all 
nations which have risen above 
mere tribal existence; source of all 
funds for man’s necessities from 
cradle to grave; source also of all 
funds for social progress, cultural 
development and for gradually re- 
solving the mysteries of the uni- 
verse. 

Higher than commerce is a never 
failing source of greater purpose but 
without the fruitage of commerce, 
which is nothing more nor less than 
the legitimate profit from all bene- 
ficent business, without which na- 
tions collapse and man perishes 
(See Aside.) 

The above by way of preface to a 
section of 


THE ROMANCE OF COMMERCE 
a classic story of the origin and de- 
velopment through the centuries 
by W. McL. Clarke, F.I.C.S., in the 
August 1939 issue of that outstand- 
ing commercial journal, Canadian 
Business : 

“Commerce dates back to even 
before the dawn of history. Perhaps 
the first recorded trade and money 
transaction in the world was the 
purchase by Abraham of the cave 
and field of Machpelath, as a burial 
place for Sarah, his wife. A woman, 
too, was the avowed prompting of 
one of the most compensating trade 
missions of all times, for although 
the beauty of famed Helen of 
Greece led the Achaean chieftains 
to sail across the Aegean in their 
high-beaked ships, it was really the 
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treasure house of Troy that war- 
ranted this marauding expedition 
It was because Chaldean women 
wanted precious stones and female 
help that ancient caravans went 
east to the great walls of China 
as Many years before Christ as we 
are after Him. It was because King 
Minos of Crete desired trade to 
bring him the things he and his 
court most coveted that he put down 
piracy. Lydian eyes sparkled when 
they saw the glint of the first gold 
coins, an invention which was just 
as important as the gold discoveries 
of California, the Klondike, Austra- 
lia and the Rand and which signal- 
izes, in fact, one of the chief 
legacies of the ancient times to the 
progress of the world 

“Commerce, therefore, is older 
than history. This we know because 
archaeological discoveries reach 
back into the past, far beyond the 
time of the earliest historians and 
show us the immense antiquity and 
romance of trade 


“In 1492, Columbus, 

in the service 
of the King and Queen of Spain, 
gazing forward over the waters of 
the uncharted Atlantic which he 
had been traversing for many weeks 
in his diminutive Caravels, espied 
in the distance, through the dark- 
ness and the mist, a light of what 
was doubtless a glowing fire of na- 
tive Indians or Caribs on one of 
the Bahamas. America was discov- 
ered and the cornerstone of Spain’s 
Colonial Empire was laid, with its 


treasure galleons, buccaneers and 
lavish opulence. This original ad- 
venturing and the subsequent pil- 
laging of the Inca and Aztec em- 
pires was romance and yet behind 
the romance was the lure of trade. 


“Columbus set sail 

not to find a 
new world but to reach India and 
to bring the gems and spices of the 
storied East to Europe by a water 
route which he believed would 
be more accessible than the old 
overland and long distance 


caravan road across the moun- 
tains and deserts of Central 
Asia. It was a Similar desire 


to trade with the Far East that 
sent the captains of Prince Henry 
the Navigator to explore the coast 
of West Africa, seeking sea lanes 
for their ships to the fabulous lands 
about which Marco Polo had writ- 
ten. Visco de Gama rounded the 
Cape of Good Hope to secure the 
riches of the Orient for his master, 
the King of Portugal. Jacques Car- 
tier, drawn by the same lode-stone, 
sailed into the Gulf of St. Lawrence 
and explored the shores of the Baie 
de Chaleur. Samuel de Champlain, 
ascending the St. Lawrence River 
more than three centuries ago, still 
sought the magic path of Lachine. 
Hudson, with the same hope of 
finding the Northwest Passage to 
the Spice Islands, was set adrift by 
his own crew in the bay that bears 
his name. Drake’s world cruise in 
the Golden Hind was undoubtedly 
the most brilliant piece of seaman- 
ship ever accomplished by an Eng- 
lish navigator; but it also marked 
an epoch in commercial history, as 
his gallant piracy proved that the 
Spanish and Portuguese trading 
monopolies could be frustrated. 
“Trade has ever been the fore- 
runner of discovery. It has also 
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been the handmaiden of culture 
and civilization. Literature, paint- 
ing, sculpture and the fine arts 
must all pay tribute to commerce 
as its sponsor and benefactor. The 
winds of commerce have wafted the 
seeds of science; its Argosies have 
presented men with those tangibles 


which retouch the standards of 
living. 

“The first use of money marks 
an era in the history of commerce. 
In fact, it is the beginning of com- 


merce as we know it. It seems now 
but a simple piece of imagination 
on the part of the grazer in that 
early darkened land of the world 

the Euphrates Valley—who, tired 
of goading his slow ox to and fro 


among his neighbors until he 
could trade it for corn or oil, took 
a bit of leather and scratched on 
it the outline of an ox—in Latin, 
Pecus—and called it Pecunia or 
money, which these pastoral people 
came to accept for their produce as 
the leather represented value. Yet 


it was in this primitive way that 
barter was supplanted by money 
as the medium of exchange. In due 
time, the leather money became 
golden and later paper and credit 
instruments were established. The 
imaginativeness of the Babylonian 
farmer was romance. 


“After the collapse 

of the Roman 
Empire, international trade lapsed 
in the Dark Ages, reviving again 
with the Crusades which stirred the 
whole European world and opened 
trading avenues again with the 
Near East and the Mediterranean. 
Trade was still mainly in articles of 


luxury for the wealthier classes. 
Guilds supervised the crafts and 
developed the retail trade. The 
powerful Hanseatic League, formed 
from the towns of North Germany, 


Aside 


“There is just one condition on 
which men can secure employment 
and a living, nourishing profitable 
wage for whatever they contribute 
to the enterprise, be it labor or 


emerged to suppress robbery on the 
roads and piracy at sea, thereby 
developing commerce. In Bruges, 
for instance, the League occupied 
a most important position, where 
the merchants of Northern Europe 
and the Mediterranean came into 
direct contact for exchanging Eng- 
lish wool and Flemish cloth. Even 
in London this League had a set- 
tlement called the “Steel Yard.” The 
Mediterranean trading area was 
yielding its importance to the North 
Sea and the Atlantic, which deflec- 
tion was accelerated by the rivalry 
between England and Holland. With 
the launching of the great trading 
companies of merchant adventur- 
ers, trading into the Levant, the 
East Indies, Muscovy or Russia, 
commerce took on what we may 
term an international character. 


“Modern commerce 

did not make 

its appearance until the beginning 
of the 19th century. The fact that 
so much importance at this time 
was attached to the trade in sugar, 
tobacco and tea is an indication of 
the change which had come over 
long distance trade. Commerce was 
now supplying the necessaries of the 
many, rather than the luxuries of 
the few. Since these indispensa- 
bles were only to be obtained in ex- 
change for other goods, the increas- 
ing demand promoted other indus- 
tries in the trading countries. Eng- 
land, which had attempted to use 
Colonial staples in order to become 
a nation of shopkeepers, found her- 
self converted into the workshop 
of the world, and her own and our 
present economy was foreshadowed. 
“A series of mechanical inven- 
tions such as the steam engine, the 
spinning jenny, and the power 
loom, swept away domestic industry 
and brought into existence the 


capital and that condition is that 
some one make a profit by it. That 
is the sound basis for the distribu- 
tion of wealth and the only one. It 
cannot be done by law, it cannot 


modern factory system. Men no 
longer worked in their cottages, 
turning out a complete product, but 
were employed at only a single 
operation in a factory. So indus- 
trial society was organized in ac- 
cordance with the principle of the 
division of labour. The production 
of goods was expanded to such an 
extent that they could no longer 
be consumed in the home market 
and had to be sold abroad. Although 
England was the first to enter this 
stage of international economy and 
hence of world marketing, this in- 
dustrial phenomenon gradually ex- 
tended itself among the Western 
States of Europe. 


“Would be leaders 

of the people 
sometimes condemn the capitalistic 
system and all its works. How 
shockingly ignorant they are of the 
onward move of events. ‘The 
thoughts of men and widened with 
the process of the suns.’ Business 
men, generally, are not the cafe 
dwellers so many rantings would 
have us believe. A hundred years 
has seen, industrially, the abolition 
of slavery, the freeing of children 
from exploitation, the voluntary de- 
velopment of pension, old age and 
workmen's protection, the partial 
clearing of slums, the spread of 
sanitation, the setting up of factory 
codes, the advance of minimum 
wages, holidays with pay, of the 
shortened week, of plant councils, 
of capital-labor co-operation and, 
in short, of the pouring out of the 
milk of human kindness. The dis- 
tance we have travelled along the 
Samaritan road of good will* and 
of effective social happiness is a 
story of intense romantic interest.” 


*Good will is one of the two fairest and 
most fragrant flowers in life’s garden. 
The other one is love. (Statement in 
OFFICE APPLIANCES many years ago.) 


be done by public ownership, it can- 
not be done by socialism. When you 
deny the right to a profit you deny 
the right of a reward to thrift and 
industry.”—EJ 
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Hail and farewell— 





My 


GRANT HOWARD ZAC SMITH 


President 
NSOEA, 1951-1952 
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Retiring President 
NSOEA, 1950-1951 


NISOEA'S NEW president, Grant Howard, is a transplanted Midwesterner who is now 

vice-president and treasurer of Howard & Stofft, Tucson, Ariz. Born in Webb City, 
Mo., in 1900 he moved to Oklahoma in early childhood and received his elementary 
and high school education in Shawnee, Okla. His early retail business experience was 
gained working as a plumber’s helper in his uncle’s hardware store and as a general 
clerk in his father’s country bank. He entered Northwestern University in 1918 and 
during his freshman year enlisted in the U. S. Army. Coming out of the service with 
T. B., he began a quest for health which took him to various private and government 
hospitals—eventually to Prescott, Ariz. He fell in love with the West—the scenery, the 
climate, the people, the opportunities and the challenges. There, he regained his health 
and met his four future business partners. In 1927 he married his college sweetheart 
and became an employee of the firm of which he is now an officer. Mrs. Howard 
confides that the new NSOEA president loves food, cooks divinely, delights in music in 


any form, likes to repair things around the house and enjoys travel by air and by train. 
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NEW HEIGHTS of achievement 
reached NSOEA 45th assembly 


HE 2,631 INDUSTRY-MINDED persons attending the 

45th annual convention of the National Stationery & 
Office Equipment Association at the Stevens Hotel 
in Chicago September 22-27 established a new record 
for participation 

Visitors from each of the 48 states and several 
foreign countries found this an industry session with 
inspirational programs and opportunity for a mag- 
nificent business experience in the inspection of some 
283 exhibits of new products by manufacturers and 
their sales personnel. 

Like its predecessors and outdoing them in many 
particulars, this was a convention for profit and fun 
both. It had breadth of attendance and it had depth 
of ideas on world affairs and the portrayal of today’s 
market in a defense economy. 


Registrations for the complete 

convention totaled 
2081 men and 550 ladies, or a combined figure of 2631. 
Registrations to see the 283 exhibits on three floors 
and in the foyers were 4,414 broken down into 2,177 
members, 1,226 non-members and 1,011 exhibitors. This 
total was significant in that for the first time NSOEA 
was policing its attendance to make the exhibits easily 


accessible to convention registrants only, charging a 
fee for those who did not fall in that category. 
This was a convention which had diligent leadership 


in its southern president, Zac Smith of Birmingham, 
Ala.; its Chicago convention chairman, Ralph Maish; 
its eo-chairman, Folger Fellowes, and the staff of 
NSOEA headed by General Manager Paul Burbank. 
The latter once more saw realization of his goals of 
an industry conclave which can conduct itself with 
precision and can profit from the remarks of men 
known for ability to challenge an audience’s thinking. 

In keeping with the hunger of the times in this 
industry, as in others, emphasis was placed on inter- 
pretation of governmental regulations. Two of the top 


men in Washington were brought to the convention 
for just such a purpose, Manly Fleischmann, admin- 
istrator of the Defense Production Administration, 
and Edward P. Morgan, OPS director of enforcement. 


The convention had barely closed 
when machinery 


was placed in motion for next year’s session, which is 
to be held October 4-9 at the same Chicago site. 

At the helm of the association as it looks ahead to 
another profitable year is Grant Howard, Howard & 
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2631 register at all sessions—283 
exhibits attract throng of 4414— 
famed speakers stimulate audiences 
—elect Grant Howard new president 
as industry looks to Oct. 4-9, 1952 


Stofft, Tucson, Ariz., Who has risen in the ranks of 
the distributors’ division. 

Aligned with Mr. Howard are these new division 
heads: 

DISTRIBUTORS’ DIVISION—Vice-president, Adrian 
Pembroke, Pembroke Company, Salt Lake City, Utah; 
vice-chairman, Walter Miller, Otto Ulbrich Company, 
Buffalo, N. Y. 

MANUFACTURERS’ DIVISION—Vice-president, Euw- 
ard Gunlocke, W. H. Gunlocke Chair Company, Way- 
land, N. Y.; vice-chairman, L. R. Addington, Art Metal 
Construction Company, Jamestown, N. Y. 

FIELD DIVISION—Vice-president, Chet Williams, 
Yawman and Erbe Manufacturing Company, Seattle, 
Wash.; vice-chairman Ralph Maish, Dennison Manu- 
facturing Company, Chicago, Ill. 

Charles Sinisgalli, R. P. Andrews Paper Company, 
Washington, D. C., was elected as treasurer. 


A new office was created, 
that of assistant treasurer, 

and it will be filled by Joseph C. Runnels, Commercial 
Office Furniture Company, Washington, D. C. 

Previously nominated by their respective areas, the 
following district governors were duly elected: 

District No. 1—Charles P. Anderson, Thomas Groom 
& Company, Inc., Boston, Mass. 

District No. 2—Vernon R. Evans, Vernon R. Evans 
Company, Utica, N. Y. 

District No. 3—Samuel S. Rosendorf, Jr., Southern 
Stamp & Stationery Company, Richmond, Va. 

District No. 4—Allen B. Cammack, Sr., Cammack 
Office Supply, Burlington, N. C. 

District No. 5—L. G. O’Connor, O’Connor & Raque 
Company, Louisville, Ky. 

District No. 6—E. A. Napp, Napp Office & School 
Supply Company, Manitowoc, Wis. 

District No. 7—Jay M. Parrot, Waterloo Office Supply 
Company, Waterloo, Iowa. 
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NSOEA 


New officers 


1951-1952 me 


President 



















H. W. GUNLOCKE L. R. ADDINGTON CHET WILLIAMS 
Vice-President Vice-Chairman Vice-President 
Manufacturers’ Division Manufacturers’ Division Field Division 








, 3 


CHARLES SINISGALLI JOSEPH C. RUNNELS ROSE CUSHMAN 
Treasurer Asst. Treasurer Asst. to General Manager 





ADRIAN PEMBROKE 


Vice-President 
Distributors’ Division 








PAUL BURBANK 


General Manager 


WALTER MILLER 


Vice-Chairman 
Distributors’ Division 


RALPH MAISH 


Vice-Chairman 
Field Division 
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District No. 8—Fred Pfaff, Omaha Printing Com- 
pany, Omaha, Nebr. 

District No. 9—Gus Trahan, General Office Supply 
Company, Lafayette, La. 

District No. 10—Frank B. Creer, Utah Idaho School 
Supply Company, Salt Lake City, Utah. 

District No. 11—J. Herbert Peterson, Rosser & Sut- 


ton, Yakima, Wash. 

District No. 12—Tom McWhorter, McWhorter-Young, 
Inc., San Jose, Calif. 

District No. 13—Richard E. Wahrman, R. E. Wahr- 
man, Inc., New York, N. Y. 

District No. 14—Russell Davis, Alhambra Office Sup- 
ply Company, Alhambra, Calif. 


Day by day account of proceedings 


HE CONVENTION swung into its formal program 


just as it ended—on time. The Grand Ballroom was 
filled to near capacity at 9:15 am. Monday as Lew 
Diamond and his band concluded a concert and Gen- 


eral Manager Paul Burbank called the session to order, 
forecasting that a “highlighted program is to unfold.” 

President Zac Smith then presided and announced 
that the following convention committees would func- 
t1on 

NOMINATING—E. R. Kochheiser, chairman; Paul 
Buckwalter, E. R. Manning, A. J. Walker and E. C 
Wilson 

BUDGET—R. A. Maish, chairman; C. A. Stott, L. R. 
Kendrick, John Kolb and J. C. Runnels. 

CREDENTIALS—E. C. Wilson, R. D. Latsch and 
H. P. Rockwell 

RESOLUTIONS—R. A. Thomas, chairman; Charles 
Lukens, Morris Hansell, John Horne and Earl Opie. 

NECROLOGY—Walter Lennartson, chairman; Allen 
Friedman, Donald McAllister, Marjorie Stanfiel and 
Robert Slye 


The president then made his annual report, pre- 


facing his remarks with, “For a year I have been 
awaiting this occasion. Since our last meeting I have 
travelled more than 25,000 miles in this country, Great 
Britain and France. It was for only one purpose—to 
help this association.” 

Speaking briefly of his experiences abroad he de- 


clared, “The British are still desperately attempting 


to recover from the ravages of war—but they exhibit 
remarkable strength of character. 

“The more I saw (in France) the more I realized 
how farther advanced the American office workers are 
and how our American way of life is best.” 

Some highlights of his report on association activi- 
ties are: 

-The longer name “more adequately represents the 
association.” 

—Membership growth of 462 brings the total up to 
2,630 persons. 

—There has been a substantial increase in the as- 
sociation’s cash position. 

—Attendance at the regional meetings was the 
highest in history—3,914. 

—Services of the association have grown in number 
and scope—product training manuals, Government 
regulation interpretation and the National Stationer. 

The work of the general secretary, Paul Burbank, 
was generously praised by the association’s president. 


Then came the keynote speaker, 

Robert Kazmayer, 
world traveler, who in an eloquent recital based on 
journeys to trouble spots of a confused world force- 
fully presented his observations and conventions, chal- 
lenging the stationers’ thinking concerning world 
affairs. 

“We are dealing today with a situation that is 
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S. S. ROSENDORF, JR: 
Richmond, Va. 
District No. 3 





ALLEN B. CAMMACK, SR. 
Burlington, N. C 
District No. 4 





JAY M. PARROT FRED PFAFF 
Waterloo, lowa Omaha, Nebr. 
District No. 7 District No. 8 





TOM McWHORTER 


San Jose, Calif. 
District No. 12 


J. HERBERT PETERSON 
Yakima, Wash. 
District No. 11 
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CHARLES P. ANDERSON 


Boston, Mass. 
District No. 1 


VERNON R. EVANS 
Utica, N. Y. 
District No. 2 





L. G. O‘CONNOR E. A. NAPP 
Louisville, Ky. Manitowoc, Wis. 
District No. 6 


District No. 5 





GUS TRAHAN FRANK B. CREER 
Lafayette, La. Salt Lake City, Utah 
District No. 9 District No. 10 





RUSSELL DAVIS 
Alhambra, Calif. 
District No. 14 


RICHARD E. WAHRMAN 
New York, N. Y. 

District No. 13 
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unique in world history,” Mr. Kazmayer pointed out. 
‘When World War II started there were seven great 
powers. Today, there are no great powers and in place 
of the seven there are two super powers—the U. S. A. 
and U. S. S. R.—and around these two the hopes and 
fears of mankind are crystallized.” 


He told how the Germans 
today still feel proud 


of their war record and how they reason that defeat 
was not inevitable except that “Hitler was dumb.” He 
spoke of England as a country which in the days of 
civilization’s greatest travail “had its finest hour.” To- 
day, he said, the “British are going doggedly on and 
have been on the same meager diet since 1939.” 
Other highlights of this notable convention address: 

‘We are policing the world but are the first nation 
in history to pay for the privilege of doing it.... 

England may change political leadership in the 
near future 

‘Russia doesn’t want to get into an all-out war if 
she can help it but still wants to harass ... she 
will go as far as she can short of war.... 

I am of the opinion that the Marshall Plan has 
done a good job but the peoples of the world will do 
a better joh if we do less for them... . 

A foreign policy can not be the priority of one 
administration—it must be a long-range policy... . 





I would like to see in Washington shaping our policy 
men like Bernard Baruch, Herbert Hoover and Douglas 
MacArthur. .. .” 

The next speaker was Edward P. Morgan, director 
of enforcement for the Office of Price Stabilization. 

The speaker defended controls as something which 
Congress set up, “A challenge to America to convince 
Russia that she can’t win a war... . It’s a challenge 
to our freedom, the worst in our history but we must 
meet it on a basis just short of all-out war.” 

Mr. Morgan asserted, “I believe that the leaders of 
Russia are convinced that they can defeat America 
economically, but not militarily.” 

He warned, “In America today there is only one 
thing that will destroy us and that is economic 
cannibalism.” 


This “message from Washington” 
phase of the pro- 
gram—brought by two key men in Government con- 
trols—was continued at the noon-day luncheon when 
Manly Fleischmann, administrator of the Defense Pro- 
duction Administration, reviewed “A Year of Mobiliza- 
tion progress.” He told of the tremendous challenges 
that face each stationer, just as other businessmen, “in 

the perpetuation of our economy.” 
Admitting that there was confusion in government, 
Mr. Fleischmann defended it as “inescapable.” He 


THE 1951-52 NSOEA BOARD OF CONTROL CONVENES IN BREAKFAST MEETING AT THE STEVENS HOTEL 


OUTSIDE (starting at front, reading clockwise)—Jay Parrott, Waterloo 
Office Supply Co., Waterloo, lowa, governor District 7; Fred Pfaff, 
Omaha Prtg. Co., Omaha, Nebr., governor District 8; Frank Creer, 
Utah Idaho School Supply Co., Salt Lake City, governor District 10; 
Ralph Maish, Dennison Mfg. Co., vice-chairman field division; Shirley 
Saul, NSOEA headquarters; L. R. Addington, Art Metal Construction 
Co., vice-chairman manufacturers division; Dr. Ralph Cies, Boston, 
Mass.; Dorothy Lehman, secretary to Paul Burbank; Paul E. Burbank, 
general manager NSOEA; Howard W. Gunlocke, The W. H. Gunlocke 
Chair Co., vice-president manufacturers division; Grant Howard, 
Howard & Stofft, Tucson, Ariz., president NSOEA; Adrian H. Pem- 
broke, Pembroke Co., Salt Lake City, vice-president distributors 
division; Ivan Allen, Ivan Allen-Marshall Co., Atlanta, Ga., vice- 
president; Allen 8. Cammack, Cammack Office Supply, Burlington, 
N. C., governor District 4; Samuel S$. Rosendorf, Southern Stamp & 
Staty. Co.; Richmond, governor District 3; Richard E. Woahrman, 
R. E. Wahrman, Inc., New York, governor District 13; Gus Trahan, 
General Office Supply Co.; Lafayette, La., governor District 9. INSIDE— 
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E. B. Healy, Santa Fe Book & Staty. Co., Santa Fe, N. M., past 
president; John A. Gilbert, Office Appliances; Zac Smith, Zac Smith 
Staty. Ce., Birmingham, Ala., retiring president; Vernon R. Evans, 
Vernon R. Evans Co., Utica, N. Y., governor District 2; Walter H. 
Miller, Otto Ulbrich Co., Inc., Buffalo, vice-chairman distributors di- 
vision; Rose Cushman, assistant to general manager, NSOEA; Arthur 
J. Walker, Farnham Staty. & School Supply Co., Minneapolis, Minn., 
past president; E. C. Wilson, Wilson Staty. & Prig. Co., Houston, Tex., 
past president; Ed Napp, Napp Office & School Supply Co., Man- 
itowoc, Wis., governor District 6; Tom McWhorter, McWhorter-Young, 
Inc., San Jose, Calif., governor District 12; Russell W. Davis, Alham- 
bra Office Supply, Inc., Alhambra, Calif, governor District 14; Earl R. 
Kochheiser, The Chas. Ritter Co., Mansfield, Ohio, past president; 
L. R. Kendrick, Kendrick-Bellamy Staty. Co., Denver, past president. 
Present, but missed by the photographer, were R. A. Maish, Denni- 
son Mfg. Co., member of the executive committee, and L. G. O’Conner, 
O'Connor & Raque Co., Lovisville, Ky., governor District 5. 
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asserted that an intelligent plan for mobilization was 
written and that plan “has been followed on the whole. 
The payoff is on its way.” 

“Everything that has been done since June of a 
year ago,” he insisted, “must be tested in the light 
of the conviction that we must do something in a 
hurry.” The goals, he defined, are 

1. A stockpile of guns, planes and tanks 

2. Tooling-up for all-out production. 

To do this, Mr. Fleischmann maintained, is like 
making an omelecte. “You can’t do it without breaking 
some eggs.” 





1. D. T. Ryce, J. J. Gutheinz, J. Henry Thompson and W. |. Thompson, 
all Diebold, Inc. 

2. Jim Montgomery, manufacturers’ representative, Los Angeles, 
Calif.; William C. Lipner, Eugene |. Biggs and George D. Leonard, 
all Kohinoor Pencil Co. 

3. Rex Dawson, E. F. Daily, C. C. Penske, Dave Kohansky and Jesse 
Siskind, all Meilink Safe Co. 

4. J. A. Turner, Paul Buckwalter, Herb Morgan, Reed Ferguson, Syd 
Croke, all National Blank Book Co.; Ivan Allen, Jr., Ivan Allen- 
Marshall Co., Atlanta, Ga.; W. Brewster Towne and Albert Farr, 
both National Blank Book Co.; M. S. Marshall, M. S. Ginn & Co., 
Washington, D. C. 

5. Jack Carter, Wilson Jones of Canada, Ltd.; Gene Ownby and Mrs. 
Peggy Baker, Ivan Allen-Marshall Co., Atlanta, Ga.; H. W. Lynn 
and Ed Mullin, Esterbrook Pen Co 

6. R. Morris, Eaton Paper Corp.; Miss Jessie Goldwater, the May Co., 
Les Angeles; R. W. Heck, Bill Oliver, F. M. Doblmeier and Harry 
C. Dutton, all Eaton Paper Corp 
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“Nothing like a real austerity is in the offing for 
civilian production,” he asserted, “although the pinch 
is on for the manufacturer and he won’t have the 
metal he wants.” 

The controlled materials plans was defined as the 
scheme now being used instead of the priorities so 
familiar during World War II. The CMP he laugh- 
ingly referred to as something which has been defined 
as “Cripes, more paper.” 

The CMP, he asserted, is working to the extent 
that materiel is being channeled to “our factories 
and arsenals and no military program is behind 
schedule because of materiel shortage.” 

The lack of scrap was explained and he called on 


ON THE OPPOSITE PAGE 


1. Ed Knapp, Victor Safe & Equipment Co.; Harry Tehan, Higgins 
Ink Co.; Robert Reichman, Mooney’s Inc., New York, N. Y.; 
H. J. Miller, Miller Office Equipment Co., Piqua, Ohio, Jim 
Bradley, Higgins Ink Co. 

2. P. Zimmerman, Kenneth F. Davis and H. W. Gunlocke, all W. H. 
Gunlocke Chair Co.; Claude Myers, Myers Office Furniture Co., 
inc., Kansas City, Mo. 

3. Front row: J. C. Wilkins, Turner Lawrence and G. F. “Pat” 
Gleeson. Back row: Earl Funk, Glenn Logan, Jack Sayer, Bill 
Pierson, Al Collatz and Andy Miller, all Moore Rediform Div., 
Moore Business Forms, Inc. 

4. Fred Downs, Downs-Randolph Co., Tulsa, Okla.—"Ma feet hurt’. 

5. Lee Gamel, Frank Graham, S. M. Babson, Fred Shick and Joe 
Wardman, all Bates Mfg. Co. 

~6. Sam J. Orn and R. P. Towne, both National Blank Book Co.; 
Ivan Allen, Sr., Ivan Allen-Marshall Co., Atlanta, Ga. 

7. E. W. Mead, Posting Equipment Corp.; |. M. Levy, Art Steel 
Co., Inc. 

8. E. A. Garrison, Parkersburg Office Supply Co., Parkersburg, 
W. Va.; R. W. Stutler, James & Law Co., Clarksburg, W. Va.; 
Charles E. Jackson, S. Spencer Moore Co., Charleston, W. Va. 

9. F. H. “Ted” Caswell, F. S. Webster Co.; L. F. Fitzpatrick and 
Hy Goldstein, both Rochester Stationery Co., Rochester, N. Y.; 
John B. Dwyer, mfrs. rep.; H. F. Sanner, Sanner Office Supply 
Co., Erie, Pa.; L. J. “Bud” Fisher, Plimpton’s, Hartford, Conn. 

10. J. A. Gilbert, Office Appliances. 

11. K. L. Boyer, Newell B. Newton Co., Toledo, Ohio; Art Fontaine, 
Decker’s, Anderson, Ind.; C. W. Roth, Roth Office Equipment Co., 
Dayton, Ohio; and Harold J. Hampton, Indianapolis Office 
Supply Co., Indianapolis, Ind. 

12. H. W. Jacobsen, Jacobsen’s Inc., Gary, Ind.; W. S$. Read, Si. Paul 
Book & Stationery Co., St. Paul, Minn.; E. S$. Howard, E. S. 
Howard Co., Oswego, N. Y.; Otis G. Hobbs, Western Book & 
Office Supply Co., Oklahoma City, Okla; W. Fred Young, 
Walker, Evans & Cogswell Co., Charleston, S$. C. 

13. Rose Cushman, NSOEA. 

14. Bill Weltzheimek, F. J. Heer Co., Columbus, Ohio; C. L. Williams, 
and P. J. Murrett, both Ryan & Williams, Inc., Buffalo, N. Y.; 
Phil Decker, Decker’s, Anderson, Ind. 

15. Mr. and Mrs. Thomas Rudel, Lovis M. Brown and John D. Horne, 
all Eberhard Faber Pencil Co. 

16. Gladys Matheny, NSOEA. 

17. Bob H. Kiefer, High’s Office Equipment Supply Co., Medina, Ohio; 
Lynn Carlson, Pounsford Stationery Co., Cincinnati, Ohio; A. A. 
Parker, thling Bros. Everard Co., Kalamazoo, Mich.; John Busch, 
Pounsford Stationery Co., Cincinnati, Ohio. 

18. Richard Lewisohn, Jr., American Pencil Co.; Allan Murray, Victor 
Safe & Equipment Co. 

19. Walter H. Miller, Otto Ulbrich Co., Buffalo, N. Y.; Folger Fel- 
lowes, Bankers Box Co.; Mark T. Morgan, George H. Courter 
Co., Niagara Falls, N. Y. 

20. M. H. Preiser, W. B. Rulison and C. M. Herz, both Executive 
Furniture, Inc. 

21. Walter E. Rossow, H. H. West Co., Milwaukee, Wis.; Ken Hender- 
son, Carters Ink Co.; George Schumacher, Siebert & Baum 
Stationery Co., Milwaukee, Wisc. 

22. M. S. Singer, Ace Desk Co., Cleveland; Louis Farber, Louis H. 
Farber Co.; Albert S$. Russell, Indiana Desk Co. 

23. R. Bruce Ruffin, Capital Prtg. Co., Raleigh, N. C.; George Rocker, 
W. H. Gunlocke Chair Co.; Herbert Ruffin, Capital Prig. Co. 

24. Ned Turner, A. P. Little Inc.; Wm. H. Marble, 1.B.M. Corp. 

25. George Schad, Nucraft Furniture Co.; L. M. Mullens, Foster & 
Parkes Co., Nashville, Tenn.; Curtis Richardson, Nucraft Furni- 
ture Co. 

26. H. Dorsey Douglas, H. Dorsey Douglas, Inc., Oklahoma City, 
Okla.; Martin S. Geller, Industrial Molded Products Co 


OFFICE APPLIANCES, November, 1951 
































1? 59 
pe : & 
4 








his listeners to get behind a scrap drive which is 
being launched. 


TUESDAY MORNING, SEPTEMBER 25 
The forenoon Tuesday was devoted to three separate 
meetings—of the dealers, the manufacturers and the 
field division members of NSOEA. 
Grant Howard, vice-president of the distributors’ 
division and the man who was shortly to be named 





1, M. G. Thomas, S. R. Valentine, Jr., McManus-Troup Co., Toledo, 
Ohio; M. H. Chute and John Homer, both Bainbridge, Kimpton, 
Haupt, Inc.; R. F. Cherry, McManus-Troup Co.; Jim Miller, Modern 
Stationery Printing Co.; Jack Peyton, Master Products Mfg. Co. 
and Wayne Journigan, mfrs. rep. 

2. Benson M. Austin, Al Rutherford, Lynn Warner, C. K. Bingaman, 
George Nonko, H. E. Hoffman, all Industrial Tape Co. 


3. Ned Rosin, Bert Amberg, George A. Grosch, Carl W. Draper, all 
Amberg File & Index Co. 

4. Bill Epps and John D. Edwards, both Columbia Ribbon & Carbon 
Mfg. Co., Inc.; Richard J. Heer, F. J. Heer Ptg. Co., Columbus, 
Ohio; R. L. Partridge, Office Engineers, Inc., South Bend, Ind.; 
Sam Armstrong, Columbia Ribbon & Carbon Mfg. Co., Inc.; Al 
Steitz, Field Staty. Co., Tulsa, Okle.; Ralph W. Graham, Columbia 
Ribbon & Carbon Mfg. Co., Inc., Bill Weltzheimer, F. J. Heer 
Ptg. Co., Columbus, Ohio. 

5. C. G. Holcombe, G. H. Rowson, Harry W. Hitchcock, Murray Cole, 
M. Kirkpatrick, W. R. Schween, Tom Blakley, all Ennis Tag & 
Salesbook Co. and American Carbon Paper Mfg. Co. 

6. Floyd E. Marshall, Marshall Office Supply, Tulsa, Okla.; Maxwell 
Anderson, 1. C. Goodhand, Williom R. Kane and Bob Reynell, 
all Oxford Filing Supply Co. 
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to succeed Zac Smith as NSOEA president, presided 
at a dealers’ session which was uniformly character- 
ized as the best in convention history. It was pre- 
faced by an address on “Fair Trade and the Public 
Interest” by John W. Anderson, president of the 
American Fair Trade Council, Gary, Ind. He presented 
clarification of the present status of Fair Trade, told 
how it is wanted by the rank and file, but is ham- 
strung by the recent Supreme Court legislation. 

“The only thing that can restore Fair Trade is an 
amendment to the Miller-Tydings Act,” the speaker 
warned. “There is no safe detour on the road to 
restoration. The road block is there—the Supreme 
Court put it there.” 

The dealers then welcomed an opportunity to hear 
their general manager, Paul Burbank. He appeared 
in a fast-moving panel discussion which embraced 
two members of the Washington staff, George Fuller 
and Reuben S. Hazlam, the latter attorney for NSOEA. 

The discussion was prefaced by remarks from Mr. 
Burbank in which he told of the value of the Klein 
aptitude tests and the product training courses and 
the importance of research done by Ralph Cies for 
presentation which was forthcoming to the conven- 
tion, “Main Street, U.S.A.” by Paul B. Buckwalter. 
Mr. Burbank indicated that Mr. Cies was to join the 


* ON THE OPPOSITE PAGE— 


1. W. O. Ritter, Cook’s Office Equipment, Chicago Heights, IIl.; 
G. H. Huber and W. A. Schneider, both Boorum & Pease Co.; 
Henry Brandt, Maywood Typewriter & Office Supply, Maywood, Ill. 

2. William F. Spaulding, W. H. Kistler Staty. Co., Denver, Colo., 
and Ernest A. Dahl, Business Efficiency Aids, Skokie, Ill, com- 
plete some Magne-Dex business. 

3. R. N. Wood, Esterbrook Pen Co. and G. W. Kuhfuss, Horder’s, 
Inc. 

4. John D. Horne, C. B. York, C. P. Mailloux and A. C. Van Horne, 
all Eberhard Faber Pencil Co. 

5. Hugh Kerr, Rod Hickey and Ll. Knorr, all Robert Numbering 
Machine Co. 

6. Ken Reister and Bob O’Kieffe, both Minnesota Mining & Mfg. Co. 
7. R. E. Smith, Indexing & Equipment, Chicago; Al Okerberg, Corry- 
Jamestown Mfg. Corp.; L. P. Fraser, Indexing & Equipment. 

8. Royal H. Eckert, Royal H. Eckert, Royal H. Eckert, Inc., Allentown, 
Pa.; O. M. Marquis, Marquis Co., Cumberland, Md.; Henry Trout, 
Palmer Trout & Co., Trenton, N. J. 

9. Ken Henderson, The Carter’s ink Co.; Gordon Kickels, C. L. Barkley 
& Co.; Herb Walsh, Ace Fastener Corp.; Tom Gillice, Rockwell 
Barnes Co. 

10. June Myers, the Scotch girl at Minnesota Mining & Mfg. Co. booth. 

11. Harold J. Hampton, Indianapolis Office Supply Co., Indianapolis, 
Ind.; Joseph Ashley, Mosler Safe Co.; Mr. & Mrs. Ken Pangburn, 
Ken-Add Machines Co. 

12. H. A. Hicks and William R. Browne, both Remington Rand Inc. 

13. Adrian H. Pembroke, Pembroke Co., Salt Lake City, Utah and 
Walter H. Miller, Otto Ulbrich Co., Buffalo, N. Y., after their 
election as chairman and vice-chairman, respectively, of the 
distributors’ division. 

14. Jack Mcintyre, William L. Schuster, Harold K. White and George 
Stephen, all Weber Bros. Metal Works. 

15. Bettie Carroll, John F. Carroll and Mrs. John F. Carroll of Car- 
roll’s Book Store, Galesburg, Ill. The father and daughter are 
associated in the firm. 

16. H. B. Speicher, Leonards, Detroit; Harry Hofherr, Kendrick 
Office Supply Co., Chicago and president of NOFA; William H. 
Coy and Gene Grenon, both Leonard’s, Detroit. 

17. Gordon E. James and M. F. Hubley, both American Crayon Co. 

18. Joe Falbo, Mr. & Mrs. Roscoe Benge, all Codo Mfg. Corp. 

19. Wayne E. Mitchell, Hogman Rubber Co.; Mr. & Mrs. Ben Ed- 
mondson, Ben Edmondson Co., Nashville, Tenn.; Richard T. Cutler, 
Hodgman Rubber Co. 

20. J. H. Bosse, Autopoint Co.; William G. Jarchow, H. H. West Co., 
Milwaukee, Wis.; Stuart G. Barrett, Autopoint Co. 

21. Eugenie Carlson, Bert Gordon, Vic Hall, Mrs. Arnold Neustadter, 
Clint Martin, Martin Glaubinger and A. Marsh, all Zephyr 
American Corp. 

22. Norman Ll. Hanna, Philip Hano Co., meets a dealer, Stanley 
Marienthal, Bryant Lithe Co., Atlanta, Ga. 

23. W. Robert Spencer and Mrs. Ruth Spencer of Spencer Rubber Co. 
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Washington staff of NSOEA in the broadening of 
research 


There followed a discussion of present governmental 
regulations which answered many of the dealers’ in- 
quiries. It pooled the knowledge of the general secre- 
tary and his staff in respect to interpretation of 
Washington policies. 


At the onset, Mr. Hazlam pointed out that NPA 
has reached the point of putting all industry under 
CMP, Controlled Materials Plan. It means that you 
will get fewer products that use critical materials, 
devices like the holder on the pencil eraser. 

“The NPA,” he asserted, “is beginning, however, 
to recognize the need of dealers to continue to supply 
customers in order that business offices of the nation 
continue to function.” 

Questions then were fired at the three NSOEA men 


on the panel and out of the discussion came answers 
like these 
“The manufacturer has no option of choice. If he 


ON THE OPPOSITE PAGE— 


1. Harry Tehan, Jr., Cooke & Cobb Co., and Dwight N. Briggs, Sun 
Rubber Co 

2. M. C. Hilmer, Weber, Hilmer & Johnson, Chicago; M. H. Wansky 
and Hal Johnson, both Aluminum Seating Corp. 

3. Murray Falk and Tony Dopke, both Peerless Imperial Co., Newark, 
N. ¥ 

4. Mr. & Mrs. Morris Abrams, Mack Danzig, Gloria Edwards, Ruby 
Green and Bill Dubler, all Arrow Fastener Co., Inc. 

5. Conrad Netzhammer, Northwestern Furniture Co., Milwaukee, Wis. 

6. Hugh T. Morgan, Ed F. Dodge and Fred D. Valleau, all Clemco 
Desk Mfg. Co 

7. Carl G. Grimes, Jr., Grimes-Stassforth Staty. Co., Los Angeles, 
Calif.; Edward P. Machado, Stationers Corp., Los Angeles; R. A. 
Thomas, Grimes-Stassforth Staty. Co., Los Angeles. 

8. W. A. Sheaffer I! and J. H. Asthalter, both W. A. Sheaffer Pen Co. 

9. Bill Goldberg, David Kahn, Inc.; A. 1. Goldberg, A. 1. Goldberg, 
New York, N. Y.; A. C. Mueller and Bill Levin, both David Kahn, 
Inc 

10. Joe Pritchard, Wells Chair Corp., finds comfort in one of the 
Wells’ products 

11. LR. “Ike” Cornish, Yawman and Erbe Mfg. Co., and Paul F. 
Hooker, Decker’s, Lafayette, Ind. 

12. Jerry Peterson, Hart Mfg. Co.; Tina Hilares, Roberts Numbering 
Machine Co.; Hart E. Holmberg, Hart Mfg. Co. 

13. Jack Luke and Merrill D. Hasty, both Sengbusch Self-Closing 
Inkstand Co 

14. R. M. Faulkner, John Sullivan, Leo Epstein, Herb Johnson and 
Paul Sarno, all Wilson Jones Co.; Earl Tucker, Schooley Ptg. & 
Staty. Co., Kansas City, Mo.; William C. Niesen, Wilson Jones Co. 

15. R. E. Nelson and H. J. Warnock, The Globe-Wernicke Co.; N. T. 
Owens, Baker Office Furniture Co., Pittsburgh, Pa.; Donald Deskey, 
Donald Deskey Associates; A. C. Howard, P. H. Leonard and 
W. F. Wholey, all The Globe-Wernicke Co. 

16. M. J. Boone, Herman Kessler, Jr., George Hale, J. E. Hilton, Bob 
Roberts, N. K. Fyffe, Wayne Bordner, C. P. Wilson, |. $. Harmon, 
F. D. Schmidt, all Standard Office Supply Co., Louisville, Ky. 

17. Harry Kanitz, Mildred H. Rodriguez and E. R. Rodriguez, all 
LaSalle Products Co. 

18. John Christison and A. R. Blackbourn, both Blackbourn Systems, 
Inc 

19. Robert Natenberg and Arthur Natenberg, both Art Specialty Co. 

20. J. A. McCormick, George K. Desmond and H. W. Barnes, all 
Victor Safe & Equipment Co.; Lovis Yaffee, National Stationers, 
Philadelphia, Pa.; D. H. Emore, Victor Safe & Equipment Co.; 
and E. Bokewell, dealer sales division, Remington Rand Inc. 

21. P. F. Mclaughlin, Allied Carbon & Ribbon Mfg. Corp. and W. 
Fred Young, Walker, Evans & Cogswell Co., Charleston, §. C. 

22. H. Kiehn and James C. Hearn, both Security Steel Equipment 
Corp 

23. Anthony Kmite and Frank May, J. L. May Co. 

24. Robert P. Miller, Bud B. Mallary, Karl Koops, Lester Madans, 
lee C. Paddock, John Paul, Jack Turner and George Dykeman, 
all Standard Diary Co. 

25. Dave Etheridge, Emmons Staty. & Office Supply, Wisconsin Rapids, 
Wis.; Jim Eynam and Renee Breman, Lovis Melind Co.; Al Walker, 
Al Walker Co., Atlanta, Ga.; O. W. “Jack” Pechman, Denver 
Staty. Co., Denver, Colo.; M. F. Emmons, Emmons Staty. & Office 
Supply, Wisconsin Rapids, Wis.; Ed Henschel, Lovis Melind Co. 
Seen at the Justrite refreshment headquarters. 


OFFICE APPLIANCES, November, 1951 


4 





Roy Wood, Esterbrook Pen Co., president Midwest Travelers Club; 
Dave C. Nevhaus, manufacturers’ representative, first vice-president; 
Tom “Tot” Seward, Speed Products, Inc., second vice-president; 
D. A. MacDougall, Stationers Loose Leaf Co., secretary-treasurer. 


Mostly Weis.—William Kane, Oxford Filing Supply Co.; Walter 
Nichols, Gilbert Weis, Stanley Woodruff, John McPike and Harry 
Nichols, all Weis Mfg. Co. 


Charles Wyer, Ralph V. Maneval, H. U. Bittman and B. J. Powell, 
all A. W. Faber-Castell Pencil Co. 


In the Shaw-Walker room.—Seated: Jim Walsh, State Office Supply 
Co., Columbia, $. C.; E. J. Boulos, Shaw-Walker Co.; R. Lester 
Sturgeon, San Diego Office Supply & Equipment Co. Standing: 
Harold Decker and Scott Hurlbert, Master-Craft Corp.; Joe Stevens, 
Office Supply Co., Jackson, Miss.; Bob Ferguson, Office Supply Co., 
Laurel, Miss. 


Seated: E. J. LeBlanc, Office Equipment Co., Louisville; William 
Martin, Shaw-Walker Co.; R. G. Attaway, Tulse Staty. Co., Tulsa, 
Okla.; W. H. McNiff, Master-Craft Corp.; Mrs. J. Norwood Cobb, 
Pensacola, Fla.; Max Levine, Kalamazoo Office Equipment Co., 
Kalamazoo, Mich. Standing: F. M. Kindig, Shaw-Walker Co.; 
Don Felton, Felton & Wolf, Lincoln, Nebr.; Guy Boyd, Shaw- 
Walker Co.; Reid B. Blackwood, Emarine’s, Council Bluffs, lowa; 
E. J. Boulos, Shaw-Walker Co.; Mrs. Max Levine; R. C. Fitzgerald 
and Harold Decker, Master-Craft Corp.; J. Norwood Cobb, Pensa- 
cola Office Equipment Co.; Fred J. Wolf, Felton & Wolf; Scotty 
Hurlbert, Master-Craft Corp. 
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vets a rated order that he can fill ne must do so. 
Under wage stabilization the flexibility for execu- 
great as for ordinary workers.” When 


tives 1S not 
n doubt the safest thing is to take up questions with 
the Board of Wage Stabilization office in the dealers’ 
particular area 
At the conclusion of the presentation the dealers 
heartily applauded “The Quiz Kids of NSOEA.” 
Election of officers for the distributors’ division then 





FIELD DIVISION OFFICERS—Ralph Maish, Dennison Mfg. Co., vice- 
chairman; F. C. Williams, Yawman and Erbe Mfg. Co., vice-president; 
Rus Ragan, American Pad & Paper Co., retiring vice-president; Art 
Pfister, Smead Mfg. Co., acting secretary. 


ON THE OPPOSITE PAGE— 

1. C. A. Lindmark, Jr., George $. Donaldson, L. A. Parker, L. D 
Markham and F. R. Dellitt, all Underwood Corp. 

2. Frank S. Cooper, Codo Mfg. Corp. 

3. Thor Marsh, Marsh Office Supply, Inc., Ypsilanti, Mich.; Mrs. 
Thor Marsh; R. N. Thomas, B. L. Marble Chair Co.; Mrs. Robert 
Ely, Robert Ely and Ida Smith, all Marsh Office Supply, Inc., 
Ypsilanti, Mich 

4. Jim Young and George H. Herrman, both of Master Addresser 
Co.; Walter Ruedy, S. G. Adams Co., St. Lovis, Mo.; W. H. Wright, 
Jr., and A. J. Wright, both Master Addresser Co. 

5. Bill O’Brien, Mittag & Volger, Inc.; Bruce E. Grogg, Lehman Book 
& Staty. Co., Ft. Wayne, Ind.; C. N. Murray, Mittag & Volger, 
Inc.; Don A. Timmerman and J. B. Brain, Brain Staty. Co., 
Omaha, Nebr.; H. A. Andre, C. F. Leydig, J. T. Suydam, J. P. 
Marshall, C. W. Bergere and P. R. Going, all Mittag & Volger, Inc. 

6. Gordon Fisher, N. C. Hammond and Basil T. Lawrence, all Her- 
ring-Hall-Marvin Safe Co. 

7. Sam Jason, Manufacturers’ representative, Montreal; Victor M. 
Knight, manufacturers’ representative, Toronto. 

8. Bob Sprott, The Globe-Wernicke Co.; William E. Ludwig and Phil 
Yawman, John R. Bourne Co., Rochester, N. Y.; W. K. Downing, 
The Globe-Wernicke Co.; Donald Deskey, Donald Deskey Asso- 
ciates, New York, N. Y. 

9. C. W. Swallow, (Staple Sal the Markwell Gal) Jeanne Darwin and 
Bernie Goldsmith, all Markwell Mfg. Co. 

10. Mrs. R. D. Latsch, Latsch Bros., Lincoln, Nebr.; R. A. Maish, 
Dennison Mfg. Co.; Mrs. Sidney Anderson and Mary Jo Latsch, 
Latsch Bros., Lincoin, Nebr. 

11. Ann Russen, great niece of Zac Smith, retiring president of 
NSOEA, finds a good convention perch on the shoulders of her 
father, Douglas H. Russen of Zac Smith Staty. Co., Birmingham, 


Ala 
12. R. T. Warner, Warren Davis and R. H. Clark of Eureka Specialty 
Ptg. Co 


13. Irvin Samuels, Abbott Dist. Co., Los Angeles; C. A. Laystrom, 
C. F. Reich and Howard Buescher, all Faries Mfg. Co., Mrs 
John S$. Murphy and John S. Murphy, Murphy's Book Store, 
Kewanee, II! 

14. Charlie Lipman, Geo. B. Graff Co.; Fred R. Smart, secretary man- 
ager, Stationers Guild of Canada; Roger B. Thurber, George B. 
Graff Co 

15. James W. Roberts and A. Carl Eversole, both Aget Mfg. Co 

16. L. D. Markham, C. A. Lindmark, jr., G. $. Donaldson, E. T 
Waters and A. B. Smith, all Underwood Corp. 

17. George P. Martz, Martyr's, Sacramento, Calif.; Parle Cooley, 
Bates Mfg. Co.; Joe Wardman, W. Lee Gamel and F. W. Shick, 
all Bates Mfg. Co.; James E. Allen, Allen Office Supply, Mrytle 
Beach, S. C.; Frank Graham, Bates Mfg. Co. 

18. Jack A. Lang, Cramer Posture Chair Co., talks with a dealer, 
Harold Garfield, Garfield Corp., New York, N. Y. 

19. Bronce Childress of Dallas, Tex., with Mosler Safe Co. Lincoln 
Book Shop collection of priceless Lincoln papers guarded by 
Harry W. Morris of the Pinkerton Agency. 

20. Joe Shanks and Elmer H. Dalldorf, both Brushmakers, Inc 
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followed upon presentation of nominations by com- 
mittee composed of Earl Kochheiser, A. J. Walker 
and E. C. Wilson. Their recommendations were fol- 
lowed, resulting in the naming of: 

Vice-president, Adrian Pembroke, Adrian Pembroke 
Company, Salt Lake City, Utah. 

Vice-chairman, Walter Miller, Otto Ulbrich Com- 
pany, Buffalo, N. Y. 


FIELD DIVISION MEETING 
The annual meeting of the field division of NSOEA 
was held in the lower tower ballroom of The Stevens 
with Rus Ragan, vice-president of that group, in 


ae. 


ice Chair Cushion 


Jog YOR? 


1. E. A. Keeling, Art Metal Construction Co.; Reuben $. Haslam, 
NSOEA; Algot J. E. Larson, Art Metal Construction Co. 

2. William Lundeen, Victor G. Lundeen and Edward Lundeen, nephew, 
father and son all associated with Victor Lundeen & Co., Fergus 
Falls, Minn. 

3. Bob Pinns, Mrs. & Mr. Manuel Davidson, all Perfect Rubber Seat 
Cushion Co. 

4. R. H. Sowers, Miss E. E. Thompson and Harry Becker, all George 
F. Cram Co. 

5. L. Avanzino and W. J. Carroll, both Eberhard Faber Pencil Co., 
Clarence Hoover and Robert A. Riehl, both Columbus Blank Book 
Co. 
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charge. He called upon Paul Burbank to make a few 
remarks and then introduced Howard I. Bobbitt, 
secretary of the Oregon Stationers Association, who 
addressed the meeting on the advantages of incor- 
poration for travelers’ clubs. 

Chet Williams, Yawman and Erbe Manufacturing 
Company, was moved up from vice-chairman to vice- 
president of the field division. Ralph Maish of Den- 
nison Manufacturing Company received the vice- 
chairman post. 


AT THE LEFT — 

1. Earl Otto, mfrs. rep.; Leo Gendernalik, Hollywood Mailing Prod- 
ucts Corp.; Robert Busse, Weber Addressing Machine Co. 

2. J. N. Reosolio, Thomasville, Ga.; Bruce Adams, Pelouze Mfg. Co. 

3. R. F. Douglass, Gunlocke Chair Co., and Mrs. Douglass. 

4. Myron Chaffee, Chaffee Office Machine Co., Kansas City, Mo.; 
Frank Hall, Missouri Office Equipment Co., Independence, Mo.; 
Robert Bell, Kansas City, Mo.; Robert Lynn Chaffee, Chaffee Office 
Machine Co. 

5. Jerry Warshaw, Warshaw Mfg. Co., Inc. 

6. Frank Freeman and Virginia Wiesner, both American Latex 
Products Corp. 

7. John P. Hoffman, MacTaggert-Hoffman Co., Port Huron, Mich.; 
Mel Gordon and J. C. Sainberg, both Comfort Cushion Co.; 
R. B. Elizey and J. W. Smith, both Marshall-Smith, Inc., Cleveland, 
Ohio. 

8. Kurt Loewenthal, Rico Leather Specialty, Inc. 

9. Thomas Lawson, George Lewis and A. B. Imhoff, all Frawley 
Corp. 

10. Bud Laughlin, J. A. Sweeney, Ll. Hendrickson and John OD. 
Sweeney, all Harter Corp. 

11. Sid Cowen, Harmon Martin, Joe Rosenfield and P. G. McGuire. 

all Royal Metal Mfg. Co. 


ON THE OPPOSITE PAGE 

1. Seated: Mrs. Myrtle Barthmaier and Mrs. W. H. Daveler. 
Standing: David Hayworth, Charles Hayworth, W. H. Daveler 
and Joseph Hayworth, all Alma Desk Co. 

2. H. G. Miller, American Photocopy Equipment Co. 

3. Seated: J. R. Taylor, James Cralle and Moselle Taylor Meals. 
Standing: R. M. Crippen, W. Gerald French and Ray S. Froeba, 
all Taylor Chair Co. 

4. Wes MontPas, William Lampel, Harry Lipshutz, Joe Burger, 
Samuel Katz, William Boyd, Leon Banov and Frank Mock, all 
Art Steel Co. 

5. George De Beer, Thomas Furniture Co.; Mrs. & Mr. Alan Arthur, 
Rose City Press, Charleston, W. Va.; Fred A. Thomas, Jr., James 
Rogers and R. B. Valleau, all Thomas Furniture Co. 

6. E. J. Le Blanc, Office Equipment Co., Louisville, Ky.; George 
Litchfield, Jasper Chair Co.; Bob Davis, Standard Office Equip- 
ment Co., Sioux Falls, la.; Gilbert Bosse, Imperial Desk Co. 

7. Jon W. Simpson, W. C. Dinges and Gus Lefcour?, all Emeco 
Corp.; W. W. Sproul, Clarke-Gibby, Inc., New York, N. Y.; 
Stuart Goll and Ben Field, both Emeco Corp. 

8. Wm. Weiss, Murphy Chair Co.; L. M. Andrews, Jr., American 
Map Co. 

9. James Vespo and Gene Brown, both Polychrome Corp. 

10. Whitney Hansen, Albert & Hancock & Co., Chicago; Albert 
Peurye, Vanpe, Inc.; B. Goodfrend and William Klebe, both 
Albert & Hancock & Co. 

11. Frank Salz, Mortimer Kazan and Victor Scheinman, all Cole 
Steel Equipment Co.; Paul Barnett, Barnett’s Inc., Miami, Fla.; 
Sidney Gelder and Samuel Henning, both Cole Steel Equipment 
Co.; John Pugh, P. B. Office Supply, Chippewa Falls, Wis. 

12. J. George Aigner, Mrs. Katherine Aigner, Bill Silberstorf, Mr. 
and Mrs. Al Aigner and Mrs. & Mr. G. J. Aigner, all G. J. 
Aigner Co. 

13. Rose Cushman, NSOEA; John Henn, Joseph Dixon Crucible Co., 
and Ed Manning, National Brief Case Mfg. Co. 

14. D. M. Burney, Stuart Winslow, George Whiting and R. J. Davis, 
all Whiting Paper Co.; Ernest Goss. 

15. David Fried, John K. Griff and Gleeson Murphy, Jr., all Gleeson 
Murphy Mfg. Co.; L. M. Brockwell, E. H. Clarke & Brothers, Inc., 
Memphis, Tenn.; Neal Bergers, Gleeson Murphy Mfg. Co. 

16. Stanley Dulski, Ferris Business Equipment, Inc. 

17. Phil Bozzo, Herring-Hall-Marvin Safe Co.; J. H. Moses, Hall 
Safe & Equipment Co.; Leland Belew and C. Grammel, both 
Herring-Hall-Marvin Safe Co. 

18. R. J. Frank, Des Moines Stationery, Des Moines, Ia.; J. Harlin, 
A. Wagner, and O. K. Hill, all Better Packages, Inc. 

19. W. P. Cannon, General Lamps Mfg. Corp.; George Barber, 
Marshall-Smith, Inc., Cleveland, Ohio; Floyd Kasper, General 
Lamps Mfg. Corp.; W. P. O’Brien, Marshall-Smith, Inc. 
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MANUFACTURERS’ DIVISION 


About 200 were present when Harry Fellowes, Bank- 
ers Box Company, vice-president of the manufacturers’ 
division of NSOEA, called the meeting of the division 
to order on Tuesday morning in the Upper Tower Ball- 
room. After a few words of greeting, Mr. Fellowes 
called on Paul Burbank, who commented briefly on the 
state of the convention and made some references to 


AT THE LEFT — 


1. Mr. and Mrs. Herb Sime, Office Appliances; Mr. and Mrs. Raphael 
Blessinger and Mrs. Gene Kunz, all Jasper Desk Co 

2. Lester Wellman, Lordell Corp.; Paul & Dorothea Fisher, Fisher 
Pen Co.; Joe Melton, Melton Publishing Co.; Robert Wright, Fisher 
Pen Co. 

3. J. H. Raham, Raham Co., St. Catherines, Ontario, Canada; A. S. 
Patrick, Hutchings & Patrick, Ottawa, Ont., Canada; Max Polonsky, 
Atlas Stationers, Los Angeles, Calif.; Sam Jason, Montreal, Quebec, 
Canada. 

4. R. P. Lewis, R. P. Lewis Co., Flint, Mich.; G. L. Wasserman and 
Leo Cohen, both Steel Parts Mfg. Co. 

5. L. E. Swartz, Fred Fay, Mrs. lL. Eikelberg and Rae Murdoch, all 
G. R. Products, Inc. 

6. Henry Guth and Leon Sherman, both mfrs. reps.; Henry Hasenburg; 
Fred Niemann, Niemann, Inc.; John S$. Marshall, John A. Marshall 
Co., Kansas City, Mo.; Marion Follin, mfrs. rep.; John A. Marshall, 
John A. Marshall Co., Kansas City, Mo.; Mr. and Mrs. James 
Carter, Norfolk Stationery Co., Norfolk, Va. 

7. H. G. Joswig, Charles Wade, Robert Appleby, Robert Shortmayer, 

' Samson Stern and D. C. Downs, all Federal Equipment Co. 

8. Allen F. Joseph, Jasper Desk Co.; S. A. Williams, Office Equipment 
Co., Chicago; George L. Whaley, Joseph Home Co., Pittsburgh, Pa.; 
R. F. Douglass, W. H. Gunlocke Chair Co.; Raphael Blessinger, 
Jasper Desk Co. 

9. David Fidler, Bernard Ellis, Allen Dreyfus, David Fried and W. E. 
Crouse, all Murphy Chair Co. 


ON THE OPPOSITE PAGE 

1. Seated: E. R. Manning, National Brief Case Co.; Ivan Allen, 
Ivan Allen-Marshall Co., Atlanta, Ga. Standing: Joe O'Malley, 
National Brief Case Co.; John F. Bankhead, Eldreds, Inc., Lorain, 
Ohio. 

2. Mr. and Mrs. Sydney Kurlan, Rest-a-While Couch Co. 

3. O. D. Grove and E. A. Keeling, Jr., both Arnot & Co. 

4. James Jay Yawitz, Jr., and Max Cole, both National Chair Co.; 
Rush Polgrean, mfrs. rep.; $. K. “Bud” Haskell and Edward N. 
Haskell, both Haskell Mfg. Corp.; H. A. Steger, St. Louis, Mo. 

5. Robert Gaffaney, Gaffaney’s, Fargo, N. D.; Mrs. P. G. Picknell; 
C. W. Clemen, G. J. Aigner Co.; Claud Tritschler, Gaffaney’s; 
P. G. Pickell, Haines & Essick Co., Decatur, Ill. 

6. Wm. L. Sagendorph, Penn Mfg. Corp. of Pennsylvania; T. Ralph 
Unsworth, mfrs. rep.; W. A. Gorman and Fred A. Chindgren, 
both Watson Mfg. Co.; Nelson Cady, mfrs. rep. 

7. Robert Fein, Stein Brothers Mfg. Co.; Dwight Francis; Leo Stein, 
Leo Stein Brothers Mfg. Co.; Mrs. Dwight Francis. 

8. Carl H. Carlson and Charles H. Kuehne, both S.E. & M. Vernon, 
Inc.; Mr. and Mrs. Robert Reichman, Mooney’s, Inc., New York; 
George Cormack, S. E. & M. Vernon, Inc. 

9. Harvey Rockwell, Ralph Robinson, and C. C. Porter, all Yawman 
and Erbe Mfg. Co. 

10. Henry Ring, Jr., Queen Ribbon & Carbon Co.; Cy Herrema, 
Economy Office Supply Co., Grand Rapids, Mich.; E. Reuter, 
Queen Ribbon & Carbon Co. 

11. L. M. McGovern (seated) and A. H. Stringe, Commercial Furniture 
Co.; Ed S. Erickson, Erickson’s Inc., Toledo, Ohio. 

12. Burleigh Walker, May Office Supply, Berkley, W. Va.; George 
Long, George Long & Son; Clyde McCoye, May Office Supply. 

13. Joe Weiskopf and Gordon Colby, both Central Can Co.; Mr. 
and Mrs. John Knox Robinson, Findlay, Ohio. 

14. R. J. Freeman and Arthur Barth, both Jasper Chair Co.; L. M. 
Mullens; James Fowls, Jasper Chair Co. 

15. Ladies of the “88” group, St. Lovis, Mo.: Mrs. L. F. Pillich, 
Mrs. A. J. Krings, Mrs. Harry Wood, Mrs. Fred Drebes and Mrs. 
James J. McGovern. 

16. Allen P. Green, Arthur J. Krings, Brent J. Fletcher, James J. 
McGovern, Lovis F. Pillich, R. Voisey, Harry Wood and Fred 
Drebes, all Lessard Printing & Stationery Co., St. Louis, Mo. 

17. A. A. Lieberman, Carlton-Surrey, Inc.; J. $. Ordover and Miss 
Scerbo, both Gift Craft Leather Co.; Murray Silvers, Congress 
Chair Co.; Albert Scerbo, Gift Craft Leather Co. 

18. Ralph Larson, M. R. Cowan, W. Bruce Ellsworth, C. W. Blad, 
H. R. Clark, R. S. Hill and Roy Edgren, all Corry-Jamestown 
Mfg. Corp. 
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AT THE MANUFACTURERS MEETING—Howard Gunlocke, W. H. Gun- 


locke Chair Co., vice-president-elect, and Harry Fellowes, Bankers Box 
Co., retiring vice-president, mfrs. division, NSOEA. 


a pre-employment testing method being developed by 
the Klein Institute for manufacturers. 

An early bird prize was awarded and then Mr. Fel- 
lowes named the nominating committee he had ap- 
pointed several months earlier. The committee was 
composed of Paul Buckwalter, National Blank Book 


Company; Ed Manning, National Brief Case Company, 
and Dick Jonas, Oxford Filing Supply Company. 

The first of two speakers on the program was Harry 
Buice, assistant to the president, Horder’s, Inc., Chi- 
the subject, “If I Were a Manufacturer in 


cago. On 


ON THE OPPOSITE PAGE 

1. Ray Williams, Heinie Sengbusch, Nelson Cady, Wm. H. Wilson, 
C. O. Hamilton and R. P. Vaughan, all Hamilton Mfg. Co.; 

2. H. L. Breitenstein and Robert Beekman, both All-Steel Equipment 

Co.; Herbert Farkas, Herbert L. Farkas Co., Newark, N. J.; 
M. A. Ellman, M. A. Ellman & Co., Detroit, Mich.; J. W. Rhea, 
Sr., L. G. Taylor and J. W. Rhea, Jr., all All-Steel Equipment 
Co.; Vic Hall, R. L. Smith Co., Los Angeles, Calif.; Rush Polgrean, 
Peter Van Trigt and Joe Hartman, all All-Steel Equipment Co. 
W. T. Powell and T. R. Pitts, both Myrtle Desk Co. 

Mr. and Mrs. E. G. Rahe, The Globe-Wernicke Co. 

Henry Ring, Jr. and Arthur Du Pre, both Queen Ribbon & 
Carbon Co 

6. Ed Mulvaney, L. J. Bloch and Mrs. Ellis Ryan, all Milwaukee Chair 
Co.; R. B. Valleau, R. B. Valleau & Co., Minneapolis, Minn. 

7. J. K. Boling, High Point Bending & Chair Co.; C. Scott Parnham, 
mfrs. rep.; Joseph Wallace, mfrs. rep.; Ben R. Brannon, Service 
Printing & Office Supply, Dallas, Tex.; J. B. Wagoner, Jr., mfrs. 
rep.; John C. Turner, J. H. Hayworth, E. V. Slack, and W. H. 
Daveler, all Alma Desk Co. 

8. M. J. Brenner and G. P. Wells, both Charles Doppelt & Co.; 
Raymond H. Kohl, West Part, Conn.; Fletcher Lawrence, Gelsan- 
liters, Mt. Vernon, Ohio and John P. Hoffman, McTaggert- 
Hoffman Co., Port Huron, Mich.; Phil Massar, Charles Doppelt 
& Co 

9. Joe Horness, Morris Schlain and Paul Cory, all Browne-Morse 
Co., Jim Miller, Modern Stationery & Printing Co., Baltimore, Md.; 
Warren Horness and Lee Lowe, both Browne-Morse Co. 

10. Joe C. Runnels, Commercial Office Furniture Co., Washington, 
D. C. and F. J. Boling, High Point Bending & Chair Co. 

Il. Lovis Heckman, Heckman Industries. 

12. Bill Bresnahan and Harold Anada, both Fastener Corp. 

13. Sid Lichtenstein, N. F. Hancock, Harold Bell, R. M. Matthews, 
J. B. Tompkins and Harris Pilkington, all Sturgis Posture Chair Co. 

14. D. A. Towle, Jr., Standard Furniture Co.; John Ottmans, John 
Zuris and Glenn Ellwood, all Standard Furniture Co., Ronald 
Wittig 

15. Arthur Gorgon, Joseph Tauber, J. D. Gregson and Ed Tauber, 
all Gregson Mfg. Co 

16. M. S. Singer, W. H. Bretzloff, Jr.. Don C. Hanover, Jr., J. J 
Schulda, Hugh Greenberg, Aaron Merzin, Nick Ferrari and M 
Kuneck, all Invincible Metal Furniture Co. 

17. H. A. Kaberna, Van Dyke Industries, Inc.; G. Max Keating, 
Elmer Krumwiede & Associotes; Bob Hastey, Rand McNally & Co. 

18. Harold Garfield, Garfield Corp.; Lovis Polonsky, Atlas Stationers, 
Los Angeles; Charles Rapiport, Sparks Products Co. 

19. R. Engel, York Safe & Lock Co.; “Mike” Hildebrand. 
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Today’s Market,” Mr. Buice gave a clear and specific 
outline of opportunities open to manufacturers in the 
current situation. Declaring that there is a great need 
for a comprehensive study of distribution on marketing 
in the office equipment and supply industry, the 
speaker asserted that such a study would have for its 
objective one primary thing—knowledge of how to 
achieve an operating profit. Failure to have an effec- 
tive marketing program has resulted in an increasing 
volume of business natural for this industry going 
through other channels of distribution, such as de- 
partment stores, drug stores, and direct to user selling. 

Subsequent to comment about manufacturers’ meth- 
ods of handling inquiries and orders, Mr. Buice made 
suggestions on the following factors in a comprehen- 
sive merchandising program: pricing policy, discount 
policy, terms policy, point of sale material, point of use 





1. Garrett Roberts, Weldon Roberts Rubber Co.; Dorothy Lehman, 
NSOEA; Albert L. Marschall, southern representative of Weldon 
Roberts Rubber Co. 


2. Frank W. Hughes, A. D. Farrell and H. H. Boker, all Automatic 


Pencil Sharpener Co. 


3. A. M. “Benny” Allen, American Pencil Co.; Mr. and Mrs. W. M. 


Putnam, W. B. Read & Co., Bloomington, Ill; Bud Purdy and 
Vincent Handy, American Pencil Co.; |. Peres, Star Office Acces- 
sories, Bronx, N. Y.; E. A. Mannhardt, American Pencil Co. 


4. Bud Konnersman, Eagle Pencil Co.; E. J. Conlon, Rockwell-Barnes 


Co.; Mel Sowell, Esterbrook Pen Co.; Charles Hucke, manufacturers’ 
representative; Harry Ford, Rockwell-Barnes Co.; George Long, 
manufacturers’ representative. 


5. Mrs. Peggy Baker, Ivan Allen-Marshall Co., Atlanta, Ga; Mel 


Sowell, Esterbrook Pen Co.; H. J. Forrest, Western Book & Supply 
Co., Chicago; D. L. Rexer, Moseley’s, Inc., Madison, Wis. 
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material, catalogs, price lists, packaging, dealer train- 
ing, advertising, territory coverage, research, and field 
representation. 

Mr. Buice’s carefully prepared talk was followed by 
an equally impressive address by Dr. Donald A. Laird, 
well known sales psychologist, whose subject was, 
“Handling the New Style Salesman.” Dr. Laird re- 
viewed the history of salesmen from the time the word 
first appeared in the English language in 1550. The 
traveling salesman appeared about the time of Presi- 
dent U. S. Grant, but the first modern salesman was 
John Patterson of the National Cash Register Com- 
pany, who introduced the idea of special sales training, 
involving such factors as canned sales talks, knowledge 
of products, answering objections, educating custom- 
ers, and service consciousness 


AT THE LEFT — 

1. K. K. Chalmers, H. E. Gildea, and H. J. Kunkel, all Hoosier Desk Co. 

2. Bob Witts, H. A. Green, Frank Mansfield, Stan Harris and Brem 
Proctor, all Royal Metal Mfg. Co. 

3. Louis H. Farber, Lovis H. Farber Co.; Mrs. Don Eckert and Edwin 
H. Nicholson, Jasper Seating Co. 

. Donald Wall, J. M. Nestor and Jim Moore, all Bostitch, Inc. 

5. H. J. Offer, Autocopy, Inc. and Paul Lockwood, Lockwood Sales 
Corp., Maywood, Calif. 

6. Ben Stapleton, Stapleton Office Supply Co., Portsmouth, Ohio; 
Faye Atkinson, Ramorse, Inc.; Ronald Tope, Tope Book & Office 
Supply Co., New Philadelphia, Ohio. 

7. Arthur L. Anderson, Gilbert Block, Ross Wilson, Miss Ingeborg 
Jorgensen, E. H. Mosler, Jr. and Howard Smith, all Protectall 
Safe Co. 

8. M. D. Parish, Ed. Mulvaney and Robert Bentson, all Western 
Mfg. Co. 


ON THE OPPOSITE PAGE — 

1. Ben “Kin-Dex” Kahn, Kinetic Novelty Co., Inc., |. “Star” Peres, 
Star Office Accessories Co., New York, N. Y.; Harold E. Short, 
Diehl Office Equipment, Columbus, Ohio. 

2. Frank Neville, Sturgis Posture Chair Co.; Morton Marks, Com- 
monwealth Steel Products Corp. 

3. Frank Petranek, Vanguard Engineering & Mfg. Co.; F. T. Danne- 
miller, Convoy, Inc. 

4. Art Carrow, Pete Mauss, Swingline Bunny Phoebe Peters, John 
Terry and Dugald Mcleod, all Speed Products Co., Inc. 

5. E. L. McCusker and R. C. Schmutzler, both Reyburn Mfg. Co.; 
H. A. Anderson, Zion, Ill; Harry Venet and Nat P. Blish, both 
Reyburn Mfg. Co. 

6. Harry W. Lynn, Esterbrook Pen Co.; W. H. Blake and W. T. 
Bowles, both Blake & Bowles Office Supply, Baton Rouge, La.; 
R. L. Wood, Esterbrook Pen Co.; Ray A. Baldwin, Gallup Map 
& Staty Co., Kansas City, Mo., and president of Kansas City 
Stationers Club. 

7. Folger Fellowes, H. L. Fellowes, W. J. Nickel and John E. Fellowes, 
all Bankers Box Co. 

8. F. H. Caswell, John C. Krueger and Aaron J. Land, Jr., all 
F. S. Webster Co. 

9. M. ©. Thompson and Harry Balch, both Quality Park Envelope 
Co.; Wm. P. Kelly, Office Equipment Co., Louisville, Ky.; Lafe 
H. Wasley, Quality Park Envelope Co. 

10. Robert Gaffaney, Claude Tritschler, R. M. Goosen and Jim 
Goffaney, all Gaffaney’s, Fargo, N. D 

11. J. D. Nelson, Jr., L. R. Littlehale and Frank Calloway, all Mosler 
Safe Co.; Morris Schlaine, Browne-Morse Co.; Ed Hunting, Hunt- 
ing-Roberts Co., Los Angeles, Calif.; Joseph Ashley, Mosler Safe 
Co. 

12. Walter Ruedy, S. G. Adams Co., St. Louis, Mo.; J. R. Diaz, Ideal 
Staty. Co., El Paso, Tex.; John Lamond, Claude Booth, Arthur J. 
Heyer, Arthur Zitt, all of Heyer Corp.; Ralph R. Bailey, Bailey 
Office Appliances Co., Davenport, lowa. 

13. D. C. Huntington, Dennison Mfg. Co.; Rose Cushman, NSOEA; 
Ralph Maish, R. H. Lewis and C. T. Mumma, all Dennison Mfg. 
Co., and Wm. B. Gregory Ii, W. B. Gregory & Son, Detroit, Mich. 

14. A. J. Walker, Farnham Stationery & School Supply Co., Minne- 
apolis, Minn.; G. Irving Bailey and Harry J. Holbrook, National 
Production Authority; Lou Mann, Sturgis Posture Chair Co. 

15. Edward Woodruff, Robert Warner and Arthur Rennet, all Maple 
Leaf Mfg. Co., Inc. 
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According Dr. Laird, the cost of distribution 
eveled off about 10 years ago. In a few segments of 
business, there is evidence that the cost is going down 
One big reason that cost reduction is not more wide- 
spread is that about half of the 4,000,000 salesmen in 
the United States are still the old style, razzle dazzle 
boys. The new style salesman, who makes more money 
yet reduces the cost of selling, sells from knowledge of 
markets icts and applications. In addition to 
acquire that knowledge, the wise 
modern salesmanager helps his men keep faith in 
themselves permitting them to share in decisions, set- 

y thei wn quotas, and so forth 

; session which concluded the morning’s 
rief, consisting of the election of of- 


helping 








ficers. Howard W. Gunlocke, W. H. Gunlocke Chair 
Company, was moved up to the vice-presidency, and 
L. R. Addington, Art Metal Construction Company, 
was elected vice-chairman of the manufacturer's divi- 
sion 


TUESDAY NOON LUNCHEON, SEPTEMBER 25 

Few NSOEA speakers have so captivated their audi- 
ence as did Dr. Norman Vincent Peale, pastor of the 
Marble Collegiate Church of New York City. 

This great clergyman, author and humanitarian 
opened the eyes of the stationers to the fact that they 
are haunted by tension and bear the hallmark of their 
generation—the ulcer. He declared that the patron 
saint of America is St. Vitus. 
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“Religion is the supreme therapy,” asserted Dr. Peale 
in urging his listeners to turn to the Bible as “the 
greatest book on mental health ever written.” 

He advised the stationers to gain peace inwardly 
and to do all they can to preserve “the greatest thing 
we have today, American freedom.” 

Fred Smith, vice-president of industrial relations, 
The William Powell Company, Cincinnati, Ohio, proved 
an entertaining speaker to open the afternoon session 
A friendly Southerner with a Tennesee manner he 
demonstrated that he is motivated by a driving con- 
viction that men of production and management can 
work together. 

“Most of our labor problems arrive because we have 
too much lawyership and not enough salesmanship in 
labor relationship,” Mr. Smith insisted. “We should 
talk more about responsibility and less about rights.’ 

The speaker painted an oral picture of the American 
worker as a man who is an optimist, a man with in- 
tense pride who likes to brag about his plant and an 
individual with an intense feeling of fair play. 

A living wage was defined by Mr. Smith as “a little 
more than I am making now.” He asserted most 


1. Mrs. & Mr. James Preston, Preston-Noelting Ltd., Stratford, 
Canada. 

2. Harold Hurrelbrink, Faultiess Caster Co 

3. Paul Calabrese, Marsh Stencil Machine Co.; Wes MontPas, 
Acco Products Inc.; E. J. Marsh, Marsh Stencil Machine Co. 

4. Ken Baker, Allen Kline, Jack Keefe, John Walters and Ted 

Auskern, all Shepherd Chair Co 

J. R. Stallings, Favitiess Caster Co. 

R. H. Wallace, Nelson Steidi, Jack Dilling and H. A. Baum, 

all Berger Div., Republic Stee! Corp. 
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employees don’t want advancement but management 
can’t tell them they can’t advance. 

In a parting warning he asserted, “You'll never 
have industrial peace in America until you quit de- 
ciding on who’s right instead of what’s right.” 

Following Mr. Smith on the platform was another 
of the gifted speakers who made the 1951 NSOEA pro- 
gram exceptional. He was Millard Bennett, president 
of Business Economists, New York City. 

Some 35 years ago, Mr. Bennett developed a simple 
philosophy which embraces a definite law for success 
in selling and in living. He calls it “The Three Golden 
Keys” and enumerated them as 

1. Persistency—the key that unlocks your own mind. 

2. Personality—the key that unlocks the minds of 
others. 

3. Perceptiveness—the action key 

Declaring that he was proud to have been a salesman 
for 40 years, Mr. Bennett said: 

“Mass production came after mass sales 

“Trails were blazed by men who carried their wares 
to far places. 

“The luxuries of today became the usage of tomorrow 
through salesmanship... .” 





7. W. Fred Young, Walker, Evans & Cogswell Co., Charleston, $.C.; 
A. C. Lampkin and Gilbert B. Bosse, both Imperial Desk Co. 

8. C. E. Davis, National Fiberstock Envelope Co. 

9. James H. Davison and H. C. Nix, both mfrs. reps.; B. J. Bristoll, 
Koch Brothers, Des Moines, lowa and R. H. McDaniel, mfrs. rep. 


10. L. P. Bullat, S. C. Caddy and F. E. Foster, all Intasco Corp. 
11. J. H. Simpson, National Fiberstock Envelope Co. 


12. Paul Schultz, Mrs. V. VanMeter; Mrs. Elsie Kessler and Mrs. 
Harold Brosk, all Brosk Office Supply Co., Kenosha, Wis. 
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NSOEA OFFICERS FOR 1951-1952 TERM 


Grant Howard, Howard & Stofft, Tucson, Ariz., 
president; Adrian Pembroke, Pembroke Co., Salt 
Lake City, Utah, vice-president, distributors’ divi- 
sion; Walter Miller, Otto Ulbrich Co., Buffalo, 
N. Y., vice-chairman, distributors’ division; Howard 
Gunlocke, W. H. Gunlocke Chair Co., vice-presi- 
dent, manufacturers’ division; Chet Williams, Yaw- 
man and Erbe Mfg. Co., vice-president, field divi- 


WEDNESDAY FORENOON, SEPTEMBER 26 


“Main Street, U.S.A.” proved a convention highlight 
in the ciosing session of the convention. This story 
of the commercial stationers’ position on the main 


street of their home towns was presented dramatically 
by Paul B. Buckwalter, vice-president of the National 
Blank Book Company. 

Standing in front of a huge chart, the width of the 
ballroom, Mr. Buckwalter explained the figures com- 
piled by Dr. Ralph DeArmond Cies of Boston, Mass. 


Drawing on information secured from members of 
the NSOEA, Dr. Cies had presented in percentages the 
story of today’s markets and his predictions of tomor- 
row’'s trend 


It was a challenge to this industry 
inasmuch as the 


commercial stationer was shown to be in a position 


to sell to a market which is expanding through the 
installation of new offices in a defense economy and in 
a growing population based on “war babies” now 
marching off to school. 

“If your main street is in a manufacturing area one 
out of every five persons going by your store is an 
office worker,” declared Mr. Buckwalter. 

‘You will be grateful for the job your association 
is doing in Washington to get your share of the tight 
materials,” he asserted. 

There are things you can do as an individual: 

1. Be constantly on the alert for merchandise not 
in critical volume 

‘2. Go back to your sales organization and review 


your market 


ing during a time of delayed activities. 


3. Put men in the field who are better prepared 
to serve customers. You must convince your salesmen 
that times are not as usual. 

4. Study your market along the line of the charts 
ust presente Take the population of your home 
town and figure out how many office people are in 
your market 

Pointing it that there are “33 million kids in 


school,” he asserted, “These kids are the buyers of 


the future 
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sion; Ralph Maish, Dennison Mfg. Co., vice-chair- 
man, field division. Absent when picture was 
taken; L. R. Addington, Art Metal Construction 
Co., vice-chairman, manvfacturers’ division; Charles 
Sinisgalli, R. P. Andrews Paper Co., Washington, 
D. C., treasurer; Joseph C. Runnels, Commercial 
Office Furniture Co., Washington, D. C., assistant 
treasurer. 


R. F. Patterson, Dean of the School of Business, 
University of South Dakota, closed the convention 
speaking program with his address on the topic, “Are 
You Scared?” He had spoken to the manufacturers 
the year previous and was placed on the general pro- 
gram in 1951 because of his soundness of thinking and 
eloquent delivery. 

Dr. Patterson confessed that he was scared because 
of the conscienceless waste that is so obvious in the 
manpower and spending policies of the federal gov- 
ernment. 


“The federal budget,” he declared, “is the same 
old haven of refuge for all the socialist and welfare 
schemes we have gotten liberal enough to incorporate 
in the Santa Claus philosophy of government during 
the past 20 years. Military spending plus the welfare 
state plus spending to bring the good life to the whole 
world have combined to create for us a national debt 
and a current budget that are both colossal. The 
greatest spenders on earth are the Department of De- 
fense, the Bureau of Reclamation, and the Corps of 
Engineers.” 


In closing he told the stationers, 

“Your business is 
on the main streets of America and on those main 
streets is the future of America unlimited. Free enter- 
prise is on those main streets to join with freedom 
and democracy to form the great triumvirate of 
American life... . For this heritage we must always 
be fighting, scared that we will lose it.” 

At the conclusion of the formal session the assem- 
blage went into a business session with President 
Smith presiding. He told of his personal satisfaction 
in the role of NSOEA’s president and called upon the 
heads of various committees to report their conclusions. 

General Manager Burbank read the report of the 
credentials committee headed by E. C. Wilson, Wilson 
Stationery & Printing Company, Houston, Tex., show- 
ing the total registration for all sessions as being 2631. 

Walter Lennartson, Orrice APPLIANCcEs, then read 
the report of the necrology committee and the con- 
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1. W. R. Sprenger, E. W. A. Rowles Co.; Hayes F. Gordon, Gordon 
Supply Co., Pulaski, Tenn.; T. L. Miller, E. W. A. Rowles Co. 

2. C. C. Bronson, Mrs. M. A. Gregory and B. A. Strang, all Gregory 
Fount-O-ink Co. 

3. Roy Hansen, The Globe Wernicke Co., with Mrs. Charles Rossen 
and Charles Rossen, Acme Visible Records, Inc. 

4. C. J. Lee, R. Anda and John Lorrey, all Avery Adhesive Label Corp. 

5. Mr. and Mrs. Dan H. Benner, Mr. and Mrs. Fred Winterhalter, all 
of Kessler Office Supply Co., Grand Rapids, Mich. 

6. Heinie Sengbusch, Merill D. Hasty and Henry Riegel, all Sengbusch 
Self-Closing Ink Stand Co. 


vention stood in a moment of silence in memory of its 
departed members. 

Andy Maish, Dennison Manufacturing Company, 
brought in the budget report which detailed projected 
NSOEA disbursements and receipts. It showed the 
association to be in a healthy condition. 

R. A. Thomas, Grimes-Stassforth Stationery Com- 
pany, Los Angeles, Calif., made the resolutions report 
which included appreciation to the Chicago convention 
committees headed by Chairman Ralph Maish and 
co-chairman Folger Fellowes, the management of the 
Stevens Hotel, the manufacturing members of NSOEA 
for their annual exhibits and prizes made available 
to the convention, the retiring officers and governors 
for their service, the trade publications for publicity 
given, and to General Manager Paul Burbank and the 
Washington headquarters staff of NSOEA for con- 
tinued loyal and efficient service 





FROM OUR NEIGHBORS TO THE NORTH—Mr. and Mrs. Lawrence 
Beattie, A. M. “Duke” Marnoch and Mrs. and Mr. Lordly Jones, all 
Stationers Guild of Canada. 


Charles Stott, Charles G. Stott & Company, Inc., 
Washington, D. C., presented the treasurer’s report 
revealing that NSOEA has continued its financial 
progress of recent years. 

Earl Kochheiser, The Charles Ritter Company, Mans- 
field, Ohio, brought in the report of the nominations 
committee, resulting in the election of officers and re- 
gional governors as detailed in the first part of this 
convention story. 

Adjournment followed and the convention closed on 
schedule, continuing the Paul Burbank tradition. 








1952 NSOEA 


Convention Dates 


OCT. 4-9 


Stevens Hotel 
Chicago 
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EXHIBIT HALL OFFICE IS BUSY PLACE FOR MEMBERS OF NSOEA CONVENTION COMMITTEE 


1. Frank Lazowski, Automatic Pencil Sharpener Co., and Ed Kraft, 
National Blank Book Co. 
2. Jim Bradley, Higgins Ink Co.; Don Sharpe, Reyburn Mfg. Co., 


FIFTEENTH 
annual display of industry products 


WO SIGNIFICANT changes added substantially to 

the value of the 15th annual showing of industry 
products in connection with the National Stationery 
& Office Equipment Association Convention this year 
1. Opening the show on Saturday, September 22, which 
permitted inspection of dispiays on both Saturday and 
Sunday afternoons and evenings prior to the opening 
of the convention itself. 2. A system of registration at 
nominal fees of all who were not registered for the 
convention. The exhibit registration scheme, developed 
at the request of exhibitors, was effective in making 
the display a trade show, in accordance with the orig- 
inal intention of the association executives who 
launched the exhibit idea 15 years ago. The total 
number thus registered was 4,414. By adding the con- 
vention registration of 2,631, the grand total of at- 
tendance was 7,045 

The 283 displays (31 more than last year) were 
located in three separate exhibit areas. More than half 
were in the exhibit hall and the exhibit hall lobby. The 
remaining displays were divided between locations on 
the third and the fifth floors. The demand for space 
was so great that one manufacturer had to be content 
with a display room on the sixth floor. 


Although exhibit attendance 

was the greatest on 
Saturday and Sunday, many dealers took advantage 
of the lower pressure periods of the succeeding days 
of the convention, when the displays were open for 
inspection during the following hours: Monday, 2 p.m. 
to 9 p.m.; Tuesday, 5 p.m. to 9 P.mM., and Wednesday, 
12 noon to 6 P.M 

As in previous years, many interesting and valuable 
souvenirs were distributed and a number of contests 
were conducted. Although ranging widely in character, 
the contests and the souvenirs were similar in their 
power of arousing interest and appreciation. 

The exhibit committee, exceeded in number of mem- 
bers only by the reception committee, was directly 
responsible for the smooth operation of the show. 
Under the direction of Chairman Don Sharpe, Reyburn 
Manufacturing Company, and Gordon Kickels, C. L 
Barkley & Company, some members of the committee 
were always on duty in the three exhibit areas. A 
revolving schedule permitted a certain minimum num- 
ber to be hand without requiring any one member 
to devote an excess number of hours to display area 
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and Richard P. Steding, Wallace Pencil Co. 
3. Harold F. Blum, Esterbrook Pen Co.; Tom Gillice, Rockwell Barnes 
Co.; Hy Linden, Ace Fastener Corp.; George Fuller, NSOEA. 


Exhibitors number 283; over 7,000 
throng display areas in search for 


new and improved merchandise 


DESCRIPTIONS OF EXHIBITS 


Following are brief reference to individual displays, 
as well as the names of those in charge or in atten- 
dance: 


Acco Products, Inc., Ogdensburg, N. Y.—Products shown were Accoprets 
binders, Accobind folders, Acco fasteners, clamps and punches. In attend 
snce were Frank Selway, managing director, and territorial representatives. 

Ace Fastener Corp., Chicago 13, Ill.-A representative showing of the 

mpany's line of staplers, staples and staple removers was made. H. J. 
Walsh was in charge, assisted by other sales personne! 

Acme Visible Records, inc., Chicago, IIl.—in accord with the firm's cus 
tom the line of visible record equipment was exhibited. W. G. Cassady 
was in charge 

Aigner, G. J., Co., Chicago 7, Ill.—As usual the feature of this exhibit 
was coffee and doughnuts. In addition, circulars entitled ‘Headline Events 
f Chicago for September"’ were passed out. This circular included places 
to dine, points of interest and of entertainment. A complete line of Aico 
ndexes and cellulose specialties also was on display including special 
ndex selling kits. On hand were G. J. Aianer, Bil! Silberstorf and C. W 

emer 

All-Luminum Products, Philadelphia 6, Pa.—Products shown included a 
Foldaway aluminum table, Foldaway chairs and a full line of Atlas plywood 
banquet table Bob Cohen was in charge of the booth 

All-Steel Equipment, inc., Aurora, Ill.—This display included filing cab 

torage and wardrobe cabinets, stee! desks and tables, biveprint 

sn files and clothing lockers. J. H. Hartman was assisted by about 18 
fTeiad men 

Allied Carbon & Ribbon Mfg. Corp., New York 13, N. Y.-—A black, red 
snd gray shadow box display featuring Flagship metallic back, curl proof 
srbon papers and Flagship patent finish spirit carbon papers was exhibited 
W. A. Wentworth, general sales manager, was in charge of the booth. 

Alma Desk Co., High Point, N. C.—Featured here were the Softone oak 
pedestal tables and Softone oak and walnut executive desks. In charge of 
the booth were Charles E. Hayworth and J. C. Turner 

Aluminum Seating Corp., Akron, Ohio.—Fine-Rest aluminum office chairs 
were featured here. M. H. Wansky was in charge of the booth. 

Amberg File & index Co., Kankakee, Ili.—Shown was a complete new 
ne of phonograph record cabinets and a new home file in addition to 


the filing supplies, albums, scrapbooks, wedding books, baby books, brief 


vers and portfolios. Bertrand Amberg, president, and Gilbert Amberg, 
e-president, were in charge. 

American Carbon Paper Mfg. Co., Ennis, Tex.—Products displayed in 
usded carbon papers and inked ribbon W. R. Schween, vice-president, 
and S. D. Denny, sales manager, were in charge. 

American Crayon Co., Sandusky, Ohio.—Exhibited here were the "Prang”, 
Old Faithful’ art materials for schools, arts and craft activities for all 
sges, Crayonex, Prang water colors, Prang tempers, Prang textile colors 
i Dek-all. Gordon E. James was in charge 

American Latex Products Corp., Hawthorne, Cal.—C-Foam chair cushions 
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NSOEA PRODUCTS 
Acco Products, Inc. 
Alma Desk Co. 


American Photo- 
: copy Equipment Co. 
. - . American Map Co. 
. American Stencil 
(ounterhoy Mfg. Co. 
. Bankers Box Co. 


Arrow Fastener Co,. 
Inc. 


Art Metal Construc- 
tion Co. 


Bates Mfg. Co. 


Automatic Pencil 
Sharpener Co. 


Avery Adhesive 
Label Co. 


Atlas Stencil Files 
Co. 

Bainbridge, Kimp- 
ton & Haupt, Inc. 
Better Packages, Inc. 
Bostitch, Inc. 

Codo Mfg. Corp. 
The Carter’s Ink Co. 
Brushmaker’s, Inc. 
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ANNUAL EXHIBIT 
Defiance SalesCorp. 
Columbia Ribbon & 
Carbon Mfg. Co. 
Cushman & Denison 
Dick, A. B., Co. 
Dennison Mfg. Co. 
Corry-Jamestown 
Diebold, Inc. 





Dixon, Joseph, Cru- 
cible Co 


Eureka Specialty 
Printing Co 

Ennis Tag & Sales- 
book Co 

Ezyindex Products 
Faber-Castell, A. 
W., Pencil Co. 
Faber, Eberhard, 
Pencil Co 

Frankel Carbon & 
Ribbon Co. 

Gibson Art Co., The 
& 17. Globe - Wer- 
nicke Co., The 
Graff, George B. 
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VER. LOWARIES ‘a2 
. WEBSTER D . S i : , TO GREATER PROFITS USING OUR 


DIRECT MAIL PROMOTION 








NSOEA PRODUCTS 


a. 


2. 














Hano, Philip, Co., 
Inc. 

Hamilton Mfg. 
Corp. 

Kinetic Novelty Co., 
Inc. 
Herring-Hall-Mar- 
vin Safe Co. 
Hotchkiss, E. H., Co. 
Melind, Louis, Co. 
ideal System Co., 
The 

Industrial Tape 
Corp. 

Metalcraft, Inc. 
Merriam, G. & C., 
Co. 

Linton Pencil Co. 
Murray Engraving 
Co. 

Miami Systems 
Corp. 

Minnesota Mining 
& Mfg. Co. 

Mittag & Volger, 
Inc. 

Moore Push-Pin Co. 
Mosler Safe Co. 
Myrtle Desk Co. 























ANNUAL EXHIBIT 
Old Town Corp. 
National Blank 
Book Co 
Nobema Products 
Corp 
Rand McNally & 
Co 
Parker Pen Co. 
Pemberton, Lewis 














N Printing Co. 
Replogle Globes, 
Inc 

Reyburn Mfg. Co., 
Inc 

Roberts, Weldon, 
Rubber Co. 
Tiffany Stand Co., 
Inc 

Scripto, Inc. 

Smith Metal Arts 





Co.. Inc 
Southworth Co. 
Stationers Guild of 


America ~ oo 
Victor Safe & Equip- as 


ment Co. | 4 
a 


Weber Costello Co. S ; 
Webster, F. S., Co. pe 
York Safe & Lock Co. 
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and typewriter pads were featured rg Ba exhibit was Frank ed manua +h ege Outline serie i Everday Handbook serie 
Freeman, assisted by Virginia Wies rae wa R. Warren Clymer. sale nad 

American Lead Pencil Co., Heboton N. J.—Featur were the new Venus Bates Mfg. Co., New Vert 7, N. Y.—Exhibited was the f e of Bates 
super velvet pencil, the Ver i$ ' Ve jrawing Venu ring jucts j 3 machine tapler perforator Munkee 
Venus unique pencils and the popyla fully | jed founta pe the t Pp pads elete eyelet st find jate finders and telephone 
Venus autograph. Leonard A. Hehne vert } $a promot exes M. Babseo vice-president, w harge sssisted by Parle 
manager, was in charge. ey, F k ham, Jo Wardman and 8 t ; 

American Map Co., Inc., New York 17, N. Y¥.—1 t e of the exhibit Bausch & Lomb Optical Co., Rochester, N. Y¥.—The nplete line of 
was the package which sells to de ja t jepartment Bausch & | ignifiers and reading gla were show harge of 
ready to go into operation. L. M. Andrew wa srge of the boot! the booth was V hroven 

American Pad & Paper Co., Holyoke, Mass.—The Efficiency — Beckiey-Cardy Co., Chicago, III.—T! pany ne f portable chalk 
mercial stationery was displayed ag t meta é backgr witt : k t tin boards, chalkboard « rs, Little ant electric eraser 
blue and white lettering and minated with t sht juplicating dev w we A jisplay wa 
shown included legal pads, quadrilie a ross sect pad typewr ite t firm's e of picture posters in pane! f to build ur Henry Howard 
papers, telephone pads, petty cash pads and sin Printed forms, sch rgeé of the exhibit 
and college supplies and Wire Manager Jot Berger Mfg. Div., Republic Steel Corp., Canton 5, Ohio.—C Jisplay 
Whalen was assisted by Harland S. B t, a Russell & teel desks. file cabinets. storag binets and book shelf units. In 
Ragan. ttenda was Howard A. Baum 

American Photocopy Equipment Co., Chicago /4, II! exhibit was a Better Packages, inc., Shelton, Conn.—T “hibit showed the mpany 
spirit type duplicator and complet f Spee é jug stors, dur plete f gummed tape and pre ensitive ta schines r 
cating fluid, spirit process carbon, and ting pe syton L. Raut } f the | th was O. K. H Ch 30 branch naa sssisted by 
bord was in charge of the bx rage Meyer. Howe Putna Luke Laughne Bob Drys 

American Stencil Mfg. Co., Denver 5, Colo.—fFeatured here was the new Jack Murphy a ry ha regional d 
Sure-Rite litho stencil negative. A wn was the re-Rite green Eye-E t r 
film stencil with the new red seal-tabs and the firn egular ne f Binney & Smith Co., New York, N. Y.—Exhibited was the firm's line of 
plastic back carbons and Sure-Rite dus sting pplie n attendance halk and artists materials tendance were Ha i J. Ma 
were Mr. & Mrs. Bert E. Meer, Max Lev Paul H Mr. & M Ww N Rot P e!, George Fielding und Robert M. Humphrey 
Anderson and Mr. & Mrs. Moe Aar Blackbourn, The, Systems, Inc., Minneapolis, Minn.—Displayed was th 

Arnot & Co., Inc., Baltimore |, Md A f t ff t re than 50 type f nplified t kkeeping systerr 
group was featured. In attenda “ Edw A. Ke 
charge of functional sales, and T. T. H 3, direct Turn to page 198, please) 

Arrow Fastener Co., Inc., Brooklyn 6 N. Y.—A 
tackers and pliers, staples, staple Arrow N 203, 202, T-32 0 
P-22, Il, A-44 and Arrow longarms » played. Andrew Dumesre!l wa 
in charge of the booth. ON THE OPPOSITE PAGE— 

Art Metal Construction Co., Jamestown, N. Y.—E& ted and den 1. Marshall Wiley, Wolber Duplicator & Supply Co.; S. |. Wolf, 
strated were the Art Metal Speed-file, Planfile with the new inte H. S. Wolf, Mrs. S. 1. Wolf, M. Lipsky and Judy Lipsky, all Ace 
balance top desks, Postindex demonstratior t f lea and Staty & Ptg. Co., Chicago. 
complete Wabash demonstration unit rs : c. A. Keeling . 2. Mr. & Mrs. Henry Knoth, Krayer Mfg. Co. 
ond b. h pamagion. . : 3. Dick Singer (right), Cooke & Cobb Co., appears to be doing a 
; Art Specieity Co., Chicago, Iil—f - ; . sas meet bit of selling to David Eaton and Paul A. Wesling, both Eaton 
n this booth were featured Flexo ad yble t lamps f factor 
or office, Litemaster office and institutional lame ea ER eal Office Supply Co., Inc., Buffalo, N. Y. 
desk lamps. Arthur and Robert Natenberg were ra 4. M. J. Dacy, Wolber Duplicator & Supply Co.; Dale Fenton, Fen- 

Art Steel Sales Corp, N. Y.—The Steeimaster Safer-at es of met ton Office Supply Co., Stillwater, Okla.; B. Hamill and Jim Young, 
equipment was displayed. These units have secret binat mpartments Wolber Duplicator & Supply Co.; Harry Keibler, County Office 
Also shown were the new Viz-ables card system; a reg © of stee! 2 Supply, Greensburg, Pa. 
plastic combination stationery items, stationery cabinet, personal file, ca 5. A. P. Tice, H. Niedecken Co., Milwaukee, Wis.; William “Bill” 
cabinets with sliding top and plast ett trays sddit thre . f " . , P 
files, Metropolitan, Masterfile and the new Super 2920 series were exhibit Simpkins, Tiffany Stand Co.; Earl Hanson, manufacturers’ repre- 
also a Swiss manufactured portable adding ma e—t rema. In charg sentative 
of the booth were Joe Burger, ar rving M. Lev sisted by Wm. Boy 6. Mary McGrane and G. W. “Andy” Anderson, American Stencil 
Leon Banor, O. D. Mann, Ernie tewart, Wr f sm Katz and Mfg. Co. 

Charles H. Hess. 7. Harry L. Nichols, W. L. Whitcomb, N. Langhans, H. C. McPike, 

Artistic Desk Pad & Novelty Co., Bronx 63, N. Y rOHOWING John L. McPike, Lionel Colomb, Gib Weis and Walter P. Nichols, 
of products was exhibited nole snd desk tt pad “ i desk : 
trays, costumers, index boxe Mas t ; mat jesk and a all Weis Mfg. Co. . 
ectemesies. 8. |. H. Bender, Wolber Duplicator & Supply Co. 

Associated Cellulose Products Corp. Flushing, : 2 + ¥.. Stele we 9. M. H. Wansky and Frank R. Byron, Aluminum Seating Corp.; 

1 tat se f insertat ; Maurice Paviow, Barrett's Office Furniture, Inc., Miami, Fla.; 


a complete line of Exyindex tabs 


sets, special printed indexes, A-Z sets, tran 1 strig ynals, st lent Bill Goodhew, Jr., manufacturers’ representative 
index ene ss cellulose fabricat #. eat and visible 10. Harry Venet, Reyburn Mfg. Co.; Mrs. B. J. Powell; R. C. 
equipment trade. In attendance we e Bust Arthur Lawless tzh Al th Revb mF 
Atlas Stencil Files Co., Cleveland 6, Ohi o—Shewn were Ailes oh ' - oe a _ oor ana ae agar ee v 4 
offset plate files, citslenie Gabtedt ¢ a ne fee gt ee ot ‘ arles Parker, Swingline Bunny oebe Peters and Harold 
for the vertical filing of records. x-ray ps. | ‘ts tracinas. phot Heyward, all Speed Products Co., Inc 
graphic films and swatches. A lisplaved' was 4 Atlas fil 12. Robert H. Horder and A. J. Peters, both Horder’s, Inc 
lémm, 35mm, microfilm and tape re jing k Wallace yene 13. Joseph Strauss, Automatic Pencil Sharpener Co.; E. C. Leventhal, 
manager, was in charge of the boot ted W. E. Tabt r Biddle Purchasing Co., New York, N. Y. 
K. J. Tabb of the sales department 14. Paul W. Mereness, Scotch Girl June Myers and Bill Gove, all 
Autocopy, Inc., Chicago 10, WI t ind gel. plicator ma Minnesota Mining & Mfg. Co. 
pret “gp a Poe are pe roliowing + K Model 100, Prest 15. W. G. Cassady, Acme Visible Records, Inc.; Austin G. Hall, 
Sater and on ong } oes yr ate eb ne ah cctelirion Newell B. Newton Co., Toledo, Ohio; J. P. Newell, Willis Brown, 
duplicator rolls end films, hect Sai tal soled f Ramrt tae G. R. Garrett, all of Acme Visible Records, Inc.; Earl T. Balk, 


Newell 8B. Newton Co. 


graph inks, duplicator fluid, mast 
16. Al Harris, Joe Roth, Rose Roth, Larry Levine, Rosalind Perlman 


in letter and legal size and ste 





of the booth. . and Al McLane, all Reliance Pencil Corp. 
Automatic Pencil ‘Sharpener Co., Beverly Hills, Calif.—Exhibited here w 17. Mr. & Mrs. William Kincaid, Jr., Scharr Stationers, St. Louis, Mo.; 
a pond “gas my od ee ee ee ne een ant Neilan N. Short and Harry L. Short, Columbian Art Works, Inc. 
Sued Gs. Chicago, 40. Ii ean te et berg _s 18. B. J. Powell, A. W. Faber-Castell Pencil Co., Inc. and Nat B. Blish, 
ball point pens, pocket knives, lette f t jexe é Reyburn Mfg. Co. 
cases, temperature and humidity quids ae Ore billfold > 19. C. H. (Jack) Johnstone and Richard P. Steding, both of Wallace 
Potter, manager of sales, and other Autopoint pers " sttendance Pencil Co 
Avery Adhesive Labe! Corp., Monrovia, Calif Highlighted was the r 20. Ted Bowman, Business Systems, Inc., South Bend, Ind.; Gordon 
pany's ye of Kum- Kleen se f-adhes a ee to a showing of Kickels, C. L. Barkley Co.; Hy Linden, Ace Fastener Corp. 
die-cut labels, dumbbell-type labels and the ‘ electr rt 21. Wes MontPas, Jack Moore and Lorne Selway, all Acco Products, 
penser. C. J. Lee, Chicago manages ted | ymes V 
Wilson of the Chicago office Inc. 
Bainbridge, Kimpton & Haupt, Inc, New York 8, N. Y.—Leoding it 22. Mr. & Mrs. Gus Bartlett, Cox & Bartlett Desk Co., Okiahoma City, 
shown were Bainbridge Sight Saver lam: Mast lucts. Dand Okla. 
velope sealers, Hold-The-Phone, Rite-Fit ; Merrian eta 23. Stan Bina, S. J. Bina Co., Grand Forks, N. D.; Dean A. Hall, Gage’s, 
boxes, Fiberok baskets and recepta we Z-Stac wire desi Battle Creek, Mich.; S. L. Griebel, Mrs. D. C. Swan and D. C. Swan, 
trays. Mortimer H. Chute, president, w assiste Willia hroed all Yowman and Erbe Mfg. Co. 
John Horner, C. L. Scheffler and Wa rniga 4 j 
. ; : 24. Jerry Savage, The Carter's Ink Co.; Bill Curtin, State Office 
Bankers Box Co., Chicago 5, |!! play w ty prefab w : : : 
shelving, Liberty storage boxe ety diet tle ! Liberty Supply, Columbus, Ohio; Milton Goldhair, Hamill Office Supply, 
holders. !n attendance were P Jeni " f at li Nicks New York, N. Y.; Ken Henderson, Russ Stevens, Don Jackson, all 
Folger Fellowes, John Fellowes, Frank E R » Arthur R. Frey The Carter's Ink Co.; Fred |. Kimbrel, Capitol Ptg. & Staty. Co., 
B. Dwyer, Jim W. Cooper, Jr., Jack F per and R trafford Jackson, Miss.; Art Jansky, The Carter’s Ink Co.; Jim Walsh, Little 
Barnes & Noble, Inc., New York 3, N. Y.—Feature were the pocket Office Supply Co., Columbus, Ohio 
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BANQUET PROGRAM IN PICTORIAL SEQUENCE 


1. Retiring President Zac Smith admiring the diamond ring presented 
to him as a token of appreciation for his service as chief 
executive of NSOEA. 

2. President-elect Grant Howard making his maiden speech as new 
head of the association. 

3. Bill Hoge, The General Fireproofing Co., accepting honorary 
membership in NSOEA from General Manager Paul Burbank. 

4. Joe Leroux, Franklin Prtg. & Engraving Co., Toledo, Ohio, receiving 
honorary membership. 

5. Billy Schmiederer, Buxton & Skinner Prtg. & Staty. Co., St. Louis, 
Mo., being awarded honorary membership 

6. Joseph M. Towne, National Blank Book Co., the last to be granted 
honorary membership at the 1951 convention. 

7. Ernest Laird, Laird’s Stationery, Oakland, Calif., retiring governor 
of Dist. No. 12, who received the Hansell trophy as an award 
for having scored the highest percentage increase in NSOEA 
membership in his district since the 1950 convention. Mr. Burbank 
appears to be backing him up closely 





Minn., re- 
ceiving from Paul Burbank the Clegg trophy emblematic of first 
place in the contest for the best dealer advertising program for 
the year. 


8. William Whiting, Journal-Chronicle Co:, Owatonna, 


Forty-fifth annual banquet 


DHERING to the standards of preceding annual 

banquets, the forty-fifth was a fast-moving, highly 
enjoyable affair. A delectable dinner of Vermont 
turkey was served efficiently to the great gathering 
which overflowed the Grand Ballroom to fill the large 
foyer. 

With Paul Burbank as master of ceremonies the pro- 
gram moved smoothly and speedily. The number of 
head table folk, those who had contributed substan- 
tially to the association through service as officer’s, 
governor or committee chairmen, made the problem 
of introductions difficult, but Mr. Burbank managed it 
with practically perfect aplomb 

As one of the two scheduled speakers, Retiring 
President Zac Smith told of the joys of being president 
of NSOEA, of the friendships made, the knowledge 
gained, the opportunities met. He concluded his re- 
marks appropriately with paraphrase of a popular 
song, “Old stationery association presidents never die, 
they just file away.” 

Immediate Past-president Earl Kochheiser, The 
Charles Ritter Company, Mansfield, Ohio was called 
on to present a large book on “friendship letters” to 
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Retiring President Smith. In addition, Mr. Smith was 
given a diamond ring as a token of appreciation for 
his outstanding services as chief executive of NSOEA. 

Grant Howard, Howard & Stofft, Tucson, Ariz., the 
only other speaker specifically listed on the program, 
was presented as NSOEA president for the coming 
year by Emcee Burbank. Mr. Howard expressed grati- 
tude for the honor accorded him and assured his 
listeners that he would make every effort to live up to 
the opportunities resident in the presidency. 


Four new honorary 
members of NSOEA were named 
Bill Hoge, The General Fireproofing Company; Joe 
Leroux, Franklin Printing & Engraving Company, To- 
ledo, Ohio; Billy Schmiederer, Buxton & Skinner Print- 
ing & Stationery Company, St. Louis, Mo.; and Joseph 
M. Towne, National Blank Book Company. All were 
present and went up to the rostrum to receive their 
certificates 
The Hansell Trophy, awarded each year to the re- 
gional governor of the district in which the greatest 
percentage gain in membership is recorded, was pre- 
1951 
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sented to Ernest C. Laird, Laird’s Stationery, Oakland, 
Calif., governor of District No. 12. 

William Whiting, Journal-Chronicle Company, Owa- 
tonna, Minn., won the Clegg Cup as the dealer whose 


advertising program was judged the best of those 
entered in the annual contest conducted by the asso- 
ciation 

Another advertising award went to Walter Miller, 





Otto Ulbrich Company, Buffalo, N. Y., for first place 
in the division of dealers in cities of 500,000 or more 
population. 

The Garvin industry improvement award was won 
by John F. Pixley, Pittsfield, Mass. 

Following the banquet was a pleasant period of 
dancing to the music of Lew Diamond and his orches- 
tra. 





GLTC PRE-CONVENTION LUNCHEON IN BOULEVARD ROOM OF THE STEVENS HOTEL, FRIDAY NOON, SEPTEMBER 21 


GLTC “kicks off" for NSOEA 


HIS IS A curtain raiser to a truly wonderful con- 

vention,” prophetically remarked Ken Henderson, 
The Carter’s Ink Company, president of the Great 
Lakes Travelers Club, in welcoming a throng of 254 
attendants at the pre-convention luncheon on Friday 
noon, September 21 

The scene of this traditional gathering, which at- 
tracted even wider participation than its predecessors, 
was the Boulevard Room of the Stevens Hotel. Here, 


in lavish surroundings, the host GLTC afforded an 
ypportunity for convention early-birds and travelers’ 
lub officials the nation over to meet in good fellowship 


with the NSOEA officialdom. 


With the convention opening 
of Saturday noon just 
24 hours away, this was a gathering of busy men but 
the GLTC invitation was gladly accepted as a welcome 
pause in the labors of setting up convention displays 
and starting NSOEA’s greatest session into motion. 


Walter Lennartson, editor of OFFICE APPLIANCES, 
‘hairman of the luncheon, presided in the fast-moving 
program which was mainly in the form of introduc- 
tions of notables present. He had the assistance of 
a committee composed of Roscoe Benge, Codo Manu- 
facturing Corporation, co-chairman; Clarence Clemen, 
G. J. Aigner Company; Roy Hansen, The Globe-Wer- 
nicke Co.; Herb Johnson, Wilson Jones Company; Neil 
Short, Columbian Art Works, Inc., and Ray J. Eichen- 
laub, Service Steel Products Corporation. 

At least four of the ex-presidents of NSOEA attend- 
ing the convention were present at the luncheon in- 
‘luding Earl Kochheiser, The Charles Ritter Company, 
Mansfield, Ohio; Fred Downs, Downs-Randolph Com- 
pany, Tulsa Oklahoma; Robert Latsch, Latsch Bros., 
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Omaha, Nebr.; and Less Crowl, Blade Printing & Paper 
Company, Toledo, Ohio. 

Guests introduced included Zac Smith, NSOEA presi- 
dent; Paul Burbank, NSOEA general manager; Rose 
Cushman, Dorothy Lehman, George Fuller and Homer 
Smith, all of NSOEA; Grant Howard and Harry Fel- 
lowes, NSOEA vice-presidents; Chet Williams, NSOEA 
vice-chairman, and NSOEA Governors Don Crile, Dis- 
trict No. 5; Clarence Reynolds, District No. 6; Harold 
Richardson, District No. 10; Robert Stampp, District 
No. 9, and Robert Needham, District No. 11. — 

The assemblage was happy also to greet Harry 
Hofherr, president of the National Office Furniture As- 
sociation; and Ed Hooper, president of the Stationers 
Club of Chicago. 

Ralph Maish and Folger Fellowes, chairman and 
co-chairman of the Chicago convention committees, 
respectively, were introduced. 


NSOEA President Zac Smith 
thanked the GLTC for 
“doing an outstanding job” in preparing for the con- 
vention. He spoke briefly of his travels as the sta- 
tionery industry’s envoy and declared, “Our associa- 
tion is rendering a wonderful service to the United 
States.” 

“IT am always deeply indebted to the Great Lakes 
Travelers Club for this occasion,” asserted NSOEA 
General Manager Paul Burbank in speaking of the 
festive air which the pre-convention luncheon gen- 
erates. He told of advance convention registrations 
at that point being far ahead of the corresponding 
date of the year before and forecast a record-breaking 
convention in point of attendance and number of 
displays. 
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THE BOULEVARD ROOM OF THE STEVENS HOTEL IS SCENE OF WOMEN’S GET-ACQUAINTED BREAKFAST, SEPTEMBER 24 


Convention entertainment features 


HE LADIES OF the convention, who participated 

550 strong, found the 45th annual session one which 
had diligently provided for their entertainment from 
the time they first renewed former friendships at The 
Stevens on Monday morning in the traditional break- 
fast. 

For Milady NSOEA there were prizes galore, dem- 
onstrations by experts in flower arranging and cookery, 
opportunities to share in the convention exhibit visits, 
and an exciting extra dividend in attendance at the 
famed “South Pacific” musical 

Glenn W. Chambers, The Weis Manufacturing Com- 
pany, shepherded the women’s program well with 
the assistance of Co-chairman Austin Waterbury, 
The Carter’s Ink Company, and members of the con- 
vention committee. 

In addition to the Monday breakfast, the convention 
women found fun and profit in attending a tea and 
demonstration of flower fashions and arrangements 


conducted by Mrs. Tommy Bright of the Bright School 
of Floral Design at the Congress Hotel. Flowers which 
had little meaning previously sprang into being as 
the means of fashioning new centerpieces and corsages. 

On Tuesday the main attraction during the day was 
the demonstration of cooking by Francois Pope, noted 
television performer, at the Terrace Room of Hotel 
Morrison. His feats of kitchen magic were both in- 
spirational and practical. 

In the evening the women had opportunity to par- 
ticipate with their husbands in the traditional con- 
vention party at the Grand Ballroom of the Stevens 
Hotel. Here, a program was found to be so enter- 
taining that it was allowed to continue in successive 
encores and length to the extent that dancing was 
excluded. The acts were so well applauded that deci- 
sion was made to have dancing only after the banquet 
the following evening. 

A. M. “Benny” Allen, American Pencil Company, as 








MEETING OF ENNIS TAG & SALESBOOK CO. STAFF DURING 
NSOEA CONVENTION AT CHICAGO SEPTEMBER 22-27, 1951 


Left to right, those in the picture are: SEATED—Jim Lawley, Harry Hitchcock, John McKim, 
Charles McDaniel, Geene Holcombe and Tom Blakely; STANDING—Clyde Lowe, Maurice 
Kirkpatrick, Tom Brett, Bob Barnes, Martin Stuckey, S$. D. Denny, W. R. Schween, H. C. 


McElroy, Hubert Marcia, George Rowson, 
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Lloyd Johnson, Jack Tolleson and Murray Cole. 
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chairman and K. L. Reister, Minnesota Mining & Man- 
ufacturing Company, as co-chairman of entertainment 
secured Lew Diamond to provide the entertainment. 
He responded with a variety of top acts including 
Perry Franks & Janyce, Pryde & Day, Nip Nelson, Gene 
Sheldon, Sid Krafft, The Martins and Vic Perry. It 
was a sparking vaudeville show. 

Wednesday’s highlight, as far as the women were 
concerned, was the opportunity to attend the matinee 
performance of South Pacific and the gala banquet, 


all on the same day. 

South Pacific was all it was publicized and the 
members of the cast, who had attended several of the 
previous luncheons, outdid themselves in the perform- 
ance before the convention guests. The audience 
thrilled to the acting of lovely Janet Blair as Ensign 
Nellie Forbush and the stage work of Richard Eastham, 
Norma Calderon, Robert Whitlow and Irene Bordoni, 
the latter as “Bloody Mary.” It was an unforgettable 
experience as part of a convention program. 


Wind, cold can't stop NSOEA golfers 


OLF-MINDED NSOEA golfers, who had been pro- 
vided a full day on the convention program to 
enjoy their favorite sport, were undaunted by reports 


of a deluge at the Calumet Country Club on the day 
previous 

They found evidence of the heavy rain in flooded 
fairways, restricting play to the first nine, and they 
braved a wintry gale that played havoc with scores. 

But in spite of these unfavorable conditions 103 
turned in 18-hole scores and nearly that number at- 
tended the banquet in the evening. 


Chairman Harry Balch, Quality Park Envelope Com- 
pany, and Co-Chairman Bill Boyd, Acco Products, Inc., 


and Art Steel Company, with an assist from Ernie 
Lund, Englewood Blue Stationers, and other members 
of the committee, had provided well in choice of a 
course. Calumet Country Club was found to be a 
beautiful and sporty layout, even when rain-drenched. 


ae Fal 5 


1. Al Okerberg, Corry-Jamestown Mfg. Co., and Bill Lash- 
brook, Esterbrook Pen Co., winners of prizes for low 
gross and second low gross respectively. 

2. Harry Nichols (right), Weis Mfg. Co., helps Bill Boyd, 
Acce Products, Inc., and Art Steel Sales Corp., assistant 
chairman, in drawing of prizes. 

3. At long last Ray Eichenlaub, Service Steel Products Corp., 
faithful financial generalissimo at such functions, wins 
a prize himself. 

4. Golf committee members: Roscoe Benge, Codo Mfg. Corp.; 
Ernie Lund, Englewood Bive Stationers, Chicago; Elmer 
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The prizes were lavish and the steak tender. It was 
a day well spent albeit fingers were cold while grasping 
a golf club. 

An ex-caddy of the Calumet club, Al Okerberg, 
Corry-Jamestown Manufacturing Corporation, led the 
golfing parade with a sparkling low gross of 79. His 
nearest competitor, who had second choice of the 
array of prizes, was Bill Lashbrook, Esterbrook Pen 
Company, who turned in an 83. 

Henry Brandt, Maywood Typewriter & Office Supply, 
Maywood, Ill., was the winner of the blind bogey but 
it took a cut of the cards with three others who had 
identical net scores. 

Chairman Balch officiated at the microphone during 
the after-banquet program for division of prizes. Bill 
Boyd as co-chairman aided in the details while Harry 
Nichols, Weis Manufacturing Company, was drafted 
to make the drawings. Members of the committee con- 
tributed to the smoothly-operated prize distribution. 





NSOEA CONVENTION ENDS WITH GOLF BANQUET AT CALUMET COUNTRY CLUB 


Krumwiede, Elmer Krumwiede & Associates; Ray Eichen- 
laub, Service Steel Products Corp., and Harry Balch, 
Quality Park Envelope Co., chairman. 


. More golf committee members: Bill Boyd, assistant chair- 


man; Harron Dobey, Parker Pen Co.; Ken Henderson, 
The Carter’s Ink Co., and Ray Achtner, Office Staty. & 
Equipment Co., Chicago. 


. Blind bogey winner wos Henry Brandt, Maywood Type- 


writer & Office Supply Co., Maywood, Ill., who received 
a set of golf clubs. 
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GLEANED from convention notebooks 


W. D. Poil of Wholesale Office Equip- 
ment Company, 851 E. 60th St., Los An- 
geles, Meilink representative, lost his 
miniature gold safe during the convention 
This prized memento was attached to a 
tie chain and apparently was lost on the 
fifth floor of The Stevens. The finder, or 
anyone knowing something about Mr. 
Poil’s miniature, has been asked to contact 
the Los Angeles man. 


SEEN AT THE G-F-DINNER— 

1. Seated: Mrs. Scott Hill, Waco, Tex.; Frank 
Denney, John A. Marshall Co., Kansas 
City; Mrs. Denney; Mrs. Jay Parrott, Wa- 
terloo, lowa; Mrs. Bruce Caleb, Cincinnati 
Standing: Mrs. Raymond Goddard; Everett 
Glenn, John A. Marshall Co.; Mrs. Glenn; 
Jay Parrott, Waterloo Office Supply Co.; 
Bruce McCaleb, Pounsford Staty. Co 

2. Seated: Mrs. Leo Blied, Madison, Wis.; 
Mrs. William E. Hoge; Mrs. Catherine 
Matthews, Byers Office Equipment, Doven- 
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A high point in convention entertain- 
ment for dealers who sell the products of 
The General Fireproofing Company is the 
annual dinner held on Tuesday evening of 
the convention week. Started by William 
E. Hoge many years ago, it is known to 
many as Bill Hoge’s party. As last year, 
the dinner was served in the Blackstone 
Hotel. It was preceded by an hour of 
informal visiting with a liberal supply of 


appetizers on hand 


port, lowa; Mrs. Claude Allen; Mrs. Larry 
Miller. Standing: Larry Miller and Walter 
Bender, The General Fireproofing Co.; 
Leo Blied, Blied, Inc., Madison, Wis.; Ed 
Purnell, Dick Allen and Claude Alien, The 
General Fireproofing Co. 


3. Mr. and Mrs. John A. Marshall, the John 


A. Marshall Co., Kansas City, Mo.; Mrs. 
Fred James; Mr. and Mrs. B. J. Bristoll, 
Koch Brothers, Des Moines, lowa; Fred 
James, The General Fireproofing Co. 


The dinner probably set a new record 
for attendance. Music was supplied by a 
group of roving minstrels. The nearest to 
a speech was a bit of Bill Hoge’s dry humor 
which is always well received. The pro- 
gram was over in time to enable all who 
cared to do so to attend the NSOEA party 
which started a half hour later that same 
evening. 

Andy Frain ushers take their jobs seri- 
ously. They were told not to permit any- 
one to enter the exhibit areas unless 
properly equipped with a badge. When 
Paul Burbank tried to get in without a 
badge he was stopped cold. And he was 
happy about it because the experience 
proved that the rules set up by the com- 
mittee in charge were being followed. 


As customary, the Ace Fastener Cor- 
poration was host to a great gathering 
of dealers at a “reception of welcome” 
on Sunday evening, September 23, in the 
Grand Ballroom of the Stevens Hotel. 
Cocktails and music were provided to 
make pleasant that portion of the eve- 
ning left after the exhibit areas were 


closed at nine o’clock. 


Like Sohrab and Rustum, David and 
Jonathon, Damon and Pythias, O’Connor 
and Goldberg, and other noted friendship 
pairs, Paul Cheney of Southworth Com- 
pany and Frank Curtiss of Neva-Clog 
Products are practically inseparable com- 
panions at NSOEA gatherings, also re- 
gionals now and then which both happen 
to attend. 

At the 1951 NSOEA convention Paul 
and Frank pursued their friendly relations 
whenever they found “free” time. Favorite 
pastime—a friendly game of bridge. Be- 
fore the convention was in session officially 
tragedy appeared. A lighted cigarette 
rolled onto Paul's hat, ruining a valuable 
piece of headgear. But the cloud was not 
all gloom. The next day came a letter 
on Stevens Hotel stationery signed by the 
“manager,” apologizing profusely for the 





AN OFFICE APPLIANCES TRIO—C. H. 
Everly, who retired several years ago 
and is now an honorary member of 
NSOEA; Mrs. John Gilbert and Mrs. Everly. 
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AT THE PENN-MAR-VA BREAKFAST 


1. Seated: Samvel S. Resendorf, Jr., South- 
ern Stamp & Stationery Co., Richmond, 
Va., governor-elect District No. 3, NSOEA; 
Taylor B. Kellogg, C. Howard Hunt Pen 
Co., president, Penn-Mar-Va_ Travelers 
Assn.; Mark Kenna, American Pencil Co., 
past president, Penn-Mar-Va_ Travelers 
Assn.; standing: Charles W. Lukens, Yeo 
& tukens, Philadelphia, Pa., governor 
District No. 3, NSOEA; Harry Tehan Jr., 
Cook & Cobb Co.; Joseph C. Runnels, 
Commercial Office Furniture Co., Wash- 
ington, D. C 

2. Seated Don Shearman, Robinson Re- 
minders; Fred Steinhilber, Geyer Publi- 
cations; Ben Wachtler, Parker Pen Co. 
Standing: J. George Aigner, Aigner Co.; 
Al Freedman, Modern Stationer. 

3. Seated: Stanley Woodruff, and Walter 
Nichols, both Weis Mfg. Co.; Wm. Vogel 
and Henry Riegel, both Sengbusch Self- 
Closing Inkstand Co. Standing: W. Abbott 
and Joe Straus, both Automatic Pencil 
Sharpener Co.; Martin Moldow, mfrs. rep. 

4. Henry Artman, Stratford Pen Co.; Ray 
Williams, mfrs. rep.; Quartz Graves, Ever- 
sharp, inc. Standing: Fred V. Haines, 
mfrs. rep.; Kip Edwards, mfrs. rep.; Bob 
Gooley, Cushman & Denison Mfg. Co. 

5. Seated: George Grosch, Amberg File & 
Index Co.; Joe W. McCormick, Jr., Sta- 
tioners Guild of America; H. B. Van Dorn, 
Joseph Dixon Crucible Co. Standing; John 
Koeb, C. Howard Hunt Pen Co.; Herb 
Hooks, Moore Push Pin Co.; Dan Nigro, 
Defiance Sales Corp.; E. C. Lowthorpe, 
mfrs. rep 

6. Seated: Henry Guth, mfrs. rep.; Ward 
Taylor and Bernie Roberts, both Walcott- 
Taylor Co., Washington, D. C. Standing: 
Al Paris, Stationers Guild of America; Bill 
Boyer, Wilson Jones Co.; Joe Wardman, 
Bates Mfg. Co 


incident. It went on to say that the man- 
agement was extremely careful in its se- 
lection of guests, being interested pri- 
marily in those of refined character, but 


notwithstanding constant vigilance some 
unprincipled persons obtained accommo- 


dations in Stevens rooms. 

The inference was that some such person 
was responsible for Paul’s loss. The letter 
stated that because of the unfortunate 

rcumstance the hotel was making restitu- 
tion by supplying a new twenty dollar 
Stetson, which, while not on display, was 
evident in the Southworth booth. The 
similarity of the hotel letter and Frank’s 
style of writing was amazing. 





Penn-Mar-Va travelers don’t miss a good 
opportunity for a get-together. They as- 
sembled, 35 strong, for a breakfast on 
Monday morning at the convention, dining 
in the Stevens Hotel lower tower. 

“Cheesecake” was much in evidence at 
the convention. It was provided by the 
Speed Products Bunny, Staple Sal, the 
Markwell Gal, the Scotch tape girl (a 
double for Elizabeth Taylor), Zephyr- 
American’s Eugenie Carlson, the Protectall 
Safe Indian maiden, the York Safe & Lock 
Company’s lovely model, and others. 

George J. Aigner was the genial host, as 
always, for “sinkers and java.” Small 
wonder that his fifth-floor display room 
was always crowded. 

Another popular place for the thirsty was 
the Louis Melind Company Justrite “hang- 
over bar’ presided over by glamour gals. 
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ANNUAL LUNCHEON OF STATIONERS GUILD OF AMERICA HELD WEDNESDAY, 
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Getting out of service for the third time, 
John Long is rejoining his father in the firm 
of George S. Long & Son, manufacturers’ 





GEORGE LONG AND SON, JOHN 


agents in Cincinnati, Ohio. They represent 
All-Steel Equipment, Cramer posture chairs 
and Thomas Furniture Company. 


. . > 


Guessing how many silver dollars were 
heaped in a burglar-resistant money chest 
won $100 for Mrs. Vern Stiverson of 
Wichita, Kans., at the NSOEA convention. 
The wife of a Wichita dealer was one of 
more than 1,000 entrants in the Mosler 
Safe Company contest. Her winning guess 
was 1,042, the number of her hotel room. 
It was only five from the actual figure, 
1,037. 

The contest was part of an unusual dis- 
play in the Mosler booth, which included 
six rare historical documents, one of which 
is valued at more than $28,000. The docu- 
ments were displayed in a fire-resistant 
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safe guarded by two men from Pinkerton 
Detective Agency. 

An enthusiastic reception for the com 
plete, new line of Cosco office chairs, being 
shown for the first time, was reported at 
the NSOEA convention by sales executives 
of the Hamilton Manufacturing Corpora- 
tion, Columbus, Ind. 

Preceding the convention opening on 
Saturday, September 21, a press ‘World 
Premier” of the Cosco line was held at the 
Blackstone Hotel with some 30 editors and 
business paper representatives in attend 
ance. 

On Saturday morning, a sales meeting 
was held in the Stevens Hotel, this marking 
the first time that the Cosco sales repre- 
sentatives have had an opportunity to meet 
with company officials since the develop- 
ment of the complete Cosco line of office 
chairs. 

A highlight of this meeting was the 
presentation of detailed plans for the 
nation-wide Cosco Office Chair promotion 
planned for the week of November 5-10 

Displayed in the Cosco space were all 
six models in the new office chair line. 

St. Louis dealers were adorning coat 
lapels with advertising pins, the top line 
reading, ‘Meet me in St. Lovie.” The pur 
pose was to build up interest in the Eighth 
District meeting to be held in St. Louis 
March 20 and 21 at Hotel Chase. Accord- 
ing to St. Louis visitors, anyone in the dis- 
trict or any member of the Midwest Travel 
ers Club who received the pin and failed to 
wear it was subject to a fine of $5.00. It 
is expected that the regional meeting of 
the district will be outstanding for attend 
ance and interest. 

The Globe-Wernicke Co. held this year’s 
annual breakfast for authorized dealers on 
Tuesday, September 25, at 8 a.m., in the 
South Ballroom of the Stevens Hotel, dur 
ing the NSOEA convention. This meeting 
brought together a large and enthusiastic 
group of Globe-Wernicke dealers and 
dealer representatives from every section 
of the country. 


After the breakfast, Elmer G. Rahe, 
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Globe-Wernicke vice-president and director 
of sales, opened this annual meeting with 
a welcome to dealers. Mr. Rahe was 
Emcee” for the meeting at which com- 
pany executives gave short talks. 

A. C. Howard, G, W president and gen- 
eral manager, spoke on the effect of na- 
tional conditions on the office equipment 
industry. Mr. Howard, stressing the role 
of each dealer and what he could do to 
help himself and the industry, suggested 
that dealers write their congressman to 
emphasize that the metal office equipment 
industry should be high in the defense 
effort because office equipment is neces- 
sary to the nation’s economic well-being 

Philo Leonard, manager of the systems 
division, spoke briefly on the procurement 
of filing supplies and presented Globe- 
Wernicke’s Filing Merchandiser to dealers. 
Globe-Wernicke’s 1951 advertising pro- 
gram was surveyed by W. Kesley Down- 
ing, sales promotion manager, who prom- 
ised dealers an even more aggressive 
advertising program for 1952. 

The main feature of the breakfast meet- 
ing was the presentation of Globe-Wer- 
nicke’s new Techniplan modular office 
equipment by Robert W. Sprott, assistant 
director of sales. Working as a team, Mr. 
Sprott and Mr. Rahe disassembled the 
wood Techniplan unit exhibited at the 
breakfast, explained each step, showed 
each of the basic component parts as 
separate units, and completely reassem- 
bled the Techniplan L-unit with full-height 
partitions in 12 minutes. 

Globe-Wernicke authorized dealers and 
their representatives joining Globe-Wer- 
nicke executives at the 1951 annual break- 


fast were: 

M. A. Godding, Ed Golden, Lorry Hill, Mrs 
Lorry Hill, Henry Plant Jr Mrs. Henry Plant 
Jr W. R. Borneman, Chas. L. Dometrius, Fred 


erick Kammann, George Constantine, Fred C 
Hunter, Lloyd W. Falkenberg, George C. House 
C. Austin Robbins, Len Schneider, Ken Schmidt 
Hugh Reeves, Chas. A. Mcintosh, and Harold 
Fahrner 

Joel F. Hanes, Frederick N. Allen, Robert L 
McConnoughy, Albert A Parker, Walter O 
Gaines, Homer Royer, V. J. Engeman, W. M 
Putnam, Roy Hansen Fred Matthews, Floyd 


Kongsvik, Miss Ethel Gruner, Frank Zeller, Mrs 
Frank Zeller, Miss A. Schacker, Mrs. Jeffie Fulton 
Miss Addie Wiebusch, L. J. Schubert, and Mrs 
L. J. Schubert 

George Murphy, M. O. Mowat, E. A. Tyre 


oes Y rear 


has 
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George C. Meyer, Dale Palmer, Ed Eriksen, Ross 
Pettit, Ted Curry, Morris Hansell, Elmer G. 
Rahe, A. C. Howard, P. H. Leonard, W. K. 
Downing, R. W. Sprott, H. J. Warnock, Ray 
Evans, and Bob Wall 

F. B. Creer, W. M. Weck, R. K. Corlett, P. G. 
Picknell, Quintus fredrickson, Wm. G. King, 
Russell Humphrey, Robert C. Fankboner, George 
King, Carlton Kinney, Leo H. Wittgen, E. Russell 
Ashley, H. E. Monroe, John Hanly, Arthur L. King, 
Sidney Butterfield, Duncan |. Meier, Jr., Robert 
H. Comfort, J. W. Miller, and Ralph Blackburn. 

H. R. Wilson, W. Modine, C. S. Roland, O. R. 
Gevther, N. T. Owens, James Robertson, E. A 
Napp, C. A. Netzhammer, M. T. Weingcaertner, 
Maynord F. Westring, N. E. Hovey, Mrs. Al 
Garrigan, Al Garrigon, Boyd Brown, Wm. Hoefs, 
Jr., Henry Sassman, H. Short, John E. Lucks, 
W. R. Diehl, Jr., and John A. Gilbert, OFFICE 
APPLIANCES 

George Cooper, Jr., Charles Kelley, F. E 
Gordon, Bruce E. Grogg, H. Dorsey Douglas, 
Wm. O. Ritter, Robert B. Macleod, R. E. Nelson, 
Alfred Pfeiffer, E. R. Sherwood, William T. Ches- 
nut, Jr., Joseph L. Alvarez, Robert M. Sanford, 
leo J. Byrne, Don Friend, C. M. Long, W. A 
Boren, J. M. Smith, George Chapman, and 
E. E. Tyler 

Harold Judy, M. J. Lynch, Frank B. Simmons, 
L. M. Brockwell, Mark M. Gill, E. Wallace, V. H 
Vallet, Chester Morgan, Myron O. George, Lester 
Pomerantz, John Link, Jr., Elmer Rees, Dick 
Pomerantz, E. L. Mobley, Jr., Ford J. Bryan, 
Charles C. Grice, James D. Carter, and Robert 
E. Kinzig 


* 


Certainly the youngest person to par- 
ticipate in the convention was Master Wil- 
fred E. Tabb Ill, five months old. Young 
Wilfred is pictured in the accompanying 





FOUR GENERATIONS IN THE 
ATLAS STENCIL FILES CO. 


photograph, happily carried by his great 
grandmother. 

It is a rare situation when four genera- 
tions of a family attend a stationers’ con- 
vention and it is for that reason we take 
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pleasure in recording this event in OFFICE 
APPLIANCES 

The four generations pictured include 
Wilfred, his parents, Mr. and Mrs. Will 
Tabb, Grandmother Mrs. K. C. Wallace 
and Great Grandmother Mrs. Minnie Coup. 

It will interest the industry to know that 
three generations are actively engaged in 
Atlas Stencil Files Company, Cleveland, 
Ohio, manufacturers of Atlas vertical files. 
Wilfred will step into the business, it is 
anticipated, at a little later date. 

* 

Metal Specialties Mfg. Co., 3200 Carroll 

e., Chicago, attracted throngs to the con- 
vention booth by feats of magic performed 
Oriental turban and all! the 
Jim did feats with play- 
ing cards, disappearing balls, solid metal 
cups that slid through each other, and a 


by Jim Ryan 


mystic trimmings 


rope that fused together after numerous 
cuts. Magic was an appropriate tie-in with 
Metal Specialties Mfg. Co.’s well-known 


magician trademark 


Howard J. Yue probably traveled farther 
to attend the 1951 


convention He 


than anyone else 


NSOEA operates the 





HOWARD J. YUE 


Howard J. Yue Company in Manila and 
represents several American manufacturers 
including the Standard Register Company, 
Automatic File & Index Company, Wright 
& Company and Vue-Fax. 

Before establishing his own business, Mr 
Yue was nnected with the Burroughs 
Adding Machine Company in Manila. His 
after Chicago was Dayton 
ed to stay a month or more 


next destination 
where he plann 
taking in the Standard Register training 
according to plan, he 
would go on to New York, London, France, 


program Later 


Spain and Italy on his way home. 


Born in China, Mr. Yue was educated at 
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St. John’s University in Shanghai. He has 
been a salesman, management consultant 
and systems specialist in China, but moved 
his operations to the Philippines because 
of the Sino-Japanese war in 1938. 
During the convention several hundred 
dealers took the occasion to greet an in- 
teresting figure in the industry, J. R. Geller, 
who is without sight and yet conducts a 
business as an exclusive sales representa- 





J. R. GELLER 


tive, Box 41 Oakland Garden Sta., Flushing, 


N. Y. They found him as one with a re- 
markable memory who quickly recalls the 
voices of persons he has previously con- 
tacted. Mr. Geller for many years has 
been known by dealers coast to coast 
and is unique in his ability to cover his ter- 
ritory despite the physical handicap. He 
handles the products of his own firm as 
well as those of Durable Metal Products, 
All Purpose Metal, Wil-Ray Products, Mich- 
igan Lamp Co., and Stellar Tool Manufac- 
turing Company. He is the representative 
for six factory lines. 


Victor Lundeen of Fergus Falls, Minn., 
was proudly showing off his nephew, Wil- 
liam _Lundeen, 


Edward 


and his son, 





EDWARD R. LUNDEEN' W. F. LUNDEEN 


Lundeen. The two youths are now asso- 
ciated with him in the stationery firm of 
Victor Lundeen & Company, Fergus Falls. 


1951 


DIEBOLD OPENS DEALERS’ CLUB—Opening of 
the Diebold Dealers’ Club was one of the 
extra features of the NSOEA convention. 
Present were (left to right) S. P. Flenniken, 
sales manager of the dealer division; H. H. 
Popham, H. H. Popham, Ltd., Ottawa, Can- 
ada; 0. Se Sanne ee 
Ted Ryce, uth dealer supervisor; Earl 
Kochheiser, Charles P. Ritter Ce., Mansfield, 
Ohio; Zac Smith, Zac Smith Staty. Co., Bir- 
mingham, Alc.; and W. K. Wilson, general 
sales manager. 





« * * 


Rockwell Barnes Company was host, as 
usual, to a popular buffet immediately fol- 
lowing the closing business session on Wed- 
nesday. The newly-elected officers of the 
association were among the honored guests. 
Members of the Rockwell Barnes staff 
worked diligently to see that all were 
well fed. 

Heyer Company balloons filled the air 
during the convention. 

And the air of a fireman's convention 
was given in the hundreds of red hats, as 
customarily worn by the fire laddies, dis- 
tributed by Meilink Safe Company. 


Eureka Specialty Printing Company dis- 
pensed more than 1,000 bottles of Coca 
Cola. 





ZAC STRIKES SILVER—Silver dollars used in 
Mosler Safe Co. guessing contest are dis- 
played by Zac Smith (right), past president 
of NSOEA, at the conclusion of the conven- 
tion. With Smith is Joseph M. Ashley, assist- 
ant manager of Mosler’s dealer division. 


Miss Mary Jo Latsch, the display spe- 
cialist at Latsch Bros., Omaha, Nebr., and 
winner of the Charles Garvin award in 
1949, toured the convention with her 
father and mother, Mr. and Mrs. R. D. 
Latsch. 

Jeanne Darwin, “Staple Sal the Mark- 
well Gal,” is working her way through the 
University of Chicago by her modeling 
activities. 

Take it from Dr. Vincent Peale, the 
“ulcer is the hallmark of this generation.” 
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This popular NSOEA speaker also asserted 
that “religion is the supreme therapy 


* . * 


And Millard Bennett, on the same pro 
gram as the celebrated New York pastor, 
remarked that “following Peale is like a 
tin whistle following Harry James 





MAGIC LURES CROWDS—L. S. Doyle and 
Al Miller flank Jim Ryan, the magician, 
at Metal Specialties Mfg. Co. booth 


* * 


There were three Kanes at the conven 
tion—no relation. Walter Kane was rep 
reseting National Blank Book Company 
Bill Kane Oxford Filing Supply Company 
Inc., and Bob Kane the Richard Best Pencil 
Company. 

Dealers in Art Metal, Postindex and 
Wabash products were guests of E. A 
Keeling, L. R. Addington, R. E. Wells, A. T 
Hunt, R. L. Morgan, E. M. Williamson and 
E. J. Young. Headquarters were main 
tained in Suite 1806-A, affording a mag- 
nificent view of the lake front. President 
Algot J. E. Larson of Art Metal Construc- 
tion Company met many of his friends in 
the industry. 

It’s not too surprising that Al Okerberg 
of Corry-Jamestown Manufacturing Com 
poration turned in the best round of golf 
shot over wind-swept Calumet Country Club 
fairways. Al learned that course—as a 


caddy. 





PARKER PEN BREAKFAST—Scene at breakfast in honor of Zac Smith, retiring NSOEA presi- 
dent, at the Stevens Hotel Tuesday morning, September 25. The host was Parker Pen Co. 


The board of governors of NSOEA hon- 
ored Retiring President Zac Smith at a 
breakfast held at the Stevens Hotel on 
September 25. 

Fifty guests attended the breakfast, 
which was sponsored by the Parker Pen 
Company. Highlight of the occasion was 
the presentation of a solid gold pen and 
pencil set to Mr. Smith in recognition of his 
extraordinary efforts and achievements 
on behalf of the industry.” 

In making the presentation, David H. 
Gullett, general sales manager for Parker, 
said that Mr. Smith ‘contributed much to 
the industry in time, effort and personal ex- 
panse, and was a man whom many in the 
industry could admit they owed much.” 

Guests at the event included the follow- 
ing board members and their wives: Sidney 
H. Challinger, Walter Miller, Clarence E 
Reynolds, Charles R. Storey, Robert C. 
Stampp, Harold Richardson, Robert Need- 
ham, E. C. Laird, Robert Reichman, D. A. 
Crile and F. A. Reed 


Reuben S. Haslam, the NSOEA legal 
counsellor, made many friends by his terse 
explanations of governmental regulations 
at the distributors’ division meeting. His 
best tribute perhaps was this observation, 
He knows the answers like a lawyer but 


doesn’t talk like one 
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ZAC HONORED—David H. Gullet, general 
sales manager of Parker Pen Co., presents a 
solid gold pen and pencil set to Zac Smith. 


Kenneth R. Pangburn of Duluth, Minn., 
said at the convention that he considered 
the acceptance of his pint-sized Ken-Add 
adder by the Association for Childhood 
biggest 


Education International as the 


feather in his cap. 


The American Pencil Company was a 
NSOEA convention host to dealers with a 
novel idea, ‘Breakfast in Bed with Venus.’ 
designed to launch 
Super Velvet, 


This novelty was 
American's new product, 
“the 39,000-word pencil,’ to the stationery 
field. 

As each dealer registered at the con- 
vention, he was presented with an invita- 
tion to enjoy Sunday morning breakfast 
in bed with the compliments of the Ameri- 
can Pencil Company. These breakfasts 
were enjoyed by many hundreds of deal- 
ers who registered at the convention 

A copy of the Venus News accompanied 
each breakfast. And of course, there were 
two Super Velvet pencils tied with a color- 
ful blue ribbon on each tray 


BREAKFASTS ON THE MARCH—Orders for 
Venus breakfasts pour in at the room service 
desk and are speeded by waiters to the 
Stevens Hotel kitchen. Overseeing activities 
is Leonard A. Hehner, advertising manager 
of American Pencil Co 
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CONVENTION ADDRESSES 


Texts of many of the addresses were not available at press time. They will be published next month.) 





A YEAR OF MOBILIZATION PROGRESS 


By Manly Fleischmann, Administrator 
Defense Production Administration 


HE PROGRAM that I am going to try to describe 


to you is one that affects, literally and inescapably, 
every businessman and businesswoman in the United 
States. I welcome an opportunity to tell you what 
we have done, what we are trying to do, what problems 
there are, those we have solved, and those for which 


we have not yet devised a solution. 

The concerns of the government 
at the time of mobilization are so 
vast—almost beyond the scope of 
comprehension, not to say manage- 
ment—that confusion at a time like 
this, and particularly in the early 
days of the effort, seems quite in- 
escapable. However, everything in 
the world, particularly everything 
in the government, is comparative. 
When I compare the work done 
under Mr. Wilson's leadership in the mobilization effort 
this time with that of the early days of World War II 
and the days just before, I don’t find so much con- 
fusion present. Perhaps that is because I am right 





in the center, in a vortex, and don’t realize what is 
happening outside 

The simple fact of the matter is that when the 
mobilization effort was undertaken a simple, under- 
standable and, I think, intelligent plan was prepared. 
In the same manner as I suspect every man in this 
room would plan his own business operations, that plan 
set out objectives and methods for obtaining those 
objectives. The plan has been followed without sub- 
stantial variation in the last year. 


The results are good 
in respects in which we hoped 


they would be good. They have not been so good in 
some other areas where, I think, we foresaw trouble 
We haven’t been able to avoid it but, on the whole, 
the pay-off is on its way. I believe deeply that we 
have been able to avoid the major errors that were 
made during World War II. 

By and large, from Mr. Wilson down, the job has 
been under the direction of practical businessmen who 
have come to Washington much against their will 
to stay for a brief period of time, and businessmen 
who were yncerned with the same problems during 
World War II either in the War Production Board or 
elsewhere. To say that we have not profited by experi- 
ence, would be a gross misstatement, because every 
step we have taken has been tested, rightly or wrongly, 
against the experience of World War II. And I think 
that on the whole, the major difficulties have been 
avoided 

I want to start from first principles by explaining 
what the mobilization effort is all about. When we 
hear about the individual difficulties that our firms 
are having and about the dislocations that seem to 
be inevitable in such a gigantic undertaking, we tend 
to forget the woods for the trees. We are inclined to 
overlook the great central fact of mobilization. The 
fact is that about a year and a half ago or, to be more 
precise, in June, 1950, the nation became convinced 
that we were in deadly peril. We were certain that 


very survival was in danger. We were 
strong, tough, wicked enemy who had 


this nation’s 


? 7. . . q + 
hreatened bv a 
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started something in Korea which might spread all 
over the world. There was real danger of war. We 
were faced with the possibility that we might not be 
able to avoid a war and that, if we were drawn into 
a war, we might lose it. 


Now, there hasn’t been a single change in the facts 
of international life since Korea which could have 
changed the reasons for the conviction of imminent 
national peril. The national peril is as real today as 
it was a year and some few months ago. If that fact 
remains true—if the nation is in danger—then, I think, 
the mobilization effort including what we have done 
and what we are going to do, makes a lot of sense. 


If that conviction is false 

; —if we are all dreaming 
and are in no danger at all—then we ought to be going 
along with business as usual. No mobilization effort is 
as prosperous for the average businessman, the em- 
ployee, or the public generally as ordinary expansion 
under a business as usua) situation. If we are right 
and the nation’s life is in fact, in danger, then free 
institutions every place are on the defensive. If we 
are right, then what we are doing, I think, should 
command the support of every man and woman in 
the United States. 


Now let me start with the assumption I go on—and 
it represents my deep conviction—that we are in peril. 
What do we do about it? What would you do about 
it if you had the responsibility? The first thing to do, 
obviously, is to try to make the nation as strong as 
possible as fast as possible. Everything that we have 
done since last June, a year ago, must be tested by 
that simple principle. What have we done to get the 
nation strong? What have we done to make it strong 
at top speed? Perhaps we have made some mistakes 
in the light of the conviction that we must make the 
nation strong and we must do it in a hurry. Called 
upon to face criticism of one kind or another, we have 
elected to take the criticism stemming from having 
gone too fast rather than run the risk of having done 
too little too late, as in previous times of our history. 
Everything we have done must be measured against 
this standard. And if the standard is right, I think we 
have done just as you would have done under the same 
circumstances. 


The first action, obviously, was to set some goals. 
What are we trying to do to make the nation strong? 
The goals can be simply stated. No. 1 goal is the logical 
one—to get more guns and planes and tanks as fast 
as possible. That is the No. 1 goal and it has re- 
mained the No. 1 goal ever since we started this tre- 
mendous effort. In size, the goal is not staggering 
when compared with World War II. It is small, com- 
pared with all-out war. 


We had two things 

in mind in this area—first, to 
build up a sufficient stockpile of the best possible 
weapons with all mechanical improvements so that 
we could get through approximately a year of all-out 
war if war should come and (2) to increase so greatly 
the capacity to make guns and tanks and planes and 
all the rest, that if war came, having managed the 
first year, we would then be able to turn out the stuff 
in a regular Niagara of munitions, as we did late in 
World War II. 

So much for the munitions picture. Now, nobody 
fights a modern war merely on guns and tanks and 
planes. In the event of all-out war, it is necessary to 
have all-out mobilization. Unfortunately, modern war 
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means all-out. War is not fought only with fully 
developed munitions of war. The production of muni- 
tions is the visible part of the iceberg above the water. 
By far the larger part of the iceberg is below the water. 

Take the familiar example of machine tools. The 
existing capacity to produce machine tools in this 
country is totally inadequate to produce tools which 
can turn out the jet engine, for example, without 
which modern war cannot be fought. All new and 
different tools are needed for that purpose, tools of a 
highly specialized nature. If you hitch-up the entire 
machine tool capacity of the United States, you are 
still far short of having enough capacity to do that job. 
Is that as important, more important, or less impor- 
tant, than producing the plane? It is more important 
in the sense that you have to do it first, or you don’t 
get the plane. 

So, to use a familiar example again, we are enlisting 
the support of the automobile industry to make sub- 
assemblies and parts, to take sub-contracts from the 
machine tool people and, even in certain cases, to 
get into machine tool production itself. That whole 
area of supporting industry is just as important as 
the production of armament itself. It includes such 
activities as seeing that electric power can be expanded 
rapidly so that more aluminum can be produced, 
acquiring more tank cars to carry petroleum around 
the country and around the world, more freight cars, 
and more of a hundred and one different industrial 
items, without which the nation can never grow 
strong. The first two objectives are therefore pro- 
ducing munitions and supporting industry which makes 
the munitions. 


This mobilization effort 

is different from any one 
we've been in, principally because of one fact. We 
are preparing for war—that is true. But we hope and 
believe that war can be avoided. What seems most 
likely is that we will have a period of indefinite dura- 
tion of the kind of half-war we are in today, with 
perhaps small wars here and there around the world 
Perhaps, with the help of Providence, we may be able 
to avoid an all-out shooting war. Such a period might 
go on for one year, two years, five years, or 10. Nobody 
can say how long it will be. If we are forced to keep 
up a fairly high level of armament production through- 
out that time, it is inescapable and inevitable that 
civilian production will suffer over a continuing period, 

just as it has started to suffer today 
To avoid that, we have felt that great stress and 
urgency should be placed on expanding the nation’s 
basic capacity to produce raw materials. In other 
words, we have felt that, as soon as we could get more 


AT THE RIGHT— 

1. Standing: G. Max Keating and Edward Deacon, both Chicago 
Desk Pad Co.; Warren E. Long, Sperry Office Furniture Co., St. 
Paul, Minn.; Ed Williamson and Elmer Krumwiede, both Chicago 
Desk Pad Co.; Otis G. Hobbs, Western Bank & Office Supply Co., 
Oklahoma City, Okla. Seated: Clarence Ahlstrom, Sperry Office 
Furniture Co. 

2. W. H. Sullivan, W. M. Small, Hugh Morgan and William Tonkin, 
all Johnson Chair Co. 

3. J. B. Tompkins, Carl J. Nicovlin and Bill Goodyear, all Sturgis 
Posture Chair Co. 

4. Charles Lefkowitz, Irving Kremsdorf, George Mettzer and Harry 
Lefkowitz, all Guide System & Supply Co. 

5. Win Hansen, Dolores Eulette and E. L. Weiseth, all Metalcraft, 
Inc.; Donald Stanfield, Wyoming Typewriter & Equipment Co., 
Cheyenne, Wyo.; M. Revzen, Chicago, Ill. 

6. Mr. and Mrs. E. T. Wheeler, Associated Cellulose Products, Inc.; 
E. C. Leventhal, Biddle Purchasing Co., N. Y.; Charles Busk, 
Associated Cellulose Products, Inc.; Dan Consodine, mfrs. rep. 

7. Murray Morcheles, Stacor Equipment Co.; Garry Orth, Syracuse 
Office Equipment Corp., Syracuse, N. Y.; Morris Brenin, Stacor 
Equipment Co. 

3. W. M. Weck and P. G. Picknell, both Haines & Essick Co., Decatur, 
il.; W. $. MacDonald, Commercial Stationery Co., Chicago; R. K. 
Corlett, Haines & Essick Co.; R. B. Overend, Eagle Pencil Co.; 
Hy Linden, Ace Fastener Corp 
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steel, more aluminum, more synthetic rubber, more 
chemicals, more of everything needed to support this 
effort, we could end the current period of temporary 
shortage of some goods. We have previously felt these 


shortages to be essential because of the long period 
which seems to lie ahead of us. 
In an all-out war, 


people willingly accept privations 
even if they don’t like them. At least they don’t 
grumble so much. Because of our incurable obstinacy 
under such circumstances, we Americans always feel 
that victory is right ahead and we abide the govern- 
ment and its regulations. Then, we don’t worry too 
much about not being able to get a new automobile 
because we think that, when victory comes, all will 
change. I am afraid that in that sense, there is no 
victory just ahead. At least, we don’t know when it will 
come. So instead, we are trying to expand the nation’s 
ability to produce the short materials so that the 
period of shortage will be comparatively brief. Top 
priority is going into that effort. 

Three objectives of the mobilization effort have been 
given. And there is a fourth one, another not present 
in an organization for immediate war. During the 
period of all-out warfare it would make some sense 
to shut down non-essential, or rather, less essential 
civilian production. During World War II we promptly 


shut down the manufacture of automobiles, juke- 
boxes, and pipe-organs, and everything else that didn’t 
seem to have some immediate military use. We think 
it would be wrong to do the same thing this time. For 
we are reminded that we may be faced with ten years 
of this 

To use automobiles as an example the whole econ- 


omy—American industry as well as the public—rides 
on tires. It seems to us that it would be a short- 


sighted thing to shut down vast American industrial 
enterprises just to get the absolute maximum of war 
production. On the contrary, we think, that it makes 
more sense to continue civilian production at a re- 
duced rate throughout this period unless there is an 


all-out war. It has been our conviction from the start, 
and it remains our firm intention to keep civilian 
production going throughout this period, if it is hu- 
manly possible 

When I say that we intend to keep civilian produc- 
tion going (since two and two make four and that 


is law we can’t touch in Washington) that means 
civilian production is not going ahead at the all-out 
rate that we hit in 1950. That is just impossible. 
There isn’t the metal available to do it. Our metal 
production in 1951 and 1952 is no greater than in 1950. 
In some respects, metal availability is less. Imports 
have declined. We are stockpiling some metal. In 
addition, inventories of raw materials which the man- 
ufacturers had on hand at the beginning of 1950 have 
now been used up. We have exhausted the pipe-line 
and we are living on current production. 


Since no more metal is available, 
if some metal is to 


go into guns, tanks and machine tools, it has to be 
taken away from some place else. In this case, it is 
being taken away, to some extent, from civilian in- 
dustry. You have seen from the papers what that 
means statistically. The year 1950 was the greatest 
for production in history for vacuum cleaners, auto- 
mobiles and refrigerators, but a very poor year for 
machine tools and machine guns. In 1951, during the 
last quarter of the year, production of civilian items 
will be cut down about 40% from the record year of 
1950 so that in the last quarter, civilian goods will be 
manufactured at approximately 58% to 60% of the 
record year of 1950. In all probability, in the first 
quarter of next year the amount will have to be re- 
duced further 


There comes a point, however—and we are ap- 
proaching that point—where, if we are committed to 
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keeping civilian industry going, as we are, we have 
to say there will be no further reduction. For there 
is a break-even point, as it is called in manufacturing 
circles, where, if you cut any further, you are actu- 
ally terminating the ability of the industry to run at 
all. Exactly where the break-even point is, I don’t 
know. Perhaps it is at 50% of 1950 production. Cer- 
tainly we are rapidly approaching that point. And a 
decision to keep civilian industry going at that re- 
duced, but in our judgment, adequate rate has been 
made and will be followed unless there is a change 
in the international picture, which would require a 
tremendous increase in military programs. 


You have heard a good deal 

about shortages. There 
isn’t likely to be, in my judgment, any real shortages 
in civilian consumers goods. The stores are bulging 
today with such items because of the over-production 
of 1950 and early 1951. The kind of reduction of which 
we have spoken certainly will permit a very substantial 
amount of replacement when and if the great over- 
stocks of consumers goods are reduced. Nothing like 
a real austerity, from the consumers’ standpoint, seems 
to be in prospect. There will be shortages, of course, 
and certainly there will be local shortages here and 
there, but I don’t see any great period of austerity 
for the civilians. 

Now I must point out to you that there are some 
very difficult times ahead for the manufacturer of 
civilian goods. Beginning right now, the pinch is on. 
The manufacturer is not going to have the metals he 
had earlier in 1951. And 1952 is going to be tougher. 
I know very well that some manufacturers will find it 
difficult, if not impossible, to run at 60% of the rates 
they obtained in 1950. 


There will be occasional instances 

of unemployment, 
particularly local unemployment, although national 
unemployment continues to diminish each month. 
Everyone who is able is being employed, from the 
national standpoint. But here and there, a plant lays 
off people and shuts down. Here and there a plant 
cannot swing into war production. These are trouble- 
some times for the employer and the employee. We 
are doing everything we can to minimize the impact, 
but it is quite impossible to make an omelette without 
breaking some eggs. The job of converting into war 
production seems to be the one job that we must do. 
For the time being, other concerns must be secondary. 
As a corollary to the job of seeing that we continue 
to have civilian production, there is the job of seeing 
that there is an equitable distribution of the materials 
in very short supply. Suppose that civilian production 
is to be reduced to 50% or 60% of the rate at which 
it operated in 1951. If you had a free economy and 
a scramble for the very limited supply of materials, 
unfortunately, it would not follow automatically that 
everyone got 50% or 60% of what he had in 1950. On 
the contrary, as history has shown a dozen times, this 
is what would happen—the large manufacturer with 
big purchasing power would get 100% or 150% of what 
he got in the past year, and the small manufacturer 
with less established customer relationship would be 

fortunate if he got 25%. 


That is exactly what has happening 

the first part 
of this year under a system in which anyone could 
buy whatever he could command on the market. We 
have thought that was wrong. We have thought that 
when the government took steps, as it has done, to 
preempt the supply of materials for the essential pro- 
ducers, it had at the same time a responsibility to see 
that there was an equitable distribution of what re- 
mained. That is why measures like the Controlled 
Materials Plan had to be extended across the board, 
insuring that the small fellow received an equitable 








share of almost everything, particularly in the’ metal 
fields. 

To repeat the four chief objectives of the mobiliza- 
tion effort: they are guns and tanks, machine tools, 
more steel and aluminum, and a continued, though 
reduced, production of civilian goods. Does that make 
sense? I think it does. It is a realistic, sensible pro- 
gram which was adopted early and which has not 
varied since in any important respect 

Let me describe from the standpoint of a person 
recently returned to government how we went about 
accomplishing our objectives, the methods we have 
used and the reasons for them. I shall try not to be 
too technical, although I know that the story of pri- 
orities and allocations is a familiar one. I shall try 
not to give a lengthy description of the difference be- 
tween priorities and allocations but simply to remind 
you that, in the early days of World War II, we de- 
pended on a priority system, a so-called multi-band 
system in which A-1-A, A-1-B, AAA, B, and all the 
rest exceeded each other in dizzying succession. The 
system collapsed of its own weight after less than two 
years of operation. The principal reason was that 
there were more tickets issued then there were seats 
in the theater. Everyone had a priority. Priorities 
became hunting licenses only and couldn’t be chased 
It was estimated that as much as 25% of the nation’s 
production of certain items was lost through the leap- 
frogging of priorities which never permitted a manu- 
facturer’s schedule to become fixed 


Out of that very difficult period 
there gradually de- 
veloped the Controlled Materials Plan, or CMP—vul- 
garly referred to in those days as “Cripes More Paper.” 
It is now sometimes called “Confusion Made Perma- 
nent.” The essence of the Controlled Materials Plan 
may be stated by simple illustrations. After all, no 
man in his right mind draws a check on a bank unless 
he knows how many checks are outstanding and what 
is left in the bank. Such a principle could never be 
followed under the priority system. But, with the Con- 
trolled Materials Plan, the theory is clear. You have 
a pie of materials available. You cut up the pie, giving 
out the size pieces you want. When you finish giving 
out the pieces, you stop cutting the pie 
In essence, the Controlled Materials Plan is that 
simple. You have so much steel, copper and aluminum 
You divide these materials among all four classes of 
programs which I have described. When the materials 
are divided up there is the pie. The programs have 
to be cut down to the size of the allocations made, 
regardless of anything you may have heard or read, 
we are not allocating more steel, copper or aluminum 
than there is. We are allocating the supply, with a very 
little overage for error and for failure to place ticket 
But generally speaking, we are following the best 
policies and procedures which were followed during 
World War II. 


Why is this necessary? 

You have probably read 
statements from people, like the heads of some of the 
steel companies, who say It’s a lot of nonsense; 
you don't need a controlled materials plan. We have 
enough steel for everybody.” This statement is scant 
consolation to the fellow who today is trying to get 
steel desperately to keep his small plant operating, 
and can’t get it. And, of course, there are thousands 
of those people. It scarcely gives satisfaction to the 
man trying to erect a war-plant, who can’t get struc- 
tural steel because the supply is less than half of the 
present demand. 

It has been suggested that it would be simple to 
give priority to the military program and let every- 
one else scramble for his materials. The steel com- 
panies have said “If you would do that, we will dis- 
tribute steel on a historical pattern—-give everybody 
a percentage of what he got during the base period 
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of 1950.” That sounds very convincing until you ana- 
lyze what that means. Let me take the case of ma- 
chine tools again. Between wars, and even through 
1950, the machine tools industry was a very depressed 
industry. The minute a war or a mobilization effort 
comes you want not 70% of the machine tools made 
between wars but about 400%. You want fewer auto- 
mobiles, not more. 


The essence of any mobilization 
effort is a shift 
from less essential to more essential items, from au- 
tomobiles to guns, from juke-boxes to planes. So the 
essence of a mobilization effort is a contradiction or 
a denial of the historical pattern. Such items as ma- 
chine tools are as important or more important than 
guns and tanks. You can’t have guns and tanks with- 
out tools. That is why, in our judgment, nothing short 
of a Controlled Materials Plan will work. To use the 
basic test I stated to you—when you want a Controlled 
Materials Plan, in the event of a war, you want it in 
a tremendous hurry. You can’t set up such a plan 
in less than a year. Again, faced with a choice of 
criticism, we decided to put the Controlled Materials 
Plan into operation. Then, if we have a war, we can 
be very thankful that the plan is operating. If we 
don’t have a war, we can be abused as alarmists but 
most of us, I think, will be able to take the latter 
criticism 
How is the CMP working? Perhaps many of you, 


‘especially some of your manufacturers, have your ideas 


on the subject. Fortunately, it is working about the 
way we said it would work at this precise period. From 
the start, Mr. Wilson and I, and everybody else who 
has had anything to do with CMP has said it could 
not possibly work well during the first quarter of 
operation, or even during the second quarter. By the 
third quarter, the bugs should be out. That will be 
the first quarter of next year, when it ought to be 
working well 


We didn’t say that because 

we wanted to act pessi- 
mistic. We said it because we had seen CMP in World 
War II, and the same problems are present. You are 
wrenching—and I use that term advisedly—a vast 
industrial economy of hundreds of thousands of orders 
every quarter for steel, copper and aluminum into a 
new pattern—a pattern where first things come first 
and business as usual is out. It is something you can- 
not do overnight. Nobody has ever been able to and 
nobody ever will, in my judgment. Faced with that 
basic difficulty, it is my belief that the CMP is working 
quite well, and will work better every day. From my 
immediate standpoint, it is working well now because 
material is being channeled today into the gun-fac- 
tories, the arsenals, and other necessary places. In a 
secret report made not long ago to the President I 
found this bit of unclassified information. “The mili- 
tary, who always kick about everything when they 
can, said there is no major military program which, 
today, is behind schedule because of material short- 
ages.” That is quite different from what you read 
and hear in your papers but it is the fact of the matter 
Many military programs are behind schedule, but not 
because of material shortage that could be prevented. 
When I look at it dispassionately, and think about 
the vastness of the undertaking, as far as I am con- 
cerned, CMP is working well today and will work even 
better tomorrow 


Now, I want to speak briefly 

about the status of the 
military program since it concerns every man and 
woman here. If war should come tomorrow or next 
summer, how would we be equipped? You read a great 
deal about the military program being behind sched- 
ule. It is, in some respects. It should not alarm us 
unduly. We have no reason to get wildly optimistic, 
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f assure you, nor have we any reason to take a defeat- 
ist attitude. There are two explanations of why the 
military program seems to be behind schedule. In the 
first place, the schedules spoken of are the ones pre- 
pared and published by the military people. Any of 
you who have been in the Army and Navy will know 
that such military schedules contain a certain lack 
of realism. They are prepared by individual procure- 
ment chiefs, whose primary objective is to get the 
most they can the earliest they possibly can. In the 
early stages nobody has the time or the ability to go 
over these vast programs from the standpoint of dura- 
bility. Are there enough machine tools to turn military 
equipment out on schedule? Is there enough nickel 
and columbium and other raw materials? The sad 
answer is that there is not enough. The first military 


schedules are always unrealistic. We have set up a 
Production Executive Committee and an Aircraft Pro- 
duction Board whose primary job it is to reduce or 
expand military programs on a realistic basis. When 


we fix the schedules, we will test them from the stand- 
point of availability of materials and facilities. When 
we fix the schedules they will be realistic. We are 


going to make them a bit more than we think we 
can do, because we generally find American industry 
does a bit more than is expected of it. But the sched- 
iles will be realistic. And if we don’t meet them, we 
will have real cause to worry. 


Another reason we are 
somewhat behind—and again, 


I see nothing alarming about it—is this factor: When 
you start a mobilization effort, you always go by fits 
and starts, have advances in one sector, delays in an- 
other. We had all those during the early days of 


World War II. When you report if a schedule is on 
time, you only consider the items which are delivered, 


for combat duty. If there is a single gadget of 
the thousands of gadgets going into airplanes or tanks, 
which has not been delivered, even though you might 
be able to fight with that plane or tank, that tank 
or plane does not enter the delivery schedule and the 
whole schedule is reported as being behind. 

What happens is perfectly obvious to any manu- 
facturer who runs an assembly line. All at once the 
tanks which have been waiting for delivery on the 
one item, get the item. Then there is a tremendous 
flow off the production line. Suddenly the schedules 
begin to right themselves. It is only sober optimism, 
based on past experience, which leads me to predict 
that very chain of events will start happening next 


year. As I say, we shouldn’t be optimistic. We are 
behind on many important items. But I believe that 
the groundwork has been well laid and that without 
question we ill start catching up next year. When 
the flow starts, it will be tremendous 


Before I close, I would like 
to call your attention 
to a specific area in which this group can help, and 
help tremendously. It is perhaps our most difficult 
problem. It is our problem of scrap, not only steel 
scrap, but non-ferrous scrap. The whole success of our 
mobilizati effort is threatened today by a lack of 
scrap. That is especially apparent now in the steel 
industry. With the vast expansion of the steel indus- 
try, we need a vastly increased supply in scrap and 
we are not getting it 
The situation is a perilous, dangerous one. Industry 


now has organized an all-out drive to try to get scrap 
—not the consumers’ scrap that lies around the house, 
but the enormous supplies of scrap dormant in almost 
every manufacturing concern, on every farm, through 
the military, and elsewhere in the United States. We 
have asked the Chamber of Commerce to co-operate. 
Nearly all of you are active in some local effort of the 
drive. Individually and collectively, you can do no 
more for your country in any way I know than to get 
behind that scrap drive. The success of our mobiliza- 
tion program, including civilian production as I have 
outlined it, depends on the success of the scrap drive. 


I think that I have given you 

a thoroughly pessimis- 
tic picture. However, I see no reason for sugar-coating 
the pill. We are going to have a tough period of short- 
ages here. It will be tough for the manufacturer, par- 
ticularly for the civilian manufacturer, for perhaps 
two years before expanded production will be accom- 
plished. I believe that the American people want it 
that way, because they think this program is important. 
I want to say to you, with the deepest conviction and 
earnestness of which I am capable, that I think the 
year and the year-and-a-half ahead will be, quite lit- 
erally, years of decision for the American people. The 
main event is coming up. We have demonstrated in 
the past that we are the greatest sprinters in the 
world. But this is a mile run on which we are em- 
barking today. 

It is easy now, with the Korean war continuing, 
unfortunately, for the American public and American 
industry and labor to see the seriousness of the situa- 
tion. But if, as we all pray, the Korean war ends to- 
morrow or next month, then a trying time will be 
upon us. Then the men are going to be separated 
from the boys. We have never had a time when, with- 
out the threat of immediate war, we have been able 
to put our energies into a mobilization program of 
this kind. It will be tough. It will be very tough for 
the man who loses his job in an automobile factory 
while there is no war going on, to see why such a 
situation must be. It must be, because the metal that 
went into automobiles is now going into guns that we 
hope will buy us peace or—if war should come—vic- 
tory. As we get into another winter without an all-out 
shooting war, I give you the assurance that, to me 
at least, the goal seems obtainable. And it seems to 
me we have made tremendous progress toward that 
goal. As another summer rolls around, you will see 
military items coming off the lines in the same in- 
credible volume which amazed the entire world during 
World War II. 


Meanwhile, we must pass 
through this winter of 
discontent. Since I have the deepest confidence in the 
American people, I think that we will tighten our belts 
and get behind the program. And I think the pro- 
gram will work. For that program, for that goal of 
victory in the shape of peace for ourselves and for 
coming generations, I ask your support and the sup- 
port of American industry as a whole. As every man 
and every woman with an intimate concern in our 
program puts both hands and heart into the effort, 
I have no doubt of the outcome. That will be victory 
through peace—peace which, to me, seems obtainable 
peace for a long time to come 
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UNCLE SAM AT HOME AND ABROAD 


By Robert Kazmayer 
Writer, Traveler and Commentator 


HILE I AM grateful for the gracious things which 

your president has said about my reputation as 
a speaker, I’d feel a little better if I admit to you now 
that I am not particularly a public speaker. My train- 
ing and most of my early experience was in radio. 
There is a vast difference between coming up before a 
microphone with a prepared manu- 
script which you can read to an 
audience that you can’t see, and 
coming before an audience face to 
face as I come before you, and I 
have learned over these years that 
it is best for me not to try to read 
the address when I am face to face 
with the audience. 

I learned that in one of the first 
addresses I ever had. I had my 
grandfather in the audience at my 
request, because I thought I needed some constructive 
criticism, and when it was over, I got it. He said he 
had three suggestions—he said, in the first place, you 
read it; in the second place, you didn’t read it very 
well; in the third place, it wasn’t worth reading. In 
the years since then I have avoided that first criticism, 
but it does mean that we are sort of starting out to- 
gether this morning, because you are not very certain 
what this is going to be like. Neither am I. One thing 
we have in common. 


The second thing I feel 

I need to say to you—I don’t 
want to seem to be an authority in the sense that I 
have a blueprint of what is happening in the world 
or what is going to happen. I have been knocking 
around the world intermittently, and sometimes almost 
continuously for 20 some years now. The best I can 
possibly do for you is to tell you about some of the 
things that I have seen, experiences that I have had, 
things that I actually know. In that field I shall try 
to be carefully honest. When I deviate and get into 
the realm of generalizations and prognostication, as 
I probably shall, will you keep in mind that your opin- 
ion is probably every bit as good as mine. It is only 
if you remember that that I can make a reasonably 
wholesome contribution to your thinking in this time 
that we share together 

One brief word, if I may, concerning this subject 
Uncle Sam at Home and Abroad. If you spend very 
much time on the lecture platform, gentlemen, you 
discover that one of the necessary evils of the profes- 
sion is the lecture manager. He generally books these 
engagements anywhere from 12 to 18 months in ad- 
vance of your appearance, and going out to book a 
series of engagements, a lecture tour, he wants a 
subject. 

Generally, he wants three-fourths of it, and if you 
are smart about the whole thing—you give him what 
in the profession is called the Mother Hubbard—it 
means it covers everything—but it gives you the chance 
to say what you feel needs to be said at the time 
when you arrive. This subject, Uncle Sam at Home 
and Abroad, is such a subject. The only thing I am 
going to try to do this morning is to analyze for you 
some of the significant forces in our world, attempt to 
get at what these forces mean to us in the United 
States, and attempt to evaluate some of the strengths 
and weaknesses in our own society with which we have 
to meet these world forces 

It seems to me that any understanding of such a 
situation involves our beginning by backing away from 
the immediate news of the day—backing away from 
the headlines to get something of the over-all picture 
I think the first thing that we need to recognize is 
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that we are dealing today with a situation that is new 
and perhaps unique in history. When World War II 
started, back in 1939, there were seven great powers. 
More or less in alphabetical order, the great powers 
of the world were—Germany, Japan, Russia, America, 
Great Britain, France. 

Today, with World War II over, and in some sort of 
an intermediary period, there are no great powers in 
our world. Germany and Japan are still under mili- 
tary occupation—Japan just emerging from it; France 
and Italy are both so occupied with their internal 
affairs that they will not, in the foreseeable future, 
intervene decisively in affairs outside of their own 
country. 

England, which pretty much dominated our world, 
occupied a position of preeminent leadership for very 
nearly 100 years, at least from the end of the Napo- 
leonic wars in 1814 through World War I in 1914 to 1918. 
England today is pretty much a bankrupt nation. In 
the place of the seven great powers, there are today 
two super-powers. On one side there is the U.S.A., and 
on the other side the USSR, and around these two most 
of the hopes and hates, most of the fears and loyalties 
of all mankind are gradually polarizing 


It is important, I think, 
that we see this, for only 
as we see this can we recognize the importance of the 
countries that are aligned definitely with us, and the 
countries that are not. There is a clear division, or 


rather, there has to be a clear division eventually. 


When I have said that, however, I have to go on 
to say, it is dangerous to oversimplify the picture. I 
think it is in Leviathan that Thomas Hobbes says 
‘Beware of the terrible simplifiers.”’ It is rather easy 
today to oversimplify. Wendell Wilkie talked about 
“one world.” I left the United States—left Chicago 
here—last January for a rather hurried trip around 
the world, and made it completely around the world, 
got back here some 47 days later, but the important 
thing—I spent only around 127 hours in the air. Ours 
is a relatively small world from the viewpoint of mod- 
ern travel and communications. It is one world geo- 
graphically, physically, materially, but in the realm of 
men’s thinking, in the realm of their ideologies, in the 
realm of their national backgrounds, their aspirations, 
their fears, their prejudices, there are many worlds, 
and we have, I think, to be careful not to see this 
thing in an oversimplified picture 

Between us, on the continent of Europe, for example, 
between the U.S.A. and the U.S.S.R., there are over 
200 millions of people, 30 some different nations, out 
in the East there are over a billion, 200 millions of 
people. In every case they have their own ideas, they 
have their own national backgrounds, they have their 
own aspirations. 


We shall have to break down 
the thing just a bit, 

and in that process, I believe we need to turn our 
attention first to Europe. The spotlight of the present 
time is, as much or more, on the Far East than it is 
on Europe, but will you keep in mind that out of the 
six wars which we in the United States have fought 
in our relatively short history, five have had their root 
in and entwined among the forces of Europe 

The picture that is developing there, today, in the 
dark room of history, is probably going to influence our 
lives, influence our businesses, influence the lives of 
our children in the years that lie directly ahead. Of 
the 40 some nations on the continent of Europe there 
is one which more than any other has been the key- 
stone of every structure that has been raised there in 
the last 45 to 50 years, whether that structure 
has been one of peace or war—and that nation, again, 
not particularly in the headlines today—that nation 
is Germany. And the understanding of Europe today 
begins with the keystone nation, Germany 

yermany occupies the heartland of Europe, the trade 
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routes of Europe meet and cross in the area of Ger- 
many, the industrial plant—as much of it as is left 
in Europe—a lot of it still remains in Germany. The 
skilled labor of Europe is there—more than that, the 
initiative, the ingenuity, and the drive of Europe are 
still with those German people. In the years that I 
have been knocking around the world, I have come to 
believe that any understanding of a nation involves 
understanding the way the people of that nation feel. 


Facts are important, of course, but almost as impor- 
tant as the facts in any situation, is the reaction of 
the individual concerned to those facts. 


It isn’t easy to get at 

the way the German people 
feel today. If you travel in Germany today, because 
you are an American, even though you are a civilian 
traveling in civilian clothes, you are a conqueror walk- 
ing among the conquered, and there is an invisible 
wall still between you. Many times, in Germany, these 
past five years, becoming a part of a group, I have 
felt that I had to remain with that until the early 


hours of the morning before I could feel that that 
wall had broken down, that I was listening to German 
talking to other Germans, not simply talking for the 


benefit of an American. 

Once that wall does break down in Germany today, 
you discover two reactions at least that are significant 
as regards the future of the world. 

The first thing you discover is this: the Germans 
are still inordinately proud of their war record. This 
is particularly the reaction of the younger generation, 
those who were Hitler’s officers, Hitler’s soldiers, the 
Hitler Youth—but once the wall breaks down, immedi- 
ately you sense it. Sometimes you get told very blunt- 
ly—I have been told this a number of times—they 
say, “We are defeated—yes, but don’t forget what it 
takes to defeat us.” And they tell you about it. “We 
had against us, France, with the greatest land fighting 
force in the world. Everybody said so, even your own 
officers. We had against us, England. And the Empire. 
One man in five in the world today owes his allegiance 
to the King of England. And we had against us Rus- 
sia, 200 millions in population; 12, 14, 16,—nobody 
knows how many millions in the Russian army; and we 
had against us your United States, the greatest in- 
dustrial producing plant in the world. We are de- 
feated, yes—but don’t forget it takes the whole world 
to defeat us 

Now, gentlemen, I don’t like to present that to you, 
but it is there. I think it is important—it isn’t the 
reaction of a people who are finished and done. The 
second thing you discover is that they do not feel 
that their defeat was inevitable. I went back, rather 
assuming that they would, thinking to myself—vwell, 
the Germans have been defeated twice in 25 years, 


now they are going to see they can’t win. And I 
discovered that they feel after this war pretty much 
as they felt after World War I. After World War I, 
Hitler capitalized on the belief that they lost World 
War I because the Kaiser made mistakes, and Hitler 
on his way up used to say, “I don’t make those mis- 
takes—next time we win.” 


I am asked occasionally today 
—‘Well, how do the 
German people feel about Hitler?” Aside from the 


fact that there are so many people in Germany who 
believe he is still alive, it seems to me that the most 
significant reaction is that he was dumb. They say 
Hitler was dumb, because he certainly tried to do 
what Napoleon Bonaparte said nobody could do—he 
tried to fight two wars at once. “Already we were 
fighting France and England on one side, he turns 
around and starts a war with Russia on the other 
side. If he doesn’t fight France and England on one 


side, and at the same time fight Russia, certainly we 
could win the war.” 
More than that, they say Hitler was dumb because 
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he kicked out all of the Jews. Jews, they say, have 
brains. If he didn’t kick out the Jews and we had 
just kept some we might have had atomic bombs 
before you, and if we had atomic bombs before you, 
where would you be? Once again, I think the re- 
action is significant. It isn’t the reaction of a people 
who have renounced war as a technique in national 
and international politics. This much, I think, we in 
the United States need to see. Germany today is 
not particularly in the headlines, but the German 
people are still there—60 to 70 million of them there 
in the heartland of Europe—and there is a spirit 
in Germany that is not broken, there is a morale in 
Germany, for good or evil, that has not cracked. 


I stood outside of what used to be the railroad 
station in Stuttgart—it was just the twilight hour 
and American cars were going to and from the officers’ 
mess. Well-groomed, highly polished, American cars— 
beyond them the complete destruction of the railroad 
station. Perhaps it was the contrast. Anyway, I said 
to the German lad who was standing beside me—17, 
18-year-old kid—I said, “We rather made a mess of 
things, didn’t we? When, if ever, do you think you 
will rebuild them?” And I give you his answer, be- 
cause it is indicative of Germany today. He shrugged 
his shoulders and he said, “Ten or 15 years in the 
life of Germany is but a day. We will have allies; 
we will rebuild; Germany will come back.” 


Now that “we will have allies” 

is a part of that, 
too. Where will they come from? I had dinner one 
Sunday evening with Lt. General Sir Frederick Mor- 
gan. He used to be the British occupational officer 
in the British quarter. I was making my way in the 
old castle gate which was his headquarters, when a 
German kid nine or 10 years old threw a rock at me. I 
asked him why he threw the rock. And he explained it, 
quite intelligently, too, I think. In direct translation 
of his German, he said this: “My uncle says some 
day you will fight Russia. When you fight Russia, 
then we fight you.” 

That is intelligent, of course—if there is going to 
be a war, he’s got the first shot—he heaved a rock 
at me. But the important thing is this belief the 
allies will not get along together, and after all, when 
the clear division comes, we will play both sides 
against the middle, and after all, come out the winner. 


In our American headquarters city at Frankfort on 
the Main I listened to a man by the name of Schu- 
macher. If I had not seen that man, but had merely 
heard his voice on a sound track, I think I would have 
testified to you that I was listening to the voice of 
Hitler, for Schumacher had the very fiber and timbre 
in his voice which Hitler used to have. He is a very 
different appearing man—tall, gaunt, Abraham Lin- 
colnesque, almost, in appearance. His right arm is 
gone—lost in one of Hitler’s concentration camps. His 
left arm, when he is speaking, is used for only one 
gesture—that is an up and down pump-handle sort 
of a motion, very reminiscent to me of Norman 
Thomas, by the way. ‘Look, I want to see a look of 
recognition in some of your faces—you are not all so 
young that you can’t remember Norman Thomas. I 
don’t know about you, but when it comes to liberalism 
in politics, I'd far rather have Norman Thomas than 
Henry. Wallace—I think the old days were better.) 
The important thing with Schumacher, however, is 
the appeal which he makes and the reaction which 
he gets with the German people. 

I don’t want to belabor this thing, but I do want 
to say to you there is still a spirit and a drive in 
that keystone nation, Germany. 


Someone says, well all right, 
so the Germans are 
there and they’ve still got strength and power—do 
they like us? The answer to that, of course, is no. 
Conquered people, I don’t know what you can expect 
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them to. Well, do they like the Russians? The answer, 
again, is no. Do they like the British? I think they 
hate the British most of all. Is our occupation policy 
in Germany a success? 

To my point of view, ladies and gentlemen, I think 
you have to say that it probably is not, and for that 
matter, I don’t know if any occupation can ever be 
a success over a protracted period of time. Napoleon 
Bonaparte said a long time ago—you can do anything 
with bayonets, except sit on them 


Now, when an army has taken over, 

and the army’s 
work is done, the job that we have had to do in Ger- 
many, the job that we still have to do, is probably 
in three fields: first, it is in the realm of trade, com- 
merce, and industry, helping the German people to 
pick up the threads of life again that they shall 
weave some sort of a peaceful fabric. The second is 
a long-range job in the realm of education. The third 
goes beyond education. Now I feel I have to say this, 
even to a group of American businessmen, it seems 
to me that we, in the United States, have come to 
believe that with a proper education you can do almost 
anything. Will you keep in mind, there are limits be- 
yond which education does not go? If the job that 
has to be done in Germany is going to be done, if 
the job that has to be done in our world is going 
to be done, you are going beyond the realm of educa- 
tion into what affects men’s basic sense of values 
their basic attitudes toward life. It is, to put it bluntly, 
religion. Now, it is in those three fields that we have 
got a job to do, and so far, the job has not been 
particularly well done. 

Which way will Germany go if there is a show- 
down in Europe? The answer, as of the present, for 
me at least, has to be—I don’t know. It depends on 
what happens from here on. The die is not yet cast. 
As regards a German army for the West, if Adenauer 
attempts to promise Eisenhower such an army with- 
out giving it a full place, German army officered by 
German men, then I think Mr. Adenauer will lose 
his job, and if Adenauer goes, as the thing stands 
today, Kurt von Schumacher is the man who will 
take his place, and Kurt von Schumacher is a far 
more difficult character to deal with than Adenauer 
I can’t say at this time—the only thing I want to 
bring to your attention is to reorient and put Europe 
in perspective and say to you that Germans are still 
there and the morale of Germany hasn’t cracked 
They are still the second, most important factor on 
the continent of Europe 


Any understanding of our world 
today involves our 
understanding the changed position of Great Britain. 
I am not particularly pro-British. If I have preju- 
dices within me, they are probably anti-British 
prejudices. 

I have been knocking around the world, as I said, 
for quite a period of time, and I don’t think in the 
old days I ever found myself on a foreign land for 
any protracted period of time but that I discovered 


that I was surrounded by a group of good Britishers, 
The British used to be literally everywhere. They used 
to say “The sun never sets on British soil.” My grand- 
dad, and a lot of other Americans, used to say that 
was because God wouldn’t trust them in the dark. 
But anyway, they went all over, and I don’t think 
I have ever found myself surrounded by a group of 
good Britishers but what I have had the feeling they 
looked down their good British noses at me, you know. 
Because, after all, really, now, I am only a good Amer- 
ican. And I have learned to look down my nose at the 
British—that’s the only way to get along with them. 

Between the British and myself there has been no 
love lost. I mention that for this reason—it is rather 
popular today in various parts of our society to cate- 
gorically damn the British. Motivated by prejudice, 
I go along with that, but I have to say this to you— 
I think the British are a magnificent people. 


I don’t know of any finer, 
any better, any greater 
people anywhere in our world today, than are the 
common, ordinary rank and file men and women of 
Old England, and I hope we, in the United States, 
will not too soon forget that in the hour of western 
civilization’s greatest travail, the British did every- 
thing that old Winston Churchill ever asked them 
to do. He used to say, “Let us so live—and so walk 
and so fight—that if the Empire shall endure for 
a thousand years, men still shall say this was their 
finest hour.” They did it. 

Today with the war over, they are going doggedly 
on, doing everything that they are being asked to do. 
The war is over for them as much as it is for us,— 
World War II—but they have had to buckle their 
belts a little tighter, they have had to queue up in 
food lines that are a little longer, they live on a calory 
count that is yet a little lower. These things are easy 
to say, but they are difficult to imagine 


Look at that calory count 
that is yet a little lower 
somebody says, “Don’t you get enough to eat in 
England?” the answer is yes, you do—you can eat 
all you want to eat, of course—but—well, I take 
a group over to England with me each year, and when 
we have been in England five or six days, some of my 
friends come around to say, “Well, look, Kazmayer, 
it is all right, but it is getting to be a little monotonous 
we live better than the British live because they 
want the American dollar.” It was a monotonous diet 
on which the British are living, and yet remember 
this—the British have been living on that diet since 
1937. 

You can say of the British—never have so many 
voluntarily endured so much for so long, and they 
are going doggedly on. I mention that for this reason 

we are dealing with a group of potentially uncertain 
allies a number of places in the world. I don’t think 
the British are among the uncertain allies. I think 
they will do what their leaders ask them to do. At 
the present time, they are getting along with inept, 
unskilled political leadership, and I think it is dan- 





STURGIS GROUP 
AT CONVENTION 


The sales and management force of the 
Sturgis Posture Chair Co. gets together at 
the NSOEA convention for this informal photo. 
The Sturgis men are: LAST ROW—R. M. 
Mathews, Carl J. Nicouvlin, George Deutsch 
and Fred Deutsch. MIDDLE ROW—N. F. Han- 
cock, Sid Lichtenstein, J. B. Tompkins, William 
Tonkin, Howard L. Pfau and Frank Neville 
FRONT ROW—Harris Pilkington, Harold Bell, 
Holt Pilkington, L. S. Crowl, Tracy Van Buren 
and J. lL. Mann. 
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gerous. But at the same time I hope we, here, in the 
United States, will not go getting a superiority com- 
plex as regards the inept and unskilled political leader- 
ship 


It’s always a little bit amazing 
to me how like us 
the British are, you know. The first lecture tour I 
did over in England was during World War II, when 
there seemed to be a pretty good chance I was going 
to have the Queen Mother in the first audience that 
1 had. It wasn’t that she wanted to hear me speak; 
it was merely the fact that I was addressing the armed 
forces; they were meeting in a recreation hall located 
on the estate at Sandringham and the boys used to 
have what they called a sing-song before the meet- 
ing. The Queen Mother very often came down to join 
the sing-song 
Well, anyway, I thought I should be briefed as to 
what you did with the Queen Mother in the audience, 


and I inquired of the colonel, who was more or less 
my mentor; I explained to him that while I couldn't 
tailor the speech to fit the audience, at the same time 
I didn’t want to go kicking a sacred cow in the ribs, 
at least if I didn’t know I were doing it. Well, then, 
are there certain things that I just must not do? 


Oh,” he said, “it is very simple, really, you know— 
you cannot criticize the King or Queen, or the Presi- 
dent, or Mrs. Roosevelt.” 


It was a very interesting sort of a reaction to me 

I had been traveling over the United States in those 
days where over here no one seriously criticized Mr. 
Churchill. Many people thought they could, and quite 
a few of them did criticize the President and Mrs. 
Roosevelt. I got over there to discover that virtually 
everyone criticized old Winnie, on one score or another, 


but no one could imagine that anyone could criticize 
the President or Mrs. Roosevelt. I had an awful time 
trying to convince them nobody felt that way over 
nere 


Those were the good old days 
of lend-lease, and ! 
finally explained to them that a lot of my friends 
over here said that if we could only lend them the 
Roosevelts and lease Churchill we would both be 
happier with the whole set-up. It seems to me indi- 
cative of the fact that we see so many problems from 


a parallel point of view, but from opposite sides of the 
Atlantic, or opposite sides of the problem. 

There are two or three things in this British picture 
that I suspect we need to see. In the first place, we 
in the United States have come to our position of 
national strength and greatness sailing in the least 
shadow of the British fleet. The British fleet is done. 
The whole fleet of Great Britain amounts today to 
two cruisers and four destroyers. Britain is pulling 
out of her position of responsibility and her commit- 
ments to power all over the world. 

Now, the question is who moves in when Old Eng- 
land moves out? Two, three years ago this question 
was real—today it is rhetorical. We are moving in 
where England moves out. But the thing for us to 
see, ladies and gentlemen, is this: we carried those 


responsibilities for the better part of a century. We 
are taking upon ourselves long-range responsibilities, 


long-range commitments to power. England pretty 
much policed the world for a century. She got paid 
for doing it. We are not the first nation that has 
taken on the job of attempting to police the world. 


Rome did it in her day—and Rome made it pay. Eng- 
land did it, and she made it pay. 
We are taking on the job, 
but we are the first 
nation in history that has attempted to take on the 
job of policing the world and paying for the privilege 
of doing it at the same time. 
Now—you laugh, but there is a very real problem 
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there, and that is whether the economy of a nation 
can carry that sort of responsibility over a protracted 
period of time. 

The second thing that we need to see as regards 
Great Britain, is this matter of political leadership. 
I suspect that England is going to change its leader- 
ship in the very near future, but I still can’t be sure. 
But you do have to see that they have gone through 
a tremendous social experiment that is tantamount 
to revolution, and it will be very difficult to change 
from that which they have arrived at back to that 
which they knew before they inaugurated the experi- 
ment. There is a great deal of discussion in this coun- 
try; some of the things which the Labor government 
has done have represented much-needed and long- 
delayed reforms. 


There are other places 

where the experiment is 
wretchedly inefficient and costly. They nationalized 
the mines—last year the mines paid no taxes, of 
course, and operated in the red to the extent of a 
hundred billion dollars. Before they nationalized the 
mines, the mines used to pay approximately 65 mil- 
lion dollars a year in taxes. And before they nation- 
alized the mines, England used to export coal—around 
40 million tons of coal per year. She did not export 
any coal after she nationalized the mines, until a 
year ago. A year ago, she exported eight million tons 
of coal—that is all. This year it looks as if she is going 
to have to import coal once again. 

The thing to see is this: (1) The mines are not 
being operated more efficiently, they are not getting 
more coal out of the ground under the present Attlee 
government. A lot of things are debatable, but that 
is a matter of records. 

They nationalized the transport system. It used to 
pay 20 million pounds per year in taxes. Last year 
it paid no taxes, operated in the red to the extent 
of eight-and-a-half million pounds. They national- 
ized health—free medicine, as they call it. They na- 
tionalized health and the death rate went up. Some 
of my friends in England say—well, Kazmayer, when 
you simply say that, you are distorting the records. 
Our people lived through a war, and they lived under 
nervous tension, they lived under a nervous energy— 
and when the war was over, the nervous tension was 
released, and they—well, they died. Actually, it is 
tantamount to say that they are dead all the while, 
but haven’t fallen over yet. There is in my mind, 
having seen the thing operate, a very real relation- 
ship. 


One of my friends 

is a doctor in England—John 
Hall, a Rotarian in London. Last year he invited 
some of us who were interested in British medicine 
to spend a day with him. His day started at 10 o’clock 
in the morning—we went to his office. His office 
there—a very small room—was filled when we got 
there at 10 o’clock in the morning—all the chairs 
were taken, they were standing outside the door. That 
doesn’t mean anything—doctors’ offices are the same 
there as they are here—they are too small, there are 
too few chairs, and too old magazines—but he had 
62 or 63 people waiting to see him at 10 o’clock in 
the morning. 

The interesting thing, however, is that he had taken 
care of all of them, and had them on their way in 
exactly one hour, and I tried to say that I thought 
it was pretty fast medicine, and he explained to me 
that it had to be, considering the number of calls 
that he had to make from the period until he started 
his office hours that afternoon, and got office hours 
again that night. He had one young chap in there, 
who was a baker’s helper, and the chap’s complaint 
was that every evening he had to pick up trays of 
British pastry and put them on shelves, and when- 

(Turn to page 301, please) 
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ARE YOU AWARE OF 


EDERAL EXPENDITURES con- 

tinue to mount. Budget outlays 
are estimated at $71.6 billion for the 
current fiscal year ending June 30 
1952, and $87.3 billion for the fol- 
lowing fiscal year. By June 30, 1953, 
the Federal Government will have 
spent about $402 billion since the 
end of World War II. This amount 
exceeds by $88 billion the total 
spent during that war and exceeds 
by $235 billion total Federal expen- 


ditures for the years from 1789 
through 1940. 
We have been told 
that heavy 


governmental expenditures are of 
no real concern since the peak out- 
lay for defense purposes will con- 
Stitute only around 20% of the 
gross national product. 


But this is a distorted and mis- 
leading yardstick of our ability to 
carry the load since the huge de- 
fense expenditures have been the 
most important factor in the ex- 
pansion of the gross national prod- 
uct. Furthermore, the goods, equip- 
ment, and services provided by 
defense expenditures do not di- 
rectly constitute real wealth 

The cardinal test of a nation’s 
capacity to bear financial burdens 
is to be found in the willingness 
and ability of the taxpayers to pay 
the bills. For the current fiscal 
year, it is estimated that taxes of 
all kinds—Federal, state, and local 
—will take more than 30% of total 
national income. Based upon past 
experience of other countries, this 
high proportion of taxation for 
governmental purposes is perilous 
because of the strain imposed upon 
the economy and the living stand- 
ards of the people. 


The extent of the drain 

by gov- 
ernment of the people’s income is 
graphically presented on the ac- 
companying map. In 1929, Federal 
expenditures were less than two 
thirds of the total income payments 
to the inhabitants of California. In 
1938, Federal expenditures were 
equal to the income payments of 
the eleven Pacific and Mountain 
states. For the current fiscal year 
ending June 30, 1952, it is estimated 
that Federal expenditures will take 
the equivalent of the aggregate in- 
come payments of the Pacific and 
Mountain states and, in addition 
North Dakota, South Dakota 


62 


the darkening shadow? 
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Estimated Federal expenditures for current fiscal year ending June 30, 1952, equal 
to estimated total income payments to all individuals in the blackened area, while 
total state and local expenditures equal aggregate income payments of states in 


crosshatched area, 


Nebraska, Kansas, Oklahoma, 
Texas, Minnesota, Iowa, and nearly 
three fourths of Missouri. This is 
shown by the blackened area on the 
accompanying map. If total state 
and local expenditures are added, 
the area would be extended to in- 
clude the remaining portion of 
Missouri, plus Arkansas, Louisiana, 
Kentucky, Tennessee, Mississippi, 
Alabama, and two thirds of Georgia, 
as is shown by the crosshatched sec- 
tion of the map. In other words, total 
governmental expenditures for the 
current fiscal year will take an 
amount equal to all of the income 
payments to individuals of states 
with a land area that covers nearly 
four fifths of the country and has 
an aggregate population of about 
62 million persons and more than 
22 million workers 


In order to meet 
its huge running 
expenses, the Government must 
collect revenue from all income 
groups in every nook and corner of 
the country, and every worker is 
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compelled to spend an increasing 
amount of time working for the 
Government. In 1939, for instance 
a married man with an income of 
$2,500 a year was exempt from Fed- 
eral taxation and was able to keep 
all his earnings. In the curren 
fiscal year, however, he is compelled 
to work 22 days to pay his Federal 
income tax. A married person with 
an income of $5,000 a year woulé 
work 34 days for the Federal Gov- 
ernment; one with $10,000, 43 days; 
and one with $50,000, 87 days. A 
person in the $100,000 class works 
nearly one half of his time for the 
Government, or more than three 
times as long as a person with 4 
$5,000 income. Bradford B. Smith 
Economist for the United States 
Steel Corporation, has pointed out 
“There is no justification in morals 
or in the principles of individual 
liberty for progressive taxation. It 
is the simple looting through law 
of the more productive by the more 
numerous but less productive. It 
appeal is demagogic, and its resull 
is communism, which in turn is bul 
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a transitory stage in the evolution 
away from liberty into dictatorship 

. sincere endorsement of progres- 
sive taxation, motivated often by 
generosity, is unwittingly one of the 
worst forces undermining indivi- 
dual liberty in America.” 


But aside from 

the injustice and 

the impairment to personal incen- 
tives involved in looting the rich, 
the revenue that can be obtained 
from this source is comparatively 
small. If all personal taxable in- 
come of $25,000 a year and over 
were confiscated by the Govern- 
ment, the amount would be suf- 
ficient to pay the current running 
expenses of the Federal Govern- 
ment for only about 10 days. It 
stands to reason, therefore, that as 
our tax burdens expand, those in 
the lower income groups will not 
only have to spend an increasing 
number of days working for the 
Government, but also will be forced 
to bear the bulk of additional taxes. 
In Great Britain, with a shrivel- 
ing of income of the wealthy, the tax 
burden is being shifted to the lower 
income groups. Data compiled by 
the British Financial Secretary in 


a report to Parliament show that 
total taxes of those in the income 
group below £1,000 a year increased 
by 615% from 1938 to 1949, while 
those receiving £1,000 and over 
showed a gain of 170%. Whereas 
in 1938 only about 20% of total 
personal income taxes was contrib- 
uted by the lower income group, in 
1949 the proportion had sharply in- 
creased to 40%. On the other hand, 
the proportion of these taxes paid 
by those in the upper income groups 
declined during this period from 
80% of the total to 60%. The most 
striking change is shown in the 
case of those with incomes of £10,- 
000 and over. This group contrib- 
uted over 30% of total personal in- 
come taxes in 1938 but only 13% 
in 1949. During this period, how- 
ever, the net income after taxes of 
this group dropped from £69 million 
to £44 million, or a reduction of 
more than 36%. On income of £10,- 
000 and over, 42% was retained 
after taxes in 1938 but only 23% in 
1949. 


The British experience 
should be 
a dire warning to us as we are 
traveling down the same road to 


insolvency, and we must make a 
detour before it is too late. 

This country must, of course, 
spend whatever is necessary to 
bolster our national defense. But 
while we are spending staggering 
amounts for military purposes as a 
protection against aggression, the 
administration is undermining our 
financial segment, the cornerstone 
of our nation’s security, by condon- 
ing waste and extravagance that in 
the aggregate may approximate 
$10 billion annually. Furthermore, 
there is no apparent official con- 
cern over our financial plight, as is 
evidenced by the fact that pressure 
groups within the Government it- 
self are busily drawing up blue- 
prints and propagandizing for all 
sorts of projects that not only have 
no connection with national de- 
fense, but also have a Utopian 
tinge. It is to be hoped that the 
taxpayers of the country will be 
aroused from their.lethargy and, 
while there is still time, realize that 
they are the victims of squander- 
maniacal public servants who are 
“selling them down the river.” The 
crucial financial situation calls for 
a united front by those who pay the 
bills. 





PEEP HOLE WINDOWS SHOW BETTER SELLING EFFICIENCY 


HIGHLY INTERESTING development in office- 
A supply “window merchandising” has been devel- 
oped by W. H. Kistler Company, stationers of Denver, 
Colo., with peep hole windows which are used at 
periodic intervals to stimulate sidewalk traffic past the 
store 

Kistler’s, exposed to the downtown district’s heaviest 
traffic, and only a few doors away from the city’s 
busiest shopping corner, has found that the standard 
type of open display in its large 12-foot windows, fre- 
quently falls short of the mark when they must com- 
pete with windows in surrounding department stores 
or jewelry stores. “What was necessary to increase the 
number of people stopping in front of the windows, 
was something different in the method by which the 
window display was set up,” it was indicated, “rather 
than depending on the merchandise itself, to attract 
attention.”’ 


The entire front of the window 

is filled in with huge 
panel sheets of light-gray paper thus shutting off 
all visibility, except that provided by peep holes along 
the surface. Instead of merely cutting out small square 
picture frames such as is the usual principle, how- 
ever, Kistler’s hit upon a highly original stunt. This 
was to slash apertures through the paper in the form 
of triangles, rectangles and so forth, with the paper 
cut away hanging down loosely in front. Thus, for 
example, during late September when a special win- 
dow display was used to demonstrate four types of 
duplicating machines, on the end, two yard-long 
Slashes were made in the sheet of paper at the front, 
coming together at the top. The resulting triangle 
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of paper fell down in front, leaving a small aperture 
behind which was set an office table, with a hand- 
operated cylinder-type duplicating machine immedi- 
ately behind. Next, a square hole was cut through 
the paper, to show a gelatin-pad duplicating machine 
in three sizes. A circular hole, spaced 3 feet to the 
right, followed, with another triangular slash at the 
end, both of these spaces showing such duplicating 
devices as postcard printing machines and large rub- 
ber stamp pads. 


The effect of such windows, 

according to Earle 
Kistler, head of the firm, is that human curiosity stops 
many more people to peer through the peepholes and 
examine the contents of the window, than if they 
were displayed out in the open, merely positioned on 
the floor of the window behind the display front. 
Sales inevitably were increased, inasmuch as it was 
found that focusing the visitor’s attention on one 
single device at a time insured that the latter would 
read all of the descriptive signs and literature shown 
along with the duplicating machine. “We made many 
sales of gelatin pad duplicating equipment, for exam- 
ple, in which the customer stated that he had never 
before checked the prices of such equipment, and was 
pleasantly surprised after seeing the prices revealed 
in such a display,” it was indicated. 

The peep hole windows will be used periodically 
once or twice per season through the year, at the 
Kistler store, and will function primarily in displaying 
those items carried which have a wide general appeal 
to customers other than office managers or business- 
men.—RAL 
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The credit manager— 


AS THE DAY DAWNED on 

which the credit manager can 
truly be classified as an executive 
of high caliber? Is he no longer in 
the category of a “necessary evil o1 
adjunct,” to the industry in which 
he serves? 

A moot question, and perhaps not 
one that should be answered by one 
who himself is a member of that 
fraternity. And yet, after a solid 
generation of peering across a 
credit desk, I feel that I am some- 
what qualified to “let go” with a few 
comments, the while endeavoring to 
hold fast to logic, and to avoid 
making any prejudicial statements 

This much I do feel qualified to 
say, and that is, that too often, 
over the years, it has been my ob- 
servation that credit men, them- 
selves, are often, in a measure, re- 
sponsible for the lack of stature 


accorded to their “profession,” shall 
we call it? 
To clarify that statement, 
let me 


point out that, in my opinion, too 
many credit men are content to 
go about the routine mechanics of 
their jobs, and seldom, if ever, lift 
their heads to take a look about 
them, to see what is going on in 
the world. In any business there 
are many problems confronting 
management, over and beyond the 
credit desk. 

I maintain that the credit man 
possesses a reasonable share of in- 
telligence, else he would not oc- 
cupy the position that he does 
Isn't it a safe assumption, that 
given the opportunity, or better 
still, grasping the opportunity, and 
using the brain with which he has 
been blessed, your credit man may 
very well come up with ideas, from 
time to time, which may prove 
beneficial to the firm, or to the in- 
dustry with which he is affiliated? 

I think that the logical answer to 
that, definitely is “YES.” And so I 
say, “come out of your shell, Mr 
Credit Man,” take a look around 
you, chat with your sales manager 
order department head, traffic man 
and so forth. See what is bothering 
them, use your head, mull over their 
problems, and I'm betting that 
somewhere along the line you are 
going to come up with an idea or 
two that will help all concerned 
yourself included. 

Another angle is this; get away 
form your desk once in a while. Get 
out among the trade and let you 
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EXECUTIVE?? 


by Paul 7. Willer 


credit manager, 
Oxford Filing Supply Company 





The word “‘co-operation” must always be uppermost 


if you are to earn the title in its truest sense 


dealers get a look at you. Believe 
me, you will find it of tremendous 
benefit to you, as you go about your 
daily tasks. Personal contact with 
your accounts so far outweighs any 
letters that you’ may write that 
there really can be no comparison. 
Also, make it your business to get 
to know your fellow credit men. 
Meet with them, exchange ideas 
with them, and I will guarantee 
that you will find that the benefits 
that you derive from these contacts 
are priceless to you, and your com- 
pany. 

Every hear of that word called 
“co-operation”? It must ever be 
uppermost in the credit man’s 
mind. His work daily brings him in 
contact with the sales department, 
whose function it is to bring in all 
the business it possibly can. We all 
know that the greater percentage 
of new accounts coming across the 
credit desk are acceptable risks, 
but there is also that 10% that 
makes credit men pause. Our job 
is to handle such orders with a 
maximum of intelligence and un- 
derstanding. A certain amount of 
risk must be faced—why not face 
it boldly? If you accept the order, 
then, if the account goes sour, 
blame no one but yourself 


If it should be 

that you just can- 
not see your way clear to place your 
approval on the order, handle the 
Situation in an intelligent manner 
Of course, you could flatly tell your 
sales department “nothing doing” 
How much better, though, to mar- 
shal all the facts you have gath- 
ered, go to the sales office, mooch 
yourself a cigarette, and place all 
the information you have on the 
department head’s desk, and tell 
your story. You will find, I am sure, 


that he is a reasonable fellow. He 
knows, as well as you do, and, to 
use an old bromide, that, “A sale is 
not a sale until the bill has been 
paid.”’ His job, as well as yours and 
mine, is good only so long as profits 
are realized; for no firm can long 
exist when there are consistent 
losses. Isn’t that logic? 

Make your theme song “CO-OP- 
ERATE.” At a credit conference, 
held in the midwest, not too long 
ago, some 50 or 60 credit men and 
women had that dinned into them 
for two and one half days. I con- 
tend that each and every one of 
them who attended that confer- 
ence, and who went back to their 
desks fully resolved to put into 
practice what they had heard, will 
find it to be a stepping stone toward 
becoming credit “executives,” in the 
full sense of the word 


It is a fast moving 

world in which 
we live. Gone are the leisurely days 
of the 90’s. Uncertainty is the key- 
note of the day. No one knows what 
we are faced with, either in the 
immediate or the distant future 
Call it what you will; police action 
or incipient war, but in 10 short 
months all our thinking has been 
forced into a radical dislocation. 
Material shortages already are a 
part of our daily lives. Again that 
phrase “raw materials allocations,” 
again sales departments are care- 
fully screening all orders. There's 
a place in this scheme of things for 
the credit executive—an opportun- 
ity for him to prove his mettle. 

In order to fit into the picture, 
we've got to be alert, and alive to 
what is going on around us. Today 
the boss has got to depend upon 
his staff men; heads of depart- 

Turn to page 66, please 
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RULES ARE RULES— 
violation of management principles 
inevitably brings faltering sales 


IOLATING THE BASIC rules of 
sound sales management brings 
expensive penalties. This holds true 
whether your sales department has 
two or three men or composes a large 
staff of 500. Bad sales management 
has only one dividend—diminishing 
sales 
This simple fact applies in all 
areas of sales. It is especially im- 
portant in the specialty sales field 
as represented by the dealer sales 
organizations and their sales force. 
And it is particularly important 
that the dealer sales management 
program be sound and efficient 
The wise sales 
management 


policy begins with the method of 


selecting the salesmen themselves 
It isn’t necessarily essential that a 
sales force be made up entirely of 
salesmen who have been selling of- 


fice equipment for many years and 
for the office equipment dealers or 
manufacturers. For example, the 
man who had moved frequently 
from one dealer to another or from 
one manufacturer’s sales force to 
another—probably hasn’t been too 


successful or he would never be 
permitted to float”. The good 
salesman generally is offered suffi- 


cient inducement not to make em- 
ployment changes 
Therefore, it is good management 


to recruit and select only those 
salesmen with consistently good 
sales records. While it is helpful 


that a salesman know the Reming- 
ton Rand product line, or other 
office equipment, it is more im- 
portant that he has proved his 
ability to produce 


Once the office 
appliances dealer 
has taken on a good salesman it 


is equally important that every- 
thing be done to keep that salesman 
happy with his job. The cost of 


turnover is tremendous and often 
definite business is lost 

A stream of constantly changing 
salesmen does little to improve cus- 
tomer relations. A good portion of 
an appliance dealer’s business pros- 
pers in the same ratio to customers’ 
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personal confidence in individual 
members of a sales force. 

Therefore, a great deal of thought 
and time must go into the initial 
training of new salesmen. Hit or 
miss, slip-shod sales training meth- 
ods are bound to pull the sales 
curve downward. A thorough 
grounding in the salient sales fea- 
tures of every item through the 
medium of regular sales training 
hours, before or after closing of the 
business day is bound to turn the 
curve upwards. The better the ini- 
tial training, the more successful 
the salesman will be, not only in 
immediate sales but in his future 
operations. 

As in any other job category 
there must be tools available to get 
the job done. You can’t build a 
house without tools and materials 
and the salesman can’t make sales 
without selling tools and the prod- 
ucts to sell. 


To begin with 

give him an up-to- 
date price book, give him all the 
existing manuals, presentations, 
and so forth, that will help him 
when he faces the customers. Ac- 
tually, set the man up in business 
so that he can operate on the out- 
side or behind the counter with 
all of these things available at his 
fingertips. A good salesman armed 
with a good set of selling tools will 
insure the office appliance dealer 
against descending sales. 

While putting the salesman 
through the training period make 
it a point to show him that an 
equitable compensation system is 
the rule in the business. Show him 
that his compensation is in direct 
correlation with his performance: 
that sales essentially govern the 
money a man can earn: whatever 
drawing account or salary he re- 
ceives must be balanced by his 
earning power 

And topnotch salesmen rarely in- 
terest themselves in just a salary. 
They are confident in their ability 
to produce constantly increasing 
sales volume to earn constantly in- 
creasing compensation. Therefore, 
a thorough sales training program 
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by Harry Hicks 


vice-president and 
general sales manager, 
dealer sales division, 
Remington Rand Inc. 


(Fifth in a special series of 
feature articles on selling 
by outstanding men in the 


office machine field) 


and a fair and up-to-date method 
of compensation cannot help but 
develop a top-notch sales force. 

Diversification is one of the most 
important principles in successful 
dealer sales. The number of spe- 
cialty items as well as the regular 
lines of office equipment makes it 
imperative that every man be a 
multiple-product salesman. It is 
good management to make as many 
lines available to the salesman as 
possible so that he may satisfy all 
the wants of a customer on a given 
call. This sound policy gives the 
office appliance dealer triple-threat 
salesmen who can spend their time 
to the fullest advantage without 
loss of motion. 


Too much emphasis 

cannot be 
put into time spent upon your 
salesman’s selling welfare. Every 
office appliance dealer must know 
that hiring, training and paying the 
salesman is not enough. A con- 
tinued and complete program of 
follow through is essential for suc- 
cessful dealer operations. 

Keep the salesmen informed. Let 
them know the score and keep them 
abreast of store objectives. The 
salesman who is in on the “know” 
and becomes a part of the organ- 
ization soon develops a sense of 
responsibility and works harder for 
the overall store benefits. The 
dealer who works in the act with 
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his salesmen usually finds his ob- 
jectives achieved. 

As part of keeping a fully in- 
formed sales force going, utilize 
bulletins to tell the story of new 
ideas and changes that may come 
the dealer’s way. Use bulletins to 
get selling contests going and dur- 
ing selling lulls make good use of 
contests and bulletins to keeping 
the salesmen stimulated. Any good 
contest that gives the salesmen an 
incentive to receive greater rewards 
will do the trick. 


Hit-or-miss methods 

of assigning 
territories and setting quotas can 
reverse the selling curve. A realistic 
and scientific approach is needed 

to honestly evaluate the territory 
Enough cannot be said about 
maintaining sales department rec- 
ords, salesmen’s reports, supervision 
and sales meetings. Sales records 
will keep you completely informed 
as to your sales cost, where your 
business comes from and keep you 
headed in the right direction for 
successful sales operations. Sup- 
porting information for the office 
appliance dealers sales department 
records can come from the sales- 
men’s reports. These need not be 
elaborate or time-consuming but so 
long as the dealer knows how sell- 
ing time is spent, the areas where 
most selling time is spent, and from 


where the sales are coming, the 
reports will be effective. At the 
same time a better control over 
sales activity is maintained. 


How the salesman is going about 
the job of selling can only be known 
by supervision. There is no other 
way of helping the salesman to 
work scientifically towards the 
greatest amount of productive time 
except through supervision. Care 
should be taken that supervision 
guides and assists the salesman but 
doesn’t form a stumbling block or 
hamper activity in the field. 

The value of sales meetings is 
obvious. It is the practical oppor- 
tunity to to help the sales force to 
keep up with the times, changing 
technique, new products, and so 
forth 


A capsuled report 

of this article 
would state: select and recruit 
salesmen carefully with emphasis 
on men with a good selling back- 
ground; train them well in the 
products; pay incentive compensa- 
tion which will hold salesmen turn- 
over down; make all selling tools 
available to salesmen; make them 
multiple-product salesmen; make 
the sales force part of the business 
by letting them “in” on everything 
in the business that bears on their 
selling welfare; evaluate territories; 
use bulletins to keep men informed 


and boost sales stimulating con- 
tests; and pay close attention to 
sales department reports, and sales- 
men’s reports. Finally, through su- 
pervision and sales meetings main- 
tain a policy of continuous follow- 
up on sales activities. The reward 
for this application of sound sales 
management is successful sales 
records. 





The Credit Manager 
(Continued from page 64 

ments, and it is up to each and 
everyone of us to live up to his ex- 
pectations. If we fail, then there is 
only one answer—he has to look 
elsewhere. Logical?? 

To sum up briefly, it’s up to the 
credit man himself, if he wants 
recognition, if he wants to get any- 
where in his organization, and in 
his industry. Tackle your job with 
thoroughness—get to really know 
your accounts— guard your com- 
pany’s assets zealously. Beyond 
that, try to learn the full meaning 
of that word “co-operation,” and 
apply it in your daily contacts with 
your fellow department heads, and 
when you are talking to the boss. 
In other words, “sell yourself.” 

I think it will follow then, that 
you will earn for yourself full rec- 
ognition from your employer and 
your associates, and will find that 
you are indeed to be considered one 
of the “upper bracket” executives. 








TRADE-IN SALE STIMULATES HEAVY VOLUME IN PORTABLE TYPEWRITERS 


FFERING AN occasional trade-in sale which gives 

owners dissatisfied with old portables an oppor- 
tunity to trade them in profitably on new machines, 
has proven an ideal means of stepping up portable 
typewriter sales at Schwabacher-Frey, outstanding 
office machine dealers in San Francisco, Calif. 

“While most people have a vague notion that their 
old portables have some worth as a trade-in, they are 
never very sure of the fact,’ C. G. Morrison, head of 
the portable typewriter department, indicated. “We 
have found through stating that a specific trade-in 
will be allowed that sales will increase rapidly and far 
more people will take the trouble to visit the store 
and look over new typewriters on display.” 

A late winter trade-in sale which was staged by 
Schwabacher-Frey early this year offered a $20 trade-in 
on almost all machines, although the amount was not 
limited to that figure. With a display ad in a leading 
San Francisco newspaper, the firm specified that every 
portable traded in must be equipped with four-bank 
keyboard, a back-spacer and in operating condition, 
to qualify for the $20 trade-in allowance. Interested 
prospects were invited to bring their old machines in 
to Schwabacher-Frey’s large first-floor portable type- 
writer department, which displays some 80 machines, 
in a broad line of glass display cases, facing the front 
entrance. “We didn’t limit the allowance to $20 by 
any means,” Mr. Morrison said. “In many cases, we 
allowed as much as $30 for portables in fairly good 
condition, which would require only a minimum 
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amount of repair work before resale.” 

The promotion, which was carried over a month’s 
time, worked out so well that an average of 8 or 9 
trade-ins were brought in per week, in addition to 
many sales stemming from mere general typewriter 
interest, according to Mr. Morrison. The store was 
still getting results several weeks following the initial 
announcement. 


By far the chief advantage of staging a trade-in 
sale of this nature, according to the San Francisco 
stationer, is the fact that around 80 per cent of the 
customers who came in carrying old typewriters, were 
“traded up” from buying low-priced models into the 
better-price brackets. “For example, even though we 
advertised a popular model typewriter at $68.60, we 
actually sold more near the $100 mark,” Mr. Morrison 
indicated. “This was merely the result of asking each 
prospect to give typewriters in all price brackets a 
comparative test, and indicating that time-payment 
purchasing merely extended the length of time which 
payments must be kept up, rather than representing 
an immediate extra strain on the budget.” 


The San Francisco office supply store maintains 
a display of at least eight and as many as 12 portables 
at a convenient level, where customers may type upon 
them as desired. Stacks of note paper and matter to 
be copied is conveniently located. Periodic trade-in 
sales in this way, led directly to more sales of better- 
priced portables —RAL 
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IDEAS for management of a stationery 


and office equipment business 


NOTE.—Just before the 1951 
series of regional meetings of the 
National Stationery & Office Equip- 
ment Association began, Zac Smith 
prepared a handbook under the 
title, “Ideas for Management” for 
distribution to dealers at each of 
the meetings. The book was, das 
Mr. Smith wrote in the preface, 
“designed primarily for those who 
are attempting to establish a sta- 
tionery and office equipment firm 
or those who would like to expand 
or improve their present business. 
It treats briefly with those funda- 
mentals necessary to all business 
and more specifically to our own.” 
Because the material was so well 
received permission was obtained 
to reprint portions of it, the ap- 


pending article being the last of 
a series of four 
UILDING FIRE INSURANCE: 
Insures against direct loss or 


iamage by fire or lightning includ- 
ing destruction of building by civil 
authority prevent further ad- 
vance of fire from neighboring 
property. Extended coverage en- 
dorsement recommended as it 
covers property for same amount as 
fire policy against all direct loss or 
damage caused by windstorm and 
hail, riot and civil commotion, air- 
craft, vehicles and smoke. 


Sprinkler Leakage Insurance: It 
insures against all direct loss to 
building as result of leakage, freez- 
ing or breaking of sprinkler in- 


stallations 


Plate Glass Insurance: 

Insures 
replacement of show windows 
and structural interior glass acci- 
dentally broken or damaged or 


purposely broken by vandals and 
thieves 
Contents Mercantile Stock: In- 


andise in _ specified 
amount Furniture and Fixtures: 


sures mercn 


Machinery and Equipment: Insures 
in specinNed amounts 

Business Operations Business In- 
terruption ise and occupancy): 
Reimburses merchant for profits he 
would have earned if fire or other 
hazard insured against had not oc- 


curred, including reimbursement 
‘ontinuing expenses 


for hecessar'\ 
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Last of a series of four articles 


based on a handbook distributed for 
dealers at NSOEA regional meetings 


such as taxes, payroll, and so 
forth. 

Motor Vehicle Liability: Insures 
against loss or damage to merchant 
by reason of liability for bodily in- 
jury or property damage to mem- 
bers of the public from operation 
of his business autos, motorcycles, 
and so forth. 

Non-Ownership Liability: By en- 
dorsement to automobile policy, 
covers liability of store for opera- 
tion of employee cars used on busi- 
ness for the store. 

Automobile Fire and Theft: In- 
sures against loss to merchant by 
reason of fire or theft of his busi- 
ness auto or other motor vehicle. 


Comprehensive 

General Liability: 
Insures against all declared exist- 
ing liability hazards plus unknown 
hazards, occurring during policy 
term, arising out of merchant’s 
building, premises or business op- 
erations. 

Storekeeper’s Burglary, Theft, 
and Robbery: Insures against loss 
of money, securities, and merchan- 
dise. 

Mercantile Safe Burglary: Covers 
loss by burglary of money, securi- 
ties and merchandise within mer- 
chant’s safe or vault including 
damage to safe or other property 
of merchant (except by fire) result- 
ing from burglary or attempts 
thereat. 

Fidelity Bonds: For bonding store 
employees who handle money or 
merchandise. Indemnities for loss 
due to embezzlement or wrongful 
abstraction of money, securities, or 
other property 

Depositors and Commercial For- 
gery Bonds: Protects merchant 
against loss resulting from forgery 
of his bank deposit or checks, draft 
notes, or other written promises or 
orders to pay issued by him, pro- 
tects him from loss through accept- 
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by Sac Smith 


Zac Smith Stationery Company, 
Birmingham, Ala., 

immediate past-president, 
National Stationery & Office 
Equipment Association 


ance of these instruments from 
others. 

Workmen’s Compensation: In- 
sures loss due to statutory liability 
as results of personal injury or 
death suffered by employees of 
store in course of their employment, 
providing compensation in amounts 
prescribed by law. Workmen’s com- 
pensation is mandatory in most 
states for varying minimums of em- 
ployees. (Be familiar with your 
State’s requirements.) 

Group Life Insurance and Hos- 
pitalization Insurance: Available 
from various companies for stated 
minimum groups of employees to 
provide life and hospital expense 
reimbursement protection. 


FEDERAL REPORTS 
Employer’s quarterly Federal tax 
return (form No. 941) paid 
monthly — Federal income tax 
withheld from wages and F.I.C.A. 

taxes (14.2% employee) 
(14%% employer) Quarterly 
Annual return of excise tax on em- 
ployers of eight or more individ- 
uals (form No. 940) under the 
Federal unemployment tax act. 
Annually—by Jan. 31. 
Reconciliation of quarterly returns 
of income tax withheld on wages 
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Donations: 


Contributions Community 


on operating statement) 
Unusual items which cannot be 


together with all withholding Chest, Red Cross, March of applied to the other expense 
statements (form W-2) Dimes, Church, schools, Salva- accounts provided 
Annually—by Jan. 31 tion Army, and so forth 21. Interest on Investment: 
Retail dealer’s excise tax (luggage 10. Electricity, heat, gas and water, Reserve of 4% created monthly 
clocks, fountain pens) Monthly coal, coke, steam heat, elec for improvements and contin 
United States income tax return tricity, gas and air condition rencies 
Annually—-by March 15 ing. Fized Expenses 
ll. Maintenance 22. Rent: 
EXPENSE ANALYSIS Repairs and maintenance of Lease rent paid 
all equipment (except automo- 23. Licenses and Taxes: 
Controllable Expenses biles). Charge monthly. write- Monthly charge for taxes and 
Administrative: off for deferred expenses on license, credited to deferred ac- 
Salaries of Executives’ (less repairs and maintenance of count and for accrued taxes 
sales at 10%, chargeable to sales building to this account. Cost (Ad valorem taxes, city license, 
expense). of painting repairs and service store license, auto license, fran- 
Sales Expense—Salaries to neon signs, repairs to cash chise tax, corporation permit 
Sales payroll and commissions register, electrical work, plumb- and payroll taxes.) 
on sales including annual ing, lumber and supplies for 24-A. Insurance—General: 
bonus. minor repairs, typewriters, Monthly charge for insurance. 
Sales Expense—Other bookkeeping machine, adding Store portion of employees’ 
Salesmen’s traveling expense machines, calculator, and so group insurance. (Fire and 
auto expense, license, operating forth windstorm insurance, stock of 
expense on cars used in connec- 12. Office Salaries merchandise machinery and 
tion with sales. Sales meeting Office manager, bookkeeper, equipment, mercantile robbery 
expenses, entertaining custom- payroll clerk, stenographer, fil- and safe burglary, automobile 
ers. Christmas gifts, cashier’s ing clerk, and so forth fire and theft, blanket position 
salary, and so forth 13. Postage bond, auto liability, general lia- 
Direct Expense (To be analyzed Stamps, air mail, rent on Pit- bility, plate glass, workmen’s 
on operating statement) ney-Bowes machine, and _ so compensation, depositors for- 
Expenses that can be charged forth gery and use and occupancy 
to a department and are not 14. Office Expense insurance) 
applicable to any other depart- All stationery and _ supplies, 24-B. Insurance—Life 
ment. In printing or engrav- printed forms, bank service Insurance on lives of employees 
ing department ink, small charge, checks and _ transfer and employer 
tools, brushes, and so forth files 25. Depreciation: 
Work done by outside concerns 15. Telephone and telegraph Depreciation on machinery and 
—art work, cuts, dies, type- (If PBX operator and cashier equipment furniture and fix- 
setting not included in cost of see sales expense other) tele- tures and automobiles. Depre- 
sales. phone and Western Union ex- ciation of 10% per annum on 
Wages: pense all machinery and equipment, 
Payroll—Printing or Engraving 16. Legal and Auditing: excepting the following items: 
Department wages Legal advice, auditing fee and Depreciation of 5% per annum 
Advertising: income tax returns on office furniture such as 
All advertising expense—news- 17. Subscriptions and Dues desks, chairs, filing cabinets 
paper, radio, direct mail, tele Association dues, civic organi- and _ safes Depreciation on 
vision, blotters, ads in maga- zation dues — Kiwanis, Lions, autos, trucks and motorcycles 
zines and telephone directory Chamber of Commerce, Junior at 25% per annum 
advertising, uniforms of ship- Chamber of Commerce, cost ac- Others 
ping department personnel and countants, country club, pur- Income tax 
window display expense chasing agents, National Office Monthly provision for state and 
Cleaning: Management, and so forth Federal income taxes 
Wages paid stock man and 18. Bad Debts Income Accounts—other than 
maid, sweeping compound and Charge with like amount cred- sales 
soap. ited to reserve for bad debts 
Delivery and Shipping 19. Collection Expense: OTHER INCOME 
Wages paid employees in ship- Charge all credit and collec- All income not shown by accounts 
ping department, operating tion expense, including credit under receipts and sales, such as 
cost, gas, oil, truck repairs, bi- association dues, Dun & Brad- cash discounts, rent income, rebate 
cycle repairs, outgoing freight street subscription and attorney from manufacturer on sales to na- 
or parcel post charges on mer- fees tional accounts, dividend on miscel- 
chandise shipped to customers 20. Miscellaneous (To be analyzed laneous securities, and so forth. 


Other deductions 
Cash discounts allowed customer 





UNLESS A SALESMAN sells the first man he sees in the morning he need not hold out 
much hope of selling others he is to see during the day. The first man he sees will 


appear in the mirror 
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HOW to run a small business 


on a profitable basis 


NOTE.—AIll of the ideas in these 
articles (a series of eight which be- 
gan last July) are practical and 
workable because they are based 
on Mr. Lasser’s long years of busi- 
ness experience. First as an ac- 
countant for over 500 firms and 
later as head of a Small Business 
Clinic, Mr. Lasser came to know all 
the problems from which small con- 
cerns suffer continuously because 
they can’t afford to consult experts 
The U. S. Department of Commerce 
was so interested in the work Mr. 
Lasser did in his Small Business 
Clinic, the first of its kind, that 
they published a report on his 
course. In “How to Run a Small 
Business,’ Mr. Lasser’s latest book 
from which we have selected these 
articles, are all the subjects treated 


in his course, plus much additional 
material 
If you would like to reduce your 


and organize and 
maintain your business operations 
for greater profits, these articles are 
custom-tailored for you. 


business 


OST, AND COST OR MARKET 
C (whicheve is lower), can be 


used for inventorying by a store 
But other methods have more com- 
mon acceptance in business. The 
way to find the value for the in- 
ventory by methods other than by 
cost, or the lower of cost or mar- 
ket, is the following 

Retail basi pricing by reducing 


the retail value of inventory through 


proper adjustment for all markups 


and markdowns 
Market price valuation at the 
open market price for commodities 
Last -in - first-out valuing the 


y by assuming that 
cost, the opening 
inventory extent. There are 
comparable quantities remaining in 


closing invento 


it covers first, at 


the closing inventory. Then value 
anything more in the entry at earli- 
est cost to buy the quantity re- 
maining 

First - in - first-out valuing the 


closing inventory by assuming that 
cost, first, the most 
ired stock at the cost 
If there is any 


value it at the next 


it covers, at 
recently acqui 
of purchasing it 


€xXceSS StOCK 
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Explaining different methods 


of taking a store inventory 
(Fifth of a series of articles) 


most recent purchase. Eventually 
you may have to value at prices 
used in the opening inventory 
only if quantity of inventory on 
hand is less than quantity of pur- 
chases of a given stock during the 
year. 

In valuing your inventory, you 
may not deduct a reserve for price 
changes or estimated depreciation 
in value. You must use its full fair 
value. You may not omit any stock 
on hand. But you can do this: 

Value at estimated selling price, 
less the direct cost of disposition, 
the inventory which is unsalable at 
normal prices or unusable in the 
normal way because of damage, im- 
perfections, shopwear, changes of 
style, old or broken lots, outmoded 
fashions, or other similar causes, 
including secondhand goods taken 
in exchange 


You may not take an arbitrary 
or blanket markdown from cost. 
But you can get a proper markdown 
of your inventory by showing that 
the goods are shopworn, or dam- 
aged, or outmoded because of style 
changes. 

Or you can show their true mar- 
ket value (bona fide selling price, 
less direct cost of disposition), and 
show that this market value is less 
than their cost. 

The last-in-first-out method is 
used a good deal by larger stores. 
It assumes that the latest purchases 
are the first sold. That leaves the 
earlier purchases to be included in 
the closing inventory. Its use pro- 
duces a higher cost of sales, and 
therefore it lowers income in 
periods of rising prices. The reverse 
is true if prices decline. 
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by J. K. Lasser 


small business consultant 


The right to use the LIFO (last- 
in-first-out) method of inventory- 
ing for tax purposes is subject to 
this condition: it must also be the 
method of annual accounting re- 
ports to shareholders, partners, or 
other proprietors, or to beneficiaries 
for credit purposes. Here is how 
it works: 

In a period of rising prices, your 
inventories will be below actual cost 
and also below the current market 
prices. 

Therefore, your profits will be 
lower using LIFO than if you use 
the ordinary methods. 

But in a period when prices are 
declining, profits will be higher 
when you use LIFO than when 
using inventories prices based on 
first-in-first-out. 

Over a long period, the result may 
be the same. But by using LIFO, 
you may be able to get lower taxes 
in a year when you desire them 

When should you adopt this 
method of pricing? Do it when mar- 
ket prices are rising. If you do it 
when market prices are declining, 
you increase your income and in- 
crease your taxes. 

How to price inventory for profit- 
able sales: 

Retail merchants usually employ 
the “retail method” of pricing in- 
ventories. They can do this if: its 
use is shown upon the return; 
accurate accounts are kept; the 
method is consistently adhered to, 
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unless a change is authorized by the 
government. 


Under this method, the total of 
the retail selling prices of the goods 
on hand at the end of the year in 
each department, or of each class of 
goods, is reduced to approximate 
cost. This is done by an adjustment 
to cut the amounts previously added 
to the cost price for: selling and 
other expenses of doing business; 
margin of profit. 

If you maintain more than one 
department in a store, or deal in 
classes of goods carrying different 
percentages of gross profit, you 
should not use a percentage of 
profit based upon an average of 
the entire business. The govern- 
ment expects you to use the proper 
percentages for each department or 
class of goods. 


Sometimes a company using the 


“retail method” adjusts the retail 
selling prices of the goods in the 
opening inventory and those pur- 
chased during the year for markups 
but not for markdowns. That prac- 
tice is also approved. But adjust- 
ments must be consistent and uni- 
form. Other rules to follow are 
these: 

Where markdowns are not in- 
cluded, markups made to cancel or 
correct markdowns cannot be in- 
cluded. Markups included must be 
reduced by the markdowns made 
to cancel or correct those markups. 


Markdowns which are not based 
on actual reduction of retail sales 
prices—for example, those based on 
depreciation and obsolescence—are 
never recognized 

If you have not determined in- 
ventories by following the practice 
of eliminating markdowns in mak- 


ing adjustments to retail selling 
prices, you may adopt the practice 
only by Treasury permission. But 
you always may do it in a first re- 
turn of income, subject to approval 
by the Treasury upon its examina- 
tion of the return. 

The retail method of pricing re- 
quires that “accurate accounts” be 
kept. There must be consistency of 
method and proper handling of de- 
partmental profit percentages and 
of markups and markdowns. Regu- 
lations therefore require complete 
accounting orientation. This section 
and a good part of the law is 
couched in the language of the ac- 
countant. The effect is to force tax 
accounting to be in consonance 
with generally accepted accounting 
principles. Hint: Do not use this 
method unless you have good ac- 
counting advice. 








INSURE ATTENTION ON BRIEF CASES 


OW Schooley’s, prominent stationers of Kansas 

City, Mo., plan promotional methods which not 
only sell more leather goods, but sell the maximum 
amount of the higher quality, top-price leather goods, 
should be of interest to all office supply firms. 

Most recent of these promotional events involved 
the sale of brief cases. One of the most interesting 
developments, according to F. M. Rutherford, adver- 
tising manager for the Schooley company, was the 
great percentage of sales of the best and highest 
priced brief cases, portfolios, underarm cases and ring 
binders. 

“Naturally, in such a promotional event as this” re- 
lates Mr. Rutherford, “we give our customers the 
choice among brief cases of every type and price. 
Hence our promotion included bags as low as $8.50, 
which might fit the buying capacity of the customer 
who didn’t wish to invest very much money, at least 
on this particular occasion 

“Of course, in making plans to move brief cases in 
large volume, as quickly as possible, the part adver- 
tising plays in our methods is most vital. As adver- 
tising manager for Schooley’s, my primary concern is 
the type and scope of advertising we will employ to 
achieve maximum results, under a well balanced pro- 
gram of promotion. 


“In my plan of advertising, 

I have been using a two- 
column space six inches deep, which gives room for 
some illustrative matter, as well as for ample price 
and descriptive details. Position, too, is important in 
such advertising, and while we cannot secure any 
front-page space, I have secured some good spots, such 
as the back page, where our ad may be entirely sur- 
rounded with legitimate reading matter. I think that 
an advertisement this size, entirely surrounded by dis- 
play advertising of other firms, is to a certain extent 
hidden, and may be readily passed up by the reader. 
By selecting an open space, where such an ad stands 
out, I believe we have secured the best advertising 
results, in selling more fine leather goods. 

“In these promotional ads I have used a little over 
half of the space at the top in illustrations of our 
brief cases, usually showing three, rather than more. 
because they stand out more clearly 

“The prices, right below our store signature, are in 
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quite large type, and the prices quoted, $8.50 to $50 give 
the prospective customer a wide price range. 


“Below the heading I have devoted plenty of space 
to descriptive matter, so that prospects may be well 
informed as to the exact type of wares and materials, 
as well as completeness of lines being promoted. 


“Of special importance, too, in such promotional 
advertising, is to note any special advantages a store 
has for customers—especially, parking space. Since 
our advertising reaches a hundred miles or so in 
every direction, it is important that such patrons have 
accommodations while shopping here. In that way 
many of our Kansas City patrons live miles from our 
store, and parking space is the most important of 
added inducements. So, in all my advertising of 
leather goods, I emphasize the fact that we furnish 
free parking space across the street from our store. 


“Next comes the matter of displays 
and for such 
an event a really fine and inclusive display is as im- 
portant as convincing advertising. 

“For this event, our leather goods display was really 
attractive, and was a big factor in selling more brief 
cases. First of all, we chose a good spot in a dignified 
space, a room with a fine, high ceiling, and leaving 
plenty of space in each direction from the display 
proper. The main display was arranged in a high 
wall shelf, with four tiers of shelves, each quite spa- 
cious. The two top shelves were closely packed with 
the more compact type of brief cases, so that each 
of the two shelves might display several dozen. The 
lower shelves were used effectively to display larger 
cases, some of these arranged to give a good side 
view—not too many shown here, but more effectively. 
At the bottom of the second case from the top, also, 
several bags were hung with hooks readily visible 
from all angles. Just in front of the wallcase was the 
second section of the display—a glass showcase about 
half the height of the large wall case, and devoted to 
the fine, smaller samples of wallets and many leather 
items appealing specially to women. At the bottom of 
this show case were folds of fine silk cloth, to add to the 
attractiveness of displays. 

“Final effectiveness of a leather goods display such 
as this is brilliant lighting, which, of course, we em- 
ployed, as we invariably do, in utilizing every factor 
in efficient merchandising.”’ 
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the Fb - 


by Irving Settel, authority on retail advertising 


UBLICITY CAN be defined as items of news 

published in the regular columns of the 
newspaper, costing the office appliance mer- 
chant nothing. Its principle value lies in the 
fact that the information is offered to the public 
as news rather than advertising, making it more 
palatable. 


Publicity has become more popular with the 
office appliance man especially in recent years. 
It has proven, in tests, to be a valuable asset in 
the overall picture of promotion. It costs noth- 
ing. It is widely read. However, it is limited 
in scope and therefore must act asa supplement 
to regular advertising 


For example, 

we must remember that it is 
not the advertiser but the editor who determines 
what goes into the news columns of his paper. 
He wants items of interest only and your pub- 
licity may not fit into this category. Or, your 
news” may not fit into his format. On the 
other hand, while your story may be of value, 
its publication may be delayed until such time 
as the editor sees fit to print it. This may not 
be timely for you. It may be rewritten and a 
good portion of its value lost. 


Another limitation exists in the fact that the 
publicity can seldom be promotional. It cannot 
urge the reader to come into your store to par- 
take in your current sale. It cannot sell specific 
items. It cannot offer special buys. It can only 

institutionalize” your name or store policy. It 
can tell the public that your entire store is being 
renovated, that you are having an anniversary, 
that you are opening a branch office. In other 
words, while it cannot sell, it will get your name 
between the public in a favorable manner. Here 
is where its value lies. A reader is more apt to 
read a news story than an advertisement even 
though each contains identical information. 


The publicity department 

for the retailer 
should be a well-planned organization, designed 
to issue regular bulletins to the newspapers. In 
fact, it should, on occasion, create events for 
the sole purpose of getting the retailer’s name 
in the papers. For example, many office ap- 
pliance men have actually imported celebrities 
so that the local paper would carry the story. 
They give large donations to charities. They 
sponsor parties and sports events. They run 
free dances .. . all these things just for pub- 
licity. On holidays they conduct parades and 
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14. Free Publicity should supplement your ads 


often give away gifts to the children for good 
will. 


What is Publicity? 

We must divide the subject into two Parts: 
(1) Spot News Publicity; (2) Feature Story 
Publicity. Both are excellent methods of pro- 
motion. The spot news type usually announces 
a new event. If you were to move to a new 
location, construct a new building, introduce 
new equipment or merchandise, publicity of 
this happening would be considered spot news. 

Feature story publicity deals with human 
interest material such as store birthdays, par- 
ties, gifts to charities, and so forth. It might 
include such notable events as the retirement 
of a member of the firm. It might print per- 
sonal news happenings in the home life of the 
retailer such as weddings, graduations, accom- 
plishments by a son or daughter. All have 
human interest for the public and publicity 
value for you. 

In other words, it is necessary for you to 
develop a “nose for news,” create the story 
and get it into print. 


How to Organize Your Publicity Releases 

For the very large office appliance store, 
organizations are available which specialize in 
the handling of publicity. For a monthly fee, 
the publicity company will create and distribute 
news and see to it that it appears in print. 

Larger firms, too, often maintain publicity 
departments which disseminate items of inter- 
est to various media. Regular bulletins are dis- 
patched, usually by mail or messenger. Articles 
are written in a “newsy” style to facilitate the 
work of the editor. Pictures may be included. 
Naturally, all material submitted does not at- 
tain the desired results of publication. However, 
a good portion find their way into the papers 
and assist the retailer’s advertising immeas- 
urably. 

The small office appliance retailer usually 
handles the publicity himself. No matter how 
small, it is necessary to organize procedure to 
operate efficiently. First, he should establish 
himself with the various editors in town. A 
personal visit, periodically, will enhance his 
standing. It is well to remember that the editor 
can accept or reject the material at will. 

Another important factor is to be absolutely 
sure that the information submitted is well 
written and carefully typed. It must be easy 
to read and understand. Do not try to write 

(Turn to page 167, please) 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:—- 
CONFIDENCE . COUR. 
AGE ... CO-OPERATION 


eagerly depart for the impor- 
tant NSOEA convention in good old 
Chicago, we look forward to plans 
ahead and ideas ahead, and that 
suggests a new department for this 
monthly telecast over Station OA 
But first a word from our genial 
little lead-off personality, Mr. I Will 
Pepper-Upper, who dashes, flashes, 
and splashes to the OA TV screen 
with his comment, courtesy of this 
month’s winner from Alabama 


A WE PACK our brief case and 





Here he is:—“The mainspring of 
business is DESIRE, and as an OF- 
FICE EQUIPPER remember you Sell 
the business tools to help your cus- 
tomers attain their DESIRES!” 


cal * * * . 


Focusing next on the OA TV 
screen appears our newest depart- 
ment that likewise offers, from now 
on, a special monthly prize for each 
contribution to it used. So here it 


clicks:—-HERE’S AN IDEA FROM 
UNDER MY VERY OWN HAT 





“Take TIME to COURTEOUSLY 
serve each person you contact each 
day. REMEMBER our business key 
thought, ‘Our Business is to HELP 
Your Business.’” (This initial re- 
lease is from the words of the co- 
ordinator’s father, Will J. Ortel, as 
he so often expresses this message 
to his sales associates of the Shaw 
& Borden Company of Spokane, 
Wash.) 








MODERN EQUIPMENT 








2 


E-X-C-H-A-N-G-E 


I-D-E-A 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator 





+f 


MN 


of this page, Care of Shaw and Bor- 
den Co., Box 2153, Spokane 10, Wash. 
Use this same address in sending 
in your thoughts for our Mr. I. Will 
Pepper-Upper, Here’s An Idea 
From Under My Very Own Hat, and 
Terse Trailer Departments of BUSI- 
NESS BUILDERS Telecast.) 


*Ask RIGHT NOW if you are a 
manufacturer of office equipment 
for Business Builder idea No. 1951- 
11-1. This is from a vice-president 
of a large steel office equipment 
factory, who invitingly captioned 
it: “How we arrived at a method 
to effectively get our retailers to 
efficiently use all of our sales-pro- 
motional material.” And this manu- 
facturer further noted, “We are 
glad to pass this finding along, for 
the reason that what helps one fac- 
tory helps all—and what’s more, 
thanks for several ideas we have 
credited to OrricE APPLIANCES’ Busi- 
ness Builders.”’ 

*Ask right now for Business 
Builder No. 1951-11-2, “Short Cuts 
in Office Planning Methods.” 
Here is a corker of an idea from 
a newcomer to the office equipment 
field in New Jersey, who previously 
had been an architect 


Again we emphasize 
“TERSE TRAILERS 
PRODUCE FOR YOU! 
So send in your TERSE TRAILERS 
and there’s a prize for each one 
used. . And this from Texas: 
“Real supervision is vision for the 
super qualities in others.” 


3b, 3, 3B 


Office-efficiently yours! 


RALPH B. ORTEL 





HYDRAULIC LIFT GATE ON FIRM TRUCKS SIMPLIFIES OFFICE FURNITURE DELIVERY 


floor or elevator 


as desired. The installation of the 





MAJOR IMPROVEMENT in office furniture han- 

dling has been developed at W. H. Kistler Com- 
pany, office furniture dealers of Denver, Colo., through 
equipping the firm’s 2'2-ton delivery trucks with hy- 
draulic lift gates. 

The lift gates, large enough to accommodate the 
heaviest office furniture carried in stock, are installed 
at the rear of each truck, and make it possible to 
swing two heavy desks, an 8-foot block of files, heavy 
tables and couches from the truck bed to the ground 
in approximately 10 seconds 

With the addition of the hydraulic lift gates, which 
are simply operated by an actuating switch at eithe 
the rear or in the driver’s cab, it is now possible to 
drive up to an office building, and lower the gate to 
exactly the same height as the receiving room dock, 
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gates was the result of a survey by the office furniture 
management of the Denver concern, which proved 
that the heavy lifting of office equipment and furni- 
ture, from truck-bed to the ground, and up again into 
offices, was the worst time-consuming factor. Now, 
the word “lift” has been taken out of the office fur- 
niture transferman’s category, and replaced with sim- 
ply “push.” Furniture, likewise, is far less likely to 
undergo sales-killing damage in transit, it has been 
found. In many instances, when delivering furniture 
to smaller, individual office buildings, it has been 
possible to utilize the lift to match the height of 
office windows, and transfer the office furniture into 
the office in which it is to be used—a feat which 
would be difficult without this convenience—RAL 
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FEAR—and the office machine dealer 





EAR HAS PLAYED and is playing 

an important role in your busi- 
ness life today. You're afraid there 
might be a shortage of machines 
caused by a shortage of steel and 
materials used in fabricating them. 
You're afraid that 1943 might again 
be duplicated, that the Government 
might freeze office machine sales; 
that you will not have enough ma- 
chines in stock to rent or to sell 
to the government at mighty high 
prices, insuring you a nice profit. 
You’re afraid the situation created 
in 1943 will occur again, so you’ve 
either gone all out to fill your 
shelves and your storage with high- 
priced new or used machines, or 
you’re afraid and haven’t bought 
any. You’re afraid to do business 
in a normal manner because your 
afraid something might happen to 
you you won’t make a lot of 
money, or you may lose some. Yes, 
FEAR is playing an important role 
in your business methods today 


Manufacturers 

have studied the 
last FEAR period 
increased and_ in- 
creased their production anticipat- 
ing a huge vacuum caused by the 
rearmament program. The Govern- 
ment has been smart and has pur- 
tremendous quantity of 
office machines, just to prevent the 
shorting the commer- 
cial market by buying machines 
from dealers. The number of ma- 
chines the various government de- 
partments have purchased is as- 
tronomical I don’t believe they 
dare publish the figures, but I fully 
believe that they know they have 
enough probably more than they 
will ever use, even in the event of 
an all-out r effort 


reactions of the 
Many have 


chased a 


necessity ol 


Sure, yo vill hear some manu 
facture! laim ane anticipated 
shortage of materials . and by 


+} . , . 4 
nat claim the 


y mean that they will 
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business normally, think constructively 


by C.L£. (Rocky) Jones 


Springtield, Mo. 


not be able to get all the steel to 
build all the machines they want to 
build, and believe me, they want to 
build several times more than they 
have ever produced before .. . sev- 
eral times more than the normal 
consumption. Production today is 
at an all-time high, greater by far 
than consumption demand. There is 
not enough demand to justify con- 
tinuing this high production, let 
alone increasing it. 


What would happen 

if every man- 
ufacturer was cut 25% of his steel 
purchases, based upon 1951 pur- 
chases? They would still have more 
steel than heretofore and they 
would still make more office ma- 
chines than the public wants to 
buy. 

WHAT’S GOING TO HAPPEN? 
Either the manufacturer is going to 
continue the fast production pace 
he has set and fill up all available 
storage with new machines, await- 
ing buyers; or, he is going to find 
a new market to absorb this pro- 
duction; or, he is going to cut pro- 
duction down to meet the actual 
demand for his products. He’s 
afraid, too. 

WHAT SHOULD THE DEALER 
DO? He should return his efforts 
to a normal basis. He should stop 
waiting for the big vacuum market 
and buyer demand. He should go 
to work in a normal manner, hunt- 
ing up prospects, demonstrating his 
machines and eliminate the FEAR 
ARGUMENT from his sales talk. He 
should buy normally and should 
operate normally. He is going to 
have to do some sales promotion, 
some advertising, and some foot 
work. He’s worn out the seat of 
that chair he has been sitting in 
since last April waiting for a new 
influx of buyers .. . he’s going to 
have to go to work. He should bal- 
ance his stock of machines and 
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The best advice is to keep operating your 


operate with a normal inventory. 

Today, the independent dealer is 
in a better position than ever be- 
fore. Manufacturers have discovered 
the wisdom of entering the open 
dealer field with adding machines; 
first, with the six-bank and now up 
to nine-bank, eventually with sub- 
tract, credit balance and then 
they'll hang a motor on these mod- 
els. The open dealer has proven 
that he can sell more machines, col- 
lectively, than the closed franchise 
dealer in any given territory. When- 
ever the manufacturer accumulates 
more of the other models, in stor- 
age, awaiting sales, than the fran- 
chised organization can sell, they 
go to the open dealer market. So, 
the open dealer is in a good posi- 
tion. Yes, standard typewriters 
could be placed in this classification 
quickly and easily. 


What happens 

to service income 
when the dealer open line expands? 
Just like refrigerators, automobiles, 
and many other lines, dealers will 
be sales conscious trade-in 
values will deteriorate, service will 
be rendered to repair or adjust, not 
to overhaul or rebuild. Service de- 
partments will service new ma- 
chines and the loss occasioned by 
price cutting, overhauling or re- 
building competition, will deterio- 
rate. Service shops will be reduced 
in manpower, just to take care of 
adjustment requirements, and the 
chiseler can have the residue. 

IS IT GOOD OR BAD? It’s good! 
For too many years the dealer in- 
dustry has depended upon service 
income, while every other industry 
depends upon new sales for their 
profits. We're going to be sales con- 
scious, not service conscious. Old 
machines are going to be relegated 
to the discard, just like old refrig- 
erators, radios and automobiles. 
What happens to your old watch 
when you want a new model? It 
goes to the discard .. . jewelers don’t 
sell reconditioned or rebuilt 
watches, they sell new ones. Get 
wise, Mr. Office Machine Dealer, get 
sales conscious! Get out of the junk 
business .. . get into new machine 
business. Eliminate FEAR. 
Think constructively! 
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MOVER 
DisPli! 


for the 


OFFICE EQUIPMENT DEALER 


conducted by 


George B. Taylor 


P.O. Box 542, Long Beach, Calif. 


PEN DISPLAY 
that sparkles with sales appeal 


HIS IS THE LAST of a series of 

three window displays by Hans 
Andres, display manager for Sta- 
tioner’s Corporation, Los Angeles 
Calif. We have been featuring dis- 
plays by Mr. Andres in this section 
of Orrice APPLIANCES as aids to the 
smaller dealer and as outstanding 
examples of unit trims which 
should, and will, attract and sell 

The accompanying photograph 
shows this very outstanding dis- 
play against a light (almost white) 
background which emphasizes the 
merchandise as it is shown in the 
window. Brilliantly lighted, this dis- 
play has a veritable sparkle among 
the downtown displays. It caused 
much favorable comment and, of 
course, many sales of the pens fea- 
tured. 


The permanent 

shelf fixture 
shown in the photograph has been 
used to great advantage from time 
to time by Mr. Andres. It permits 
elevation and lends itself to many 
interesting treatments of many 
kinds of merchandise. It is a labor 
saver also, it being a simple matter 
to take out the merchandise on 
display and replace it with a new 
trim. Color is introduced into the 
display by means of beautiful 
shades of mat board. The reader is 
beautifully done in pastel shades on 

a@ very effective cardboard mount 
The use of the manufacturer's 
display is very graphically illus- 
trated in this photograph. The 
Waterman display is extraordinarily 
attractive. It is created in beautiful 
colors which only an artist of re- 
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Stationers Corporation uses color 


in enticing sales through window 


pute could produce. The message 
is presented in concise, uncrowded 
arrangement on the card and best 
of all the merchandise finds its 
place IN THE UNIT DISPLAY which 
has a definite selling power not to 
be found in loosely-connected dis- 
play. Mr. Andres has used this dis- 
play to wonderful advantage and 
it sold many pens in the City of 
the Angels. 


This display was Stationer’s 


Corporation’s contribution to the 
nation-wide campaign featuring the 
Crusader” $5.00 pen. The news- 
papers and many magazines had 
graphic advertisements on this pen 
The radio carried spot announce- 
time to 


ments from time Mr 





Andres, being always alert, backed 
these fine advertisements through 
this outstanding window display 
and by means of traffic-stopping 
interior displays placed at produc- 
ing spots in the store 


This is the secret 

of good display 
merchandising—no move overlooked 
to assure the best results. It would 
have been a very expensive matter 
for the store to have ordered all 
the props made to order for this 
display. This is one reason why the 
MANUFACTURER’S PROPS are so 
important. They give you an extra 
change when needed. They save 
you all the work and expense. They 
give you access to the work of some 
of the smartest artists in the coun- 
try, people whose services, were 
they offered independently, you 
would consider too expensive for 
you. Don’t pass up the wonderful 
opportunity offered you by thought- 
ful manufacturers. You will both 
profit if you make this a rule 


HANS ANDRES WINDOW DISPLAY AT 
STATIONER’S CORP., LOS ANGELES 
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HOW SMALL AND BIG ITEMS CAN BE PROMOTED IN THE SAME WINDOW 


SUGGESTIONS 


for your Christmas window display 


has sketched 
display 
to increase our busi- 
profits at the 


an- 
which 


festive 


lisplay is designed for 


ealer who 


space 


} 


wants 
to attract. It 


his 


able to do something 


the 
e. The 
sketch 


windows at 
display de- 
is within 


the 


yne and does not re- 


ial talents for 
large 
attractively, 


and a 


‘ 


reali- 
box 
form 


for this attractive 


The panel is covered 


tn or paper 


and the 


hed to it by means 


gement it is possible 


how many 


of the 


but also a bookcase 
lecided appeal as a 


The 
front of 


lor with 


slanting panel 
the display 


the 


rest 


of the trimmings and carries a 
number of those hard-to-display 
items so that each stands out to 
perfection. Holiday embellishments 
and small price cards complete each 
separate unit on the board, which 
has been divided into five squares 
by means of colored Scotch tape. 
A bright chrome stand is used upon 
which to display some of the smaller 
Christmas items 


Prices are 
very important in the 
Christmas displays. The frank show- 
ing of prices on the small Christ- 
mas gifts many times spells the 
difference between a sale and no 
sale. Use small cards and print the 
price on them. They can be made 
to stand up by means of a common 
pin. People are very interested in 
price at Christmas time. Let them 
see how reasonably you have marked 
your merchandise 
The reader for this display was 
printed on a strip of paper making 


a very nice effect. These strip signs 
can be used in many ingenious 
positions in any display. They add 
to the effectiveness of the presen- 
tation and attract attention which, 
after all, is your purpose in prepar- 
ing the showing. Use displays of this 
sort for Christmas. Other furniture 
can be incorporated and it may 
be advisable to change the furni- 
ture piece from day to day. This 
type of display is good the year 
around for the gift theme. Candles, 
cakes, and gift-wrapped boxes al- 
ways add a gala effect to the dis- 
play and increase the desirability 
of the merchandise featured. 


Be sure that your windows are 
outstanding this year. In no more 
complete fashion can you tell the 
Christmas story. The public will be 
on promenade and as customers 
walk the streets they will be look- 
ing for the items they want to give 
for someone’s merry Christmas. 
Don’t let them miss the items you 
bought for their consideration. 





ALESMANSHIP IS THE art of providing products thot won't come back to customers who will. 
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THE CASE FOR 
revision of the allocation of steel by 
NPA to the office equipment industry 


TEMS CLASSIFIED a office 
equipment are as follows 


“Group I Product means any 
insulated 


one of the following 
metal filing cabinets, 
metal visible record equipment 
metal shelving, metal lockers 
stenographic or posture-type of 
fice chairs containing metal 


safes 


“Group II Product means any 


one of the following: metal filing 
cabinets other than insulated 
filing cabinets. 

“Group III Product me: 
one of the following: 
fice storage cabinets; 
desks; office chairs containing 
metal, other than stenographi 
or posture-type office chairs 
metal office tables, including 
typewriter and office machine 
stands (except those which ar 
integral parts of the machines 
which they support 
bank vault equipment; metal 
office counters other than filings 
cabinets; movable metal parti 
tions; doors and so forth, for 
movable metal partitions 
metal office equipment, includ 
ing wastepaper baskets, metal 
trays, and wire baskets 

(Ref: Amendment #1 

itation Order L-13 dated 
December 31, 1941 

There are necessarily extensions 
and enlargements of group items 
but the foregoing presents 
able basis. 

It is felt to be a fair statement 
that “office equipment is 
tial tool of industry that services 
all segments of America’s economi 
life.” 

Purchase patterns indicating ul 
timate usage of office equipment 
shows its employment hospitals 
governmental agencies, small and 
large business in every single phase 
thereof, and is woven inextricably 
into the warp and woof of the 


‘ 


fabric of America’s business life 


ns any 
metal of- 


metal 
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(A comprehensive and pertinent statement 


deserving careful study and consequent 


action by members of this industry) 


Whether it be because of the com- 
plexities of the modern business 
world in America, or the business 
frame of mind that is truly Amer- 
ican, it is the fact that the pattern 
of the usage of office equipment in 
the office, in the workshop, in the 
small business, in the home, in gov- 
ernmental activities and essential 
civilian activities, is a definite and 
fixed one 

It thus can be stated as the fur- 
ther conceded conclusion that no 
activity in the country, whether it 
be governmental, business, or of so- 
cial service, can be fully, adequately 
rr efficiently organized except on 
the basis that it uses office equip- 
ment, of course, to varying degrees 
depending upon the magnitude of 
the undertaking 


The record-keeping 

requirements 
of the various and many laws 
passed by the federal government, 
the state governments, and the 
municipalities of our country, and 
the urgencies and emergencies of 
modern business, from executive 
planning offices through to the fac- 
workrooms and engineering 
departments thereof, all prove the 
point that office equipment is an 
essential tool necessary and re- 
quisite to the sound economic gov- 
ernmental and social welfare of the 
body politic 


tories, 


This viewpoint is predicated upon 
the fact of actuality as well as 
previous authority. WPB (in the 
last war), through Interpretation 
#1 to Preference Rating Order P-47 


covering the high priority of “air 


craft,’ 


issued an Official interpreta- 


tion reading in part as follows 


OFFICE APPLIANCES, 


by Joseph Burger 


president, 
Art Steel Sales Corporation, 
New York, N. Y. 


“The term ‘aircraft and equip- 
ment’ includes not only aircraft 
themselves and engines, propel- 
lers and other articles physically 
incorporated into aircraft, but 
also equipment used in the oper- 
ation of an air carrier engaged 
in air transportation. Hence the 
Division of Industry Operations 
from time to time assigns prefer- 
ence ratings not only to repair 
parts but also to such articles as 
ground radios essential 
office machinery, and so forth, 
which is necessary for an air 
carrier to acquire, and so forth.” 
* * * (Italics author’s.) 


tools. 


NPA has recently classified office 
equipment as defense supporting 
and issued a blanket authority un- 
der MO to include office equipment 
(see NPA Regulation #4 and letter 
interpretation) permitting issuance 
of a priority rating of DO-97 for 
office equipment under Regulation 
#4, but subsequent thereto NPA re- 
voked the priority ratings insofar 
as it applied to office equipment 


It would appear that the Bureau 
of Census of the Department of 
Commerce which is the collecting 
and compiling agency for the Na- 
tional Production Authority and 
other federal defense agencies) , has 
classified and included the vital 

T with a 


field of office equipment 
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creat other less essential 
fabricated metal products. NPA 
F-1 Reference Manual is the au- 
thority for this statement, but spe- 
made to the old 
Form 309 of the Bureau of Census 
Department of Com- 
classification of 
which category of- 
improperly 
and office 
fixtures, and is the fountainhead 
for the impro} classification of 
with less essential 
products. 


many 


ific reference 1S 


where the 
nerce S generk 
fice equipment iS 


store 


iuaes 


By reason of this 


artificial and 
unrealistic classification of office 
equipment wtih less essential prod- 
icts office equipment (that phase 
if it which deals with steel office 
equipment) has been placed in 
ompetition for the available steel 


non-essential indus- 
tries such as toys, luxury bathroom 
ind kitchen equipment, appliances, 


nd store Mfixt 


supply with 


ires 
t of this inequita- 
ble improper and _ unauthorized 
classification demonstrated by 
that office equipment (a 
to industry) is placed in 
egory as porch and 
household furni- 
and barber shop 
and lunchroom 
f al juvenile furniture 
The classifying of office equipment 
finitely less essential 
netal products is to the damage 
nd prejudice of the vital services 
ffice equipment in the 
f America 


The developme! 
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tal tool 
the same 
lawn furniture 
ture, professional 


fiarnitur ctor 
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authority to re-examine, re-classify 
and re-adjust programs for railroad 
cars, oil and gas equipment, ma- 
chine tool equipment, and so forth, 
recently implemented by NPA. 

NPA has given its specific help 
to what it designates as “essential 
industries,” and there can be no 
doubt that office equipment is an 
essential industry. 

The fact of distinction and clas- 
sification between essential and 
“less essential goods” is noted 
throughout many of NPA’s proceed- 


ings. In the “U. S. News & World 
Report” (page 67—Sept. 14, 1951 
issue) we find 


“Essential goods such as light 
bulbs, metal fasteners for cloth- 
ing, license plates, batteries, 
commercial dishwashers, are al- 
lowed to be produced at 65 to 
100% of pre-Korean rate of out- 
put. 

“Less essential goods are cut 
to 58% of the pre-Korean rate. 
In this group are stoves, refrig- 
erators, radios, most household 
appliances. These industries 
previously had been allowed to 
produce at a 70% rate.” 


Steel office equipment 

which is 
basic—an accepted capital improve- 
ment tool for all industry—certainly 
falls into the classification of essen- 
tial goods and should be so clas- 
sified. Putting office equipment on 
the same basis as television or en- 
tertainment items is a short-sighted 
policy. 

The office equipment industry is 
a compact industry. The following 
are suggested figures which bear 
further survey and examination. It 
is estimated that there are not more 
than 500 manufacturers of office 
equipment, in its various phases, 
throughout the United States. 

It is likewise estimated that the 
total tonnage of steel used by the 
office equipment industry does not 
exceed 500,000 tons per year. In 
some of the old records it was in- 
dicated that 300,000 tons of steel 
were used (approximately 1940), 
and it is felt that increased activ- 
ities indicating 500,000 tons is a bet- 
ter estimate. 

The latest production records in- 
dicating steel production potential 
of sheet steel (which is the cate- 
gory classification of steel largely 
used by the industry) shows 25 
million tons as being the potential 
capacity. Upon this basis, the office 
equipment industry would use an 
approximate 2% of the steel pro- 


duced in the country. This per- 
centage may vary a little up or 
1951 


down because the base used in this 
memorandum is set at 500,000 tons, 
whereas if it were 400,000 tons, the 
2% would be greater than actual 
use. 

It is quite evident that consider- 
ing the essential character of office 
equipment and its absolute neces- 
sity in the modern business world, 
and considering the fact that the 
total usage of steel for this industry 
is so infinitesimal, not more than 
2%, it should follow that there 
should be no cut in allocation of this 
vital service so required by the 
country. 


Every industry 
must pay its part 
in a co-operative national endeavor. 
Thus one would not find any rea- 
sonable objection to the office 
equipment industry if the 70% pre- 
Korea top base were maintained. 

However, because non-essential, 
and certainly in the concerted ef- 
fort, unimportant industries, are 
competing for steel with essential 
industries such as office equipment, 
the net result is that under the new 
allocations suggested by NPA, office 
equipment is brought down to a 
level of less than an average 50% 
of its capacity. 

The suggested table of NPA spells 
a story that is a death knell to 
economic production by the vast 
number of small business concerns 
which comprise the office equipment 
industry. 

NPA took the 70% pre-Korea per- 
centage as the base, and for the 
fourth quarter of 1951, it has sug- 
gested 70% of 70%. This is con- 
verted, on the original basis (pre- 
Korea), to 49%. For the first quar- 
ter of 1952, NPA has suggested 
75% of the fourth quarter, which 
as is indicated above, was 70% of 
70%. This, converted on the orig- 
inal basis, is 3634%. For the second 
quarter of 1952, NPA has suggested 

% of the fourth quarter of 1951, 
which was based at 70% of 70%. 
This, converted on the original 
basis, is 3324%. For the third quar- 
ter of 1952, NPA has suggested 50% 
of the fourth quarter, which was 
70% of 70%, and calculated upon 
the original basis, comes to 2442%. 


The effect of this type 

of suffoca- 

tion-allocation is that it destroys 
economic production by small 
plants. The case of one small man- 
ufacturer will be pointed out. Tak- 
ing the third quarter, the steel al- 
located to it would not sustain pro- 
duction for more than one month 
out of the three-months quarter, 
(Turn to page 173, please) 
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HELP YOURSELF to sales 


by helping customer plan his office 


NE PICTURE is worth a thou- 
sand words in a sales pre- 
sentation designed to help a cus- 
tomer plan his office, according to 
the experience of Herbert L. Farkas 
Company, Newark, N. J. It is espe- 
cially effective when these pictures 
are in natural colors and in three 
dimensions so that a prospect can 
visualize immediately how the en- 
tire ensemble will appear 
When Farkas’ salesmen make 
their calls they take with them a 
portable cabinet containing several 
slides measuring about two by four 
inches each. These show office set- 
ups in which a prospect might ap- 
pear to be interested. The slides 
are placed in a stereoscope and 
when the viewer presses a lever the 
picture lights up and graphically 
portrays a realistic office ensemble 
complete even to accessories such as 
venetian blinds or wall decorations 
All of the slides represent actual 
installations made by the firm. The 


Herbert L. Farkas Company finds use of color 
and three-dimension photos aids selling 


pictures were taken by Mr. Farkas, 
who has developed into an adept 
photographer since he started dab- 
bling with tripod and flash bulbs 
several months ago. Representing 
an investment of between $200.00 
and $300.00, the initial cost of the 
equipment has been more than re- 
paid in business obtained. 


“The principal benefits of such 
a photographic demonstration,” ex- 
plained Mr. Farkas, “is that it 
enables a prospect quickly to look 
over installations he favors, thus 
saving both his time and ours in 
making selections. It stimulates a 
customer’s interest, helping him to 
determine preference in colors and 
styles. The colors especially stand 
out. Furthermore, the novelty of 





MODERN SELLING—Robert Farkas, son of the owner of Herbert L. Farkas Co., Newark, N. J., 
shows a potential customer some of the store's installations as viewed through a photo- 
graphic stereoscope. Mural and walnut fixture effect is to stimulate a skyline view as seen 


from a typical office set-up. 
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by A. S. Keshen 


special writer 


this type of presentation immedi- 
ately attracts a customer.” 

Especially impressed are archi- 
tects and persons who are planning 
a complete office set-up. Instead of 
looking over drab blueprints or try- 
ing to visualize the finished ar- 
rangement from plain pictures or 
catalogs, their imagination is 
aroused and their decorating sense 
aided by these colorful slides. 

Another profitable means used by 
the firm to aid persons planning 
their offices, is the mailing of 
brochures containing an _ assort- 
ment of 8xl0-inch photo offset 
prints of installations similar to 
those the recipients have in mind. 
For example, the company took a 
set of pictures of installations com- 
pleted at the Myles J. McManus 
School in Linden, N. J. This assort- 
ment included classrooms, teachers’ 
and principal’s offices, library, gym- 
nasium, assembly, cafeteria, rest 
rooms and other rooms where the 
furniture was supplied by Farkas. 
Several hundred were mailed to 
school boards throughout the state 
giving them an immediate idea of 
what the firm has already accom- 
plished in their field and making 
pointed suggestions on what to 
place in their own schools. 


These brochures 
are mailed only 
to such institutions as hospitals, 
libraries, churches, industrial or- 
ganizations and other large users 
with the recipient, of course, receiv- 
ing photos only of his particular 


classification. On the bottom of 
each photo is printed a caption 
explaining where the installation 


was made 

Accompanying each mailing is a 
letter which explains the installa- 
tion and offers the company’s serv- 
ices. Several of these brochures are 
taken by the salesmen when pre- 
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senting bids at school board meet- 
ings or purchasing council sessions. 
They are passed around and am- 
plified by oral explanations. 

To reach persons who may not 
have heard of the company, Farkas 
utilizes booths at exhibits and state 
association meetings wherever pos- 
sible. For example, the company 
set up a booth at the recent New 
Jersey State Teachers’ Association 
convention in Atlantic City. An at- 
tendant was on hand at all times 
to answer questions or take orders 
and promotional literature of the 
manufacturers was placed on a 
nearby table to be picked up. This 
type of promotion has more than 
and time involved 

the company to 
interesting display be- 
up looking for office 
particular time. 


repaid the cost 
since it enabied 
present an 
fore a large er 


needs at that 


Visitors who 
come to the newly 
Farkas store to com- 
transactions or get sup- 
information, are im- 
businesslike ap- 
pearance and display of hundreds 
yf items without appearing in the 
least sense crowded or confusing. 
The sales floor embodies all of the 
five principal elements of modern- 
ization, including: 1. Careful lay- 


modernized 
plete their 
plementary 


pressed with its 


out planning. 2. Co-ordinated de- 
sign theme. 3. Efficiency in lighting. 
4. Related color and display values 


5. Vigilant maintenance. 

With an over-all length of 150 
feet and width of 25 feet, the estab- 
lishment has plenty of room on its 
main floor, basement and second 
floor to show its merchandise. But 
instead of a mass display with desks 
and chairs next to each other, there 
is an unimpeded central aisle from 
front to back with office sets ar- 
ranged in complete ensembles so 
that a visitor can visualize im- 
mediately how the entire unit will 
look when arranged for his own 
purpose 


An eye-catcher 
and stimulant to 
buying are the photo murals of 
aerial views of the city of Newark. 
These giant photographic blow-ups 
make good selling scenery. They 
decorative and 
space and loca- 
helping to create a 
iness atmosphere. It 
to have them espe- 
rder since they can 


are qcistinctive 
adaptable as to 
t10n, as well 
listinctive bus 
S not nece 


lally made 


be purchased from an aerial pho- 
tographe! tock 

The largest of these Farkas 
murals, 25 feet across, takes up 
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DISPLAY IN MODERN MODE—Two views from the Herbert L. Farkas Co., store in Newark, 
N. J. TOP—Rear section of the store with its background consisting of wide photo mural 
in transparent natural colors depicting an aerial view of the business district of Newark. 
BOTTOM—Front section of the store. Note built-in sidewall showcase feature along entire 
length of front to display smaller items. Office displays are in entire set-ups. 


most of the entire back wall and 
represents the principal business 
area of Newark as viewed from the 
air. Many customers who come in 
scrutinize it carefully in an attempt 
to find their own office locations. 
Some are so impressed that they 
make arrangements to purchase 
similar murals for their own offices. 


Several smaller sidewall photo 
murals in natural colors by trans- 
parent oils have been placed at 
about the center of the store behind 
fixtures which represent window 
partitions, but without the glass. 
They simulate model room effects 
with a complete office furniture en- 
semble in front so that a person 
sitting at a desk looks directly at 
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the photo mural just as though he 
were in his own skyscraper office 
peering out at the city’s skyline. 
Properly concealed lighting in these 
walnut fixtures, plus drapes and 
natural colors, give the murals a 
life-like atmosphere, thus making 
the entire setting appear that much 
more realistic. 


This innovation has helped solved 
a problem caused by the long, nar- 
row length of the store with its far 
extended wall space. For that rea- 
son it is sometimes difficult to ar- 
range furniture, lamps, and so forth 
along the entire length without 
having the appearance of monot- 
ony. But these fixtures, which 
represent model rooms, have the 
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effect of livening the floor area, as 
well as influencing a customer 
toward the purchase of an entire 
ensemble. 

This type of planning resulted in 
recessed nooks opposite the wall 
fixtures. In these nooks are placed 
smaller items such as global maps, 
bookcases or gift items, which bene- 
fit by the individual display. Sup- 
plemented by inner lighting, these 
nooks can show merchandise to 
better advantage than open dis- 
plays on tables or otherwise in the 
store. 

Similarly, a side wall showcase 
measuring 40 feet from front win- 
dow to back, takes up much of 
the entire left wall as one enters 
Made of bleached mahogany trim 
with sliding glass doors, this ‘‘silent 
salesman” is used to show various 
smaller gift items. 

The window, facing 892 Broad 
St., a principal business thorough- 
fare in the city, is backless, per- 
mitting a clear and uninterrupted 
view of the interior as far as the 
back wall mural. Although a part 
of the sales floor, this window is 
nevertheless changed regularly with 
displays of leading brands of office 


furniture and equipment. 

Floor covering is asphalt Kentile. 
Color is buff, which blends in easily 
with the general decorating scheme 
as well as the color of most of the 
merchandise. This flooring is pre- 
ferred because of its high degree of 
resiliency, which makes walking 
comfortable. It is more economical 
than other types of flooring, is easy 
to clean and maintain and is slip- 
proof when not highly waxed 


All of the wood 
fixtures are either 
of walnut or mahogany because 
they blend in easily with the office 
furniture and other merchandise 
displayed. The walls in the front 
part of the store are of walnut with 
the ceiling green. Proceeding fur- 
ther into the store, the top of the 
walls are painted forest green with 
the ceiling in yellow. To carry out 
the diffused color scheme further, 
the back part has a dark red ceiling 
with softone oak walls, the tops of 
which are painted yellow. 
Lighting comes from _ recessed 
fluorescent tubes in grids, supple- 
mented by incandescent spotlights. 
A switch panel on the main floor 


permits five varied lighting effects 
from subdued to full glare, thus 
permitting a flood of illumination 
on any section or items being dem- 
onstrated. In the strip moulding 
along the wainscoating there is an 
electric outlet every six inches 
Through this means it is possible to 
light individual desks 

The basement is used to display 
steel office furniture. There, the 
Kentile floor is of medium brown, 
walls are of green Masonite and il- 
lumination comes from rows of 
overhead spotlights. 

The second floor is made up as 
reception room where large buyers 
such as representatives of schools 
and institutions can look over a 
vast assortment of stocks suitable 
for their needs. 

The Farkas outside sales organ- 
ization consists of five men, each 
of whom is a specialist in his par- 
ticular type of assignments, such as 
general office furniture, industria] 
equipment, hospitals and institu- 
tions, or schools. 

The business was established in 
1922 in another section of the city 
by Mr. Farkas, who is assisted now 
by his son, Robert. 





MILWAUKEE CHAIR PROVIDES SEATING 





The Milwaukee Chair Co., manufactured the 
handsome leather-covered chairs and uphol- 
stered davenport for this imposing installa- 


Peanut Products Co. 
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FITTED FOR OFFICERS—L. E. Muran Co., Boston, Mass., made this i 


sentinel 





the officers’ quarters of the Dedham Institute for Savings, Dedham, Mass. Leopold desks, 
Sikes chairs and Gulistan carpet were used for dignity and utility. 


“FUNCTIONAL” 
styling in office furniture opens up 
wonderful opportunity for sales 


HE SEEMINGLY MAGICAL cre- 


ative talent of the designers and 
builders of modern office furniture 
has brought to the merchandiser of 


the biggest profit- 
pportunity the last 25 years 
This is the belief of Clark J. Sawyer, 
ules manager for the L. E. Muran 
Company tionery and office 
furniture business, Boston, for many 
years a landmark of the office 
equipment trade in that city. 
A tremendous new sales oppor- 
| y up, he points out, 
energée merchandisers who 
have the enterprise and the ability 
1at might be called the 
nversio} irket’’—that is to Say, 
iickly responsive to 
stimulatio1 ire for the new in 
preference to the old in office furni- 
ire. In cultivating the profit-pos- 
: f 1 demand for the 
current pros- 
itions are naturally the 
biggest ally of the office equipment 


office furniture 


latest and I pest, 


erch iT 
Style is the paramount sales an- 
tle in sellir fice furniture today 


esks and chairs,” Mr 


especially 


Sawyer sai But, in our industry, 
when we word ‘style’ we do 
mean merely the attribute of 
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Boston dealer puts stress on some 


new construction, over-all design 


ornamentation nor the idea of sea- 
son and fashion. We mean some- 
thing more important. With the 
exceptions of those historic classic 
in so-called period styles, such as 
Georgian and Early English tables 
or executive desks, we mean func- 
tional style—some innovation in the 
constructional plan and over-all 
design of the desk or chair that in- 
creases the usefulness and efficiency 
of the fixture and adds to the com- 
fort and convenience of the person 
using the fixture 

“It is the practical improvements 
embodied in these functional de- 
signs that causes the prospective 
buyer, to whose attention these new 
advantages have been brought in 
sales presentation and demonstra- 
tion, to want them, and to buy them 
now, even though his present office 
furniture has not reached the re- 
placement stage in the old-fash- 
ioned sense of shabbiness or dilap- 
idation. 
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by U. 11. Vetromile 


feature writer 


“In other words, style change in 
the sense of mere ornamentation 
would not be sufficient to cause this 
desire for replacement, but a me- 
chanical or functional! style change, 
as typified by the new devices for 
adjusting desks, chairs, and type- 
writer brackets to the height of the 
workers, and the island base desk 
foundation; the backless ‘well’ of 
the the latest billing machine desk; 
the new classics in drop-head typ- 
ists desks, with counter-balanced 
typewriter platform that is abso- 
lutely vibrationless, as well as the 
typists’ desk offered with non-por- 
table ‘well’ for the machine; the 
calculating machine desk; the new 
model desks for salesmen; and the 
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eye-capturing design of modern 
conference desks that combines the 
functions of an executive desk and 
a conference table, with handy util- 
ity slide under the top moulding at 
the back of the desk—are the things 
that arouse the prospective buyer’s 
awareness of the unquestioned 
value as an investment of equipping 
his office with the very latest and 
best pieces of the furniture design- 
er’s art.” 

There is something of an analogy 
between the modern efficiency-en- 
gineered office desk and the so- 
called job-rated truck in the auto- 
motive domain, examination of the 
diversified displays at L. E. Muran’s 
establishment suggests. In some 
desk models, the traditional center 
drawer, with its combination lock 
that locked all the drawers when all 
were closed tightly, has given way 
to the new idea of omitting the 
shallow center drawer, both sets of 
side drawers being locked by an 
inconspicuous locking mechanism 
on the side of each pedestal. The 
elimination of the center drawer 
provides more space for free “knee 
action,” and in view of the obvious 
fact that full use of a center drawer 
has always required backing away 
from the desk to pull the drawer 
forward, this new scheme is an im- 
portant space-saver, as for example, 
in a large mercantile or industrial 
office having one or more long 
formations of secretarial desks and 
in which economy of space between 


the units of furniture may be an 
important consideration. 

The executive desk, in contrast, is 
not required to fit into a working 
pattern. In other words, the pur- 
pose of the desk designer, it seems 
clearly evident, is to plan each type 
of desk for its special job. 


As to decorating 
the modern office 
furniture salesroom, Mr. Sawyer be- 
lieves that the decorative scheme 
should carry out the modern style 
in office designing—that is, the 
avoidance of glare and violations 
of the principles of harmony in 
color combinations. The floor, ceil- 
ing and wall paneling should all 
conform to this theory. The display 
rooms should be sufficiently large 
and flexible to permit setting up 
the furniture in a space that is the 
size and the proportions of the 
customer’s own office. A desk anda 
chair alone are always insufficient 
The effective sales-producing dem- 
onstration requires side _ tables, 
lamp, floor coverings, costumer cab- 
inet, and desk accessories. The rea- 
son for this, he points out, is that 
many persons will not buy from a 
photograph or diagram alone. They 
want to see the installation in ad- 
vance—to get the “atmosphere” of 
the contemplated new office outfit 
the ‘feel’ of it, as one might say 
and the composite effect of all 
these appurtenances and decorative 
devices is realism. The prospective 


buyer is subjected to the subtle in- 
fluence of these sales - enticing 
touches of luxury and working 
comfort in his prospective office 
set-up. This kind of demonstra- 
tion, together with the usual analy- 
tical exposition of the efficiency and 
the increased convenience and 
range of utility of the new equip- 
ment, usually consummates the 
sale and often, in addition, the sale 
of all the accessory equipment. 
After the order has been ob- 
tained, however, the salesman’s job 
is by no means finished, according 
to Mr. Sawyer’s criterion of service 
to the buyer. His standard follow- 
through consists in going to the 
customers’ office after the furniture 
has been delivered, and by co-op- 
erative consultation with the office 
manager or other person in charge 
of the layout, see to it that all 
desks, tables, and cabinets are ar- 
ranged in the order and position 
that is necessary for the most in- 
tensive efficiency in the day-to-day 
routine work-flow of the office ac- 
tivities—that is, that the new fur- 
niture is in the correct formation 
or alignment for maximum expedi- 
tion in handling all the firm’s 
paper work. As he points out, this 
idea is nothing more than simply 
the application for office efficiency 
of the straight-line job-routing that 
is practised everywhere in factories 
so that the work to be done will 
be handled with the fullest possible 
economy of space, time and labor 








Hoelscher's of Buffalo, N. Y., made this in- 


LEOPOLD DESKS USED IN BANK 


loan department—a 





total of 22 desks in 


Softone oak finish. Chairs are by Gunlocke, 
also in Softone oak, complemented by dark 
red leather. 


stallation of Leopold desks for the officers’ 
platform of the First National Bank in Buf- 
falo and also supplied desks for the personal 
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EQUIPPED FOR 
DIRECTORS 


This recent installation of 40 No. 2300 Ranger 
series arm swivel chairs, manufactured by W. H. 
Gunlocke Chair Co., was made in the executive 
board room of the Pennsylvania Farm Bureav 
Co-operative Assn., Harrisburg, Pa. Office Equip- 
ment Co. of Harrisburg designed and placed the 
installation and of special note is the fact that 
the 40 Gunlocke chairs are equipped with Bassick 
swivel glides instead of casters. The special size 
directors’ tables equipped with built-in brown 
linoleum tops were also specified by Office 
Equipment Co. and were manufactured by the 
Buckstaff Co. The E-shaped arrangement of the 
directors’ tables will comfortably seat 40 board 
members in a minimum amount of floor space. 





RADIO STATION 
INSTALLATION 


An installation of Wiltshire Modern Softone fur- 
niture from Imperial Desk Co., made by Aaron 
Schultz Co., Long Beach, Calif., for an office in 
radio station KGER of Long Beach. 
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STOW-DAVIS EQUIPS 
MISSOURI BANK 


Elkins-Swyers Co., Springfield, Mo., recently com- 
pleted this installation of Stow-Davis furniture 
in the executive offices of the Union National 
Bank of Springfield. All desk accessories are 
from Smith Metal Arts Co. Typical of the in- 
stallation was the placing of this Stow-Davis 
furniture in the office of the president, Walter 
Pettit: No. 2269CD desk in finish No. 7, No. 
66AS leather pigskin chair and three No. 234UA 
chairs in persimmon finish. 
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Editorial 





OA 


Big in Service 


@@ SUPERLATIVES sometimes become weari- 
some. Therefore, it seems almost trite to repeat 
that the NSOEA convention recently concluded 
at Chicago exceeded past sessions in point of 
attendance and number of exhibits 

It might be better, therefore, to consider this 
convention in the light of service to the com- 
mercial stationery and office equipment indus- 
try. Here was a convention which had two 
main objectives: 1. To clarify the Government 
regulations in today’s wartime economy. 2. To 
adequately explore today’s market in view of 
the expanding demand for office and school 
supplies. 

Attendants at the convention had the oppor- 
tunity to hear two of the top men in Govern- 
ment controls, Manly Fleischmann and Edward 
P. Morgan. They learned first hand something 


Here and lhere 


TB CHRISTMAS SEALS 


Since 1907, when the first Christmas 
Seal was sold in Wilmington, Del., the 
bright stamp-size sticker has become a 


holiday tradition, an integral part of the of Christmas seals, 


about what the future will hold in the way of 
critical materials. Dealers profited by the three- 
way discussion panel consisting of General Man- 
ager Paul Burbank and two others members of 
the NSOEA staff in Washington. 

But perhaps most stimulating of all was the 
presentation by Paul Buckwalter, National 
Blank Book Company, of the figures gained in 
the “Main Street, U.S.A.” survey for NSOEA by 
Dr. Ralph Cies. The significance of this industry 
today was graphically shown. New defense 
plants and the entrance of “war babies’”’ into the 
classrooms present a tremendous potential for 
this industry. That this is no time for curtail- 
ment of advertising, services or exploration of 
new markets was demonstrated. 

If for no other reason the 45th NSOEA con- 
vention was successful because it left the com- 
mercial stationer with the realization of his im- 
portance in the nation’s economy and his own 
main street. 





combined, is a major health problem, and 
CARRY ON TRADITION the tuberculosis control 
the support of each one of us, not ‘the 
other guy,”’ but you and me. 

Of all the money raised by the sale 
94% remains in the 


“Jack” being a ‘preacher’ on Sundays but 
campaign needs one who returned to the selling gang on 
Mondays. 

Effective October 1, G-W’‘s Berry became 
the Lay-Vicar in charge of the Church of 


the Holy Communion in Redwood Falls, 





business of mailing our Christmas greet- 
ings and letters everywhere. This year it 


BUY CHRISTMAS SEALS 
FIGHT TUBERCULOSIS 





is hoped that the gay Santa Claus who 
beams from the seal will travel more 
miles than ever, for the need to support 
the fight against tuberculosis is as great 
as ever. This chronic, communicable dis- 
ease which kills more people in this coun- 
try today than all other infectious diseases 


84 


state where it was contributed to support 
local and state programs. The remaining 
6% goes to the National Tuberculosis As- 
sociation, and at least one sixth of this 
is used for medical and social research. 

This year, buy—and give—generously, 
and send that jovial Santa on his way— 
a reminder to all that YOU did not forget 





WILLIAM H. BROWNS RENEW 
VOWS; WED FOR 50 YEARS 
Friends of William H. Brown—active with 
Jasper Chair Company for many years 
prior to his illness—will be interested in 
knowing that Mr. and Mrs. Brown renewed 
their nuptial vows at mass in their home. 
The occasion, at which Rev. Father Coyle 
officiated, commemorated the Browns’ 50th 
year of marriage. Many of Bill’s friends in 
the office furniture industry were present. 





C. H. BERRY QUITS INDUSTRY 
TO SELL SALVATION FULL TIME 

C. H. Berry, personable president of the 
Northwest Travelers’ Club and The Globe- 
Wernicke Co. representative, is leaving the 
office equipment field but says he'll still be 
selling—‘‘from now on it is going to be ‘the 
lessons from the Good Book.’ ” 

The industry for years has known of 





C. H. BERRY, SR. 


Minn., and St. John’s Episcopal Church in 
Oliva, Minn. These two mission parishes 
have been placed under his care and he 
shall be in the Christian ministry. ‘Sis’ and 
“Jack” will live at 610 Mill St. in Redwood 
Falls, Minn., and they tell travelers of the 
industry “be sure to stop in for a visit— 
and we'll put the coffee pot on the stove.” 

“Jack” is planning to study for the ex- 
aminations so as to be ready for ordina- 
tion, first to the Deaconate and then for the 
Priesthood. He’s hoping to do the job in 
about two years 

This news was announced in his usual 
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novel style by ick’ in the “Berry Patch 
News of Chelmsford Gulch on Friendly St 
Anthony Tra 


iddressed to his dealer 


snd fellow travel friends 





PORTLAND (ORE.) JOURNAL 
PRAISES HALLING’S HELP 


The Portland (Ore.) Journal in a recent 
ssue paid editorial tribute to George 
Halling of the stationery industry for his 
work as president of the Portland Rose 
Telling of the plaque 


Festiva! Associat 





GEORGE HALLING 


which had bee esented to Mr. Halling 
the newspape aid The plaque didn’t 
cost very muc! ittractive though it was 
But it meant a great deal. It was a token 
of appreciatic the outgoing festival 
president f well done, for a year 
of hard work 


drawing togetne 


effective leadership in 
1 co-operative team that 


put on an ouvuftstar 


ding show and resulted 
not gaudy, profit.” 
started with J. K. Gill Com- 


30 years ago as 


na neat, if 

Mr Halling 
pany something ver 
chool book department 
Through the years he has given much of 


manager of the 
his time to civic matters, serving recently 


as president of the Community Chest. 





“POP” GIFFIN GONE 
BUT NOT FORGOTTEN 
Some month March 18 to be exact, 
Donald Por siffin died leaving a 
and a daughter. “Pop 
known by the entire 


widow, four sor 


was affectionate 


Safe-Cabinet organization prior to the 
time Safe-Cabinet became a part of Rem- 
ngton Rand Ir He started as a salesman 


Duluth working under R. G. Roberts. 


Because nitiative and unusual 
ales results he was called to Marietta, 
Ohio, by R hnson, the Safe-Cabinet 
sales manager address a company 
sales conventior He never went back to 
his territory. Instead, he was installed at 
once as educational director, a position 


he occupied for years until the company 


was sold. His original ideas on methods 
plus the facility of mak- 
friendships brought him 


esteem of the entire sales 


and presentatior 
ng endurina 
quickly into the 
organization. He will be remembered long 


by all who knew him 
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FOUR GENERATIONS OF 
SMILING FOSTERS 





Great Grandpa Will Foster holds Great 
Granddaughter Sally Jane (Barney) Barn- 
heisel Smithwick, while Daughter Jane 
and Granddaughter Sally add their smiles 
to the happy ensemble. When not en- 
gaged in the pleasant duties of a grand- 
parent, Mr. Foster is active as chairman 
of the board of The General Fireproofing 
Co. In the field of business he is also 
known as Grandpa Foster, a sobriquet he 
earned through many years of thoughtful 
kindliness in his relations with others. 
(At presstime, word came of Mr. Foster's 
death, mention of which is made on 
page 297.) 


BARKLEYS RELAX 





Members of the official family of C. L. 
Barkley & Co., filing supply manufacturers 
in Chicago, find relaxation with horses and 
dogs. In the top picture Peyton H. Barkley 
appears to be surveying his herd of white- 
faced Herefords on the farm from atop his 
five-gaited mare, Molly. In the lower picture, 
Deak’s daughter, Judith, is happy with her 
bive ribbon Kerry Blue dog, Inky. 
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2 WHO STREET 
OAK TREE 
HOLLOW 


Dear Editor: 

For years the problem that has worried 
Birdland the most is the high mortality 
among young game birds. It has been 
estimated at 50% and even higher. It is 
not unusual to find hundreds of nestlings 
on the ground every day. They fall out 
of trees, fly too soon and crack up, or 
sometimes they are thrown out by other 
nestlings or marauding birds. The grave 
diggers in the Birdland cemetery were 
always busy. 

Last year the council decided it had 
to do something about it. This is what 
they did: They levied a “keep ‘em flying” 
tax, the proceeds to be used to employ 
doctors and nurses to provide medicinal 
care for the nestlings so that the mor- 
tality rate would drop. The tax was the 
highest ever levied here in Birdland, but 
the birds were all for it because fewer 
nestlings would die. 

The few dissenters who thought the 
tax was too high were quickly quieted 
when told that as soon as the nestlings 
learned to fly they would become sub- 
ject to tax and inasmuch as the “keep 
‘em flying” program would save millions 
of lives, there would be millions of more 
birds to pay taxes than formerly and 
this would cut the over-all per capita tax 
way down, lower than ever before. 
Lower taxes sounded good to the flock, 
so they went along with the new idea. 

The medicos did a good job. Mortality 
was cut way down, the nestlings grew 
to maturity, and after they had learned 
to fly they were also subject to the 
“keep ‘em flying” tax, which took 50% 
of all they earned to pay back for the 
medical care they had received. For a 
short time they struggled under the load, 
then one by one they died until the 
mortality rate was higher than ever be- 
fore. The birds had so little left after 
paying the tax that they could not buy 
food enough to sustain them, and so, they 
slowly starved to death. Now, the taxes 
are twice what they were last year and 
the grave diggers are busier than ever. 

High taxation leads but to the grave- 
yard. 

Very wisely yours, 


OLLIE THE OWL. 








nomda 
news 


National Office Machine Dealers Association @ 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 


Liston Jackson Awards Spur NOMDA 


The intensive membership campaign of the National 
Office Machine Dealers Association is now under way 
with a goal of 500 new members. It is the most pre- 
tentious effort in the history of NOMDA and the goal 
may be exceeded, in the belief of association officers. 

Paramount in the campaign is the contest going on 
between the many locals of NOMDA. They are com- 
peting for a beautiful three-foot trophy donated by 
NOMDA President Liston Jackson of Fort Worth, Tex. 
The name of the winning local will be engraved on 
the trophy and will be presented to the winner at the 
annual convention in June at Dallas, Tex. President 
Jackson has also donated a cup to be given to the 


LISTON JACKSON 
AWARDS — Standing 
three feet in height, 
the Liston Jackson 
award (left) will be 
at stake for NOMDA 
locals. A similar tro- 
phy (right) is for 
NOMDA members not 
belonging to a local 
association. 





outlying member who does not belong to a local. This 
cup will be awarded to the member bringing in the 
most new members and will be retained by that mem- 
ber as his own cup. All ties that may develop in the 
contest will be decided by the toss of a coin or by a 
drawing. 

“Jackson’s 500” is the war cry of the campaign. This 
is in honor of Liston Jackson’s belief that with just 
a little effort, 500 new members can be enrolled in 
NOMDA. Each local has divided its members into two 
teams—the Bronco Busters and the Range Riders, 
names given to add to the Texas flavor of the event. 
Each team has a captain with the losers having to do 
penance for their dereliction. Prizes within the locals 
have been put up for the best individual effort during 
the drive which is being held between the October and 
December meetings of the locals. This simultaneous 
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action of all the locals makes it possible for the contest 
to attain a high spirit of competition. 

Already several challenges have been thrown. The 
Texas OMDA members refuse to take second place to 
any local—especially to the state of California. Cali- 
fornia will not countenance losing out to Florida and 
has told the Floridans in just so many words. The 
spirit of competition is running high and the results 
will be outstanding if present returns are any indica- 
tion. 

“There are many hundreds of high class dealers in 
the United States and Canada and they should all 
be under NOMDA’s banner,” stated Liston Jackson 
recently. “We know that most of them can be inter- 
ested in membership if they are properly approached 
and told the many great benefits there are to being 
associated with their fellow members of the industry. 
We are all in this industry together and we must 
always present a strong front. 

“We know that none of the dealers of the country 
want to sit by and see their fellow dealers, who are 
in the association, do all the work for the industry. 
We know they do not want to sit by and reap the 
benefits of our work—work that is being carried out 
daily in their behalf. We know that if they are properly 
appraised of the facts of association benefits they will 
wholeheartedly put their shoulders to the wheel and 
join in the accomplishments of the locals as well as 
the national,” concluded President Jackson 





NOMDA Executive Committee Is Named 


Five seasoned National Office Machine Dealers As- 
sociation workers have been named by the board of 
directors to serve on the executive committee for 
1951-52 with the four elected officers. 

Irving Ritchie, New York City; Robert Randazzo, 
Kansas City, Mo.; Charles Meyers, Miami, Fla.; Gor- 
don Miller, Los Angeles, and Charles Chappell, Pitts- 
burgh, Pa., have accepted appointments to this im- 
portant committee. They will serve with Liston Jack- 
son, Jack Weiner, John Romano and Harry Van Zant. 

Charles Chappell is serving after an absence from 
the committee for some time. 





NOMDA Announces Window Trimming Contest 


Notice has gone out to the membership that the 
National Office Machine Dealers Association’s second 
annual Christmas Window-Trimming Contest will be 
held this year. The success of last year’s event has 
made it mandatory that the contest be repeated, state 
NOMDA officials. 

Cash prizes totaling $100.00 will be awarded to the 
winners on the basis of $50.00 for first place; $25.00 
for second place, and five prizes of $5.00 each for the 
next in order of finishing. 

Last year’s first place winner was Harold E. Steinke 
of Upper Darby, Pa., with Al Foxcroft of the Guaran- 
teed Typewriter Company, Los Angeles, Calif., coming 
in second. 

“We are very much interested in constantly improv- 

Turn to page 178, please) 
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| \. B. Dick mimeograph products are for use with all makes of suitable stencil duplicating products. 
i 
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A. B. DICK COMPANY, 5700 Touhy Avenue, Chicago 31, Illinois 
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Juipment, devices, supplies — 


them nine department, product, or clerk designations; 
seven-column listing and totaling capacity; paid-out 
and charge key, and simplified 10-key board. This 
model, no. 71-CR, is specially suitable for a small busi- 
ness, and will maintain a complete record system con- 
trol of daily business transactions. The nine depart- 
ment, product or clerk designations feature does not 
limit the capacity of the machine, which can be used 
for general figure work. An autographic writing table 
with ample room for handwritten notations on the 
tape is provided, together with single and double spac- 
ing, and safety locks on total and sub total keys. There 
is also a removable steel money tray. The machine is 
equipped with a fully-enclosed automatic recording 
tape rewind 


LACROSS WOOD FILE 











Royal Typewriter Company, Inc. 
2 Park Ave., New York 16, N. Y. 


Through the use of this typewriter platform support, 
the Roytype Pedestaleg, introduced by the Roytype 
Division of the company, typewriter platforms are 
strengthened and extraneous noises and vibrations 
eliminated. The Pedestaleg has a special locking device 
for ease in setting up or releasing of the platform 
in a simpie single operation. It extends from 15 to 2715 
inches in height, and has “sure grip” rubber ends that 
hold the platform level and steady under all typing 
conditions. 


CASH REGISTER 





LaCross Wood Products Company, Alpena, Mich. 
Distributed by Leonard's, 
13025 W. Seven Mile Rd., Detroit 35, Mich. 


The LaCross wood file is a new product designed not 
as a substitute of steel, but to match steel, declare the 
manufacturers. They point out that it has full-drawer 
suspension, made of hard wood wax-dipped to insure 
constant operation, and operated with eight roller 
bearings to a drawer. Flush exterior sides and top 
of tempered Masonite, finished with triple DuPont 
lacquer, are claimed to provide a steel appearance so 
that the file can be installed in conjunction with steel 
files now in use. Attractive grey plastic hardware, 
with the appearance of chrome, is said to give the file 
a completed steel look. Each file has glides on the 


base to allow for ventilation beneath 


PLASTIC, NYLON RIBBONS 


International Business Machines Corporation, 


Remington Rand Inc. ; 
Ave.. New York 22, N. Y. 
315 Fourth Avenue, New York 10, N.Y eee ees, SN SS 





An acetate carbon ribbon developed especially for 
A sturdily and handsomely constructed cash register the preparation of masters for photographic and paper 
just introduced carries several new features, among plate reproduction is among the four new office supply 
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products now available. This first plastic ribbon per- 
mits maximum carbon deposit, and is available with 
two weights of carbon coating. Other new items in- 
clude two nylon ribbons and a new non-curl non- 
smudge carbon paper, with its back treated to prevent 
slippage. Since nylon may be quality controlled more 
easily than a natural fibre, the new nylon ribbons 
offer greater uniformity of thread diameter, thus mini- 
mizing flaws in weaving. Two types have been intro- 
duced, Superior Write and Superior Life, the edges of 
both being heat sealed to prevent fraying. They are 
available with light, medium or intense inking. 


PIC-A-PATCH 





Dennison Manufacturing Company, 
Framingham, Mass. 


Newest member of the Dennison line of “handy help- 
ers” is the Pic-a-PATCH envelope containing 100 re- 
inforcement patches. The envelope is designed with 
a die-cut corner to facilitate the removal of individual 
patches, and is punched to fit any three ring binder 
The gummed sides of the patches are tinted pink for 
quick identification. 


VANGUARD STEEL TRANSFER FILES 





Vanguard Engineering & Manufacturing Company, 
53 West Jackson Bivd., Chicago 4, Ill. 


Dual service, all steel filing equipment is now of- 
fered in both letter and legal sizes. These steel trans- 
fer cases are specially, constructed for multiple stack- 
ing, and can be added one drawer at a time, each 
firmly supported on a special recessed base, and 
interlocked by a sturdy tongue and groove design. 
Quick transferring is accomplished by interchange of 
drawers. The files have brass finish handles, card 
holders and index rod knobs. 
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COSCO CHAIRS 





Hamilton Manufacturing Corporation, 
Columbus, Ind, 


In a radical departure from conventional models, 
the new Cosco all-steel chairs offer up to six adjust- 
ments, at the touch of a finger, “to suit the individual's 
own physique, his own work habits and his own ideas 
of comfort.” The new line includes six models—the 
Series 16 secretarial chairs, in two models; the Series 
17 junior executive and general office chairs, in two 
models; and the Series 20 side chairs, in two models. 
The original secretarial chair remains unchanged, but 
a similar chair, adding the advantage of a spring- 
tension back, has been included. These models offer up 
to five adjustments, including adjustment of height 
by means of the “Finger-Lift’” mechanism. Back- 
rests of both models may be adjusted for depth, 
height, and angle, to assure personal comfort. The 
general office chair and the junior executive chair 
are designed for men, and are identical except for 
the flexible plastic armrests on the latter model. Both 
offer six easy adjustments. 


OPEN-RING BANDS 





Alliance Rubber Company, 
Alliance, Ohie 


New round, rubber bands just introduced, called 
Open-Ring bands, are said to be remarkably easy 0 
pick up, and much stronger than the familiar oblong 
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- Smith-Corona 
ADDING MACHINE 


SMITH-CORONA CASHIER 


A complete 
cash 


Known for its rugged construction and trouble- 
free operation, the Smith-Corona Adding Machine 
gives you features you’d expect to find only on 
machines costing far more! 


Colorspeed Keyboard quickens finger action . . . 


Error Control corrects mistakes instantly before register 
adding . . . Clear Signal guards against including with al 
unwanted figures . . . Instant Tape-Eject shoots out ating 
the used tape with a flip of your finger. etventeges 
Get the complete story of Smith-Corona de- “ ee 
cos 


pendability. See your Smith-Corona dealer today! 
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iny *Price for all states permitting Fair Trade 
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led . 

to LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NY Canadian factory and offices, Toronto, Ontario. Makers 
ong also of famous Smith-Corona Office and Portable Typewriters, Cashiers, Vivid Duplicators, Ribbons and Carbons. 
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type. This new-found efficiency in easy pick-up and 
application is declared to be an important advance in 
time and motion saving wherever rubber bands are 
used. Alliance Rubber Company states that a stronger 
band results from the new process, now being used 
for all standard sizes. The count per pound remains 
the same as with the oblong type band 


BINARY-OCTAL CALCULATOR 





Marchant Calculating Machine Company, 
1475 Powell St., Oakland 8, Calif. 


This new automatic calculator is designed for the 
needs of the engineer, mathematician and operator, 
performing binary calculations. It is designed to com- 
plement the so-called “mechanical brains” which do 
astronomical calculations with just two digits, zero 
and one, known as the binary system. The “brain” 
devours a whole program of calculations in an elec- 
tronic trice, but the program itself may be made of 
many preliminary calculations done on a Raytheon- 
Marchant Binary-Octal calculator as illustrated. The 
binary calculator figures in two digits, like the “brain,” 
instead of 10, like the conventional commercial cal- 
culator. The octal is popular because it’s easy to con- 
vert binary figures into octals, (as 8 is the third power 
of 2), and sometimes it is convenient to figure in the 
octal instead of the binary scale. The binary-octal 
calculator will easily translate bigits (binary figures) 
into digits (decimal figures) 


ROTOSCAR 





Rotoscar Bertello, 
Milan, Italy 


This machine is designed to house and protect while 
at the same time cause easy visible access to index 
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cards. Automatic and electromechanic operation 
brings the forms on a working level. In the same man- 
ner the index cards are restored to their original po- 
sition of safety and easy accessibility. Because of the 
size and characteristics of the cases, Rotoscar may also 
be used for preservation of jewels, classification of 
stamps, manuscripts and documents. 


CHEM-BOARD STORAGE FILES 





Convoy, Inc., 
P.O. Station B, Box 216, Canton 6, Ohie 


These storage files are claimed to offer permanent 
storage filing at temporary cost, utilizing Conroy’s 
process for chemically impregnating raw corrugated 
fibre-board to make it flint-hard and rock-strong. It 
is asserted that fully loaded Chem-Board files can be 
stacked to the ceiling without intermediate supports. 
These files are shipped assembled, ready for use, 
securely stitched with steel wire 


AUTO BANKING WINDOWS 





Herring-Hall-Marvin Safe Company, 
Hamilton, Ohio 


Realizing that many banks were built in congested 
areas before it was necessary to consider the special 
problems of motorists, the H-H-M company has de- 
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«| NCE 1939, the number of clerical workers in the total 
h work force has increased three times as fast as the num- 
ber of production workers. At the same time, the fixed costs 
of operating an office have risen sharply. It costs any com- 
pany today a minimum of $2,500.00 a year in salary, space, 
and overhead for each office worker it employs. Management 
theretore. 18 faced with the challenge How can we secure 
. a oe 
sreater returns per employee from this fixed cost? 
lhe answer to the problem is an investment in better office 
tools. Management can confidently expect such an invest- 
ment to pay for itself in increased efficiency alone. In addi- 
tion, a well planned and attractive office improves employee 
Inc. morale and builds customer and public confidence. 
Ohie 
GF distributors can help their prospects and customers 
nent _ realize these benefits by planning better offices for them now. 
‘CYS ~—s- Then when GF products are in better supply, these plans will 
ated ; iF .*. 
serve as the basis for an efficient and practical program of 
1 be replacing outmoded equipment with the finest—GF Metal 
orts Business I: urniture, The General Fireproofing Company, 
use , . 


Youngstown, Ohio. 
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Superfiler 


Super-Filer 
5-drawer Cabinet 
No. 5505L 


Mode Maker 


Mode-Maker 
Desk No. 1760F 


Comfort Master 
Chair 
No. 3129 


Goodform 
Secretarial 
Chair 
No. 2123 


THERE IS A COMPLETE LINE OF GF METAL FURNITURE — DESKS, TABLES, CHAIRS, FILES AND SHELVING 
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signed its new auto banking windows so they can be 
used for walk-up as well as drive-in deposit service. 
This deposit service enables motorists to pause in a 
limited parking zone, step across the sidewalk and 
complete their banking transaction quickly without 
ever being out of sight of their car. The auto banking 
windows are made in bay and flush types, in two 
widths each. Both types include a six-point com- 
munication device that enables the teller to conduct 
normal and confidential conversations with the de- 
positor and five different locations within the bank 
The windows are built of bullet-resistive steel and 
glass, finished in lustrous stainless steel 


TUBULAR STEEL STANDS 








Weber Brothers Metal Works, 
108 N. Jefferson St., Chicago 15, Ill. 


Special-made tubular steel stands are now available 
for use with the firm’s line of patented expansion 
posting trays, finished to match in gray Hammertone 
The stands have an unusual spread to the legs, are 
of extra sturdy construction and are designed so as 
not to tip..The posting trays can be purchased either 
with or without stands. The stands, themselves, have 
a height of 20% inches and are equipped with safety 
key-locks which lock onto the tray and hence can be 
used without the stand, if desired. Special steel hoods 
in three different sizes to accommodate the expand- 
able features of the trays are also now available 


TRAVEL EXPENSE BOOKS 

Melton Publishing Company, 
P.O. Box 4685, Kansas City 3, Mo. 
The publishers of Melton’s Personalized travel ex- 
pense books are now making volume sales easier for 
the trade by packaging their record books for sale in 
full-year lots—one dozen monthly books or 52 weekly 
books to the package. This plan was designed so that 
the purchaser would buy a full year’s supply at one 
time, instead of ordering the books individually singly 
as actually needed. Because of the income tax record 
feature of the Melton books, a demand has developed 
for them from tax attorneys, certified public account- 
ants and the like, who buy these books in quantities, 
imprinted with their own firm names, for distribu- 
tion as advertising novelties to their own clients. The 
tax record feature is declared to be a safeguard for 
the average traveling salesman in proving his road 

expenditures as deductible from his income tax. 
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Maso Steel Producti fj 
81 W. Van Buren St., Chicago 5, me] 


Maso’s newly improved, clerical posture chair, “Mig 
Efficiency,” recently introduced, is available in a choig}- 
of two fabric coverings or a vinyl plastic coated uphof 
stery with fabric back, and colors are gray, green @r 
brown. The quickly removable fabric coverings con 
with foam rubber padding, the plastic with Parat@ 
or tufflex padding. The seats have been enlarged §jj 
16144 x 14% inches and the back rest to 11% x 8 
inches. Additional improvements include more stream 
lining to seat and backrest, and greater thickness t 
the contour shaped padding. There are three standar 
adjustments which may be made while the chair | 
in use. The chair, with solid steel, swivel pin wit 
lubricated lifelong chrome alloy bearings, tubular ste 
legs and base, is packed one to a carton with a shippin 
weight of 23 pounds. 





A-DRESS-R MODEL 200 





Nettle Office Equipment Company 
27 Huntington Ave., Boston 16, Mas 


This desk model hand-powered addressing machin 
uses metal plates that print through an automatically 
reversing ribbon. No inking or other time-consumif 
preparations are necessary, state the manufacturer 
The machine will take any size up to 9 x 12 inche 
and print in consecutive, duplicate, triplicate or add 
tional impressions at the rate of 1,200 an hour. It als 
makes carbon copies. A 24-hour plate embossing ser? & 
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Market Tip 





SECRETARIAL 
STOCK RISING! 


Good secretaries today are in big demand. . . short supply. So, Take a tip: treat yours 
kindly. Save her time, nerves, fatigue by dictating to SoundScriber’s TYCOON.* 

With TYCOON both you and your secretary stretch precious time; not a second 
lost by you in recording letters, memos, plans; every 
, minute of her time free for transcribing, plus countless 
a other valuable duties. And this efficient dictating equip- 






| puecTaical ¢) ment is so light and portable .. . only 15 lbs... . your 
Seaificale of Award = home, a train, car or hotel room becomes your out-of- 


town Office. 

For more details of a real gilt edged investment, 
write today for: “A Happy Profitable Combination In 
Any Office.” Department OA-11, SoundScriber Corp., 
New Haven 4, Connecticut. ° 


nla oe ~ 





/SOUND/CRIBER 


s Fashion Acade Trode Mark 
ee ae First All Electronic Dictating System First Disc Dictating Equipment 
; Award { 
ling Engineerir 230 Sales and Service Centers Coast to Coast 
*Trade Mark 





195, OFFICE APPLIANCES, November, 1951 95 








ice by mail is maintained. Those interested may write 


for circular C and dealer inquiries are solicited. 


BUMPER BRIEFBAG 





Lexington Leather Goods Company, 
569 W. Van Buren St., Chicago , Ill. 


One of the newest numbers in the firm’s new fall 
line of luggage for commercial stationery trade is the 
Bumper briefbag, a full-sized number, reinforced with 
a special plastic edge to keep it in proper shape for 
an indefinite period. It has a drop bottom, three 
leather expansion pockets, a top steel frame and post 
handle, a three-way expansion lock, leather gussets 
and durable stitching. 


ELECTRONIC SEARCHING MACHINE 





International Business Machines Corporation, 
590 Madison Av®., New York 22, N. Y. 


The new IBM electronic information searching ma- 
chine uses photo-electric eyes to read entire IBM 
punched cards at a new high speed of 1,000 a minute. 
Information contained in a book, article or abstract 
is condensed into a new machine “language” of 792 
characters and then transferred into IBM cards. When 
information on a certain subject is required, a “ques- 
tion” card is placed in the electronic scanning machine. 
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The machine then proceeds to match the question and 
information cards, selecting those which give the an- 
Swers or tell specifically where the answers can be 


found. An important application of the new method] 


is likely to be in the field of searching for similar 
chemical compounds. Corresponding problems exist 
in other fields such as law and medicine 


MAGIC MARKER 





Speedry Products, Inc. 
19 Rector St., New York 6, N. Y. 


A throw-away-bottle marking unit, Magic Marker, 
has the ability to write on a greater variety of surfaces 
than has been possible with a single device before. It 
writes on both porous and non-porous surfaces with a 
felt tip which is designed to permit fine, medium and 
bold one-stroke marking. When the ink supply is ex- 
hausted, the nib section is unscrewed from the bottle 
and attached to a refill. The Magic Marker, which 
makes a semi-opaque mark, is spill proof, instant dry- 
ing, water- fade- and launder- proof. It is made in 
nine colors including black and white 


KARD-A-FILM 








RFPS Rr eT ee 
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Remington Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


COMER Ley» 


This new record filing method is claimed to assure} 
the space savings of microfilm records and reference 
benefits of paper and card filing. It permits the 
creation of active files by subject, name or number 
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Howdy, Friend! 


Now you have a choice! And only Royal offers you this choice of 
~ colors—gray or tan! Also, Royal supports your efforts with bigger 


advertising campaigns... more display material...and more com- 
plete merchandising aids! 





Moral: larger profits for you from Royal! 


—World’s No. 1 Portable 


Made by the World’s Largest Manufacturer of Typewriters 


ROYA 
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using microfilm as the filing instrument. According 
to present plans, the product will be marketed as 
“Sealed Kard-a-Film” and “Insert Kard-a-Film,” the 
first named system will require the mounting of film 
in die-cut cards by use of an acetate lamination that 
seals in and protects the film, front and back. The 
“Insert Kard-a-Film” was designed to permit the 
slipping of filmed images into a slot in the edge of 
the card, individually or in groups as required. Statis- 
tically, it is pointed out that one 8 x 5-inch Kard-a- 
Film card will hold 65 of the 11 x 84-inch microfilmed 
records. Also, both cards are available in sizes from 
2% x 3 inches to 14 x 11 inches 


DAN-DEE DESK 


Vanpe, Inc., 
907 S. Western Ave., Chicago 12, Ill. 
This desk, No. 1737, is designed for the home, factory, 
office or reception room and is of tube rolled steel 
construction. Tops are three-fourths-inch hardwood 
—solid birch or solid walnut. A large center compart- 
ment under the typewriter receptacle well is declared 
to be suitable for telephone books or stenographer’s 
accessories. There are four compartments for station- 
ery. This desk is available in grey, green, walnut, 
Hammerloid or plain. Shipping weight is 30 pounds, 
one to a carton. 


FOAM RUBBER STAMP PADS 


“a 


The Carter's Ink Company, 
Cambridge 42, Boston, Mass. 


To supplement its line of silent pump-action stamp 
pads, Carter’s has introduced foam rubber stamp pads 
in two sizes. Both sizes are available in five colors, 
as well as uninked. Each pad is in a molded steel box, 
and is cellophane wrapped to insure freshness 


* his business is the new sales feature of the Selectofile 


ROTODEX SELECTOFIELD 


Rotodex Company, 
3005 Elm St., Dallas, Tex 


Pinpointed sales to the customer for specific uses in 


series of desk-size rotary card files. The custome 
selects from a complete line of Selectofiles adapted 
accommodate almost every business use. Taking leg 
space on a desk than the phone, the device is claimed 
to provide the user with a detailed, systemized, quick 
reference rotary filing system individualized to suit 
his particular needs. Retailing at $7.85, each Selectofile 
is delivered completely set up and ready to use with 
500 card forms printed on both sides and an index 
guide system. The 15 different models are designed} 
for such uses as real estate listing, salesmen’s pros- 
pects, credit account, purchase and stock record, order} 
reference, credit information, purchasing, service con-) 
trol, time payment lay-away and perpetual inventory) 





CLEMCO DESK 


Clemco Desk Manufacturing Company, I 
Bloomfield, I 
The No. 4160 WE Clemco desk here pictured is 
member of the 4000 series and is in the modern islat 
base group. This series of desks had a premiere sho 
ing at the recent NSOEA convention at the Steven 
hotel, Chicago. Dimensions are 60x32x29 inches. 


PERSONAL FILE CHESTS 
Mayfair Compa 


315 N. Des Plaines St., Chicago, 


Manufacture has been started of a new line @ 
personal file chests or boxes, each equipped with 
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spill-proof lock and handle of chrome, a card holder 
and three-way index. The latter includes a set of 
A-Z folders, three blank folders and six subject folders. 
Made of 22-gauge steel, these boxes have full piano 
hinges and come packed in individual cartons. They 
are being sold packed six per shipping carton, com- 
prising a total weight of 47 pounds 


STEEL STORAGE CABINETS 


Commonwealth Steel Products Corporation, 
1217 E. Main St., Richmond, Va. 


The Marks Brothers, Adolph and Merrill, have or- 
ganized the Commonwealth Steel Products Corporation 
for the manufacture of steel storage cabinets. These 
cabinets have double doors, are 72 inches high, 36 
inches wide and 18 inches deep, equipped with four 
adjustable shelves. Constructed of 20-gauge steel 
throughout, the cabinet weighs approximately 200 
pounds. Shipped in heavy corrugated cartons, the 
cabinets are available in olive green and gray finish 


W-B POSTING TRAY 
Weber Brothers Metal Works, 


108 N. Jefferson St., Chicago 6, Ill. 


The manufacturers of the W-B expandable posting 
tray, exhibited at the NSOEA convention, are now 
suplying it to the trade also with special non-tippable 
stands, as well as dust-proof covers in three sizes 
These are equipped with safety locks, all finished in 
office equipment gray steel Hammerloid finish. The 
W-B posting tray expands up to a 9'2-inch width and 
the new stands were especially designed to accommo- 
date it. 


NYLEX RIBBONS 


Remington Rand Inc., 
315 Fourth Ave., New York, N. Y. 


Specially developed for heavy duty use with account- 
ing machines, billing machines and electric typewrit- 
ers with unusually hard platens, heavy-duty Nylex 
ribbons give maximum fabric wear, without sacrificing 
writing quality. Available colors are black, or black 
with red. The ribbons come in 12-yard lengths of 4- 
inch width, and 14-yard lengths of 9/16-inch width 
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GEORGE PURVIN Une r TMNe naustry youngq ex 
ecutives, he is (at the age of 30), secretary-treasurer of 
the Superior Typewriter Company, |r New York. A 
native of that city, and educated at New York University 
School of Commerce, A ints and Finance, he entered 
the typewriter business with his father in 194 ntinu 
ing this connection until he ned the Army Air 
Force in 1943. After servir e European 
theatre of operations, Mr. Purvin returned to business life 
in 1946 when he joined his present firm. Here, he is not 
only secretary-treasurer, but chairman of the board of 
directors, president, and chairman of the entertainment 
committee. Indeed, during his time cupied by 
official duties, and these i que business trips t 
Latin and South America, Mr. Purvin takes a lively and 
active interest in civic affairs, especia the edu 
tional field, and serves as chairman of the Sch * 
cil, North Lakeville Civic Association, and as a membe 
of the Board of Education Advisory mmittee 
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November 7-9. Pittsburgh Busine ’ Hot 
rua Ma , business manaae Art KA 
ver Build Pittsburgh 22, Pa 
November 8. r Ty-sixTn annual Danque? ’ rr sce 5 o>tarT 
As st The Warwick Hote Philadelphia ktails 
6:30 and dinns 3+ 7 p.m. Irvina A. Roth. Roth B sdelphi 










presiagenr. 
March 2-7, 1952. Wholesale Stationers A , 5 
Nationa Trade now Hotel New York New Y k N Y H. 
wt smore, general manager, 250 Fifth Ave., Nev N.Y 
April 23-25, 1952. National Office Furniture Association's &@ 
mnuvuse nver and exhibit, Haddon Ha Atiant Ty N. 
hn R, Gray, executive director, 60 E, 42nd St., ! ] 
May 18-21, 1952. National Office Manag 
Ternationsa Terence San Fr ar yiT wv execs 
tive secretary 2 W. Chelten Av F sdelphia 44. Pa 
June 16-18, 1952. National Office Machine . A tion 
; ia f Tt Baker Hot sila Tex rea Mann 
267 N. Wilt ‘ a 





_ Fred U. Haines Opens Washington Office 


Fred U. Haines recently announced the opening of 
his office, as a manufacturers’ representative, at 1019 
Vermont Ave., N.W., Washington, D. C. Mr. Haines § 
a former Wilson-Jones representative. 





H. Rozan of Ste. Mabo, Lyons, France, dropped in af 
the New York City headquarters of OrriceE APPLIANCES 
for a visit on Thursday, September 6. The Mabo Com- 
pany is a dealer in office machines and equipment and 


also manufactures wood office furniture. Mr. Rozan 
has spent the past month visiting manufacturers of 
office furniture and office machines, both new and re= 
built, in Canada and the United States. He left on 
Friday, September 7, for his return trip to France 


A. M. Carrow, Speed Products, Inc., who makes his 
home in Houston and travels Texas and Louisiana, 
dropped in at Orrice APPIANCES’ headquarters for @ 
visit September 20. He and other Speed Products sales- 
men had come to Chicago several days before the 
NSOEA convention for a sales meeting. He reported 
lively demand for his wares throughout his territory; 


Maurice Joslin, Editor of the National Newsagent, 
Bookseller, Stationer, London, England, was a Guest 
Book signer on Thursday, October 4. On one of his 
periodic visits to Canada and the United States, Mr 
Joslin left England on August 21 and went directly 
to Montreal instead of landing at New York City, as 
on previous visits. His tour included stops at Toronto, 
Hamilton and other Canadian cities before coming 














| 








down to the United States. After leaving Chicago his} 


schedule called for visits in Baltimore, 
and New York. Departure for London on October 22 


Washington |} 


brought his total time away from home up to a little! 


more than two months. An able and informed man, 
Mr. Joslin finds that his biennial journeys are great 
aids in his constant quest for greater knowledge of 
the field his publication serves 
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NO BOOKKEEPING EXPERIENCE REQUIRED 


Users of All-Facts Bookkeeping System have acclaimed it the most 
simple and efficient of its type. It provides for a record of daily transac- 
tions and summaries for income tax returns on a cash or accrual basis. 
Detailed directions with specimen entries show where figures are to 
be entered. All-Facts requires no bookkeeping experience. 
Ask for Circular D-1249 


WILSON JONES Co. 


CHICAGO KANSAS CITY, MO. SAN FRANCISCO 


NEW YORK CAMBRIDGE, MASS. 
122 East 23rd Street 26 Blackstone Street 
Main Piants at CHICAGO and ELIZABETH, N. Jd. 


3300 Franklin Bivd. 816 Locust Street 246 First Street 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve 








NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Herbert W. Holt Retires as British 
Stationers Association Secretary 

After 27 years with this organization, Herbert W 
Holt on August 31 retired as general secretary of 
the Stationers Association of Great Britain and Ire- 
land. He had assumed the duties of his important 
office in 1934 and retired with the well wishes of the 
stationery trade of the free world 

Leonard Pagliero, assistant general secretary, as- 
sumed Mr. Holt’s duties on September 1 

The editor of the British Stationer pointed out that 
since Mr. Holt joined the association the employment 
bureau has been established, the association’s advisory 


HERBERT W. HOLT 





service to members has been steadily developed, the 
education scheme has come into being and there have 
been steady increases in the number of branches and 
membership. 

Says the British Stationer editor, “Mr. Holt has re- 
vealed in all his public utterances his complete grasp 
of such matters as related to the trade. He has ac- 
quired the respect of all those with whom he has had 
to deal as a skilled, tactful and firm negotiator.” 

His official activities have been widespread. He be- 
came secretary of the Envelope Makers and Manufac- 
turing Stationers Association when it was revived in 
1939. He is a member of the board of management 
of the National Chamber of Trade and has represented 
E.M.M.S.A. on the F.B.I. Grand Council; a member 
of the Retail Bookselling and Stationery Trade Wages 
Council and leader of the employers’ side; a member 
of the Co-ordinating Committee of Wages Councils for 
Retail Distribution; founder member and vice-presi- 
dent of the Secretaries’ Club; past president of the 
Society of Old Friends; vice-president of the Fair 
Trading Congress, and president of the Secretaries 
Club. He founded the London Stationers Golfing So- 
ciety and has been secretary ever since 
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Manchester, October 1, 1 
As we write these notes, Britain is again in the thr 
of election fever. It is, therefore, difficult to c 
jecture as to the future of the trade in view of 
uncertainty of the political situation. However, 
would seem definite that whichever party is in pow 
rearmament will go on, since this is a cardinal po 
in the campaigns of both. 
In other words, the same “tightness” with reg 
to raw materials is likely to continue for the fut 
The price of freedom arid independence is, of cou 
a heavy one; it is nevertheless unfortunate that b 
raw materials should tend to become scarcer, especi 
for those overseas concerns, such as U.S. A. compani 
who are establishing units and plant in Britain. 
The wisdom of this move is apparent to all, no 
the less, since it is clear the dollar gap is a probl 
which will not be solved for a long time judging 
present-day developments. 
om * * 
The Tan Sad Chair Company (1931), Ltd., of Cler 
enwell Green, London. E. C. 1, has published a boo 
on “Posture and Industrial Fatigue” which is w 
worth reading. It is written by the medical adviser 
the firm and there is a table showing 100 comparati 
blood pressure readings made in erect and slouc 
postures. 
It is clear from a reading of the book how import 
is correct seating to, for example, blood pressure. 
correct seating may increase the resistance to 
blood stream’s flow and therefore the increased 
sistance means the pressure is increased and over 
period this may become a serious matter 


- * * 


I was reading through a journal the other day 
respect of psychology and the writer said that for 
typewriter mechanic to hint that “if the mach 
should go wrong again” after having effected a rep 
was indeed bad psychology 

“It is like being called to repair one machine ané 
while you are there, 10 other typists are asked if thei 
machines are all right and you are landed with another 
five repairs,” the journal stated 

After a number of years of austerity, it is difficull 
to say the least for shortages still to be with us i 
Britain. The shortage of paper is a case in point. & 
severe has this now become that stationers are, if} 
many instances, writing to firms and asking them t 
use certain inferior grades for copy purposes. This 
will serve as an indication of how great is the presenij 
shortage. Bank paper is virtually unobtainable 

Mention of the stationery position reminds me thal 
the Stationers Association now has a new genera 
secretary, Leonard Pagliero 
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your all-star 
all-steel line 


For increased sales and profits, make Cosco your 

No. 1 line of all-steel office chairs. Cosco gives 

your customers custom-built quality at mass- 
production prices. Cosco’s complete line answers every 
office seating need: you meet all requirements from one 
dependable source. Faster turnover assured by Cosco’s 
style, comfort, convenience, durability and VALUE! 
Cosco Chairs pack and ship more compactly, cut ware- 
house space needs. Backed by colorful, big-space national 
advertising every month in one or more of six leading 
magazines, and strong dealer promotion. Write today for 
prices and complete catalogs. 


A complete line ...amazing in design... 





amazing in quality ... but most amazing in price! 
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MODEL 16-F MODEL 17-T 
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MODEL 16-5 ala 


MODEL 17-A 





SERIES 17 


1 16-F (fixed back) and 
ne-tension back) **Finger 
Chairs. Exclusive “Fin 


MODEL 20-1 





: MODEL 20-4 


' SERIES 20: 


Includes Model 17-T (armless) and 
Model 17-A (with flexible plastic armrests) 
“Finger-Lift" Jr. Executive and General 


Includes Model 20-L (armless) and 
Model 20-A (with flexible plastic armrests) 
“Form-Fit Side Chairs. All-steel, saddle 
shaped scat cushioned with foam rubber 


nism positively locks seat 
between 16” and 20”. Seat 
th; posture back adjusts 
ijustments without tools 
r-cushioned seat and padded 
ered with Du Pont “Fab 
lors. Sturdy, tubular steel 

in baked-on ename! 
lors. Your selling price 


HAMILTON MANUFACTURING CORPORATION 


Office Chairs. Six comfort adjustments for 
seat and back . . . no tools needed . . . no 
other chair offers them ALL. “Finger- 
Lift"’ mechanism positively locks seat at 
any height between 16%” and 2042”°. Per- 
forated Du Pont “Fabrilite’ upholstery 
in four colors on foam rubber-cushioned 
seat and padded back. Tubular steel frame 
and base—choice of three colors. Your 
selling price from about $43.95 


latex. Padded, contour back has new two- 
way curvature for comfort and correct 
posture. Perforated Du Pont “Fabrilite”’ 
upholstery in four colors. Tubular steel 
frame and legs finished in baked-on en 
amel—choice of three colors. Legs, ex 
tended in rear to protect walls, have rub 
ber-cushioned, steel gliders. Your selling 
price from about $23 95. 


COLUMBUS, INDIANA 
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The complete Scripto line includes mechanical 
pencils, fountain pens, sets, ball pens, mark- 
ing pencils, leads, erasers and writing special- 
ties, any and all of which can be purchased 
on one order, in quantities limited to your 
inventory needs that assure high turn-over, 
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No. 1416 Ball Pen Easel. 
Retails $3.00. Displays 
twelve 25c No. T410 


No. $236 Fountain Pen Easel. 
ig Retails $12.00. Mounts twelve 
$1.00 No. S230 Scripto “8” 
Fountain Pens with opaque Scripto Ball Pens 
plastic barrels of Black, Du- with translucent plas- 
bonnet, Blue and Green. The tic barrels of as- 
only pen with the new revolu- sorted colors—Amber, 
tionary feature—‘‘Ink Reserve.” Red, Blue and Green. 
Easel in four beautifully blend- Alsoavailable twenty- 
ed colors with easel backing for four on easel (T417) 
counter or window display. at $6.00 per easel. 


ie: z 


NEW COUNTER AND WALL 


SCRIPTO, INC., Atlanta, Ga. 


maximum discount and one responsibility. 
No other line of writing instruments is as 
broad and is promoted in as many and varied 
publications. No other line has the same na- 
tional sweep of acceptance from youngsters to 
business executives, from coast to coast. 





No. K786 Pencil Easel. 
Retails $3.00. Displays 


Thick-Lead Pencil Display 
Carton. Retails $3.00. 
twelve 25c No. K780 Display box contains 
Scripto Pencils with one dozen 25c All Pur- 
translucent barrels of pose Thick-Lead Pen- 
assorted colors, loaded cils of one color ( Black, 
with 4-inch standard Red or Blue). To order 
diameter HB Extra- specify No. W610 China- 
Strong Leads and re- Marking, W620 Crayon, 
placeable erasers. W630 Graphite Thick- 
Lead Pencils and color. 


MERCHANDISERS 











B12” x 96” x 242” 7” x 6” x 242” 
Ne. A590 Counter Mer- No. A600 Compact, 
chandiser Assortment. Merchandiser Assort- 
Retails $23.40. Con ment. Retails $14.40. 
tains 3 doz. K780 25c Contains two dozen 
Long-Lead Pencils; No. K780 25¢ Pencils, 
1 doz. K660 25c¢ Scrip assorted colors; two 
tette Pencils; 3 doz dozen No. T410 25c 
T410 25c Ball Pens; Ball Pens, assorted 
1 doz. E430 10c Lead colors; one dozen 
Packs, HB; 1 doz. J150 E430 10c Lead Packs; 
10c Eraser Packs. and one dozen J150 

." 10c Eraser Packs. 
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B12” x 91” x 212” 


No. A610 Counter Mer- 


chandiser Assortment. 
Retails $14.40. Atten- 
tion-getting display of 
fast-selling Scripto 
line. Contains two 
dozen K780 25c Pen- 
cils: two dozen T410 
Ball Pens; one dozen 
E430 10c Lead Packs; 
and one dozen J150 
10c Eraser Packs. 
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B12" x 916" x 3” 
No. A620 Counter Mer- 
chandiser Assortment. 
Lists at $16.54. Con- 
tains two dozen K780 
25c Pencils; two doz 
en T410 25c Ball Pens 
(both individually 
carded and cello- 
phane-w rapped ); one 
dozen E430 10¢ Lead 
Packs; one dozen J150 
10c Eraser Packs. 


| SCRIPTO, INC. World’s Largest Manufacturer of Quality Writing Instruments! 
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THE MOST COMPLETE LINE... 


Backed by 
the Heaviest Promotional Push 


Ul, iy . ‘4 /; A 
4 y Y, f / , 
, J 
PENC 


FOUNTAIN 4 LONG-LEAD BALL »/ THICK-LEAD /4” THIN-LEAD /7 LEADS & ERASERS 


PEN PENCIL PEN “% PENCIL iL a 


1° o VA 2 5 z 2 5 % 2 5 RETAIL ™ / ] 0% oa 


THIS ADVERTISING IMPACT CREATES 
OVERWHELMING ACCEPTANCE FOR 
EVERYTHING MAKES! 

















COMICS IN 38 CITIES 














CAR CARDS IN | 
| |) METROPOLITAN | 
. ==. | AREAS 


NO OTHER LINE OF PENS & PENCILS IS AS COMPLETELY AND WELL ADVERTISED ! 
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37TH ANNUAL M.D.A. CONVENTION 
HELD IN CHICAGO 


Over 250 Register for Three-Day Assembly, 
September 27, 28 and 29 — Jack T. F. Bitter 
Chosen President 


REGISTRATION total of 252 was chalked up at 

the 37th annual convention of the Marking De- 
vice Association in the Edgewater Beach Hotel, Chi- 
cago, on September 27, 28 and 29. Pursuant to the 
wishes of the members expressed at previous conclaves, 
most of the program was devoted to round-table dis- 
cussions on the principal products of the industry. 
Two feature addresses completed the formal business 


agenda. 
At the board of directors’ meeting on Tuesday pre- 
ceding the convention, the following officers were 


elected: Jack T. F. Bitter, Parker Stamp Works, Hart- 
ford, Conn., president; Willard S. Freeman, Barnard 
Stamp & Stencil Company, Hamilton, Ont., Canada, 
vice-president; Austin Winters, Winters Stamp Com- 
pany, Elizabeth, N. J., treasurer, and Elmer F. Way, 
Chicago, secretary and general manager 


All of Wednesday 
was assigned to meetings of prod- 

uct committees and others to discuss problems and 
prepare material for presentation at the round-table 
conferences scheduled for Thursday, Friday and Satur- 
day. In the evening the delegates and their ladies re- 
laxed in the manufacturers’ hospitality room. 

President Frank E. Heyman called the first formal 
business session to order on Thursday morning. The 
first report heard was that of Charles O. Lee, Su- 
perior Seal & Stamp Company, Detroit, Mich., chair- 
man of the credentials committee. Guests were intro- 
duced and then Roy Redin, Superior Marking Equip- 
ment Company, general convention chairman, gave the 
address of welcome. In succession came the report of 
the chairman of the board of directors, by Arthur T 
Partridge, Seattle Rubber Stamp Company, Seattle, 
Wash.; the president’s address, by Frank H. Eyman, 
Art Novelty Manufacturing Company, Chicago, IIl.; the 
treasurers’ report, by Fred L. Johnson, Western Stamp 
& Stencil Company, Omaha, Nebr., and the general 
managers’ report, by Elmer F. Way 

At the luncheon, William H. Gove, Minnesota Min- 
ing & Manufacturing Company, entertained and in- 














formed the group with the address, “Serve and Sell,” 
which he presented effectively at the 13 regional meet 
ings of the National Stationery & Office Equipmen 
Association last spring. 

Returning to the south lounge for the afternog 
session, the delegates heard the following commit 
reports: Sales Education and Training, by Chairm 
Allan Jeffries, Volk Stamp & Stencil Company, Detroi 
Mich.; Publicity, by Chairman Milton Wright, Univers 
sal Fountain Brush Company, St. Petersburg, Flag 
Management, by Chairman Fred L. Johnson, Westery 
Stamp & Stencil Company, Omaha, Nebr. 


: 
, 
discussions concluded the day’s pro- | 

gram: William Gribble, Gribble Stamp & Stencil Com- 
pany, Houston, Tex., was moderator of the panel on 
sundries, and Walter Kaiser, Crescent Rubber Stamp |} 
Company, served as moderator of the forum on rubber } 
stamps. I 
At 8:30 Friday morning, past-presidents gathered for | 
breakfast and reminiscencies in the Sheridan room. An J 


Two round-table 





-hour and a half later the general session was called 


to order in the last lounge. H. A. Jeffries spoke reveal- 
ingly on the subject, “A Salesman Looks at a Purchas- 
ing Agent, and Vice Versa.” Committee reports were 
presented by Homer Willard, Toledo Stamp & Stencil 
Company, Toledo, Ohio, chairman of the membership 
committee, and J. R. Swift, Superior Marking Equip- 
ment Company, Chicago, Ill., chairman of the resolu- 
tions committee. The rest of the morning was given 
over to a round-table discussion on plastics, with Wil- 
liam J. Luscy, New Orleans Stamp & Stencil Company, 
New Orleans, La., chairman of the plastics committee, 
acting as moderator. 


Luncheon in the 

south terrace was followed by an- 
other business session in the east lounge. The pro- 
gram consisted of two round-table discussions: Seals, 
with Joseph Pardi, Sr., American Seal & Stamp Com- 
pany, Chicago, Ill., as moderator, and Steel Marking 
Tools and Dies, with Frank Speicher, Jr., M. E. Cun- 
ningham Company, Pittsburgh, Pa., as moderator. 

A cocktail party in the west lounge started the eve- 
ning activities. At eight o’clock the annual banquet 
began in the ballroom. Good food was followed by an | 
excellent floor show and dancing. 

On Saturday morning the final session of the con- } 
vention was held in the east lounge. Most of the time 
was devoted to round-table discussions, as follows: 
checks and badges, under Moderator Charles Reed, 
‘ 





NEW JERSEY OFFICE EQUIPMENT DEALERS ASSN. 
CONVENES AT NEWARK IN FALL MEETING 
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Shown in attendance at the fall meeting of the | 
New Jersey Office Equipment Dealers Assn, | 
September 17 at Robert Treat Hotel, Newark, : 
N. J., are: FRONT ROW—Dale McKnight, Radel | 
Leather Co., Newark, N. J.; John R. Gray, NOFA 
executive director; Jack Werfel, Colonial Office 
Furniture Co., Newark, president New Jersey 7 
OED; Henry Lewis, Max Blau & Sons, Newark, j 
vice-president; David Warner, Brenner Desk Co. 7 
Newark, secretary; Jack Gorol, Essex Desk Co. ; 
Newark, treasurer; REAR—Edward Brenner, Bren- © 
ner Desk Co., Newark; John D’Aquino, Saveon — 
Office, Jersey City, N. J.; Morris Schlain, Business 
Furniture, Inc., Elizabeth, N. J.; Benjamin Klaus- 
ner, Business Furniture, Inc., Elizabeth, N. J, 
Edward Blav, Max Blau & Sons, Newark; Robert 
Jarl, Watson Mfg. Co., Newark, N. J.; Eugene 
Schwartz, NOFA director, Miami, Fla.; Mort 
Schulman, American Commercial Equipment Ce., 
East Orange, N. J 
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CARBONS 
and RIBBONS 


ONGHOR 






longhorn carbons and ribbons give your customers 
lop service...top performance ...and they give 
you top profits! 


LONGHORN PLASTI-CARBON—takes more abuse 
than any other type carbon. Produces sharp, clean 
copies, won't slip, won’t smudge or “tree.” Lies flat, 

won't curl in any weather, Corner-cut for easy removal. 


LONGHORN WAX-BACK CARBON —long- 
wearing, non-smudging. Fast and clean to handle. 
Won't curl, sharp writing—second in quality only 

to Longhorn Plasti-Carbon. 


LONGHORN RIBBON —ueers call it the “per- 
fect ribbon”—and it’s the perfect quality com- 
panion to Longhorn carbon. Non-filling, 
sheer yet tough. Types clean and 
sharp to please the most meticu- 
lous person. 





Amce Covers the Notion 
Wherever You Are 






AMERICAN CARBON PAPER MFG. CO. Write for your 


. . NEW AMCO CATALOG 
Factories at Ennis, Texas @e Chatham, Va. muy Oram Mtn 


Branches.in: Houston, Dallas, Birmingham, the complete AMCO 
New Orleans, Albuquerque, Carbon and Ribbon line. 


Denver, Los Angeles 
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J. F. W. Dorman Company, Baltimore, Md.; stencils, 
under Moderator Joseph Klugman, and industrial rub- 
ber dies, under Moderator Ray Ginn, James H. Mat- 
thews & Company, Pittsburgh, Pa. 

Don Forrester, Acme Marking Equipment Company, 
Detroit, Mich., presented his report as chairman of 
the standards committees, and then a brief general 
business meeting was followed by the introduction and 
installation of the new officers of the association. 

Formal convention adjournment was followed by a 
luncheon with the ladies in the south terrace. 





Controllers Institute Meets in New York 


The Controllers Institute of America held its 20th 
anniversary 1951 meeting September 30-October 3 in 
New York City at the Waldorf-Astoria Hotel. 

Discussed were such topics as “Techniques of Con- 
trollership,” “Controllers are People, Too,” “Salary and 
Wage Controls,” “The Growing Impact of State and 
Local Taxes,” and other related products. 

Business show exhibitors were American Automatic 
Typewriter Co., Inc., American Perforator Co., Charles 
Bruning Co., Inc., Chart-Pak, Inc., Comptometer, 
Cummins-Chicago Corp., Dictaphone Corp., Diebold, 
Inc., Ditto, Inc., Thomas A. Edison, Inc., Friden Cal- 
culating Machine Co., Inc., Gray Manufacturing Com- 
pany, Haloid Corp., Monroe Calculating Machine Co., 
Inc., National Cash Register Co., Olivetti Corp. of 
America, Inc., Royal Typewriter Co., Inc., Standard 
Manifold Co., Statistical Tabulating Co., Thomas 
Mechanical Collator Corp., Underwood Corp., Victor 
Adding Machine Co., VisiRecord, Inc., and Workman 
Service, Inc. 





WOFI Holds Conference, Sales Meeting 


Prior to the NSOEA convention, the Wood Office 
Furniture Institute participated in its annual three- 
day conference and general sales meeting. It has been 
the practice of the Institute for a number of years 
to climax this gathering of wood office furniture man- 
ufacturers with a final session dedicated to the sales 
representatives in the field. 

August F. Krieg, president 
Larry French, manufacturers’ 
acted as chairman for the meeting 


of WOFI, introduced 
representative, who 
The first speaker 


introduced was Bill Gove of Minnesota Mining & 


Manufacturing Company. Charmed by Mr. Gove’s in. 
imitable style, for which he acquired fame during the 
NSOEA regional meetings, the Institute audience lis. 
tened to a stimulating talk on the topic, “Serve, Shoy 
and Suggest.” 

Next in line was an informative talk by Sidney But. 
terfield of Smith & Butterfield, Evansville, Ind. Since 
Mr. Butterfield is a successful dealer, his comment 
about how he wants to be sold by manufacturers 
representatives were of great value. 

At the conclusion of these formal talks, the meeting 
was thrown open for discussion from the floor. Many 
problems attendant to the manufacture and marketing 
of wood office furniture were considered and reaction 
from the salesmen made this part of the program par. 
ticularly noteworthy. 





Luggage & Leather Goods Manufacturers 
Hold Convention in New York City 


This year the Hotel New Yorker, New York, N. Y, 
was the scene of the combined annual convention and 
show of the Luggage & Leather Manufacturers of 
America, Inc., held on July 29 through August 3. Buyer 
attendance reached a total of over 2,500 people from 
all parts of the country who showed intense interest 
in a large variety of merchandise displayed by manv- 
facturers in some 200 exhibits. 

Activity marked the opening of the show at 1 PM 
on Sunday afternoon when some 500 buyers who had 
registered early in the day proceeded to make their 
rounds of the exhibits. This was regarded as an un- 
usually high attendance for a Sunday trade show open- 
ing. 

According to exhibitors, the orders booked at the 
show were better than expected. They attributed this 
to the fact that while some retailers still have high 
inventories, many have reduced them to a point where 
they are able to order replacements. Prices were 
found to be close to year-ago levels, although there 
were some increases up to 10 per cent. Manufacturers 
reported that they have not yet been hit by serious 
shortages, although restrictions on metals may be felt 
later in the year. 

On Saturday, July 28, prior to the opening of the 
show, some 300 manufacturers gathered at the Hote 
New Yorker for a luncheon meeting and reports of 





WOOD OFFICE FURNITURE INSTITUTE SALES REPRESENTATIVES IN SESSION AT STEVENS HOTEL, CHICAGO 


Shown at their September 21 meeting in the South Ballroom of the 
Stevens Hotel, Chicago, are the sales representatives of the members 
of the Wood Office Furniture Institute. Seated at the speakers’ table 
are (left to right) Sidney Butterfield, president, Smith & Butterfield, 
Evansville, Ind.; August F. Krieg, general manager, Jasper Seating 
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Co., Jasper, Ind., and president of WOFI; W. G. “Jerry” Frendt 
of New York City, sales representative of Commercial Furniture Coy” 
whe acted as chairman, and W. H. “Bill” Gove, sales development | 
manager of Minnesota Mining & Mfg. Co. Theme of the meeting” 
was “Helpmanship.” 
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committee chairmen were heard. Leonard Kuvin of 
the O.P.S. leather goods branch in Washington, D. C., 
spoke on rules and regulations of the O.P.S. as they 
effect the industry and explained the procedures of 
operation of O.P.S. regulations. A question and answer 
forum followed, conducted by Carl A. Person, an at- 
torney from the legal division of the regional office 
of Price Stabilization. 

David A. Kilik, president of the association, intro- 
duced Maurice A. Levitan, executive vice-president, 
who gave a summary of 1950-1951 activities after 
which he spoke on supplies, of which he expressed 
some doubts that an increase is likely even should 
peace talks in Korea succeed 

The board of directors presented recommendations 
for the coming year based upon the findings of vari- 
ous committees who met in conferences on July 25- 
26-27. Recommendations covered public relations, pub- 
licity, traffic and transportation, future conventions 
and shows, credit, and plans for next year. 

Elections of officers for the coming year were held 
during the meeting and David Kilik of Mutual Brief 
Case Company, Newark, N. J., .was re-elected presi- 
dent with Siegmund Sand of Hartmann Company, 
Racine, Wis., as treasurer. Regional vice-presidents 


elected were: Maurice Lifton, the Lifton Manufactur- 
ing Corporation, New York, -N. Y.; Henry L. Kotkins, 
Skyway Luggage Company, New York, N. Y.; I. Y. 
Lewis, S. Dresner & Son, Inc., Chicago; and Leonard 
W. Katz, Crown Luggage Company, Inc., 
Md. 


Baltimore, 


OA CAMERA VISITS 0.E.D. OF NEW YORK LADIES DAY GOLF MEET AT WESTCHESTER COUNTRY CLUB 


1. Abe Itkin, Itkin Brothers, Inc., New York City; Joseph Pearl and 
Marty Katz, guests. 

2. George Gray, George Watson and Morris Fay, all Charles J. 
Lane Co., New York City; Lewis Hendrickson, Harter Corp.; Arthur 
Orr, Charles J. Lane Co. 

3. Sam Itkin, Itkin Brothers, Inc., New York City; Austin Thomas, 
gvest; Ben Itkin, Itkin Brothers, Inc.; Bernard H. Nemlich, Regan 
Office Furniture Corp., New York City; Nat Dallek, Dallek Desks, 
New York City; John E. Mossman, Desks, Inc., New York City. 

4. Donald Good, Lackawanna Leather Co.; Fred J. Bloempot, The 
Sikes Co., Inc.; R. J. Berry, Berry, Dickie & Stettler, New York 
City; Wallace Good, Lackawanna Leather Co. 

5. William Mulhall, J. $. McHugh, Inc., Hempstead, L. I., N. Y.; 
Charles McCarthy, guest; Angus 1. Gordon, Penny & Gordon, 
New York City. 

6. Jules Weiss and Sydney Margolis, both Roth & Margolis, O.E.D. 
attorneys; Victor Scheinman, Cole Steel Equipment Co.; Julius 
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“rector of NOFA. 





During the week there were numerous social events 
beginning with a cocktail party on opening night and 
concluding with a dinner dance at the Hotel Statler 
on Thursday evening. Friday, between the hours of 
9 aM. and 3 P.M., was devoted to last-minute buyers 
and for packing and closing the exhibits. 





New York O.E.D. Holds Golf Meet 


More than 60 members and guests attended the fina] 
meeting of the 12th annual golf tournament of the 
Office Equipment Dealers of New York held on Tues- 
day, September 18 at the Westchester Country Club, 
Rye, N. Y. 

This picturesque course was in splendid shape and 
many golfers arrived early to take advantage of the 
balmy weather which prevailed throughout the day. 
Plenty of diversions were available for those who did 
not play golf—putting on the green, tennis, swimming, 
horseshoes and cards. 

After dinner, President Ben Itkin, Itkin Brothers 
Inc., N. Y., extended a hearty welcome. He then intro- 
duced the following ladies present: Mrs. John R. Gray, 
Mrs. Nat Dallek, Mrs. H. A. Clemetsen, Mrs. John E. 
Mossman, Mrs. B. H. Nemlich, Mrs. W. J. Rees, Mrs 
Semon Nemlich, Mrs. J. White and Miss Laura Rosen- 
berg, new secretary to John R. Gray, executive di- 
Turn to page 189, please 
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Roth, Roth & Margolis; Jack G. Schwander, Desks, Inc., New 
York City. 

7. Nat Plaine, Columbia Steel Equipment Co.; R. B. Booth, The 
Leopold Co.; S. J. Fish, S. J. Fish Co., New York City. 

8. H. A. Clemetsen, Office Furniture Warehouse Co.; Mrs. Nat Dallek 
and Mrs. H. A. Clemeisen. 

9. Harvey Bright, Bright Chair Co., Inc.; Woody Chisena, National 
Cabinet Co.; John Broere, Lackawanna Leather Co.; Charles 
Lundgren, Dancker & Sellew, Inc., New York City. 

10. Dale J. McKnight, Radel Leather Mfg. Co.; Charles Stettler, Berry, | 
Dickie & Stettler, New York City. | 

11. Dr. A. Cardinale, guest; Harry Alessi, Alessi Brothers, New York 
City. 

12. Tom Fox, All-Steel Equipment, Inc.; James M. Glen, Manhattan | 
Desk Co., New York City; Walter J. Rees, Huntington Chair Corp. 

13. Joseph Weiner, David Kramer, Inc., New York City; Charles Gur 
terberg, Blanchard Brothers & Lane; Arthur Gordon, manufac 
turers’ representative. 





ET AR IE 


Rr NFO em 


OFFICE APPLIANCES, November, 1951 





nts | 
nd 
ler 


ers 


lal 


he 


1b 


nd 
he 
Ly 
lid 
lg 


ROE 

















































OFFICE APPLIANCES, 


now! 
more mileage 


per pencil 


for business and industry 





VENUS 


per velvet 


with homogenized lead 


YES, BETTER MILEAGE. New Super Velvet 
actually writes 39,000 words . . . 500 words 
each working day for four months without a 
scratch to interrupt its velvety flow of line, 
without a break or snap to eat up its length, 
without an imperfection of any kind to mar its efficiency! 


) ES, BETTER PROFITS! New Super Velvet sells across 
he counter at 8¢ singly ...2 for 15¢ ... to give you a higher profit 


on the gross. Big national advertising tells ofice managers and 
purchasing agents everywhere the exciting story about 

new Super Velvet. Special sales demonstration kits are ready to 
help your outside men introduce Super Velvet to 

offices and industry ... your best pencil profit deal in years! 


Contact your American Pencil representative today. 


American Pencil Company, Hoboken, N. J. 


makers of famous Venus pencils and Venus pens 
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Fortune Peter Ryan, 40, Elected 
President of Royal Typewriter 


Fortune Peter Ryan, who began tearing down and 
cleaning used typewriters for overhaul 17 years ago, 
was elected president and a director of Royal Type- 
writer Company, Inc., at the regular meeting of the 
board held September 12. He succeeds the late Max- 
well V. Miller, who died suddenly August 28, 1951. 

“Although final figures for the fiscal year ended 
July 31, 1951, are not yet audited, dollar sales volume 
of Royal Typewriter was the highest in the company’s 
47-year history,” President Ryan reported. “Increased 
taxes, however, will reduce dollar per share earnings 
substantially below those of the record fiscal year 


FORTUNE PETER RYAN 





ended July 31, 1948, when Royal earned $4.98 a share 
on the common stock. But earnings per share will 
be the second largest in history.” 

Directors also reviewed the company’s annual re- 
port, to be made public about mid-October, and de- 
clared the regular quarterly dividend of $1.75 on the 
7% cumulative preferred stock and a dividend of 50 
cents a share on the common, both payable Oct. 15, 
1951 to stockholders of record Sept. 28, 1951. The 
company has paid dividends on the common stock 
without interruption since 1937 

Twenty years ago, Royal Typewriter had only 217 
common stockholders. In the last five years common 
stockholders have increased more than 100%, rising 
from 1,735 on July 31, 1946 to 3,760 on July 31, 1951. 

Fortune Peter Ryan, son of Allan A. Ryan and Sarah 
Tack Tyan, was born in New York City, May 19, 1911. 
Following graduation from the Canterbury School, New 
Milford, Conn., in 1929 he attended Yale University 
In 1932 he became affiliated with the New York Stock 
Exchange firm of Gammack & Company, and later 
became a member of the New York Curb Exchange, 
where he was a floor broker 

In October, 1934, Mr. Ryan joined Royal as an ap- 
prentice in the New York City branch service depart- 
ment. After learning how to clean and overhaul a 
typewriter, he was transferred to the sales division 
There, he was assigned to various New York City ter- 
ritories as a junior salesman. In 1936 he joined the 
general sales department as branch office correspond- 
ent, later becoming assistant to the vice-president in 
charge of sales, in which capacity he served until 
April, 1942, when he entered the U. S. Army Air Force 
as a second lieutenant. After discharge from the Air 
Force as a Captain in 1945 he rejoined the company, 
and in 1946 was appointed assistant to the president 
On April 28, 1948, he was elected a vice-president, con- 
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tinuing as assistant to the president, in which assign. 
ment he contacted all Royal divisions and visited the 
branches throughout the United States and Canada. 

Generally hailed as “Pete” by his co-workers, Mr. 
Ryan is married to the former Anne Worrall. They 
have four children, Suzannah 16, Cynthia 12, Peter 10, 
and Christopher 7. When business duties permit he 
summers at Murray Bay, Que., where he likes to golf, 
He is a trustee of the Canterbury School, and a director} 
of Molded Latex Products Corporation and the Office 
Equipment Manufacturers Institute. f 

Mr. Ryan is a member of the third generation of] 
the founding family. His father, the late Allan Af 
Ryan, was the first president of Royal, which was 
founded by their grandfather, Thomas Fortune Ryan. 
in 1904. : 








Fries Appointed SoundScriber Distributor 

R. W. Davidson, vice-president and general manager 
of the SoundScriber Corporation, recently announced | 
the appointment of Leslie D. Fries as distributor for 
SoundScriber products in the San Francisco, Calif, 
area. Mr. Fries has represented the company in this | 
area as a dealer for the past two years and operates | 
his distributorship under the name of Dictating & 


LESLIE D. FRIES 





Recording Equipment Company, 157 N. Montgomery 
St., San Francisco. 

The new distributor has been connected with the 
office equipment business since 1927, having served with 
the A. B. Dick Company as a mimeograph serviceman, 
sales manager and division manager. He has made 
a study of office methods and systems over the years 








; 
Burroughs Opens Maywood, Ill., Office 

Maywood, IIll., is the site of the newly completed | 
north central regional headquarters of the Burroughs | 
Adding Machine Company. Located at 1818 W. Madi- 
son St., the office will serve 10 branch offices in five 
states handling accounting for sales and service oper- 
ations, billing, storage and so forth. 

The new structure, measuring 120 feet by 174 feet, 
and providing over 14,500 square feet of distribution 
space, is of one-story construction. Windows and 
color are used extensively to create a modern and 
efficient office. Lighting throughout is fluorescent. 

Jonathan P. Booz, former Burroughs manager in 
Grand Rapids, Mich., is the regional manager of the 
newly organized region. C. Ralph Paul heads the 
regional service operation, and Richard S. McNeal is 
regional accountant. 
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MITTAG & VOLGER, INC. 


Park Ridge, New Jersey WT A 


4 Fine Carbon Papers and Inked Ribbons Since 188] 
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It was gratifying to see the enthusiastic reception 
given to this new M & V product at the N.S.A. 
convention in Chicago. It was a pleasure, 

too, to meet old friends and make new ones. 


If by chance you missed seeing a demonstration of 
the remarkable qualities of Silk Spun Carbon — 
the brand new carbon with the new Kleen-Edge 

and the Dawn Tone back that eliminates slippage — 

we cordially invite you to write for samples. 

And if you missed the new M & V Nylon 

Ribbon, ask to see that, too. You'll find, as 

other dealers have, that these new additions to the 
M & V line offer you exciting profit opportunities. 
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Underwood Marks 50 Years of Building 
Typewriters at Hartford, Conn., Works 


Underwood Corporation on September 19 and 20 
held a two-day celebration to mark a half century of 
building Underwood Typewriters in Hartford, Conn 
Philip D. Wagoner, chairman of Underwood Corpora 
tion, stated in his announcement of this event that 
“Underwood Corporation has been making its type 
writers in Hartford for 50 years. The selection of 
this community has been justified many times over as 
we progress through the years 

“Underwood is not only a part of the Hartford man- 
ufacturing community, but Underwood people are ac- 
tive in all phases of community life. We are proud 
that we have many second generation employees in 
our Hartford Works 


“The Underwood, 

which was the first visible writ- 
ing machine and which revolutionized the typewriter 
industry, was first made in a small shop in New York 
in 1895. Three years later, the plant was moved to 
larger quarters in Bayonne, N. J., and in June 1901, 
all manufacturing activities were moved to the present 
site on Capitol Ave., in Hartford. In September, 1901, 
full scale production was reached 

“Now, 50 years later, we are proud to observe this 
golden anniversary and welcome families of employees 
and guests. We hope your visit to Underwood will be 
interesting and enjoyable.” 

On the opening day, 400 business and civic leaders 
of the Hartford area attended a preview luncheon and 
tour through the plant, where there was an exhibit 
of old and new business machines and other of the 
company’s products in the typewriter factory on Capi- 
tol Ave. 

Governor John Lodge of Connecticut and Mayor 
Cyril Coleman of Hartford headed the list of those 
present at the opening day visit, and the guests in- 
cluded top management in almost every industrial 
firm in the area, as well as banks and insurance com- 
panies. 

Chairman Wagoner and L. C. Stowell, Underwood's 
president, greeted all guests. Donald S. Sammis, vice- 
president, was general chairman for the golden anni- 
versary observance. 

Guests at the preview witnessed an exhibit of speed 
typing by George L. Hossfield, 10 times world’s pro- 
fessional champion typist, and contrasted this with a 
demonstration on one of the first Underwood Type- 
writers produced in Hartford in 1901. Mrs. Grace 
Toccaline, employed in the factory production office, 
dressed in a 1901 costume complete with straw bon- 
net and bow, operated the 50-year-old machine. 

Another feature of the program was the recognition 
and award of watches to six Underwood employees 





SEEN AT UNDERWOOD CELEBRATION—L. C. STOWELL AND P. D. WAGONER, UNDERWOOD CORP., 
OFFICIALS; CYRIL COLEMAN, MAYOR OF HARTFORD; JOHN LODGE, GOVERNOR OF CONNECTICUT 
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_that many of your workers, many of your foremen 


who completed 50 years of service. They included Pay 
Hubner, James E. Foley, Henry C. Baker, John @ 
Black, G. G. Furnivall and William A. Schafer. 

Among the guests at the head table, in addition to 
Governor Lodge, Mayor Coleman, Chairman Wagoner 
and President Stowell, were Bishop Walter H. Gray, 
Bishop Henry J. O’Brien, and Federal Judge Raymond 
E. Baldwin. Also present were Louis G. Julihn of Hart. 
ford and J. G. Bradley of Boston, Underwood Corpora- 
tion directors; Mrs. John Lodge, J. L. Seitz, president 
of Underwood, Ltd., Toronto; C. K. Woodbridge, presi- 
dent of Dictaphone Corporation; F. U. Conard, presi- 
dent of Niles Bement Pond; L. E. Lentz and D. § 
Sammis, Underwood Corporation vice-presidents, and 
V. F. Schneble, Underwood Corporation Hartford 
Works manager 

On the following day, the Underwood plant was 
open to the families of employees and guests from 
Hartford. More than 3,500 people visited the factory 
during this open house and saw how Underwood elec- 
tric, standard and portable typewriters are made. The 
company employs approximately 5,500 people in Hart- 
ford, and in the last 50 years more than nine million 
typewriters of all types have been produced there 
This plant is claimed to be the largest typewriter fac- 
tory in the world, and one of the largest factories of 
any kind in the state of Connecticut. The various 
buildings occupy eight acres of ground and provide 
more than a million square feet of floor area 

Among his remarks, Governor Lodge said, “I am sure 


and officials of long service must be profoundly moved 
today at the thought of the changes which a half 
century has brought to them and to the world around 
them.” He also stated, “It is a source of much Satis- 
faction to me to have the opportunity to join with the 
Underwood family in this celebration and to extend 
to you all our official greetings and good wishes.” 


Mayor Coleman stated, 

“IT express the sincere wishes 
of the people of the city of Hartford to extend not 
only the congratulations for the present, but to leave 
with the hope that 50 years hence, we may all be here 
to celebrate the 100th anniversary of Underwood.” 

Mr. Wagoner, in his welcoming address, pointed out 
that, “Fifty years of growth and expansion is a re- 
markably proud record comprising more than 18,000 
days of progress. I wonder how many, if any, of the 
original workers in 1901 could have foreseen the strides 
of advancement that were in store for the growing 
organization. Imagine their surprise today if they 
could see this huge structure with its modern machin- 
ery. What a thrill they would get out of seeing the 
Underwood all-electric typewriter. Possibly, they would 
not believe their eyes if they could see the results of 
their early efforts. That is the story of progress and 
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Demonstration Kit 


This new handy demonstration 
kit is made of heavy black 
fibre fully equipped with 8% x 
11 Guide-O-folders and various 
sizes of adjustable metal tabs. 
A complete demonstration of 
Guide-O-folders is made with 
this kit without disturbing 


your customers’ files. Attrac- 
tive and light weight, your 
salesman can use it also for 
his own catalogs, price lists, 
etc. 





Pat. Pending 


Guise. Ofte 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Just one demonstration proves the facility, ease and 
accuracy of filing and finding with Guide-O-folders. 
Gone are the days when file clerks had to push and haul 
sagging overloaded folders to file and find correspond- 
ence. Guide-O-folders simply glide along on the metal 
frame. 





The metal strips are anchored securely to Guide-O- 
folders, hence they are always in position, in the file or 
out. Of high grade folder stock, Guide-O-folders make 
a permanent installation. At transfer time the contents 
of each Guide-O-folder is transferred to an ordinary 
folder. 


The adjustable metal tabs make it easy to set up or add 
to any filing system. The tabs, slanting at a 45° angle for 
better visibility, fasten into place quickly. Once fastened, 
they are locked in place, but can be easily unlocked and 
shifted to any position. 


Guide-O-frames set right into any standard file drawer 
—adjustable to a snug fit. No cutting of frames neces- 
sary. 


Feature Guide-O-folders in your sales work. You will 
find countless applications among your customers. If 
you will demonstrate you will sell. Write for a sample 
today. 


Guide-O.tiay 


STEEL DESK DRAWER UNIT 


Made to fit the lower deep drawer of all 
standard desks. Using this unit, the desk 
worker always has important and vital data 
at the finger tips—always in an upright posi- 
tion. Instantly available and instantly re- 
placed. The unit consists of a metal tray 
and 25 Guide-O-folders complete with adjust- 
able metal tabs and an assortment of inserts 
for tab headings 

















GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 


WEST COAST REPS. — G 
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NEW YORK 13, N. Y. 


USSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 
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Trademark 


| Transfile 


FIBREBOARD TRANSFER FILES 
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»: Are still the low cost way of keeping semi-permanent 
. and permanent records accessible every minute. Made 
ul | of high test fibre board, TRANSFILE Files are rein- 
d- forced with steel so that all the weight is supported on 13 si 
al steel. Drawers slide in and out with surprising ease. zes 
Each TRANSFILE File is a complete filing unit in There is a TRANSFILE File for every 
. itself. By means of our patented Interlock TRANS- purse and purpose. 
ce FILE Files can be stacked into sturdy batteries as high 
ts and wide as desired. 
ry Shipped flat, they fold together, easily and quickly. No Filing Supplies 
4 screws, nuts, bolts or tools are needed. Send a sample 
or order today You sell GUSSCO “filing and find- 
d ing” supplies and equipment with 
’ absolute confidence that the quality 
id will give your customers satisfactory 
. service, ... You sell GUSSCO Prod- 
ucts with absolute confidence that 
°r + . they represent a better buy for the 
s- money. They are priced right... . 
pedal. GUssco Products with 
absolute confidence that you will 
ll WITH SLID-O-MATIC never encounter direct factory com- 
f DISAPPEARING TOP petition. We sell through dealers 
le only. . . . Yes, you find selling 
A personal file, desk high, where GUSSCO Products is a very profit- 
information may be kept instantly able habit. We are anxious to serve 
available. The Slid-O-Matic top —_ 


completely disappears at a slight 
push of the finger. It slides back 
into place with equal ease. Gray 
or green finish. Sturdy all steel 
construction. Mounted on rollers, 
the Guide-O-file can be moved 
about as required. 

The Guide-O-file is equipped 
with 25 Guide-O-folders com- 
plete with adjustable metal tabs 
and an assortment of inserts for 
tab headings. Guide-O-file is also 
available without the stand. 


GUIDE SYSTEM & SUPPLY CO. 


. 335 CANAL STREET NEW YORK 13, N. Y 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 
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Underwood is justly proud of its contribution to the 
advancement of America’s industrial growth.” 

Mr. Stowell pointed out that although the idea for 
the typewriter originated in 1714, when Queen Anne 
granted a patent to Henry Mill, it was not until 1895, 
“when John T. Underwood produced the first front 
stroke visible writing machine that the industry really 
got its start. All typewriters made today follow this 
principle of design. In fact, if it had not been for the 
visible typewriter of John T. Underwood, the typewriter 
would never have taken the place it has and the type- 
writer industry as we know it today could not have 
materialized.” 





Wobbers Returns to Market St. in ‘Frisco 


The recently-completed store at 687 Market St. is 
a fitting climax of 45 years of constant growth with 
San Francisco for Wobbers. It marks the return of a 
famous San Francisco stationer’s name to Market St. 


In the new location, customers will find a modern 
selection of office supplies—papers, gifts, greeting 
cards, fountain pens, rubber stamps and leather goods. 
Here, are offered, too, printing and engraving serv- 
ices. 

Wobbers is owned and operated by seven partners 
all of whom have more than 25 years’ experience in 
the field of stationery printing and engraving. They 
are Joseph Anselmo, Louis A. Burroni, Milton D. Kam- 
ler, Ed Nightingale, Ernest J. Petrucci, Arthur C 
Moench (deceased), and Fred J. Molteni, retail store 


manager. 
In addition to the retail store, an office and ware- 


, ‘ ots mh 


‘Arthur L. Du Pre as vice-president and director of 





house site is maintained at 871 Mission St. in Say 
Francisco 

The firm is distributor of Eberhard Faber, Booruy 
& Pease, Dennison, Carter’s Ink, Eaton Paper, Cooke 
& Cobb, Piltzer Qualiton, Zephyr, Speed and Rediform 
products 





Queen Ribbon & Carbon Appoints Du Pre 


In line with their announced expansion programy 
Queen Ribbon & Carbon Company, Inc., has appointed 


ARTHUR L. DU PRE 





sales. He had been sales manager of the company 
for seven years 

















WOBBERS OPENS MODERN NEW STORE ON BUSY MARKET ST. TO BETTER SERVE SAN FRANCISCO, CALIF. 


In its recently-completed, ultra-modern store at 687 Market St., in 
San Francisco, Wobber’s is better equipped to serve its customers. 
UPPER LEFT—A view from commercial stationery department; UPPER 
RIGHT—Wobber’s new store is laid ovt with the customer in mind; 
everything is in easy reach, carefully departmentalized for shopping 
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convenience; CENTER—Striking exterior of Wobbers Market St. store; 
LOWER LEFT—Roomy counters permit customers to shop easily for | 
every stationery need. The merchandise is right out on the counter; | 
LOWER RIGHT—Every stationery need for home and office is carefully | 
displayed. 
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COMMANDER 


Seep 


Sure, ring ‘em and see how door after door opens 
wide to more sales—more profit! All Columbia 
Typewriter Ribbons and Carbon Papers are just 
loaded full of the fine writing qualities which build 
customer confidence in you. 


Your franchise as a Columbia dealer is backed 
up by the very best sales aid program in the in- 
dustry. The testimony of leading stationers* 
everywhere shows that the Columbia Sales Co- 


operation Plan makes new customers—points the wa) 


; ; 
s lO ¢ 
a >~— 

’ 
; ; 
@: GCpe 
.* . 
Prag 


CoLtumpia Rippon & Carson Merc. Co., Inc. 

Main Office & Factory 
I., New York. New York 
Branch Offices & Dis- 


g and profitable ribbon ard carbon 
ment—with lots of extra value in other 


102-11 Herb Hill R 
& Ex; 


id, Glen Cove, I 
Sales 64 West 40th Street 
Dut 
Claseihed 1) 
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cities. Consult your local Telephone 






' (Kainbow 


- 








business from accounts that grow and stay with you! 


All you have to do to ring up more ribbon and 
carbon profits is mail in the coupon for a copy of 
the Columbia Sales Cooperation Plan. Do it now! 
We won't have a representative call unless you 
ask for him. 


*Names and statements on request. 


Brand Names that Build Business « SUK GAUZE - COMMANDER 
CLASSIC - PINNACLE - MARATHON - D.H.&D. + RAINBOW 


Corumaia Rispon & Cannon Manvuracrunine Co., Ine. OA-l1l1 


102-11 Herb Hill Road, Glen Cove, L. 1., N. Y 
Let's have a copy—the Columbia Sales Cooperation Plan, that is! 





Name 





Position 





Company_._._. 





Address 





City Zone State 





123 




















NEW TECHNIQUES IN DISPLAY—Macey-Fowler, Inc., 305 E. 63rd St., New 
York City, is using techniques of modern home furnishings merchandising 
in a dramatic departure from the conventional manner of displaying office 
furniture and equipment. Accompanying photographs show the series of 
gallery settings which, complete with all accessories, show exactly how the 
furniture will look in a “real life’ office 


MODEL ROOM DISPLAY HIGHLIGHTS 
NEW MACEY-FOWLER SHOWROOMS 
BRIGHT NEW note in executive office furniture 
display highlights the expansive new showrooms 
and offices of Macey-Fowler, Inc., at 305 E. 63rd St., 
New York City. This was the setting for an open house 
from September 6 to 14, attended by more than 2,200 
guests. 

President Adam J. Andrasick, Executive Vice-Presi- 
dent Robert B. Hayward, Vice-President Edwin L 
Steinbruck and Vice-President Paul Berlin, assisted by 
members of the sales staff, were on hand to act as 
hosts and greet guests for all over the nation, as far 
west as California, as far south as Texas, and from 
the Mid-West and Northwest, as well as all points East 

Representing a dramatic departure from the conven- 
tional manner of displaying office furniture and equip- 
ment, the new Macey-Fowler showrooms draw upon 
the techniques used in modern home furnishings mer- 
chandising. Messrs. Andrasick and Hayward have long 
felt that the prospective buyer tends to be confused 
rather than helped by the usual clutterbuck display 
of desks, chairs, tables and filing cabinets scattered 
indiscriminately on the selling floor. While it is true 
that the merchandise is there to be seen, the mer- 
chandise appears at its best when displayed in a set- 
ting closely approximating its end use. For this rea- 
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son, all of the alterations of the floor, remodelling and 
decoration were entrusted to George W. Reinoehl, 
A. I. D. of Grand Rapids, Mich., who possessed a keen 
awareness of the problem from his vast experience in 
showroom designing. 

While there are large areas devoted to open display, 
much of the furniture is shown in a series of hand- 
some gallery settings—‘model room” displays that, 
complete with all accessories, show exactly how the 
furniture would look in a “real life” office. This pro- 
vides a definite help for the prospective customers 
who would like to visualize how the furniture might 
look in their own offices 

Traditional as well as contemporary decors are fea- 
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The Reward 


Experience proves that there are great 
rewards for those who, having once 
won leadership, retain the standards with 


which that leadership was attained. 





That is why A°S:E is unwilling 





to compromise the engineering and 
manufacturing standards which 

are today so widely recognized. That’s why 
A:S-E dealers are willing to forego the 
frantic expediencies of the moment... why they 
have so much confidence that A*S-E products 

will continue in their position of leadership for 


years and years to come. 











1 The famous A-S-E Line of Desks 


and Tables is unexcelled for con- 
vertibility and flexibility. 


A-S-E Storage, Combination, and 
Wardrobe Cabinets. A variety of 
sizes and styles. 







600 CLEVELAND AVENUE 
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A‘S-E Files ore made in a size or 
style for every need —all the finest 
in their class. 
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ALL-STEEL EQUIPMENT INC. 
i FE _ SS eC 


AURORA, ILLINOIS 

















tured. There is traditional for those whose tastes 
dictate this style .. . there is modern for those who 
prefer this mode and for the “middle-of-the- 
roaders” there are many pieces which will blend ef- 
fectively with either traditional or modern decor. For 
instance, one trim, brisk office in the modern mode 
has cork walls and floor with a painted panel sus- 
pended in mirrors. An oriental rug adds an additional 
note of color to this unique setting. For tradition 
lovers there is a pine panelled office which provides a 
perfect setting for the famous Tuscan executive desk. 
Printed linen draperies lend a colorful accent to this 
impressive setting. Another of the “model rooms’ 
blends traditional with modern. The back wall is 
walnut panelling with the side walls of green leather 
squares, providing an elegant setting for the magni- 
ficent 18th Century design desks 

For the conference-minded, there is a board room 
in the modern mode sure to gladden the heart of the 
busy executive. An oval board table with oval leg 
base is a dramatic note against a wall of flexwood 
squares and a shadow-box grouping of illuminated 
kodachromes. 

Traditional elegance characterizes one of the “model 
room” displays. Several fine pieces are set off by an 
oriental rug over a warm grey carpet, and a hand- 
some built-in walnut bookcase. Printed linen dra- 
peries complete its truly livable quality. For func- 
tionalism at its best, one office grouping in the 
contemporary mode takes its key from a _ square 
smoked mirror background and a reed type modern 
wallpaper in four colors. 

In addition to the several galleries, a large section 
of the showroom is devoted to a display of steel fur- 
niture, desks, tables, filing cabinets, etc. Other sec- 
tions of both floors provide handsome settings for a 
vast array of all kinds of wood furniture. The general 
offices of the firm are efficiently arranged on the 14th 
floor, apart from the showroom selling areas 

All in all the new showrooms and offices are a tribute 
to the progressive thinking that has been responsible 
for the enviable position in the industry enjoyed by 
Macey-Fowler, Inc., today. Here, under one roof, a 
single office or a whole series of offices may be planned 
and executed with the assurance of satisfaction in- 
herent when the task is entrusted to executive office 
furniture specialists. 





Chicago Joins in Office Furniture Week 


Members of the Office Furniture Association of Chi- 
cago under the leadership of the.local officers and 
President Harry Hoffherr of the National Office Fur- 
niture Association, himself a Chicagoan, joined in 
wholeheartedly in observance of National Office Fur- 
niture Week September 17-22 

Co-operative advertising resulted in the securing of 
space in leading Chicago newspapers calling atten- 
tion to the fact that it was “check-up week” in busi- 
ness, bank and professional offices. The ad theme was 
a check-up on equipment, decoration and layout and 
invited calls upon member firms to assist in these 
details of office modernization 

In addition, Mayor Martin H. Kennelly consented to 
issuance of a proclamation reading 

WHEREAS, the National Office Furniturs Association 
composed of dealers, manufacturer ind manufacturers’ rep 
resentatives throughout the United States 
set aside the week of September 17 ? 19 Nia 
Office Furniture Week; and 

WHEREAS, the Chicagro Chants the (xs atior wi 
support with special programs the purposs f the week's 
observance, including promotion ¢ he highest standard « 
ethics for the industry and iner ng their services to the 
consumer public: and 

WHEREAS, Chicago is a recognized center both manu 
facturing and distribution of office irniture with many 
thousands of persons employed and hundreds of thousands 


of dollars involved in sales and in payrolls 
NOW, THEREFORE, I, Martin H. Kennelly, Mayor of the 


City of Chicago, do hereby proclaim the week of September 
17-22, 1951, as NATIONAL OFFICE FURNITURE WEEK 
IN CHICAGO. 

Dated this 10th day of September, A. D., 19 


MARTIN H. KENNELLY 
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Gramercy Stationery Company Enlarges Store 
Occupying a prominent corner in New York City, 
at 284 Madison Ave. at 40th St., the Gramercy Sta- 
tionery Company recently completed the enlargement 
of its store to twice the original size. The firm now 
has more than 3,000 square feet of floor space 
Completely refitted with modern showcases, fixtures 
and fluorescent lighting throughout with special at- 
tention given to spaciousness and open display on the 
main floor, the balcony provides room for both addi- 
tional showroom and office. A large basement pro- 


EXTERIOR, INTERIOR VIEWS OF NEWLY-ENLARGED 
GRAMERCY STATIONERY CO. STORE, NEW YORK, N. Y. 


vides ample space for the stock room and shipping 
room departments. In keeping with the expansion 
program the firm has also increased the operating 
staff and both inside and outside sales forces 

This 27-year-old company was first established at 303 
Fourth Ave. at the corner of 23rd St. by Al Levine and 
after seven years moved to 40 E. 41st St., where its re- 
mained for five years after which it occupied the pres- 
ent location 

On October 1, 1945 the business was purchased by 
the four Abagnale brothers—John, Frank, Cecil and 
Lewis. Both Frank and John served in the U. S. Armed 
forces from 1942 to 1945 during World War II and 
after their discharge in 1945 became active in the 
business. Due to the four brothers’ untiring efforts 
the business prospered, making the present expansion 
necessary 





Vevier Loose-Leaf Occupies New Quarters 


Vevier Loose-Leaf Company has announced its re- 
cent removal to larger quarters at 2533 Sullivan Ave., 
St. Louis 7, Mo 
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CE CLIPPER 


OU can count on a satisfied customer every time you sell 
ACE STAPLING EQUIPMENT! That’s why successful 
dealers from coast-to-coast invariably recommend “ACE” 
when they get a call for Stapling Machines, Staples, or Staple 


Removers. They know from long experience that ACE 


Machines give a lifetime of efficient, trouble-free service . . the 
kind of service and satisfaction that only correct design, finest 
materials, and watch-like precision can give! ACE makes the 
FOP QUALITY Stapler .. stock and feature the complete line. 
Be prepared to hand 'em an ACE no matter what price they 
want to pay! ACE Stapling Equipment has been sold through 
dealers exclusively for more than 20 years! 


CE STANDARD 


OU BUILD PROHT \\) PRESTIGE WM ACE! 




















HOW THE ACE PROCESS OF TREATING 
WIRE MAKES ACE STAPLES STRONGER 





FIGURE 2 


FIGURE 1 


FIGURE 1 Shows oa cross-section of an ALL-ROUND steel 
wire. Ace uses only premium, precision-made, accurately 
drawn-to-size steel wire 


FIGURE 2 Shows the all-round steel wire ofter being 
treated by the ACE PROCESS. This gives moximum strength 
on the ovter edge where it 1s needed most 











3415 NORTH ASHLAND AVENUE ~ 
IN CANADA # ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST MONTREAL 


ACE FASTENER CORPORATION 








OFFICE APPLIANCES, November, 1951 127 





Functional Utility Combined 
With Beauty in G-W Office 


recently completed ultra- 
modern private executive office 
of A. C. Howard, president, The 
Globe-Wernicke Co., Cincinnati, 
Ohio, is a striking example of the 
present trend toward greater func- 
tional utility for office equipment 
combined with more eye-appealing 
beauty. Designed by Donald Deskey 
Associates of New York, office 
equipment, sliding panel cases, and 
wall paneling were manufactured 
by The Globe-Wernicke Co.’s wood 
division. Elegantly simple, every 
item is styled for practical, every 
day use. 


This private office 

illustrates the 
effectiveness of contrasting restful 
deep colors with pastel shades. This 
is shown particularly in the use of 
contrasting light and dark for the 
walls. The rich cocoa brown peb- 
ble-grained finish of two adjacent 
walls is broken by a series of color- 
ful Currier and Ives hunting prints 
in modernistic blond frames. The 
third wall is handsomely finished in 
genuine, matched-grain, dark wal- 
nut paneling that extends to the 
top of the entrance door. The re- 
mainder of the wall above this pan- 
eling is soft gray in a pebble-grain 
finish. A matched-grain walnut 
wood valance mounted at the top 
of the paneling and extending the 
entire width of the wall conceals 
the indirect fluorescent lighting. 
Large windows with gray frames 
take up the greater part of the 
fourth wall. Beneath these win- 
dows, concealed by matched-grain, 
Sliding, walnut panels, are radia- 
tors, air conditioning unit, and 
storage cupboards. White venetian 
blinds and taupe gray corded draw 
drapes complete the windows 


Overhead lighting is 

accomplished 
by means of lights sunk in the 
natural cream-colored acoustical 
ceiling and by concealed fluorescent 
lights which illuminate the window 
area. All overhead lights are con- 
trolled by a three-way switch at 
the entrance. A similar switch is 
installed in the wall paneling by Mr 
Howard’s desk so that the lights 
may be operated from a sitting po- 
sition. 

The specially designed executive 
desk, made of matched-grain gen- 
uine walnut, has spacious dimen- 
sions—84 inches long x 42 inches 
wide. One end of this desk is sup- 
ported by a tapered pedestal while 
the other is attached to the panel 
wall. The large center drawer is 
the only drawer in the desk. Other 
drawer and storage space is pro- 
vided by built-in paneled cases con- 
veniently located within easy reach 
along the paneled wall. A pull-out 
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VIEWS OF A. C. HOWARD’S PRIVATE G-W OFFICE 


These three pictures reveal some of the strik- The Globe-Wernicke Co. In the accompanying 
ing beauty and executive comfort gained in story are descriptions of some of the maif 
the private office of A. C. Howard, president, decorative and furniture features of the office. 
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A 1700 pound man will never lean back 
in a Sturgis guest chair, but if he does we 
can tell you exactly what will happen. 
The steel frame will deflect about 1/32”’, 





and return to normal when the load is 
removed. Since 1700 pound men are 
hard to find, this test was made with 
weights according to General Services 
Administration Specification No. 791a, 
which allows 1/8’’ deflection, four times 


that measured on Sturgis Chairs. 
Numerous precise operations produce a 
great reserve of strength in Sturgis Chairs: 





14 forming bends 







GSA RACKING 
TEST N° 74.3.3 


12 accurate cuts ON N° 1225 


NE : 
14 die stampings : 


200 in 


40 spot welds 
AIR 





61 hes of welding 


all buffed smooth 








And it’s Value Points such as these that « 
make it “smooth rolling” for Sturgis 





Dealers, and build repeat business for the i | 4 
= } 18) 
NS 


WELDING 


complete line of Sturgis Chairs. 


= 


Card THE : ° 
- Mwiges POSTURE CHAIR CO. 








STURGIS, MICHIGAN 
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Stclnastet complete with pockets 
V3. sles! —ready for instant use 


VIZ-ABLE CARD 
FILING FACILITIES 

















Security cabinet locks 
available to close all 
drawer sections. 





Easy removability of 
cards—simple replace- 
ment, system always 
in flat top efficient op- 
erating position — no 
ruffling, scuffling. 
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Perfectly adaptable 
for all systems of 
signals, Pick your own. 

















1 \ 332 


Uniform visibility of 
pockets--full .0025 
visibility. Pockets die 
cut for 3x5, 4x6, 5x8 
cards. 


Smart plastic hard- 
ware — double card 
holders for fuller in- 
dexing . . . organizing. 


Easy portability— 
workability and access 
to drawers—short 
depth (16°) for great- 
er working efficiency. 






0 ALONG!... WATCH IT GROW! —BUILD-UP-AS-YOU 00 ALONO!... WATCH IT GROW! 


art steel sales corp. new york 63 n. y., u. s. a. 
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complete with pockets gy 7 
—ready for instant use <% I 
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VIZ-ABLE CARD 
FILING FACILITIES 





The Handy 
one-hand 
Dandy 
7% pables! 


System 











oF 240 
singles 
(5x8) pockets 


eof 480 
doubles 


(5x8) pockets 


16” 
<2 













. A 
the lowest cost 
VIZ-ABLE System 
in the world! 
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THE FUTURA “VIZ-ABLES” 






















DRAWER FOR CARD 
DESCRIPTION CARD SIZE CAPACITY 






ea. 
480 front & back 





ec. 
960 front & back 
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ledge for secretary use was placed in the front of 
this desk. A unique feature of the desk is the espe- 
cially-designed telephone shelf which swings under- 
neath the desk’s top when not in use 

A wastebasket, concealed by the panel enclosures 
behind the desk, is conveniently located for use when 
sitting at the desk. Paper is deposited in the waste 
receptacle through a hinged door so that the waste- 
basket is never in view. 

Opposite the desk on one side of a specially-built, 
modernly-designed couch, behind which is concealed 
indirect fluorescent lights, is a series of wood paneled 
bookcases; on the other side is an extended ledge of 
matched-grain walnut. Both the couch and a con- 
versational grouping of chairs are upholstered in 
chartreuse while pull-up conference chairs for use at 
the desk are upholstered in leather in a British tan. 
Harmonizing with these chairs are the swivel executive 
chair and its side arm chair, both upholstered in leaf 
green with brown. The modern lamp and low maga- 
zine tables, in blond finish, are in lively contrast with 
the soft brown rug. Other accessories that add colorful 
touches are the modern lamps, unique plant arrange- 
ments, and Swedish crystal bowls and trays in emerald 
green. 





University Book Store Finishes Modernization 


Setting the pace for modern display and merchan- 
dising standards in college book and stationery stores 
throughout the country, the University Book Store, 
4326 University Way, Seattle, Wash., near the campus 
of the University of Washington, has recently com- 
pleted a modernization project which cost $160,000. 
It was carried out under the direction of the manager, 
E. Lyle Goss. 

New decoration and new fixtures make the interior 
attractive, and the main floor lighting has been in- 
creased four or five times by use of the latest fluores- 
cent and recessed incandescent lighting, which pro- 
duces a soft glowing effect. The filtered and washed 
air from the new conditioning system, which cost $80,- 
000, adds to the comfort of both employee and shopper. 
Many of the departments have been enlarged, includ- 
ing the record shop, which has been doubled in size. 

Merchandising methods in this 5l-year-old store 
are modern also. Nationally-known typewriters and 
fountain pens are highlighted as the most important 
items for college students, and are prominent in both 
display and demonstration throughout the store. In 
connection with these nationally known products, in 
both sales promotion and advertising, the store em- 
phasizes, “We are glad to be known by the company 
we keep.” 

A well liked feature of the merchandising policy of 
the store is the free gift wrapping service, which is 
stressed in promotions and sales. In addition to the 
standard “gift wrap,” more elaborate wrappings are 
available for making a package “as fancy as you 
please” to suit the individual taste 

Not only does the University Book Store number 
the students among its customers, but of their annual 
payroll of a quarter million dollars, $80,000 is paid 
to students working part time in the store—CML 





Dolin Metal Products Occupies New Quarters 


Dolin Metal Products, Inc., has moved and is now 
established in new quarters in the firm’s own building 
at 315 Lexington Ave., Brooklyn 16, N. Y 

The new plant affords increased manufacturing ca- 
pacity to accommodate demand for Dolin products 
Equipped with modern streamlined facilities and 
geared for assembly line production, the plant enables 
the firm to develop production’ economies and per- 
fection of construction details 

Dolin manufactures steel transfer files in a large 
variety of sizes. 


132 


A. A. Office Equipment Displays at Fair 
A recent activity of the expanding A. A. Office 
Equipment Company, San Leandro, Calif., was the 
sponsoring of a booth at the city of Hayward Diamond 
Jubilee Home, Farm Products’ Fair. This event had 
an attendance of more than 50,000 for the four days, 
This firm is located between San Leandro and Hay- 





EXTERIOR OF A.A. OFFICE EQUIPMENT CO. 


ward at 15694 E. 14th St., and was opened up there 
on August 1, 1949. Here, is maintained exclusive Smith- 
Corona dealership for southern Alameda County, tak- 
ing in San Leandro, Hayward, Niles, Newark, Center- 
ville, Pleasanton and Livermore. A. A. Office Equipment 
Company is also the exclusive agent in this territory 
for Olivetti. In addition, are handled Corona, Royal 
and Remington portables, R. C. Allen business ma- 
chines, Remington, Victor and Clary adding machines. 

Alex Shepherd started in the office machine business 
with the late H. P. Johnson, United Typewriter Com- 
pany, Victoria, B. C., back in 1915. In 1922 he came 
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A.A. OFFICE EQUIPMENT CO. DISPLAY AT 
HAYWARD, CALIF., 75TH HOME, FARM SHOW 


to California with the Underwood Company and in 
1928 went to Salt Lake City with the late W. G. Cham- 
berlain as manager of the wholesale typewriter busi- 
ness. There came other connections in the industry 
until the persent firm was established. 





Fox-Jones Appoints G. W. Hennings 

The Fox-Jones Company, 509 F St., N.W., Washing- 
ton 1, D. C., dealing in office supplies and equipment, 
has announced the appointment, as general manager, 
of George W. Hennings. 
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Swingline dealers are assured of brisk sales —and 
customer satisfaction. Swingline Products stay sold 
> because they operate smoothly, stand up under 
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re 
. 1 Moving parts are case 
" hardened to minimize 
a wear Finished surfaces 
at are Bonderized to resist 
ry st and for perfect finish. 
al 
i- 
S. 
58 2 Every Stapler must 
1- pass a rigorous, individ- 
e val hand-test for per- 


formance thru prescribed 
multiple thicknesses of 
paper and card stock. 





3 Mechanical break 
jown tests (100 strokes 
per minute) constantly 
test parts and maximum 

hine life. Similar tests 
prove design changes 
efore adoption. 


4 Magnified shadow- 
graph inspection of sta- 
ples insures dimensional 
uniformity of every 
Swingline stapie ... an 
absolute must for trouble- 
free operation. 


















hard usage and rarely need servicing! Why? Be- 
cause Swingline engineering, quality control and 
manufacturing skill are producing the most trouble- 
free line of staplers, tackers and staples ever made. 


1» Pertormanice..., 
_ i Tops in Sales 





IT STAPLES! IT TACKS! IT PINS! 


Exclusive, open staple channel means easy, split-second 
loading of 210 standard staples at one time. Ingenious, 
unique stroke control assures jam-free operation. Broad 
rubber feet protect desk tops and allow firm, shock-free 
operation. Choice of Jeweltone decorator colors with 
chrome, or modern gray crackle finish. 


SPEEDPOINT STAPLES 
100% round wire and extra 
sharp points for clean, quick 
penetration, Thoroughly in- 
spected for uniformity and per- 
fect alignment. 








Zi» SPEED PRODUCTS COMPANY. INC. 


LONG [SLAMD CITY 1 MEW VORA 
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FRANKLIN DeKLEINE 
REDESIGNS SHOWROOMS 


HE Franklin DeKleine Co., Lansing, 

Mich., has completely redesigned show- 
rooms to further enhance its office furni- 
ture sales in keeping with its charter mem- 
bership in the Executive Furniture Guild 
of America. This is the first showroom of 
its kind in central or southern Michigan 
and serves the metropolitan Lansing area, 
with a population of 150,000, and seven 
central Michigan counties. Here are fea- 
tured executive furniture by Stow & Davis 
and a complete line of exclusive decora- 
tive accessories. In the commercial field 
the firm is dealer for Steelcase equipment 
of Metal Office Furniture Co., Jasper desks, 
B. L. Marble chairs, Herring-Hall-Marvin 
safes and Royalchrome furniture. 





ABOVE—View of entrance to showrooms from 
front entrance and stationery store. The mas. 
sive entrance is scored cedar set in blocks and 
painted cardinal red. The background baffle 
wall with lithograph pin-ups and plant boxes 
are in canary yellow. Ceilings are all gunmetal. 








AT LEFT—View of one of the Guild interiors 
showing another interior to door at left. In the 
foreground walls are olive green, leather in 
geranium red, pictures by Feika and beige twist 
carpet by Gullistan. Furniture is Stow & Davis 


AT RIGHT—A view of one of the executive office 
interiors. Walls are of Pinehurst green with 
white plaster accessories. Leathers are persim- 
mon and walnut furniture by Stow & Davis. The 
firm offers its customers the only complete office 
furnishing service in Lansing. The new show- 
rooms have greatly increased the firm's efficiency 
as well as being a suggestive inspiration to the 
customers. For 37 years, Franklin DeKleine Co 
has served the Lansing area. 
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READS LIKE A B00K 
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ACCURATE FILES ARE THE HEART 
OF ANY BUSINESS 


Save “Sime! 


by using Smead's Tell-l-Vision filing system, you 


can reduce filing time. The alphabetical-color 





signal system for finding — and the numerical- 
color signal system for replacing — make filing 


easy, fast, and accurate. 
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By using Smead's Tell-l-Vision filing system, you ont" . 
reduce filing time. The alphabetical-color signal 


system for finding — and the numerical-color signal with 
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system for replacing — make filing easy, fast, and Colorful Plastée “ates 


accurate. 


LET US DISCUSS YOUR FILING PROBLEMS WITH YOU 


THE Smead MANUFACTURING CO., INC.-HASTINGS, MINNESOTA 





























Wiite keeps in step with dealers’ needs 


Ever feel you’re getting left . . . that nothing’s 
right between you and the manufacturer who sells you his line? 
You can’t get him to hurry with stock you promised 
a customer. Or to give you special packing, or an imprint, or information 
that means a great deal to you. He won’t cooperate 
. and you get shoved out of step in the profit parade. 
Maybe by other manufacturers ... not by WRITE! 


WE HELP YOU PUT YOUR BEST FOOT FORWARD 


WRITE knows that a dealer often needs more than stock. We take the time 
to think about your problems. We believe it’s 


good business to help our dealers stay efficient, obliging, up-to-date. 


Try our excellent line of carbon papers, 


typewriter ribbons, Typ-Rol type cleaner ... try our service 


to dealers ... and see how we earn our good will. 


W rl f e Ask us today for full information 


incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: BRIDGEPORT 2, 


CONN, 
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SCENES FROM THE VARIED STORE ACTIVITY OF CAMMACK OFFICE SUPPLY, NOW OCCUPYING A NEW HOME 


UPPER LEFT—Allan Cammack (left) and his son, Allan Cammack, Jr., 
look over merchandise on display; UPPER RIGHT—A new type of 
showcase used at Cammack’s; LOWER LEFT—Scene at Cammack’s 


Cammack Office Supply Occupies New Home; 
Atmosphere, Innovations Invite Customers 


The Cammack Office Supply owned by Allen B. Cam- 
mack, Sr., NSOEA regional governor of District No. 4, 
has moved to the “sunny side of the street.” The new 
premises at 251 W. Front St., Burlington, N. C., consist 
of a two-story building only five doors from the corner 
of Church St., the principal highway through the city 
of Burlington. 


Cammack’s is only half a _ block 
away from the 
largest banking firm in Burlington, the National Bank 
of Burlington, and approximately the same distance 
away from the Duke Power Company. 

Consisting of a 33-foot glass structure, the main 
entrance to the store affords the passerby and, there- 
fore, potential customer, a full view of the store and 
the merchandise it is displaying. Without the intricate 
miasma of posters and signs, one glance through the 
frontal glass piece informs the pedestrian and even 
motorist that the store is a stationery establishment. 

This arrangement has proven to be more conducive 
to the increasing number of “walkers in” rather than 
a crowd of “standers by” at the display windows. The 
problem of facilitating the customer’s scrutiny of the 
various items of merchandise has been solved by a 
unique arrangement in the main display floor 

Here is noticed a departure from the conventional 
methods of displaying merchandise in covered cabinets 
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third annual children’s party; LOWER RIGHT—Allan Cammack pre- 
sents a briefcase to Don Fogleman who saved the life of a playmate. 


and glass counters. The various items are laid out on 
blonde birch tables allowing the customer “to use all 
the five senses in examining the material he may want 
to buy.” Such an arrangement, moreover, offers the 
customer an unusual freedom in buying. He or she 
can, at one glance, walk over to the table where the 
items are displayed without the various “barricades” 
of counters, aisles and the necessity of hunting a sales- 
man on the floor. 

An informal arrangement of the display tables on 
the main floor gives the buyer a complete scrutiny 
of the establishment at a glance. The most unique 
result of such an arrangement, however, has been the 
strong impulse of the customer to pace right down 
the length of the store to the end of the line. 


The inviting atmosphere 

does not stop short at the 
main floor. An imitation colonial spiral stairway leads 
the way up to the second floor, which houses office fur- 
niture and equipment displays. At the top of the stairs, 
the visitor is faced with a hallway housing a secretarial 
layout flanked on both sides by larger rooms of com- 
bination secretarial-executive set-ups of steel and 
wood furniture, respectively. A master executive room 
of wood-leather combination furniture inspiring a 
“business-conference” atmosphere enables the poten- 
tial buyer to visualize himself in that actual working 
situation. The upper floor arrangement is completed 
by a dark room housing a Meilink safe. Dimensions 
fade away under the impact of the ebony painted 
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Here’s how 
THOMAS furniture 


covered with KALISTRON 











Builds Bigger Business ‘2 Ways! 3 














) FIRST ... Thomas Furniture covered with Kalistron looks 
better, sells faster in your showroom. 
| 
1 | SECOND . . . It keeps on “selling” long after original 
purchase, brings ’em back for more. 
BECAUSE Thomas Furniture is beautifully designed, durably 
built. And Kalistron* covering keeps this handsome furniture new 
looking always! For Kalistron color, through exclusive 
Blanchardizing process, is permanently fused to underside of 
extra-strength vinyl sheeting. Thus color and beauty can never be 
scratched, scuffed or scraped. Kalistron won’t chip, peel or crack; 
is waterproof; cleaned easily with a damp cloth. Investigate 
Thomas Furniture covered with Kalistron now. 
* Winner of Modern Plastics Award for furniture and interior 
decorating materials. 
| 
@ SEND FOR FREE “NAIL-FILE’ PROOF TEST 
‘ Thomas Furniture Company, Dept. T-13 ' 
¥ : High Point, North Carolina : 
¥ : Please send me FREE nail-file test (sample of Kalistron 
‘ and actual nail-file) and other information. : 
FURNITURE COMPANY =~ 
ADDRESS ————— 
HIGH POINT, NORTH CAROLINA A coccsvecbecccnudcneueeiiietesneacoisenese sian 
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walls. Consequently, the safe is prominently displayed 
as a spotlighted attraction in the midst of space. 

All rooms of the office display section in Cammack 
Office Supply are arranged with a view to offering the 
customer a complete and final picture of how his 
office will look when installed. Being equipped with 
standard type office windows, drapes, maroon and 
burgundy carpets, lighting and colors, the office dis- 
play section in Cammack Office Supply is truly a 
paradegmatic model combining aesthetic with realism. 

Last. but not least, the stockroom of Cammack Office 





FURNITURE ON PARADE—The stairway (upper picture) leads to office 
displays at Cammack Office Supply. Center view is of a display 
of Art Metal steel furniture. Executive type furniture is on display 
in lower picture taken in the modern new store of the southern firm 
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Supply has the rare innovation of being as attractive 
as the main floor of the store itself. Original colors 
of canary yellow, chartreuse, poinsettia, and azure on 
the walls renders the customer who may accidentally 
follow the salesman waiting on him to the stock room 
unconscious of whether he is in the stock room or 
main floor. The difference is difficult to notice unless 
deliberately attempted. 

It is being constantly noticed that people will walk 
in to spend sometime wandering from one end of the 
store to the other. The combination of polar gray, 
balsam green, and burgundy colors, together with the 
unique display layout all contribute to making Cam- 
mack Office Supply an attractive visiting spot and, 
consequently, an inviting place of business 





Plans Made for Cosco Week Promotion 

Plans for a nation-wide “Cosco Week”, during which 
some 1,100 leading office furniture and supply dealers 
will feature the newly-introduced line of all-steel Cosco 
Office Chairs, were revealed at Columbus, Ind. on 
October 1, by the Hamilton Manufacturing Corpora- 
tion, manufacturers of Cosco products. 

Scheduled for the week of November 5-10, “Cosco 
Week” will climax an all-out advertising campaign, 
featuring two-color, double, page advertisements in five 
leading publications—Newsweek, Business Week, Office 
Management, American Business, and Purchasing 
with a combined circulation of more than one million 

Dealers will tie in with Cosco’s national campaign 
with their own local advertising and promotion pro- 
grams, using the complete list of advertising and sell- 
ing aids furnished by the manufacturer. This ma- 
terial includes a full-color, four-page self-mailer, fea- 
turing a reprint of Cosco’s double-page Newsweek con- 
sumer ad, for mailing by the dealer to his customer 
and prospect list; mats for local newspaper advertise- 
ments; mats or photographs of Cosco Office Chairs, 
together with copy suggestions, for locally-prepared 
advertisements; complete radio commercials for local 
presentation; a colorful looseleaf catalog for salesmen; 
hang-tags to identify the products with Cosco’s ad in 
Newsweek; and an easel-mounted counter card and 
giant 34 x 22-inch broadside, featuring blow-ups of 
the full-color, two-page consumer ad 

Full advance information regarding “Cosco Week” 
has gone to the dealers in two-color, double-page 
spreads in the October issues of OFFICE APPLIANCES and 
National Stationer 

Only one year ago, Hamilton entered the field with 
a single secretarial chair. It was so well received that 
the line was expanded to include six models, which 
were introduced at the NSOEA show in Chicago last 
month. Included are the Series 16 secretarial chairs, 
in two models; the Series 17 junior executive and gen- 
eral office chairs, in two models; and the Series 20 
side chairs, in two models. All but the side chairs fea- 
ture adjustments ‘‘to suit the individual’s own physique, 
his own work habits, and his own ideas of comfort.” 





Shipman-Ward Launches New Comic Strip 


“Super Sam, the Ship-Ward Man” and “Biffy, the 
B. F. Goodrich Platen” are the helpful heroes in a new 
full-page comic strip introduced in the October issue 
of “Ship-Ward News,” monthly dealer publication of 
the Shipman-Ward Manufacturing Company 

Designed for entertainment as well as to acquaint 
dealers with advantages of Shipman-Ward service 
(represented by “Super Sam,” a spritely crew-cut cha- 
racter) and the B. F. Goodrich platen, for which the 
firm is exclusive national distributor, the strip will 
emanate from the drawing board of Dick Bluhm, Chi- 
cago cartoonist. 

Current plans call for a permanent monthly series, 
with “Super Sam” and “Biffy” helping “Joe, the 
Dealer” out of various holes and into bigger profits 
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Re PA A 


There’s a lot of good reasons why Steel Age 
dealers can offer their customers Grade A Files 
that can take more punishment. The most im- 
portant one, of course, is the fact that we de- 
liberately design and build extra ruggedness and 
stamina into every Steel Age file. We carefully 
build each file with rigid, ladder-type front frame 
construction, strong, reinforced case channels, 
heavy, upright channel reinforcements and extra 


sturdy, spot welded drawer construction. And 
the smooth, enduring, oven-baked enamel finish 
is designed to take years of hard, day-in and 
day-out service without showing it. Customers 
aS a 
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ee | eee ete ; 
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Here’s the file 
that RATES FIRST 


in durability 


are assured of unexcelled file performance, too, by 
famous Steel Age full progressive, ball bearing 
suspensions and positive locking compressors. 

Today, we're doing our best to meet the 
record-breaking demand for Steel Age Grade 
A Files. At times, however, material curtailments 
prevent us from making deliveries as aay te 
as we'd like to. But you can be sure that every 
Steel Age file meets the same uncompromising 
standards of quality, durability and unexcelled 
performance that have made dealers from coast 
the to coast say, ‘Sell Steel Age and you sell 
the finest in steel office equipment!” 


CORRY-JAMESTOWN MANUFACTURING CORP. 
Corry, Penna. 
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BENE & CO. EXTERIOR WITH TWO VIEWS SHOWING 
DISPLAYS IN NEW BUILDING AT PROVIDENCE, R. |. 


Bene & Company, Inc., Opens New Home 

Bene & Co., Inc. held open house on September 10-12 
in the new building located at 150 Dorrance St., Provi- 
dence, R. I. Benjamin Agronick, president, stated that 
the opening was well attended and many fine sales 
resulted. 

Extensive work was done on this building, which 
has over 20,000 square feet of floor space in its three 
floors. The first floor is a combination of the station- 
ery, Office appliances and commercial office furniture 
The second floor is devoted to the display of fine 
executive furniture in the newly-designed Executive 
Guild Galleries. This floor is divided into rooms, show- 
ing excellent wall treatment, carpeting, draperies and 
fine office furniture and accessories 

The rooms are furnished in both traditional and 
modern and the colors are of the Guild design and 
pattern. Lighting is provided by overhead spots, with 
floor and desk lamps supplementing 

With the aid of George Reinoehl, the Executive 
Furniture Guild co-ordinator, Benjamin Agronick and 
George Shaffer have carried out in excellent fashion 
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the type of furniture galleries that the Guild hag 
advocated. 

Registration was obtained in the following manner: 
Three prizes were put up and a sealed bowl contain- 
ing 2,702 pennies was placed on a desk. Each person 
entering was escorted to the desk and asked to fill in 
his guess along with his name and the name of the 
firm they represented and title. It was surprising to see 
some of the guesses made—they ran from 637 to 61,000 
pennies. 

Notations were made’ on back of the cards as to 
what they the visitors were interested in and later 


FINE EXECUTIVE FURNITURE IS DISPLAYED IN 
GUILD GALLERIES AT NEW BENE & CO. STORE 
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YOU CAN MAKE MORE MONEY WITH A 
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all DESIGN: YEARS AHEAD OF OTHER MAKES 





ie] PROMOTION: REACHES MILLIONS MONTHLY 


New in design from the desk up, the revolutionary all- Clary Adding Machines and Cash Registers are backed by 
electric Clary Adding Machines and Cash Registers are powerful advertising which reaches millions of readers 
actually years ahead of ordinary machines... engineered every month in the pages of Saturday Evening Post and 
on an entirely new principle that makes them up to 48% Collier's. The continuous Clary promotion program also 
faster than other machines. With Clary you have two provides a unique manpower development plan and many 
basic lines of machines— double profit opportunity. Sleek other sales helps such as direct mail material, new sales 
styling — plus amazing performance and many exclusive development incentives, and local advertising on a gener- 
features — make the Clary easiest to sell. ous Cooperative basis. 


C\ary 





I Cla lls as fast 
pedi SCLLS AS [AS 


with as much profit 
and security 
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: San Gabriel, California ° 

. . . . - . . >. 

Clary s revolutionary Profit-Sharing Franchise has In- . . 
, . ' . , . _ 

Bined more dealers to witch to the Clare Genie ~ on . é- ase send me ae full information about the many — e 

4 - ° 

: , advantages of a Clary franchise. . 

stay with it—than to any other make! Here’s why: In addi- etic ics — ° 

tion to a normal trade discount plus a cash discount and : Name 7 

. . ° sd - 

plus sales bonuses — Clary actually shares with you its ° ° 

rofits on your over-quota sales. And because the easy-to- © = Store . 

. »” ° . 

sell Clary is the most quickly accepted machine in his- o iff ™ 

tory. you're sure t ke more money! ° . 

‘ ° City ( ) State . 
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... mail this coupon today —_———_—_ 


OFFICE APPLIANCES, November, 19517 143 




















on these cards were sorted out as to territories and 
passed out to our salesmen to be used as follow-ups 

At the show, several sales were made and it is ex- 
pected that many more will result from the follow-up 
of the cards. 

The following furniture lines were displayed: Stow 
& Davis, W. H. Gunlocke Chair Co., Hoosier Desk Co., 
Indiana Desk Co., Imperial Desk Co., Jasper Chair Co., 
Rockwell-Barnes Co., Bright Furniture Co., Thomas 
Furniture Co., Metal Office Furniture Co., lamps by Sil- 
vestri and Chipman, and rugs and draperies by Stan- 
port Manufacturing Co. 





Transylvania Opens New Lexington, Ky., Store 


In making a move to a new location at 139 W. Short 
St., completely remodeled and enlarged, the Tran- 
sylvania Printing Company of Lexington, Ky., has com 
bined its retail store with the office furniture depart- 
ment, all in one building. The printing plant is still 
located on E. High St., but the printing office is in 
the new store. The firm also maintains a warehouse 
at 302 N. Ashland Ave., which provides more than 
6,000 square feet of floor space for storing office fur- 
niture and surplus merchandise 

This is Transylvania’s 79th year in business and the 
firm had been in its old location at 108 N. Upper St., 





MODERN TRANSYLVANIA FOUNTAIN PEN 
DEPARTMENT IN FRONT OF NEW STORE 





FRONT VIEW OF NEW TRANSYLVANIA STORE; STEVEN ALAN DENNY IN ACTION AT FATHER’S DESK 


Soon after the opening of the new Transylvania Printing Co., new 
store (left) at Lexington, Ky., the 2'2-year-old son of the firm’s 
president, Gayle M. Denny, provided an interesting camera study at 
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for 28 years. The building now occupied at 139 W 
Short St., had been owned by the company for some 
18 years and for the past four years had been useq 
as the office furniture store. The old building was 
completely remodeled and a two-story addition built 
on to the rear, this housing the shipping department. 
offices on the first floor and bookkeeping offices ang 


SECOND-FLOOR DISPLAY OF G-F FILES, 
DESKS AND CHAIRS AT TRANSYLVANIA 


office furniture displays on the second. The entire 
second floor of both the old and new buildings is now 
devoted exclusively to the display of new furniture. 

The very latest type of lighting has been installed, 
along with acoustical ceilings and the building has 
been equipped with a sprinkler system throughout. A 
new combination heating plant and air conditioning 
unit was installed. At the present time the firm is 
not using refrigeration for air conditioning but util- 
ized forced air circulation. 

Transylvania features the General Fireproofing line 
of metal office furniture which includes the Superfiler, 
Goodform chair and Modemaker desk. Also displayed 
are the Leopold and Shelbyville lines of wood furni- 
ture, along with Gunlocke and Milwaukee chairs. 

G. M. Denny is president of the concern, founded 
in 1872. 





his father’s desk. The proud parent explains that he believes in 
starting his boy out early using General Fireproofing Modemaker desks. 
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For instance, “Y and Ek” ’s Direct Name System 
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The Franchise that means quality 
merchandise may be open in your 
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} 
OFFICE APPLIANCES, November, 1951 145 














Sturgis Allocates Chairs by the Pound 

The Sturgis Posture Chair Company has announced 
that its chairs will be apportioned to Sturgis dealers 
by weight instead of dollar value. According to R. M. 
Matthews of the Sturgis sales department, who was 
interviewed at the NSOEA convention, the switch to 
pounds was necessary because the company is allotted 
steel by the government on a pound basis. “It’s the 
only fair way we can divide the steel supply among 
our dealers,’ Mr. Matthews stated 


Sturgis builds a complete 
line of executive, steno- 


graphic and reception chairs. All are made of steel. 
Its production is geared to the steel supply. When new 
cuts in the CMP steel allocation for the fourth quarter 
were announced, a pound of steel acquired new im- 
portance. 

Fourth quarter steel allotments slashed Sturgis por- 
duction. If more cutbacks are made as expected in 
1952, the company will be forced to lose a large num- 
ber of highly skilled craftsmen. Still more serious, 
from a long range standpoint, is the desperate need 
of Sturgis dealers for merchandise 

Management decided against cheapening the line 
by the use of lighter gauge steel. They also vetoed 
cutting the line down to only a few models. Sturgis 
sells only through dealers and declares that its progress 
is a direct result of a close partnership with them. 
As a reflection of faith in its dealers and factory repre- 
sentatives, the Sturgis answer to the steel cutback is, 
“chairs by the pound.” 

In arriving at an allocation in pounds, dollar pur- 
chases which were the basis of the old allocation sys- 
tem, are used as a yardstick. The percentage of total 
sales in dollars is applied against the total pounds of 
steel in the CMP allotment. The result is an alloca- 
tion in pounds. A dealer can spend his pounds any 
way he wishes. For example, there is about the same 
amount of steel in the No. 1200, No. 1800 and No. 1805 
Yet the No. 1800 and No. 1805 dollar value is consider- 
ably greater. A dealer who does a sound selling job 
can still keep his profits at a satisfactory level by using 
his pounds wisely. 


Mr. Matthews pointed 
out that the background of 


events which produced the allocation in dollars, and 
finally in pounds, started even before the emergency, 
when Sturgis was turning out steel office chairs at a 
record clip. A new building in Sturgis and expanded 
facilities at Charleston, S. C., upped production. Never- 
theless, both factories were straining to keep pace 
with orders. That was the situation when Korea 
erupted 

Allocations were set up at once to make sure that 
all dealers would get an even break. Although most 
dealers could sell more chairs than they could get, 
they could count on a fair share based on their past 
purchases in dollars. Translating the dollars to pounds, 
under the new system, still assures the Sturgis dealer 
of his share and gives him a selling chance to keep 
his profits up. 





Sell Corporation Appoints Representatives 

Two new sales representatives have been appointed 
by Sell Corporation. They are Don Consodine for 
Oklahoma and Arkansas and Joe Gordon for Missouri. 
Iowa, Kansas and southern Illinois 
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Ads Promote Personal Relationship 


The more people we know personally the more busje 
ness we will do if ours is a good office supply storg 
Everything we can do to get people acquainted nof 
only with ourselves, as owners or managers, but with 
the men and women who work for us as well, wil 
help to bring about the “personal relationship” thag 
customers prefer in the firms with whom they dg 
business. 

One way to do it is shown herewith. It’s the wag 





We take pride in introducing our staff 
During RET ALQUASNTED WEEK: 
Z| 


A 1| Fé fm 
cs | v. | i 


these are the people 
who SERVE YOU in our Store 


Come in and get acquainted with all our lines 








of office supplies. We cater to comfort and ef- a 
ioe ficiency in YOUR OFFICE! a) 
«-} >a 
a EXCLUSIVE SALES AGENTS oe | 
— Shaw-Walker Co. Underwood Typewriters . il 
“Ey National Blank Book Co. © Leopold Desk Company 
t. Do-Mor Chair Company {2s} 
- —/s 
- Everything For The Office Since 1924” Ww 


co. Bartlesville e) 
«Stationery Company > | 








THE BARTLESVILLE WAY—This type of advertising was used by the 
Bartlesville Staty. Co., Bartlesville, Okla., as a means of securing a 
more personal relationship between store, customers. 


the Bartlesville Stationery Company of Bartlesville, 
Okla., recently secured attention through a newspaper 
ad entitled “Get Acquainted” which presented the 
store personnel in cartoon form. 

Every customer likes to do business with people he 
can call by name. He feels a closer bond exists that 
will insure him better treatment by that firm. Get- 
ting acquainted is one of the oldest proven methods 
of building a sound business and a large clientele 
that makes that business profitable—EWF 





Ditto Opens Western Regional Headquarters 


Ditto, Inc., occupied its newly-established western 
regional headquarters August 15, leasing a building 
at 703 E. Fourteenth St., Oakland, Calif. 

Remodeled with new offices and other facilities, this 
building will become the company’s western regional 
headquarters and home of the western printing divi- 
sion, serving six western branches and 45 dealers. 

New and modern equipment has been installed for 
production of printed business systems forms for use 
on Ditto equipment in which the company specializes. 

H. G. Denyven, who has managed Ditto Press in 
Cincinnati, Ohio, for the past 10 years, has been 
transferred to the Bay area to manage the western 
printing division. W. M. Hinton, western sales man- 
ager, and John Mangels, western dealer sales manager, 
will have offices at the Oakland headquarters. 
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. . GET MORE PROFITS! 









GUEST CHECKS 




























e 
c 37 different styles, 
' * tock = 
i 4 A complete line = "ee — 
oi of popular, fast- print, bend or beard 
p / ; 7 . - « Stebbed ond 
. moving items in plain, single ond 
: - ce wide variety of duplicote styles. 
e ; 
ee 6 sizes, styles and 
e 4 qvality. ™, 
e > . > 
Yi ENNIS SHIPPING TAGS 
a~ % Steck or printed-te- 
fp 8 order all weights 
J and colors. Single or 
< gongs, with or with- 
. eut fasteners eat- 
. Q teched. 
7 
] 
} 





| TAG & SALESBOOK CO. 


Manufacturers of Paper Products 
FACTORIES AT ENNIS, TEXAS ° CHATHAM, VA. 


Branches in Houston, Dallas, Birmingham, New 
Orleans, Albuquerque, los Angeles, Denver 
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Talk Quality Office Furniture, He Suggests 

“Low-price economy stock should be separated from 
the quality lines” believes Clarence Fischer, manager 
of the office furniture department of Dameron-Pierson 
Stationery Company, New Orleans, La. He suggested 
that broken lines and popular price items should be 
kept on the balcony, and shown only after the cus- 
tomer had been exposed to the quality lines on the 
first floor, and had requested popular price merchan- 
dise. 

“Our better lines are arranged near the front of 
the store in order to meet the eye of anyone intending 
to go upstairs, and frequently he changes to something 
better than he originally intended to purchase,” con- 
tinued Mr. Fischer. 

“Nationally advertised lines are stressed, both in our 





DISPLAY AT DAMERON & PIERSON’S, NEW ORLEANS 


One 
which recently caught the eye of passersby was fitted 


newspaper advertising and window displays. 
as a professional office. Art Metal desk, chairs, sec- 
tional bookcases and a hat rack were shown, the gray 
metal and the red and green upholstering of the chairs 
and settees offering a pleasing contrast. On the desk 
was an indirect lighting lamp, and a complete desk 
set.” 

“While dealing chiefly in office outfitting, we do not 
neglect the little things,” added Mr. Fischer. “Remind- 
ing people of little items they need daily, but which 
they frequently neglect to buy, brings them in to the 
store, again, often to purchase merchandise of higher 
quality than they would otherwise have bought. A 
note we sent to many executives said, ‘Office supplies 
for fall. When you need a paper punch, waste basket, 
cash box, gum tape, and pencils, you can obtain all 
of the leading brands at reasonable prices here.’ Phone 
us or write us for prices or for a representative to 
call on you’.” If only a quantity were needed, the 
letter frequently was passed to a secretary, while if a 
large order was to be placed, a phone call was usually 
made to ask one of our representatives to call.”—WBS 





George Deutsch Now a Texas Traveler 


George C. Deutsch has become associated in business 
with his father, Fred Deutsch, calling upon dealers in 
Texas, Oklahoma, Arkansas and Louisiana. The senior 
Deutsch is well known throughout the Southwest and 
served some years ago as president of the Texas Trav- 
elers Club. Companies whom he serves as manufac- 
turers’ representative include Jasper Chair Company, 
Invincible Metal Furniture Company, Sturgis Posture 
Chair Company, Central Desk Manufacturing Com- 
pany and C. L. Barkley & Company. Both father and 
son used time to advantage in the exhibits of several 
of their companies at the recent NSOEA convention. 
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Business Stationers Takes New Chicago Location 


October 1 was the official opening day for the neg) 
home of Business Stationers in the Palm Olive Build# 
ing, 919 N. Michigan Ave., Chicago, Ill. Because of itgy 
layout, design and general decorative scheme the neg 
establishment is described as a “first floor store og 
a second floor location.” 

With a total space of 2000 feet, Ray Eichenlaub, 
Service Steel Products Company, laid out the store 
with 1000 feet of working space and 1000 feet of stock- 
room, to the entire satisfaction of the owners. White 
ceilings, light green walls and indirect lighting produce 
a pleasing effect in perfect harmony with metal fix- 
tures and shelving, which are finished in light wood 
graining. 

In addition to offering a complete line of office sup- 
plies and equipment, Business Stationers has a rental] 
library and a full greeting card department as persona] 
services for drop in trade. A fountain pen department, 
including repair service, also caters to drop in cus- 
tomers. A small illuminated display in the first floor 
lobby of the building is an effective invitation to 
passers-by to step up stairs and shop. 

Business Stationers was organized about three years 
ago by Al Shermer and Don Thompson, both of whom 
had been connected with Horders, Inc., Mr. Shermer 
for 22 years and Mr. Thompson for 16. Since 1948 the 
partners have developed their business to high points 
of service and volume. 





Koh-l-Noor Pencil Appoints E. L. Rosenberry 

Koh-I-Noor Pencil Company, Inc., has announced 
the appointment of Eugent L. Rosenberry to represent 
the firm in the southeastern territory. Mr. Rosenberry 
is well-known to the trade and assumes his new duties 
with a fund of pencil knowledge gained over a long 
period in the industry. 





SOMETHING NEW AND DURABLE 





Neither flame, nail polish remover, correction fluid, nor the mid 
morning coffee are said to hold any terror for this desk, thanks to 
its plastic-baked finish. This finish, called Protec-top by its maker, 
Marblette Corp., 37-21 30th St., Long Island City, N. Y., was one 
of the many new products shown in office furniture showrooms 
throughout the nation during the recent National Office Furniture 
Week. Members of National Office Furniture Assn. in 69 cities im 
22 states took part in this annual event. Agnes Peterson, president 
of the New York State chapter of the National Secretaries Assn. 
registers surprise at what is going on atop her desk. The plastic 
varnish is sold in drums to manufacturers only by Marblette Corp. 
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R.C.Allen 


BOOKKEEPING MACHINE 





at an 
amazingly 


low price 











R. C. Allen Business Machines, Inc. 
680 Front Ave., N. W., Grand Rapids, Mich. 


Send me complete information about the new R. C. Allen 


Bookkeeping Machine 
NAME 

FIRM 

ADDRESS 


CITY STATE 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W., Grand Rapids, Mich. 


ADDING MACHINES * KEY ELECTRIC CALCULATORS * BOOKKEEPING 


MACHINES * ASH REGISTERS * TYPEWRITERS 
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Posts statement, ledger and proof journal sheet 
simultaneously. 


Easily changeable bars make numerous applications possible 
on one machine. 


Credit balance and all credits printed in red. 

Anyone can operate with a minimum of instruction. 
Front feed carriage for fast insertion of forms. 
Complete proof journal. 

Keyboard dates include month, day and year. 
Descriptive characters — additional columns available. 
Beautiful new green finish harmonizes with modern 
office interiors. 
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H.C.Allen typewriter... 


better LZ] ways | 
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Typing is easier because the R. C. Allen has all the features. Smoother acting line space lever 
... instant margin set... new touch... self-centering bail .. . and 23 other features. They all 
combine to make a typing machine of smart appearance and new dependability. ine 
For 

Selling is easier because the R. C. Allen ‘‘Standard”’ is an item of reputation... pre-sold Bo? 
for you through continuous and intensive national advertising of the R. C. Allen name. It always Me 


pays to sell the best. nla: 
Write today for complete information to 1 


R.C.Allen Business Machines, Inc. “ 


ent 
680 Front Avenve, N. W., Grand Rapids, Mich. 
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J. D. Farr Promoted by Royal Typewriter 


J. D. Farr, formerly southern sales manager of Royal 
Typewriter Company, Inc., recently was appointed 
office machine sales manager with headquarters at 
Two Park Ave., the company’s executive office, accord- 
to D. B. Starrett, Royal’s vice-president in charge 
I sale ~ 

Mr. Farr joined Royal as a salesman at Knoxville, 
Tenn., in 1934. In 1936 he was selected to manage the 


ing 
Mis 


J. D. FARR 





company’s Montgomery, Ala., branch, and in 1937 he 
was transferred to Charlotte, N. C., as district branch 
manager. Mr. Farr was promoted to the post of as- 
sistant sales manager, office machine division, in 1947. 
The following year he was appointed southern sales 
manager. In this capacity, Mr. Farr was responsible 
for the sales activities in all Royal’s southern branches. 





Copeland-Chatterson, Ltd., Builds Addition 


Copeland-Chatterson, Ltd., Brompton, Ont., de- 
signers and makers of business systems and supplies, 
is expanding again and expected to have the use of 
the new addition by the end of October. 


The new addition is 100 feet long by 73 feet wide, 
ynsisting of two floors 
This was the first loose leaf company in Canada and 


is still the only complete firm of its kind in the nation. 
Prominent in the firm’s history were A. E. Chatterson, 
just recently deceased, and his brother-in-law Robert 
Copeland, also deceased. They were the originators 
f many loose leaf items now in general use. 
Copeland-Chatterson, Ltd., has been forced to make 
his extension to its plant because of expanding busi- 
ness. It has carried on a campaign of plant rehabilita- 
tion since equipment became available after the end 
of the war. Two hundred persons are employed and 
the goods are sold from coast to coast. 





Moore Corporation, Ltd., Expands 

With business flourishing, the Moore Corporation, 
Ltd., is to open another establishment, at Beauceville, 
Quebec, under the name of Moore Business Forms, Ltd., 
The new, one-story building will be completed by the 
spring of 1952, and in creating a new industry in 
Beauceville, will greatly improve the city’s economy. 


The municipal yueduct constructed a year ago at 
Beauceville was a factor in the choice of that city for 
the building sit ince an adequate water supply is 


necessary for fire protection. 

The Moore Corporation, Ltd., has many subsidiaries, 
including Moore Business Forms, Ltd., Moore Business 
Fo! Inc., F. N. Burt Company, Inc., Dominion Paper 
Box Company and the Kidder Press.—RC 





Marvin Increases Warehouse Space 

Marvin Envelope & Paper Company of Chicago 
planned on November 1, or close to that date, to move 
to larger quarters at 2040 W. North Ave., Chicago 47, Il. 

This building of four large floors and basement has 
been completely remodeled and enables Marvin to 
Carry out its expansion program by doubling the pres- 
ent warehousse fice facilities 
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DEALERS EVERYWHERE are saying: 





"WE LIKE TO SELL MARKWELL 
Pasten-ating PRODUCTS!” 





PLEASE WRITE FOR 
DEALER DISCOUNTS AND CATALOGUE 








inate 


/ 200 HUDSON STREET 
NEW YORK 13, N. Y. 
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\\~ improved 


Waste 
Baskets 


guaranteed 
5 years 


New Vul-Cots sell because colors 
don't chip off—rims don't break! 
Made of hard vulcanized fibre, 
they are light weight, noiseless, 
durable and attractive. Exclusive 
bonded seam construction gives 
added ap- 


pearance. Easy to handle—easy 


strength— improves 


to clean—they are practically 
indestructible, don't crack, 
splinter, dent, rust or corrode. 
Cut maintenance and replace- 
ment costs—save money on han- 
dling waste. Because Vul-Cots 
offer your customers more for 
their money —there's more money 
for you in selling Vul-Cots. Write 
today for catalog price sheet— 


Dept. OA-11. 


The Round Taper—most popular of 
all Vul-Cots for general office and 
schoolroom use. Takes up small space, 
is neat and attractive. Two sizes, 
nos. 2 and 3. 


The Square Taper—ca distinctive 
style, popular with executives and 
ideal for reception or board rooms. 
One size, no. 5. 


The Round Straight—specially de- 
signed for washrooms, basements, 
ticker rooms, lobbies, shipping and 
mailing rooms. Two sizes, nos. 
and 10. 


Colors—aAll sizes made in standard colors—maroon-brown and 
olive-green. Gray also available for use with gray 


office furniture. 
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Monroe Promotes Fred R. Sullivan 


The promotion of Fred R. Sullivan to the post gf 
vice-president of the Monroe Calculating Machine 
Company has been announced by W. G. Zaengleip 
president. Mr. Sullivan, who is 37, and was formerly 
controller, wiil be in charge of the company’s account. 
ing and budgetary functions, its organizational struc. 





JOHN M. McEVOY FRED R. SULLIVAN 


T. R. ELSMAN 





ture, and general administrative duties. “The growth 
of our company, with construction of plants in Morris 
County, N. J., and Amsterdam, Holland, requires par- 
ticular attention to our organizational development, 
said Mr. Zaenglein. ' 

The company also announced the retirement, due te 
illness, of Duncan D. Richardson as vice-president in 
charge of finance, and the appointment of John M 
McEvoy, secretary; T. R. Elsman, controller, and Mrs 
Fannie Altemus, assistant secretary 





Henry S. Ross Buys Joplin Firm 


Henry S. (Bus) Ross, young Joplin, Mo., businessman, 
who three years ago purchased the Osterloh book store 
and has been operating it since, announced in Septem- 
ber that he has purchased the Southwestern Stationery 
& Bank Supply Company, 625 Main St., Joplin 

At present, Mr. Ross is operating both businesses, 
but intends to incorporate under the name of Ross 
Office Outfitters, Inc. The business, acquired from 
Ralph Kettler, president and manager; Ted Warkentin, 
Bob Scott, Winfield White and Jeff Kendall, will retain 
franchises held by the Southwestern company, includ- 
ing that of the Art Metal Construction Company. The 
firm will also continue to handle commercial station- 
ery, office supplies and fixtures, bank supplies, printing 
and gift items 

Ralph Kettler has no definite plans, while Messrs 
Warkentin, Scott and White operate similar businesses 
in Ponca City, Oklahoma City, and Lawton, Okla. 

Mr. Ross, a member of a well known Joplin family, 
is a member of the retail committee of the local Cham- 
ber of Commerce, and is active in many civic affairs 

EEG 
195! 
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3 basic business benefits 





Use these KEY POINTS 


in selling the new 
Art Metal SPEED FILE 








M |The new Art Metal SPEED FILE meets your customers’ 1. Guides in full visibility on opening drawer. 
2. Rigid front — expansion drawer back. 

3. Opens and closes like standard file. 

4. Contents slope backward 3‘ inches — 


three “great desires’: —(1) Saves space —every drawer 
provides an added 31/2 inches of back-to-front filing space; 


(2) Saves time — Speed File is simpler and easier, faster in automatically. 
n,| filing and finding; (3) Saves money—literally pays for 5. Full-height drawers take standard file guides and 
re}. ; : folders. 
n- | itself by reducing payroll and maintenance expense and by 6. Speed-File Spacers divide contents of file for fast, 
| lifetime efficiencies. easy filing. 
- 7. Snap-Out Guide Rod — Just press down and pull 
ss} ltis good business now to equalize your profits by “trading out. 


8. Time-tested, Art Metal ball-bearing roller, side- 
apse ; : arm suspension. 

mi ment that is first in operating efficiencies and enduring 9. Maximum usable filing space — full depth of 

ne | Values. drawer. 


up.” Feature the finest. Put all selling emphasis on equip- 


| As always, we are making every effort to provide a sufh- 
cient supply of the finest office equipment — the kind that 
helps your business as well as your customer's... Art Metal 
Construction Co., Jamestown, N. Y. 


For over 60 years the hall-mark of fine busi- 
ness equipment... office desks * chairs * files 
safes and visible indexing equipment. 















O10 Town 


SUPER-KLEEN 


_____ Spirit Carbon 


ee Super-Kleen turns ‘‘thumbs down" on carbon copy hands! 
This truly amazing spirit carbon, with the sealed in ink, 


doesn't rub off on fingers and clothes. 


Make this test. Pick up a sheet of Super-Kleen. Rub your 
hands across the smooth, clean surface. RESULT: Your 
hands will not show the faintest trace of ink. Even the 


edges are sealed. 


Insert Super-Kleen in typewriter and start typing. The 
pressure of the keys breaks through the moisture-proof, 


gives you hundreds of high-quality copies on your OLD 


cturers of DUPLICATING MACHINES 
Salen PAPERS - RIBBONS 





750 PACIFIC STREET ¢ BROOKLYN 17, NEW YORK 






Fargeatly Mated 


BECAUSE THEY'RE MADE FOR EACH OTHER 


010 Town O10 Town 
Super ~Khoew - G pit” 
Spirit Carton Duplicator 


Tegether they reproduce hundreds of brilliant, high- 
quality copies in a matter of mere minutes. 
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protective covering and the brilliant Old Town carbon ink | 


TOWN SPIRIT DUPLICATOR in a matter of minutes. 
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Smith-Corona Appoints Four in Field 
L. C. Smith & Corona Typewriters, Inc., through 
B. J. McCormick, vice-president, recently announced 
the appointment of four new home office field repre- 
sentatives—Edward K. Mark, Robert W. Galland, 
Daniel Feldman and William J. Buckland, Jr. 
Mr. Mark was promoted to his new position from 
that of retail salesman in the Smith-Corona branch 
Washi! D. C., and will assist portable 


office in 
hy ae 
f ~ ” 


<:% 





EDWARD K. MARK ROBERT W. GALLAND 





@r 


W. J. BUCKLAND, JR 


DANIEL FELDMAN 


machine dealers in the Balti- 
Va., and Washington, D. C., 
making his headquarters in Wash- 


typewriter and adding 
more, Md., Richmond 
branch territoris 
ington 

Mr. Galland idquarters will be in the Newark, 
N. J., branch office and his territory will be that 
covered by the Newark, Harrisburg and Philadelphia 
branches. Befor‘ s appointment as home office field 
representative he s a successful wholesale salesman 
in the company’s New York City branch 

Mr. Feldman work with Smith-Corona dealers 
in the Brooklyn, N. Y., branch territory, and will make 
his headquarter the Brooklyn branch. He was pro- 
moted to his position from that of a wholesale 
salesman in the New York branch 


Mr. Buckla been manager of the Smith- 
Corona district office in Spokane, Wash., until his 
appointment as field representative. He will make 
his headquarte1 Seattle, servicing dealers in the 
territories of the 


Portland, Ore., Salt Lake City, Utah, 


and Seattle, Wa branches 





Weber Brothers Firm Makes Appointments 
Weber Broth Metal Works, manufacturing W-B 
expandable post trays and stands, has appointed 
Harry Henkel A iates to represent the firm on the 
West Coast. Headquarters will be at 434 Eliis St., San 
Francisco, Calif. Earl Otta has been appointed to 
cover the southwestern territory with headquarters at 
6322 Ellsworth St., Dallas, Tex 
1951 
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SMOOTH 
BEAUTIES! 





You can say that again—and 
again—about Weldon Roberts Erasers. 
Make money every time you say it to your customers. 
They will appreciate the uniform beauty, convincing 
smoothness and precision performance of Weldon 
Roberts Erasers in saving time, tempers and eliminating 
messy erasing and the need of rewriting 
an entire piece of work. 


FEATURE THESE 

THREE VOLUME-SELLING NUMBERS 
FOR BUSINESS 
AND GENERAL 
USE 







2020 MASTER PINK. 
Medium sized, soft pink 
super-quality eraser of 
handy elliptical shape. 
a Ideal tor pencil work and 
cleaning; for drawing 


and for general use 


\ 
* 
3h, 


340 CORAL PINK. A soft, 
smooth pink eraser for 
pencil writing. In im- 
mensely popular “stubby” 
double-beveled shape. A 
big selling number for 
general, ofhce, drafting, 
art and school use. 


399 TRI-PLY. The orig- 
inal, superior, 3-layer 
eraser for typists. Two 
outer plies of red pencil- 
rubber for smooth, clean 
erasures on originals and 
carbon copies; center ply 
of soft gray ink-eraser 
for a single letter or a 
complete line 


Write for our Illustrated Price List NOW! 
WELDON ROBERTS RUBBER CO. 
Newark 7 N. J. 


America’s Foremost Eraser Specialists 


Walden Roents Enanend 
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Outlasts, Outsells , ° 


. cme e hy 
e Py ° i -* JY 
« 


* “UNCONDITIONALLY GUARANTEED 


say 650,000 satisfied users. Tests prove 
that TUFIDE outlasts leather 5 to 
TUFIDE is the hottest seller in years say 
leading dealers. You'll say the same when = “| 
you stock and feature America’s largest : 
selling, most durable line of business and 
| school cases. TUFIDE Jooks like leather 
} ... feels like leather . . . yet outwears leather 
Reason enough why TUFIDE~- and 
TUFIDE alone—is UNCONDITIONAL 
| LY GUARANTEED 5 FULL YEARS! 
' 
| 


POWERFUL PROMOTION 
HELPS YOU SELL! 


Consistent, hard-hitting national adver 
tising pre-sells your customers on 
TUFIDE. Plenty of merchandising helps 
too. To top it all... TUFIDE offers you 
protected profits. 


*Proved by abrasion tests conducted 
by independent laboratories 





Be = Write Today for 
Prices and Details 


Stebeo Products 


(Established 1918) 


1401-17 West Jackson Boulevard Chicago 7, Illinois 


7% 
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Leather Stol! 45(\ 


More Station ery Stores 
Are Ba 99ging Bigger 


Tufide-and Only Tufide 


? 





. 5 YEARS! a. 
TUFIDE is the toughest business case made ~ | 
) 














Lawrence S. Gleaves is Promoted 

Federal Business Products, 90 Gold St., New York, 
N. Y., has announced appointment of Lawrence §, 
Gleaves as vice-president in charge of sales. Larry, 
as he is known in the industry, goes to Federal with 


LAWRENCE S. GLEAVES 


29 years of specialization in business forms and sys- 
tems, including a great deal of experience in the design 
of loose leaf forms. 

He started his career with the Charles R. Hadley 
Company, in 1922, as their representative in the Denver 
territory, and later sold in Los Angeles before being 
made northwest division manager. In 1930 he was 
appointed eastern division manager. Most recently, 
Mr: Gleaves was with the C. E. Sheppard Company. 





Savannah Firm Buys Old Landmark 

The historic old City Hotel property at 19-23 Bay St., 
W., Savannah, Ga., has been purchased by the Review 
Company of that city handling office equipment and 
supplies as well as printing and engraving. 

The City Hotel, one of the staunchest buildings in 
Savannah, dates from at least the early nineteenth 
century. Its walls are of solid brick 18 inches thick. 
With its wide stairways, polished balustrades, wide 
handhewn flooring and spacious rooms, it represents 
the acme of construction in the days in which it was 
designed and built. 

It is planned to remodel and move into this building 
shortly after the first of the year. Architects of the 
Review Company are now working on plans that will 
bring the building up to modern functional efficiency 
and still retain as much as possible of the old historic 
beauty and character as possible 

The building has a 60-foot frontage and 90-foot 
depth and comprises four floors over a basement 


Wading Wells vss 


Miss Betty Baker, daughter of Mr. and Mrs. William 
J. Baker of Jasper, Ind., became the bride of William 
Litchfield, son of Mr. and Mrs. George A. Litchfield, 
also of Jasper, September 2. The bridegroom, whose 
father is well known to this industry through his 
connection with the Jasper Chair Company, will be 
remembered as a member of the Indiana state cham- 
pionship Jasper basketball team. He is in the Naval 
Reserve and has just returned from a six weeks’ officer 
training course at Treasure Island, California. After 
a short wedding trip, the couple planned to live at 
Hanover, Ind., where Mr. Litchfield is attending Han- 
over College. 





Miss Joanne Thomas, daughter of R. N. Thomas, 
vice-president of B. L. Marble Chair Company, Bed- 
ford, Ohio, and Mrs. Thomas, was married on October 
6 to Albert H. Martin. A wedding breakfast and recep- 
tion was held at Acacia Country Club, Cleveland, Ohio. 
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Get it all... Get it always 


Sell PEERLESS IMPERIAL and get all your Customers Business 





Another PEERLESS IMPERIAL Profit-maker: 












If you vet around—and what alert Dealer 


doesn't ve know that recently there has 
been a tremendous increase in the use of 
carbon paper I bbons 

Your customers are using carbon paper 
ribbons for record work, for tabulating re- 

| production r photo offsetting office forms, 
| catalogues iles literature, etc. 

PEERLESS IMPERIAL makes a com- 
plete quality line—in fact, we have a special 
department devoted to carbon paper rib- 

bons. We use only the finest rag tissue, 










strong enough to prevent cutting through. 
Our ribbons produce cleaner, sharper, more 






he intends c that lines 
1ed and necessary measurements for r 














niform impressions. Available in 5 weights 
and 3 finishes for all requirements de with the minimum of inconvenience 
The advantage of being a PEERLESS Contractor. The Contractor shall, 
IMPERIAI Dealer is that you get man) 1g or construction lines or grades as 
such exceptional profit opportunities. If you t f the Engi 
ire not yet handling this rapid seller, our Se meseuremess ¢ ? ngineer an 
experience will help you get this business of the latter. No special compensat 
from your customers. In fact, we'll be glad the Contractor of any of the work or d 
to help yo “Ger it ALL.... Gee d d ki h 
IT ALWAYS and grades, or making other necessa 
T} a sample of the work turned cx» br * such « ill be « sidered 
oul PEERLESS IMPERIAL 
Carbon Paper Ribbons. 


PEERLESS- “IMPERIAL CO., INC. 


28 Peerless Place, Newark 5, New Jersey 


l . 





"A Great Name WW Carbons ” naeeis carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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Hold Your Customers... |‘ 








Dealers who would like to 
hold their market in the palm 
of their hand should quickly 
investigate the Selling Power 
of Alma’s Wise Economy! 


Alma Desks have every- 
thing that appeal to today’s 
discriminating buyers...qual- 
ity of construction, versatility 
of design, smart styles for 
any taste and prices that can’t 
be equaled! 


Use the Alma Wise Economy 
Key to unlock the door to new 
sales... bigger profits. Stock 
Alma and you'll hold your 
market in your hand and 
keep it there! 














BETTER DESKS ARE MADE OF WOOD 





ALMA DESK 
COMPANY 


HIGH POINT, NORTH CAROLINA 


Wise 





Economy 
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Ennis Tag Announces Personnel Changes 

The Ennis Tag & Salesbook Company of Ennis, Tex., 
has announced changes in personnel coincident with 
expansion moves and addition of a new warehouse. 

A new branch sales office and warehouse has been 
located at 828 Gratiot St., St. Louis, Mo., where will 
be carried complete stocks of all Ennis products as 
well as a complete line of typewriter and pencil car- 








J. 0. LAWLEY 





— 8 . 
LLOYD B. JOHNSON, JR. 





TOM BLAKELY 








JOHN McKIM 








dons and ribbons manufactured by the Ennis affiliate, 


the American Carbon Paper Manufacturing Company. 
John A. McKim, former manager of the Ennis branch 
in Dallas, Tex., has been transferred to St. Louis as 


branch manager, serving the dealers and jobbers in 
Missouri, Iowa, Nebraska, Kansas and southern Illinois. 

Martin K. Stuckey, formerly with the Clements Pa- 
per Company of Nashville, Tenn., has been employed 
as a Sales representative in the Tennessee and Ken- 
tucky territory headquarters at Chattanooga, 
:@nn 

Charles C. McDaniel has been transferred from the 
post of salesman in the central Texas territory to 
oranch managership in Dallas. J. O. Lawley, formerly 
with the Kemper-Thomas Company, has been secured 
a8 Sales representative at Dallas. 

Lloyd B. Johnson, Jr., formerly sales manager of 
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FOR SELLING ME 
A GREGSON CHAIR! 








Gregson Arm Swivel Choir 
(No. 53) and compenion Arm 
Choir (No. 51). Available in 
solid ook in light, softone, or 
lime finishes; ond welnut or 
mohogony finish on pecan. 
Upholstered in Tolex Plestic 
Lecthercloth, top-grain leather 
or buff leother. 


A satisfied customer is a big asset . . . and you are sure 
of customer satisfaction with every Gregson chair you sell. 


GREGSON CHAIRS are handsomely styled in a variety 
of woods and finishes. There is one to fit the taste of your 
fastidious customer. 


GREGSON CHAIRS are comfortable. You can work all 
day long with a minimum of fatigue. 


GREGSON CHAIRS are top dollar values. A popular 
priced chair line that is smart, handsome and comfortable. 
Dollar for dollar, you can't offer a better buy. 


YES ... your customer will thank you for selling him a 
Gregson chair. 


DEALER INQUIRIES INVITED 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and Schoo! Chairs 
LIBERTY, NORTH CAROLINA 
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JASPER TABLES 


Bat EP most edmasitell 


TABLE LINE 
for the 


OFFICE 
CAFETERIA 
STUDY HALL 


CLASSROOM 
LIBRARY 





No. T560 
30°" x 50°" 
30"' x 60" 


30"' x 72" 
With or without 2 drawers 





No. T1060 


34"' x 60" 
36" x 72" 
42"' x 9%" 
With or without 2 drawers 





Here are office tables designed to boost your table sales and 
satisfy your customers. Every unit uses Quality Materials and re 
flects Superior Cabinet Work. 


SPECIFICATIONS: Tops: 5-ply, 1" veneer banded with veneer 
edging. Tapered legs. All rails rounded. All interior material 
hardwood. 

Standard K.D. construction with heavy corner braces. Legs are 2!/, 
square at largest point with ample rounding on edge. Bases are 
finished in sateen sheen, with two finish coats after sealing. Tops 
receive three coats lacquer rubbed dul! 


FINISHES AVAILABLE: Light Ook, 
Walnut and Mahogany. 


Natural, School Brown, 


WRITE FOR COMPLETE LITERATURE 


JASPER TABLE 


ques «COMPANY, INCORPORATED cu 
JASPER INDIANA 
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the New Mexico School Supply Company, has beg 
named branch manager of the Albuquerque branch ay 
he will have supervision of sales and distribution 
Ennis products in the states of Arizona, New Mexigs 
the Panhandle of Texas and southern California. 
Dwight House, formerly manager of the Albuquerg 





HARRY W. HITCHCOCK 


GEENE HOLCOMB 


branch, has been transferred to the home office sal 
department at Ennis. 

C. Geene Holcombe, formerly of the Carpenter Pa 
Company in Fort Worth and Oklahoma, has joined q 
Ennis organization as territory salesman in the cent 
Texas territory formerly covered by Charles C. Mg 
Daniel. 

Most recently, the Ennis organization has comple 
plans for the opening of a branch warehouse in Min 
neapolis, Minn., which will be under the supervis 
of Harry W. Hitchcock. This branch was sched 
for opening on November 1. In addition, Ennis 
opened a branch sales office in Atlanta, Ga., under 
supervision of Tom Blakely. ; 








IN THE DAY’S WORK 


Sometimes the boss says, “Now here’s one for 
book.” Come to think of it, why shouldn’t every offi 
have a place to jot down some of the funny thin 
that happen there? It might make interesting read 
ing on the occasional days when shortages, prioriti 
taxes and regulations get a fellow sort of down. W 
may get around to starting one some fine day. ' 

Items like these, for instance, are too good to by 
laughed at once and then forgotten: 

Take the day we found one of the warehouse worker 
trying his hand at a typewriter. We expressed mil 
surprise but he assure us he knew nothing about typ 
ing. He explained his system this way, “I hit all 7 
keys and then erase what I don’t need.’ 

Even a lifetime acquaintance with office “boners 
did not prepare us for the shock of finding an ordé 
in our file giving instructions for shipment over th 
Eerie Railroad. 

Customers brighten up the day, too. For example 
there are those who send you an order with a thought 
ful note where you are to mail the bill 
any charge.” Wonder how they figure we stay & 
business? 

Tightening supplies of metal and the request that 
start saving typewriter spools once more was respon 
sible for the gag, “There’s no spool like an old spool’ 

Although someone in the customer’s office caught 
the error before it reached us, the original order haé 
been written for typewriter ribbons for an “El® 
Smith.” 

And we still laugh about the embarrassment of om 
of the girls when a male customer called and aske 
whether she had French curves. But our currel 
catalog lists them as “Curves, Amber.” Wonder if tha 
helps any?—GMD 
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= NEW LEONARD'S + DETROIT 
exigy PRODUCT 
erqu 
| FULL DRAWER 
| SUSPENSION 
. 
EIGHT ROLLERS 
| PER DRAWER 
FRICTION FREE 
SUSPENSION 
2 
FLUSH EXTERIOR 
SIDE & TOP PANELS 
Sa 
he NON-SLIP FOLLOWERS 
ntre 
Me 
leted 
Min 


ision 


FOR IMMEDIATE SHIPMENT 


luleg 
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/ f; 
Ilacross wood files 
| DESIGNED TO MATCH STEEL 
ft 
ling 
ead 
“a GREEN or GREY 
| Triple DuPont Lacquer 
ker 
- LETTER or LEGAL 
6 28" deep—52" tall 
ers 
irde 
the GLIDES on BASE 
nple 
ght 
y 
ty 
pon 
001 
ugh 
TELEPHONE LEONARD’S +: DETROIT 
ol | (UNIVERSITY DISTRIBUTORS 
- 2-1622 13025 WEST SEVEN MILE ROAD - DETROIT 35 
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Here’s the chair that’s making alert dealer; 

all over the country sit up and take notice, P 
° , r re 
The new companion piece to the Boling ne 
Executive Posture chair! (Shown below.) Ideal} tion 
for conference tabie groupings or a “9 
individual guest chairs} “Peo 
write 
: have 
Eye-appeal to attract interest .., yee 
craftsmanship to close the sale . . . that’s the oo 4 
rac 


story of business success with Boling} «, 
Stock the complete line and watch your Es 
u 
sales volume climb,} write 
are ¢ 
mac! 
smal 
realize immediate profits with Boling . ..j distu 
, a 
write today for our catalog in 


“Chairs for All Business.” It’s a fast 7. 
tir 
start to new sales jt pa 


Span 


And there's a quick way to learn how you can 






No. 8711 
Companion Piece 






No. 4858 
Executive Posture Chair 





5 
bo: HIGH POINT BENDING & CHAIR} =. 


Piette: == SILER CITY, NORTH CAROLINA) * 


162 OFFICE APPLIANCES, November, 1958 °FF 














il 


Georgia 


| He will 
156 School St San 


Weber Addressing Assigns Shannon T. Mason 


weber Adaressing Machine Company announces that 
t has transferred Shannon T. Mason to cover the 
entire West Coast, where he will represent the firm 
alling on stationers and office machine dealers 
throughout California, Oregon and Washington. 
"Mr. Mason did su n outstanding job in the south- 
n territory of New Orleans, Texas, Mississippi, 


7 $%‘SHANNON T. MASON 


A 


announces Joseph Weber, that 
n him to the entire West Coast. 
fice and warehouse space at 
Francisco 25, Calif. Any dealers on 
Coast wanting to contact Mr. Mason may 
him dire 





¢ 


ow 
Florida 


and 


it was decided to 


maintain 


the West 


serif 
Write LO 





Greeting Cards Help Sell Typewriters 


‘We found that stocking and showing a good selec- 
tion of greeting « pays big dividends in the sale 
f typewriters,” said Camille Duvieilh, manager of the 
John Duvieilh Typewriter Company, New Orleans, La. 
People coming to buy cards see our full line of type- 


writers. In order to call attention to our cards we 


have a rack in the center of the window, set on a 
i slowly revolving turnable, which contains a timely, and 
thel frequently chang selection. On either side of this 
track are di.played typewriters of half a dozen makes.” 
mG} “Another service which brings in many people is our 
purl plan of offering the use of a typewriter for $.35 an 
hour. Scores of people who have a few letters to 
nb,| write, yet do not wish to rent a machine for a week, 


ran 


ast! 


} Latin population in New 


les. 


| paper, typewriter paper 
i clips and other iten 


are delighted to fi that they can come in to use a 
machine for an hour or two or longer. We have a 
small semi-private office where they may write un- 
disturbed. Arranged on shalves are boxes of carbon 
second sheets, ribbons, erasers, 
and few customers leave without 
ecessities. Since there is a large 
Orleans we have found that 
1dvertise machines with both the 
keyboards.”—WBS 


purchasing a few 


lj pays to stock an 


- 
Spanish and Am«e 





Remodel Quarters of Tulsa Firm 
The Palace Office Supply Company, founded in 1913 
by Mr. and Mrs. James Constantine, on S. Boston 
Ave., Tulsa, Okla completely remodeling and mod- 
mizing the buildi1 
James Constantin« 1950. 


died in His widow, Mrs 


ive Constantins » aided her husband in starting 
he business, stil ; on the board of directors and 
he firm is heads their son, George Constantine. 
The majority of the Palace Office Supply personnel 
ave “grown up” with the firm. Included in the service 
ecord e Felix Salle 28 years and now on retire- 
ment Ray G. Castleberry, 25 years; H. M. Jack- 
sn, 29 years; E. M. Baxter, 25 years; Floyd J. Thomas, 

years; E. G. Weaver, 25 years; Fred Morganstern, 
W years: George 29 years, and Maude Barnes, 
4 year WLI 
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BASSICK 
DIAMOND-ARROW CASTERS 


— smooth - rolling, 
easy -swiveling casters. 
‘*Baco” rubber - tread or 
‘*Atlasite” hard composi- 
tion wheels. Types for 
wood and metal chairs, 
typewriter stands, etc. 


BASSICK 
RUBBER-CUSHION Guipgs 


ees broad, flat 


ened steel base , polished, hard- 


makes furniture 





NOMAR 
CUPS AND SHOES 


keep desk legs from yp 
ogi inoleum, etc. 
aging rugs, lino 
Glove-fitting square rubber 
shoes or round and square 
‘* Atlasite” cups. 





SELL BASSICK 


Make your store headquarters for nationally- 
advertised Bassick products, and profit from the 
prestige of representing the world’s largest line of 
casters and floor protection equipment. THE 

BASSICK COMPANY, Bridgeport 
; 2, Conn. Division of Stewart- 
Warner Corp. Jn Canada: Bassick 
Division, Stewart -Warner-Alem- 
ite Corp., Ltd., Belleville, Ont. 











THE ACCENT IS ON... 
Added Profits For You! 


Reproduced below is the current Kil-Klatter 
advertisement which is appearing in leading 
office and business publications. It tells an 
efficiency story that will mean more Kil- 
Klatter sales and more profits for you. 


IN THE FULL SENSE 
_ OF THE WORD... 


KIL-KLATIER 


i ii ie 


PADS MAKE YOUR OFFICE 


«quiet-er” 





Kil-Klaceer pads 

designed to al | 
deaden the nose 
are constt 
OZITE felt 


toms and dent 


For an office that ts 
for greater efficn 
pleasant work! 
Kil-Klatter | 

one of your 
obtain them tr 

j 


othce supply ad 
Remember, Kil-K 


help to quict or 


too 
ect ¢ 


a? your o ’ ‘ 
$1.25 office vepliy ceater 





Plus 
These 
KIL-KIATTER [ieee 
rae yeremnvese Wenn Aids 





magazine advertising, Kil-Klatter 
merchandising includes these free sales aids 





In addition to consistent 


@ Catalog cuts 

@ Newspaper mats 

@ Two-color envelope enclosures 

@ Counter cards 

Order your stock of Kil-Klatter Typewriter pads today. 
And, remember to request the free sales aids, too. 











AMERICAN HAIR and FELT CO. 


Dept. B-111, Merchandise Mart 
Chicago 54, Ill. 
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Meilink Erects New Offices in Toledo 
The Meilink Steel Safe Company has just comple 


newly-remodeled offices in Toledo, Ohio, providing ¢ 
larged quarters for the accounting, sales, purchasi 
Engineer} 
and advertising offices are on the second floor. : 


and executive offices on the first floor. 









ern asphalt tile floors and Weldwood plywood pane 


NEW OFFICES OF MEILINK STEEL SAFE CO. 


The modernized front overlooking newly-landscag 
lawn has glass block windows. More than 83,000 sq 
feet of space is used in producing safes and insula 
files. Production of the Hercules home safes, che 
and vaults is maintained in Bellevue, Ohio. Here 
business machine stands are produced in Flat Rog 
Mich., some 35 miles north of Toledo. 





Novel Window Promotes Sales of Pens 
Kistler’s, outstanding stationers of Denver, Cok 


boosted 1950 Christmas sales of fountain pens sharp 
with the attractive window display here pictured. 
Built around the theme “Everyone Writes Letters 


in natural colors offer pleasant working atmosphe 





the window display incorporated fountain pens of 4 
varieties carried by the store, plus several samples 


» a 








anc 
the 





KISTLER’S BOOSTS FOUNTAIN PEN SALES ac 
deluxe stationery, carried in the boxed writing pap tt 
department. Pens ranged from “tripleheaders,” sug 
cluding cased ball pen, fountain pen and eversha yj, 
to match, to better priced dip pens for desk-top all ‘el 
home use. vel 
There were some 40 styles of fountain pens includ@@ aw: 
in the display, against a background of bright metal the: 
foil, on which were pasted cut-outs simulating mu 
enlarged snowflakes.—RAL tree 
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75% of your Portable Prospects 


& 
Re. 


THE COMPLETE PORTABLE 
ance. Remington Quiet-riter gives your customers more features . . 





- just the right size for fastest... best typing perform- 


more value for 


their money. Point out these values to increase sales and profits. 


ing Campaign and Free Promotion Package 
Ready to Help Create More Christmas Sales 


] 


Stressing thi 
Quiet-riter ads 
ber ind Dec 
Christmas bi 


will reach 
readers thro 


msert 


cemby I 


ist i tions 

To | é et up local ad- 
rt 1) programs 
te tion kit is 

FREI kit includes 

L me ads, mats 

cards en 

{ unter give 
Christmas gift 

Dea | send for this 

I ckage—now! 
OFFICE APPLIANCES, November, 


theme of the COMPLETE PORTABLE, Remington 


ippear in leading national magazines during Novem- 


timed to build consumer demand during the peak 


ber and De 


Saturday 


Eve 


al selected 


eriod. This continuing campaign, begun in August, 
23,000,000 # 


30% OF YOUR ANNUAL 
PORTABLE SALES IN 
NOV. AND DEC. 


Sales statistics prove that dealers do 
30% of their annual portable type- 
business in November and 


the peak Christmas gift 


writer 
December 
buying period. This means forward 
looking dealers should plan inten- 
sive local Christmas advertising and 
promotion in order to cash in on this 
potential market. It’s a big market 


get your share 


1951 





‘Demand Full-Featured Machines 


Capitalize on this 
Market to Boost 
Sales and Profits! 


Comprehensive analysis of Portable 
Typewriter purchases indicates that 
more than 75% of portable type- 
writer prospects actually are inter- 
ested in purchasing a full-featured 
portable when they enter a dealer's 
store. This market for full-featured 
portables is the market on which 
every dealer should concentrate be- 
cause it offers the greatest oppor- 
tunities for sales and profit. 

Your prospects want the maxi- 
mum in typing convenience and 
beautiful printwork. And they pre- 
fer to invest in a full-featured porta- 
ble that will give them complete 
Remington 


typing satisfaction. 


(Quiet-riter — the complete portable 

gives you this opportunity to sell 
value and features... such outstand- 
ing features as: Exclusive Miracle 
Tab + Exclusive Larger Size Cylin- 
der + Patented Simplified Ribbon 
Changer * Exclusive Super-Strength 
Frame * Exclusive Combination of 
High Speed Escapement and Accel- 
erated Type Bar Action. Plus 32 more 
needed ... practical typing features. 


Remington Hrand. 


| DEALER SALES DIVISION : 
7 315 Fourth Avenue 
New York 10, N.Y. 
| * . . | 
| Please rush FREE Christmas | 
sales promotion kit for Rem- | 
; ington Quiet-riters 
| Store Name | 
| Address | 

| 
| City Zone 
| State 
| | 
he aes am am om om @@ @@ ow om o@ ow &@ oe oe at 

















Qhaslity Pk ) 


Products 









ENVELOPES... 


for every purpose 


SATISFACTION... 


for every customer 







Quality Park means envelopes in 
nearly 400 styles, sizes, stocks and 
j weights ... Quality Park means 
quality products, quality packaging, 
quality service ... Quality Park 
means customer satisfaction and 
repeat business for you. 















QUALITY PARK ENVELOPE CO. 
St. Paul 4, Minnesota / 
‘~*~ 


The end of the Year is 
near... be ready to meet 
customers’ year-end 
Filing needs with... 
Quality Park Products! 







Flat Filing Jackets and Envelopes 
Available in four sizes (9'2 x 11% 
or 14%, and 10 x 14% or 15) in 
90 Ib. Cameo Kraft. Ideal for carry- 
ing or filing non-bulky papers. 
Come packed 100 to the box. 


Vertical Filing Pockets 


in letter or legal size 
five piece construction in Leather- 


oid . . . 1% or 32 inch expansion. 
Vertical Filing Jackets 

; one piece construction in 

Cameo Kraft Quality Tag, or Red 


Fibre stock double top 
1% or 2 inch expansion. 


SOLD THROUGH DEALERS ONLY 





QUATTAN, 


General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 








hee i 
— 
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Flat Filing Envelopes 











en 
PAR EVV RHODA COME Queliry Ia. 








ee % ms: seme — 
Vertical Filing Jackets 
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The Ad-Viser 


Continued from pags 
the story in “news tyle unless you have had journal- 
istic training. Chances are that it will be rewritten 
an' I better to state the basic facts 
n ne forn Let the editor revamp the story in 
ne nl inte nanner 

Even though iy be a regular advertiser in the 
ewspaper, it i r policy to demand publication 
of your materia irtue of the space you take. It 
wi ( be ré ted by the editor no matter how 
mut 1 spen idvertising. He cannot possibly 
print all the it submitted. Remember that the 
paper would los value and readers if it carried 
publici in ex ‘tual news. 

An oot to submit your story in person 
ather than by i It will have a more personal 
effe sometl large publicity houses lack). 
Also, the edit nform you on the spot whether 





This cleverly N Thomas & Co., designed mail- 
ing piece attract pening attention by utilizing 
the ell K 
pul Che 
Officiency 
he es 





f Die¢ a 
ne 
he a3 cad 
h ec O 
ye i headli “sp Se 
eng itn ee ae 
( n rh 


_——— Spot , ere's 


Nelson-lhomas 


NEW APPROACH 
op Three TO OFFICE PLANNING 
fully to INCREASES EFFICIENCY 


y through them AND PRoFiTs for yOu- 


ng fold arrange! ts which tend to get out of hand 


whe ne atte follow through in logical order 
Also, it is belie hat the mailer could have in- 
creased its effect ess by greater use of blank space, 
eSs pictures. It seems somewhat 


rowde sp loose” in others 
As ; hole, hos this mailer is an effective piece 
OFFICE APPLIANCES, November, 1951 














Today, more people 
than ever,are asking 


AY | for the Flo-master! 


drawn with a Flo-master 











1} 
The Most Widely _ || 


* 





You, too, can make handsome 
PROFITS by featuring 








Advertised’ 
Felt-Tip Pen | 
in America... 


Within a comparatively few years, Flo-master 





*Flo-master 
Advertising 
—more thon 25,000,000 indi- 
vidual messages during 1951 
in these magazines: 
Saturday Evening Post * Office « 
American Artist «New Equip- 
ment Digest * Industrial Moin- 
tenance * Industrial Equipment 
News * Shipping Management « 
Grade Teacher * School Arts « 


hos opened up an entirely new source of 
profits for stationers. Through consistent 
doy-in-and-day-out advertising, millions of 
“prospects’’—in homes, art studios, offices 
and industrial plants—are being told about 
the many uses for this revolutionary “fountain 


pen with the felt tip’. And every sale of a 


Catholic School Journal + Pre- 
duction Engineering and Men- 
agement * American Machinist « 
Flow 


Flo-master means a steady repeat business 


in Flo-master Inks. 


Get your share of this profitable business 
Stock and sell both sizes—POCKET SIZE for 
general use: KING SIZE for big, BOLD, 
heavy-duty marking. Used with Flo-master 
Inks—Transparent and Semi-Opaque— 


instant-drying, waterproof, non-smudging. 


Write for new Catalog No. 51 to 





Cushman & Denison Mfg. Co., 
153 West 23rd St., New York 11, N. Y, 


New Flo-master 
Display Card 


Attractive, colorful self- 
solesman — holds 6 Pocket 
Size Flo-Masters with caps 
in six colors (Stock No. C-6). 


J Sbe-musler 


FELT-TIP PEN 
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Immediate 
Sh ipment 


Air Foam f 
at a Price 


Put dollars in your till 
with this leader priced to 
satisfy the shopper. . . beats 


all wood price ¢ ompetition, 


Give the office girls a break 

. comfort of luxury soft air 
foam rubber... scuff plates at 
no extra cost 


holsterv, leather. Goodall’s Clare- 


4 hoice ot up- 


mont fabric, or Fabrilite. 


Write today 
for catalogue 
and dealer 


proposition 





The‘Taylor Chair Company 


Bedford, Ohio, U.S. A. 








Wilson Jones Promotes Anton Love 


Anton Love, formerly a Wilson Jones Company Sales 
representative covering New England, has been ap. 
pointed sales manager of the central division. He wij st 
make his headquarters in the Chicago office. 

Mr. Love began his business career in the retaj ¢ 
stationery field where he acquired an intimate knowl. 
edge of the dealers’ needs and viewpoints. He has algg ide 
any 
OF | 


wo 1i+? 


ANTON LOVE 








had experience in the wholesale field, having beeq 
associated with one of the leading stationery jobbers 
on the West Coast. He joined the Wilson Jones saleg 
staff in 1937 and has made a fine record as sales repre- 
sentative 

His broad experience in every phase of the stationery 
industry gives assurance of his success in the new 
position, declare Wilson Jones Company officials 














Metal Runners Found Useful on Shelves 

Most office supply stores have considerable trouble 
in stocking small bottles and other containers on 
shelves and in keeping them from becoming disorderly 
and mixed up with one another 

Here’s how the Nebraska Book Store in Lincoln solves 
the problem: Metal runners, made of light sheet- 
metal, are constructed in T-shape and then the head 
of the T is nailed to shelf and runners are set in 
rows thereon. 





- . | 
— 


Min: 












|e a wl 
















— , 
: 6" Q + cc 
HOW NEBRASKA BOOK STORE SOLVES A PROBLEM 


Bottles or cartons are then set between the runné 
for the depth of the shelf. They stay in place, 
easy to lift from the shelf without disarranging st 
and facilitate inventory, besides always providing 
neat and attractive display 

Runners can be set in whatever width is desi 
though a three or four-inch width will accommod 
most office supply items and keep them in place.— 
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\PEED-O-PRINT World's Finest Duplicating Equipment 


SPEED -0- 
a | CABINET 


ideal base for 
any duplicator. 
Of heavy gauge 
| yeel. Measures = Each sheet prints 4 3 
—height, 31 in.; : in the md posi- i 
; tion making it (9 

26 . 1 
width, on ideal for system 
depth, 16 in. | forms kept in du- 
‘ ’ plicate. Open cyl- 
$575° So.” A inder, automatic 
Pe A “ brush inking. Re- 
™- FH produces postcard 

‘ to legal size. 






Front Paper Stops 
Guarantees Hairline 
Registration 

























a 
HH 
 s16450 fl 
HH] 
roa $i) 
HI 
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(Plus Excise Tax) 


























LIBERATOR MODEL 100 





on Reproduces 
TS Keeps stencils Postcard to 
es fresh, ready for re- L | Size 
e- runs. Measures — — ov - 
23% x 21%x 11% 
ry in. Complete with Accurate regis- “2 
a 50 stencil hangers. tration. Automat- : 
‘ ic roller release 
3 50 assures perfect, 
39 clean copies. 
Open cylinder, 





hand brush ink- 
dle ing. 





LIBERATOR MODEL 50 


Reproduces Postcard 





(3x 5in.) To 
Menu Size 4 
(6 x 9 in.) 71> 








ideal duplico- 
tor for restau- 


DELUXE MODEL tows hows, = 9 ais mM Ah 
SPEED-O-SCOPE  3.:2,""2'": oe & Lull 


i] ii 


| i 
iii} 
i} 4 














4 adjustable legs tilt scope in procesias ae ie a 
menus, post- | 
all desirable working posi- cards, sale ij 
tions. Molded one piece tags. (Plus Excise Tax) olllh Ht} Hii 


bakelite chassis. 
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Reproduces 
ECONOMY MODEL SPEED-O-SCOPE = postcard to 
One piece bakelite chassis. Legal Size ~ 
Translucent white glass World's ovtstand- =, 
writing bed diffuses the ing low priced 
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» SPEED-O-PRINT CORP. - 1801 W. a, Ave. > ow 13, Hl. 
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SPEED-O-PRINT Presents the World's Fine 


DUPLICATING INKS AND STENCIL 


SOVEREIGN 







STENCILS ‘NK 

No. 850, No. 851, No. 84, WIDE No. 190, NARROW 
LEGAL LETTER MOUTH, 1 LB MOUTH, 1 LB. 
$3.50 $3.35 OR ‘2 LB. CANS OR '2 LB. CANS 
QUIRE QUIRE $2.50 is. 



















C  — 
» World's Finest Quality ly | 
> if WEW SOVEREIGN FAST DRYING INK 
‘ son : - NARROW MOUTH CaN $2.50 


a “ae ct tes use her er all climatic conditions. 


\ My i e in open or closed cylinder 
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» THRIFT QUALITY 


STENCILS (NK 
coy Re No. 550, No. 551, No. 95, WIDE 
cause «= LEGAL LETTER MOUTH 1 LB. CAN 
a *2.85  *2.60 7.25 
QUIRE QUIRE LB. 


, VNR RA 
\ “LARCHMONT 


vt 8" STENCILS DOUBLE’’ 
Note en IWK 
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No. 248, WIDE archmont 
$2.75 auire MOUTH 1 LB. CAN | Double 
$7.00 is. INK 


SOLD IN TWO QUIRE SOLD IN 2 LB. 
PACKAGES ONLY PACKAGES ONLY 
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SPEED-O-PRINT CORP. - 1801 W. Larchmont Ave. + Chicago 13, 


SPEED-O-PRINT CANADALTD. » 77 ST. CATHERINE ST., WEST « MONTREAL, CAN 
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Commercial Office Equipment 


"For Better Business Living” 














INVINCIBLE METAL FURNITURE CO., Manitowoc, Wis. 
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PUSH-BUTTON MULTIPLICATION 
makes the job go 


EASIER-SUKER-FASTER 


EASIER — because Marchant saves at least one 
step in every multiplication. 

SURER— because Marchant is the only American-made 
calculator with dials for verifying the keyboard entry. 
FASTER — because Marchant requires fewer 
operator steps in multiplication, and its 

mechanism performs at speeds ranging up 















to twice those of any other calculator. 
Since more than half of all calculator work is multipli- 


3 PUSH-BUTTON MULTIPLICATION 
d Enter multiplicand in keyboard. 


cation, the obvious choice among calculators is the one B Answer appears simultaneously 
—_" 7 $ multipli t d in Auto- 
that multiplies easier, surer, faster. Ask the Marchant Man ———_ 








in your phone book to prove this statement on your own work. 


ie oe MARCHANT(: 


| Mail this Coupon with your business letterhead to get our free 
AMERICA’S FIRST 
GUIDE TO MODERN FIGURING METHODS CJ ‘ 


' ILLUSTRATED BOOKLET ABOUT MARCHANT CALCULATORS O / wheter. 
MARCHANT CALCULATING MACHINE COMPANY ate ? 


DAKLAND G, CALIFORNIA P-5 
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net result that uneconomic production would 
inemployment, grave dislocation, and 
results of economic waste would 


with the 
occur; serious 
all of the desperate 
be inevitable 


Although the 


is demonstrated in 


percentage cut is indicated as 58%, it 
practice, under the tentative allo- 








eation, that this cut brings office equipment to a 244.% 
bas1s 
A 244% rate is completely disruptive of the eco- 


nomic well being of small business and the office 





—# equipment industry 

Large business, which is usually highly mechanized, 
is based upon “machine hours” instead of “man hours.” 
In large industry “machines” do the work. In small 
industry “men » the work. 

Percentage-wise, limiting and curtailing raw mate- 
rials to a point where small industry cannot operate, 
will result in mass unemployment in small business. 
Because slender reserves are usual, small business 
eannot stand the type of  suffocation-allocation 
planned for imposition upon small business. 

: These notes and comments must be measured 

} against one other factor. The percentage of steel in- 

| dicated to be taken for military use (1951-1952) is 

| fixed to approximate not more than 15% 

' The office equipment industry, 

as a small basic essen- 

} tial industry, is suffocated with an allocation that 
) reduces its raw materials to 2442%. An area for equita- 
= ble revision of raw material allocations is indicated 
__|} by these figures. The base of 70% of pre-Korea should 

be the very minimum allowed to the office furniture 

» business 


| The NPA Regulation does provide for adjustments 
and exceptions. The general phraseology is as follows: 


' . ‘ 

. Sec. 15—Applications for adjustment or excep- 
' tion. (a) Any person subject to any provision of 
i this regulation may file a request for adjustment 


or exception upon the ground that such provision 
works an undue or exceptional hardship upon 
him not suffered generally by others in the same 


trade or industry, or that its enforcement against 
him would not be in the interest of the national 
lefense o1 the public interest. In examining 


iming that the public interest is preju- 
‘ation will be given to the require- 


requests cla 


1icea, considel 


ments of the public health and safety, civilian 
defense, and dislocation of labor and resulting 
inemployment that would impair the defense pro- 
Tram 
An examinatio1 f this shows that the improper 
‘lassification of office equipment with non-essential 
industries has worked an undue hardship upon the 
fice equipment industry; that the enforcement of the 
verall allocations against the office equipment in- 
lustry is not in the public interest, and that as a 
= matter of fact, it will seriously affect the defense 
and/or wal ffort 
N 
Office equipment is used 
in the public health system, 
y in the public safety system, in the civilian defense 
system, and in the industries which are the govern- 


ment’s right arn 


‘ +h 
LOT he 


producing the very necessary items 
defense effort 

nt therefore that the net result of 

iocations for the office equipment 

the dislocation of the program, 

bor, and resultant unemployment, 

inst the greater end to be achieved, 

NPA to re-examine the classification to 

juipment industry is entitled, and to 

percentage allocations now sought to 
be imposed aga the office equipment industry. 

The very nature of the distributive picture in office 

equipment is where no manufacturer can present 


It is quite appar 
the percentage 
industry will re 


: the dislocatio1 


which measure 
uU } : 
would require 
which the offices 
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re-schedule the 
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Superiority of design, qual- 
ity and value has built an 
outstanding preference for 
these Lawson products. The 
demand is greater now than 
ever. That’s why delivery is 
sometimes a bit slow . . . but we are sharing our 
production as fairly as possible. Remember, the 
Lawson name means better customers, more profit. 





*® An ornamental and 
highly serviceable sandurn, 
trimmed with stainless steel 
for beauty and permanence. 


No. 6000. 


i 
: 
| 





* NEW! A wonderfully smart, 
new-style receptacle. Stainless 
steel door and trim. Hoard 
white or green enamel. Vermin 
and odor proof. Stainless steel 
band at bottom, curled under, 
No. 1001. 





*® A real executive type 
office woste-basket. Has 
smooth rubber cushion 
around entire top. Finished 
in natural wood grain Wal- 
nut, Mahogany or Oak. 
Also in Olive Green and 
Office Grey. No. 2900. 








No. 34 


M35 VARS } 
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Nemco 
Waste-boasket 
No. 2 





Utility Receptacle 
No. 110 


THE F. H. LAWSON CO. 
850 Evans Street 
Cincinnati 4, Ohio 


























; For light, gay, cheerful and informative 
reading, make Haskell’s Monthly Desk 
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Dp AND M 
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a very definite picture of the purchase pattern, al- 
though clear trends are indicated. 

Office equipment manufacturers sell to stationery 
stores and office furniture dealers and contractors who 
in turn sell to the consumer, which may be any one 
of all of the various activities in the country, from 
churches to hospitals, to small business, to govern- 
mental agencies, to any individual or organization in 
the body politic 

Many manufacturers in presenting statistical in- 
formation to the government, rely upon the general] 
pattern rather than the ascertainment of exact figures 
because that is the only way in which they can pro- 
ceed, and that is the only way in which a very clear 
and comprehensive picture can be obtained. 


Many manufacturers 
therefore are beset with dif- 
ficulty in getting raw materials because they do not 
have certain statistical data such as government con- 
tract numbers, and so forth, which would be reflected 
in the dealers transaction with the agency, but would 
not come to the attention of the manufacturer. Time 
does not permit and the process would be an extraor- 
dinarily costly one for one single manufacturer to 
try to get statistical information of all sales of his 
items to the various governmental agencies and essen- 

tial civilian industries. 

It is suggested by NPA that the allocations are tenta- 
tive allotments and that as manufacturers participate 
in the defense effort they will be enabled to get addi- 
tional steel, upon application, to meet their require- 
ments. 

The nature of manufacturing office equipment of 
steel is that of mass production techniques on a con- 
tinuous basis. This requires’ continuity of supply of 
materials. Most manufacturers of office equipment 
have gone through a hectic two years because of in- 
sufficiencies of material supply and have had to have 
recourse to secondary materials which have impeded 
productive performances. 

The Government, however, when it wants equip- 
ment, requires it at stated times and stated places. In 
all Government bids of recent origin, they have in- 
dicated time of delivery is of the essence, and nat- 
urally so, if the program is to be organized and get 
under way. 


Steel mills under regulation, 

and under normal oper- 
ating procedure, require a minimum lead time of 45 
days or more. Thus, where tentative allocations are 
made purposely small and the saving clause is pre- 
dicated to be that if you get Government work you can 
apply for additional steel, one is met with the practical 
working of this phase of the matter that manufac- 
turers will not be able to get raw material in time to 
perform contract obligations under a Government 
order. 

One of the results of this phase of the activity will 
be a foreseeable breakdown which should be avoided, 
certainly insofar as office equipment is concerned. 

Since it is apparent that the program will continue 
for several years and that office equipment (a very 
essential tool to the program) will be required during 
this period of time, and since the Government has 
indicated that it wants its office equipment on time 
and in sufficient quantities, good planning would in- 
dicate that office equipment manufacturers be given 
the fullest extent of allocation rather than to have 
them cut down to the level of toy manufacturers. 
Then, as the needs of the program develop, it will be 
possible to avoid the mad scramble for raw materials 
which usually cannot be brought into the manufac- 
turers plant in time to meet the delivery requirements 
under contract 

It is felt that the following demonstrates quite 
clearly the following necessities: 

(1) A re-examination of the status and classifica- 
tion of office equipment, to the end that it may 
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NEW MASTERPIECES 
PROM AN oN ART 


2601 R (right arm) 2601 C (armless) 


RANGER SECTIONAL CHAIRS 


Now you can ‘'Go Ranger”’ throughout the office! The Ranger Sec- 
tionals offer a wonderfully inexpensive way of achieving decora- 
tive harmony. There is an infinite variety of arrangements possible 
with them, and you can group them according to your customer's 
own tastes and the dimensions of his office. The new Gunlocke 
catalog illustrates the complementary pieces. Write for it today. 


with a ‘'go-between™ table 


2601 L (left arm) 


. two makes a bargain 
.asa eae settee 


IMPORTANT! 


For extra duty and long wear... 
Genuine Leather, the ‘Sterling 
Silver'’ of upholstery materials. 


O° HGUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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| Sold Only By 
Ca ie Exclusive 
_ Master-Craft Dealers 









Dealers are establishing a 
profitable reorder business 
with Master-Craft's good. 
looking, new Thong Binder. 
This exclusive Master-Craft 
product is rapidly replacing 
post binders because it has 
proved to be “the best binder 
ever built for pen-written ac- 
counting.” Equally important 
— Dealers need not carry 
double stocks, because this 
Binder holds standard 
punched forms. 





Master-Craft Franchise Is Worth Asking For... 


Master-Craft's emblem of loose-leaf 
quality on every package, on dealers’ 


responsibility is to our present estab- 


lished dealers. We help repay their 


store windows and counters represents a 
combination of — (1) The highest qual- 
ity staple merchandise, (2) Profitable 
fast-selling loose-leaf specialties, and (3) 
Exclusive territory rights with 100% 
protection on repeat business. 

During this difficult period our first 


loyalty to us by serving them first. The 


acceptance of new dealers depends upon 
our ability to increase production beyond 
the needs of present dealers. Ask now, 
about the Master-Craft Seven Point Extra- 
Profit Franchise. It may now be avail- 
able in your city. /t’s worth asking for. 


MASTER-CRAFT CORPORATION 


LOOSE-LEAF DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGAN 
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be independently considered as an essential 
tool in industry and not classified with store 
fixtures, or toys, or porch furniture. 

(2) The allocations for this essential equipment 
(office equipment) should be upon a realistic 
basis of not less than the 70% of the pre- 
Korean base, as originally suggested by NPA 
(although the needs of business and the gov- 
ernment would suggesi that there should be 
unlimited production of office equipment) 
rather than the present artificial and drastic 
freeze which reduces office equipment to a 
basis of 244.2% of pre-Korea, which makes 
manufacturing operations in the office equip- 
ment industry presently uneconomic and im- 
poses upon this essential industry a terrific 
hardship and inequality. 

The office equipment industry realizes that it must 
assume its burden together with the other industries 
in the country. It likewise realizes that the sacrifice 
must be general by all industries, but it fee!s that since 


office equipment is an essential tool of industry and 
since office equipment services all other industries, 
office equipment must be classified differently than 


toys, or porch furniture, and within the sacrifices which 
essential industries, so classified, are asked to assume, 
office equipment will assume its portion of the burden. 





Equipment Salesmen Win Sales Contest 

When the Monroe Office Equipment Company of 
Monroe, La., and the Lake Charles Office Supply Com- 
pany of Lake Charles, La., put on a sales contest for 


the month of July, Armand Breard, Henry Mayo and 
L. W. Tabb realized that good business was possible 
in a slow month 


Carl “$$$ Boy” Slakter took top honors at Monroe 


with a grand percentage of 247.13% and Horace 
“Curly” Allen led the gang at Lake Charles with 
155.38% and both men were given a week’s trip to 
New York City with all expenses paid 


Armand Breard is president of both companies, as- 
sisted by Henry Mayo in charge of the Monroe branch 
and L. W. Tabb Lake Charles. Mr. Breard made 
this comment, “The July sales contest ended up in a 
whirlwind finish. This convinces us that regardless of 
your month, your results are commensurate with 
the effort that you put into your work and this made 
July the best month we have had in 1951.” 








AGE NO BARRIER 


Forty-five years old, and still serving its original 
is the record of a numbering machine made by the Roberts 
Numbering Machine Co. When this machine came to the Roberts 
company for a periodic inspection and cleaning, it came face to 
face with another celebrity—the two millionth numbering device to 
be produced by the company. Machine number 2,000,000 is a model 
No. 90, a versatile standard machine with 14 separate operations. 
Left to right are George Talbot, Roberts production manager; Clara 
Shaefer, assembly and repair foreman; Roderick Hickey, sales man- 
ager, and David E president. 


owner 


Loushay 
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Model 6-6-0 
Full keyboard 
adds 9,999.99 

Totals 99,999.99 


Model 7-6-0 
10-key keyboard 
adds 9,999.99 


Totals 99,999.99 


YOUR CHOICE 
OF KEYBOARDS 
9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD ... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 


YOU ADD .. . a line of adding machines which 
offers your customers a choice of full key or 10 key 
keyboards. 


ACT NO 


VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 
World's largest exclusive manufacturers 
of adding machines. Now in ovr 33rd year. 


FOR MORE INFORMATION ON THIS 
PROFIT-MAKING OPPORTUNITY 
WRITE, WIRE OR CALL TODAY! 





= =_—--S-  weTrere el > —- OT OO OCC rr se 
{| VICTOR ADDING MACHINE CO., Chicago 18, 1. Dept. O. A.-1151 
1 am interested in the new Victor Champion line of adding machines. 
! Please send details to: 
| Nome: 
j Address : 
| City: neh State: 
Territory where | am now selling :.......... neni 





























There’s only ONE 





THE MARKING PENCIL THAT 


OM 
Wted/ 


Whites on 
Class/ 


CO 
EVERYBODY wants LISTO 


That's why a small investment means BIG PROFITS! 


"Nobody wants anything but LISTO!,” dealers report, “That's 
why we feature LISTO exclusively.” That's the story everywhere 
—for there's only one LISTO... the best advertised, the biggest 
selling marking pencil in the world. National magazines, as well 
as leading trade publications tell the LISTO story millions of times 
a year. Cashin... feature LISTO! 

Only LISTO has the patented 
“Grip Type Sleeve”’ that grips the 

















entire length of the lead. Prevents 
breakage, the leads do not fall out. 


EXTRA HEAVY LEADS 
THAT DON'T BREAK in 
6 CoLors | 


Black Bive 
Red Yellow 
Green Brown | 





SOLID COLORS 
TO THE BOX 





n Extra Sleeve in Every Box of Leads 


LISTO PENCIL CORP., Alameda, Calif 


LISTO PRODUCTS, LTD., Vancouver, B.( 
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NOMDA News 


Continued from page 86 

ing the windows of our members,” states Harold Mann, 
executive-secretary of NOMDA, “and we feel that this 
contest is one of the best ways of creating more in- 
terest in better displays. Everyone enjoys a contest 
and in participating we know the members will do@ 
better job on their windows than formerly.” 

Rules are simple and include the condition that win- 
dows must not be professionally trimmed, thus giving 
all dealers who do their own windows an opportunity 
to compete 

Judges for the contest will be selected from the large 
stores in the Los Angeles area and will be announced 
later. 





President Jackson Gives NOMDA Message 

The honor which you conferred by electing me 
President of NOMDA is deeply appreciated. I shall 
do everything possible to merit this confidence and 
shall try to render some service which will be helpful 
to our dealers 

During my lifetime the office machine business hag 
been transformed from a trade to a profession. It is 


LISTON JACKSON 





now filling a necessary place in the business life of 
the community. We should all be proud to be listed 
as an office machine dealer. 

The recent convention in Detroit was highly suc- 
cessful. Great credit is due to the immense amount 
of work done by the Michigan Office Machine Dealers, 
their wives, our executive secretary, Harold Mann, and 
above all by our late beloved president Ed Toussaint. 
Ed would have been highly pleased if he could have 
seen the fine convention in Detroit 

There was displayed the finest spirit of co-operation 
between dealers and manufacturers that has been 
evident at any previous convention. For this we should 
be grateful. Above all else this spirit of co-operation 
should continue. ... We need the manufacturers and 
we would like to feel that they might need us. We 
are all in the boat together with a common aim 
Neither of us should do anything which might rock 
the boat. 

Already we have a fine dealer organization com- 
posed of high class men and women. In order to be 
of more service and exert a greater influence more 
dealers should belong. We want more high class deal- 
ers like those we now have. Your executive secretary 
will do all he can to build a stronger organization, 
but this can not be done by one man alone. All the 
members must help—each one individually and col- 
lectively. We are depending upon the presidents and 
secretaries of the local associations, and the directors 
from all parts of the country to act as spark plugs 
to get the dealers to put forth their best effort 

Our program for the year should be: 

1. To get our places of business cleaned up and 
brightened up and lighted up. 

2. Arrange better displays for our merchandise 

3. Make better use of display material furnished by 
the manufacturers 
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THIS AD APPEARING IN TIME, NEWSWEEK, U. S. NEWS, AND BUSINESS WEEK 
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Fire-Files, filing 
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cabinets, loose-leaf and payroll equip- 
ment—everything for the office except 
machines—each “‘time-engineered”’ for 
the needs of every job and worker. 

If you are setting up a new business 


—<—$_—_---——____ 


See] 





Time-rated, point-of-use 
protection saves steps 
steps up production. 

Each drawer an 
individual safe, insulated 
on all six sides. 

Easy -operating 

drawers reduce fatigue. 
Free coasting 


eee eer eeee eee eee eeneeeee 


time 


equipment 


os with locks 


A wealth of information on 
46 pages! Many color illustrations! Just off the press! Write 
today. on business letterhead to: Shaw-Walker, Muskegon 








November, 


SGHAW-WALKER 


1951 


or merely wish to modernize worn, 
outdated offices, make sure you use 
Shaw- Walker equipment throughout. 
It will help you make the most of every 
minute, every working day! 


eee eeeeeneeee 


1 
‘ C All Fire-Files equipped 


signal plunger 
or new manipulation-proof 
combination. 


Foolproof latch on 
each drawer. 


All around good looks — 
cast bronze hardware 


—well-proportioned, 
+” attractive colors. 


The booklet, ‘‘Time and Office Work,"’ is packed with ideas for stretching office 
Organize now for greater sales effort and 


} 


“time-engineered”™ office systems and 


5, Michigan 


Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the World 


Executive Offices at Muskegon, Michigan 
Branches and Exclusive Dealers in All Principal Cities 
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lower operating cost! 
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ait efficient Leopold office furniture installation for Trans-Continental Gas Co., Houston, 
TTT 


Texas. Installation by Finger Office Equipment Co. 


eo 
design of 
Tne efficient design of Leopold office furniture 
Eqp0// is so easily demonstrated, it is no wonder that executives 


from coast to coast are adding Leopold installations 


for the entire office. 


office 


Efficiency adds to profits, and dealers and users 
* --« ° 
Atigithi'la alike are profiting from the carefully engineered designs 


which Leopold has developed. 


Since 1876, Leopold has been supplying 
office furniture built with the finest materials and 


Lsepeld’s proftt-belldiag craftsmanship to add to your profits. 
program for dealers 


in 1951 includes 


" Busnes maguine TE Leopold COMPANY 


e@ A detailed sales promotion plan for 
dealers. 





@ A complete line of effective dealer BURLINGTON IOWA 
’ 


helps. 
MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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4. Establish a better system of bookkeeping and ac- 
counting so we can tell whether we are making or 
losing money on certain transactions. 

5. Do a better job of advertising. 

6. Above all else develop a better sales organization. 

It is absolutely essential that our ability to sell office 
machines should keep pace with the ability of the 
manufacturers to produce them. 

Let our slogan for the year be: “Better standards 
of living for office machine dealers through better mer- 
chandising and selling.” 

We'll be looking for you in Dallas in 1952. 

Liston Jackson 





Victor Adding Machine Co., Hosts COMDA 


The Chicago Office Machine Dealers Association, Inc., 
on September 11 found the Victor Adding Machine 
Company a gracious host at its plant located at 3900 
N. Rockwell Ave., Chicago. Nearly 100 dealers and their 
servicemen accepted the invitation to be guests of 
Victor for a service clinic, dinner in the evening and 
a program 

The Chicago OMDA delegation first participated in 
guided tours through the plant. Next was held a short 
business meeting at which time plans were unfolded 
for the Dinner Dance Revue October 27 at the Edge- 
water Beach Grand Ballroom. 

Victor experts were then in charge of a service 


clinic demonstrating how to repair Victor adding 
machines under certain conditions. This was found 
to be a profitable discussion. 


The plant cafeteria was used for the delectable roast 
beef dinner in the evening. 

Fred Heinbach of Victor conducted the closing pro- 
gram affording COMDA members an opportunity to 
hear specialists on advertising, display and market 
acceptance of office machines. 





Sponsor Business Equipment Show at Miami 
Office equipment dealers of southern Florida are 
sponsoring a business equipment show to be held in 
Bay Front Auditorium, Miami, Fla., January 11, 12 
and 13 
Manufacturers art 
plays 


co-operating by furnishing dis- 





BINARY-OCTAL CALCULATOR IN ACTION 





The Marchant Binary-Octal calculator is used by North American 
Aviation Co. in connection with work in one of its research and 
development laboratories in Los Angeles, Calif. Sally Stephens is 
the operator. A description of this machine appears in the new 
*quipment, machines and devices section of this edition. 
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NEW! SPIRIT DUPLICATOR 


The crlgingsors, = pine process addressers set the pace 
quality and me with the introduction of the 
new MASTER “Portable UPLICATOR. 








Complete with 
Supplies, only 


$350 


NO STENCILS « 


NO INK 


The Master Duplicator is the answer to the short-run 


NO GELATIN” e 


duplicating problem! It's always ready for use, and 
clearly repens ces from 20 to 200 clean, FULL LETTER 
SIZE copies from each master copy. Master copies 
are easily prepared by typing or writing on a sheet of 
paper—no stencils required. 


SIMPLE TO OPERATE 


Sheets of paper are fed to the printing head of the Master 
Duplicator and the head is then rolled across the bed of 
the machine. Printing pressure is obtained by leverage 
with an almost effortless motion of the operator. 


NO INK — NO GELATIN 


In printing, the impression paper is ROLLER MOIS- 
TENED with an even application of clear, colorless fluid. 
This is the same principle used in the most expensive 
rotary spirit duplicators. Rollers are seated in self-oiling 
bronze bearings to give years and years of perfect service. 


FULLY PORTABLE 


The Master Duplicator is completely portable, with a 
handle in the carrying case cover for ease in carrying 
from place to place. Only a minimum of space is re- 
quired for storage when the machine is not in use. 
Duplicator and carrying case is furnished in an attractive 
light gray, baked hammerloid enamel finish. 


Ideal for use in schools, restaurants, churches, clubs, and 
offices; this duplicator will save time and money whenever 
a limited number of copies must be reproduced on short 
notice. Fills the needs of most offices, more efficiently, and 
at only a fraction of the cost required for full size’ rotary 
equipment. 











Write today for full details 


fledi@e rad eesee C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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Volume Sales & Profits 


with 


Casters 


for office 
furniture 


e Attractively packaged, with new black satin 
“Dulite’” or bright cadmium finish, Colson casters 
for office furniture offer you profitable extra sales. 
Millions are needed every year for typewriter stands, 
executive and posture chairs—all kinds of portable 
equipment. Colson’s new merchandising plan can 
help you get your share of this sales volume. 


In 1-5/8” and 2” sizes with adapters for wood and 
metal chairs—plate type adapters for portable equip- 
ment. Cushion rubber tread for use on linoleum, 
wood, tile or composition floors; hard tread wheels 
for use on deep pile carpets or rugs. 


THE COLSON CORPORATION 

ELYRIA, OHIO 

Please send data on Colson Casters for office furniture — also 
information on Colson’s new profit-producing merchan- 
dising plan. 


Company 
Address 
CRB. a. Zone State 


—-eoornrranr o 


| 
| 
| 
| 
| 
Name | 
l 
| 
| 
l 






ELYRIA, OHIO 
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In Other Lands 


Continued from page 102 

In introducing himself to the trade, Mr. Paglierg 
refers to the many changes which are taking place in 
the economic structure of Britain today, and the threat 
to resale price maintenance which hits at the very 
principle for which the Stationers Association wag 
founded. 

“I am optimistic about the future,’ Mr. Paglierg 
States. 

Leonard Pagliero joined the Stationers Association 
in January, 1932. He was appointed assistant secretary 
in 1937. Since the war he has edited the new edition 
of the “Retail Stationers’ Handbook” of which 5,009 
copies have been sold. He conceived the idea of the 
International scholarship scheme which resulted in an 
assistant going to the U. S. A. for six months during 
1950-51, and of which readers in America will no doubt 
be aware. 

Mr. Pagliero is also assistant secretary of the En- 
velope Makers and Manufacturing Stationers Associa- 
tion 

© > . 

Reference has been made in the foregoing to the 
threat to resale price maintenance. This is something 
which affects the trade in no uncertain measure and 
has been a subject of discussion in recent months 
particularly, when the government announced, via a 
white paper, what was contemplated in the near future, 


It should be said at the outset that all trades are 
solid in their support of resale price maintenance and 
view the possibility of its abolition with no little fear 
that the “cut throat” competition of pre-war days will 
return without any falling in price generally. The last 
government’s belief (at least their stated belief) was 
that prices would fall and the public benefit as a result 
of the abolition of resale price maintenance; that, 
from the point of view of retailing, the most efficient 
and businesslike unit would survive 

Whether this is so, is a moot point and open to 
some debate. Curiously enough, the example of the 
U.S. A. has been quoted on all sides; by those govern- 
ment supporters favoring the abolition of resale price 
maintenance and by trades opposing the abolition! 

The matter is still “open” for the Labor Government, 
of course, is now appealing to the country. But if the 
opposition party is returned to power—i.e. the Conserva- 
tive Party—the threat to resale price maintenance is 
not necessarily abolished. There seems to be a lot 
of “wooly” thinking by both parties in respect of this 
problem and when the debate in the House of Com- 
mons took place on a non-party issue, quite a lot of 
Conservative as well as Labor members voted for the 
abolition of resale price maintenance 

Should there be a change of government, therefore, 
it does not mean there will be automatically a cur- 
tailment of the campaign to abolish resale price main- 
tenance. 

= * > 

I referred last month to the plan of W. Lorraine 
Haig’s for an International Typewriter Trades Federa- 
tion being established. I gather the plan has been 
warmly received in most quarters of Britain and I 
have been asked to appeal to any in the U. S. A. who 
may be thinking along the same lines to communicate 
with Mr. Haig or any member of the Typewriter Trades 
Federation. If desired, I shall be happy to forward 
on any letters regarding this. 

= ~ > 


The question of profits is one which is concerning 
the trade at the present time. I was reading the other 
day of a case where the Board of Trade allows on the 
landed costs of machines imported from the Con- 
tinent of Europe, 16% to the importer and 35% to the 
retailer. Yet, it seems, many importers, by reducing 
this allowable profit to the retailer, are using it t 
reduce selling prices to the public. The writer said 
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The Original 


Less equipment cost per worker! 
Less floor space per worker! 
Greatly improved working comfort and efficiency! 


These are the immediate results of the scientifically 
designed TECHNIPLAN Modular Office, which is com- 
manding widespread attention of leading businesses 


and architects. 


TECHNIPLAN is composed of standard units, interlocked and _inter- 
changeable for infinite flexibility. 

The basic “L” unit (2-unit combination shown above) can be as- 
sembled in about five minutes by two unskilled men, using one 


screwdriver; can be as easily disassembled, should changed arrange- 


ment be desired 
Space savings, depending on previous arrangements, from 18% to 43% 
without reduction in useful working facilities in any desired combina- 


tion of files, drawers, shelves, lighting, and electrical connections, 


Write today for detailed informa- 
tion about the TECHNIPLAN Office. 


Engineering Specialists in 


Office Equipment, Systems, 
and Visible Records 
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2. SAVING SAUNGS: 






ICKE 


Modular Office 


Tew EFF! LICIENCY. / 




















“Exploded” view of 
TECHNIPLAN components: 
Partitions — posts 

Desk top with center drawer 
Desk pedestal 

Auxiliary top — end supports 
Filing units — base 


Cincinnati 12, Ohie 


183 

















LIEN) |) forocce/ 


...in JASPER CHAIR CO. CHAIRS! 


A difference that means MORE Sales because 
of the many Style features, superior Quality and 
Craftsmanship. 


The constant increase in Jasper Chair Co. 
Chair. sales, from coast to coast, provides the 
best reason why every Chair Dealer should stock 
them. 


Jasper Chair Co. Chairs are FIRST in every 
test of comparison. 


They're Made RIGHT . . . and priced 


for profitable operation. 


“The 
RIGHT CHAIR 
at the 
RIGHT PRICE” 


A modern plant manufacturing Quality 
Chairs of dependable WOOD. 











JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Saics Mgr. 









Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
Route 7, Box 415, Northaven Rd. 666 Lake Shore Dr. 385 Madison Ave. 
Dallas, Texas Chicago, Ill. Space 844 New York, N. Y. 
James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 
327 Sunset Drive, North 2925 Revere Ave. 538 E. 9let St., 
Se. Petersbers. Flerida Oakland, Calif. Seattle 5, Wash. 

A TICE UIE NR RRS 


‘Jasper Chair 
Company 
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this is a policy completely out 


that: “Undoubtedly 
of touch with the present trend of events.” 


. * * 


I gather that—although the latest figures are not 
yet available—exports of office equipment have again 
increased for the past month, both in value and total. 
This includes all sections of the industry but once 
again it would appear that typewriters and calculating 
and recording machines are the spearhead of the drive. 

Britain herself has rapidly become “calculating ma- 
chine” conscious in recent years. In respect of type- 
writers, Continental machines continue to appear but 
not in such great quantities as before and it would 
seem that the scarcity of machines in Britain has now 
been largely overcome 





Expanding London Firm Takes New Site 


Office Machinery, Ltd., national distributors of busi- 
ness equipment, recently moved to a new address— 
Omal House, 22 Kingly St., London W. 1. 

This company was formed in 1938 and was getting 
into its business stride when World War II intervened. 
Following the war, the firm commenced trading again, 
at first in steel and wood office equipment, but later 
ina whole range of office machines. The result is that 
the quarters at 3 Vere St. became cramped. 

In the new premises, affording a total of six floors, 
there will be adequate scope for expansion. A mag- 
nificent new showroom is a feature of the 22 Kingly 
St. location 





Reveal German Typewriter Export Figures 
BY REINHOLD THIELE 


The following figures are available on Germany’s 
exports of typewriters for the first six months of 1951, 
both in the standa! and portable models: 


NEW LARD 
ryP} ERS NEW PORTABLES 
19 . M Value Quantity Net DM Value 
+ & 000 3.43 717,000 
~ 989,000 
336,000 
274,006 
445,000 
441,000 


,202,000 


aD ee 








News Notes from Australia 


W. BEECHAM, CORRESPONDENT, 
BOX E265, G.P.O. PERTH, W. A 


So serious is the current shortage of portable type- 
writers that a shipment of 50 landed recently from 
Switzerland by a Perth importer was sold over a 
month before it arrived. Next shipment is not due for 
three months, but 30 of the 50 expected are already 
spoken for. By February next, however, it is hoped 
that shipments will be somewhat heavier. 

Most Australian importers would like to buy Ameri- 
an machines, both standard and portable, and they 
are interested in the suggestion of Professor Sir Doug- 
las Copland that immediate loan of $1 billion be 
secured as “an inflation cure.” He considers that such 
a loan might eventually prove of more value to Aus- 
tralia than the mutual defense treaty recently signed. 
He adds: “The burden of Australia’s overseas debt is 
not more than 3 ff the value of exports and less 
th nal income.” 


7 
nan | of the 1 
> > > 


The Tariff Board proposes to hold an inquiry into 
the following Whether leads for use in the manu- 
facture of wooden pencils should be removed from the 
provisions of entry under Tariff Item 449 (A) (1); and 
what rates of duty juld be imposed on them if they 
be removed 

> > > 

Application 141,859 has been lodged by the Kolak 
Manufacturing Company, Ltd. for an Australian pa- 
tent for a process of coating carbon paper. Details 
are: “A process of coating carbon papers with fusible 
protective materials, consisting in passing the web of 
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A Wierd tothe 
Desk Wise 


6 Sujfiend. 


is a name you can trust for 
e values that count with all users 


of office furniture. 


Myrtle Desks have earned this 
recognition as the result of unceas- 
ing vigilance in maintenance of the 
highest standards of workmanship, 


materials and service. 


Product improvement is a con- 
stant program at Myrtle. Assuring 
you that Dollar for Dollar, Myrtle is 
the Best Buy in America! 


BETTER DESKS ARE MADE OF WOOD 


Ww 
MYRTLE DESK COMPANY 


High Point, North Carolina 








Bae fy 
a .s a oat 
oy Seles 








A selection from the Myrtle Raleigh 8000 Series 
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TYPEWRITER @ TABULATING 
ADDRESSOGRAPH e@ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


CARBON PAPERS 


TYPEWRITER e@ BILLING 
FAN-FOLD @ PENCIL 
CARBON JACKETS e@ REGISTER ROLLS 


HECTOGRAPH SUPPLIES 


CARBONS e@ MASTER UNITS 
RIBBONS e@ DUPLICATING FLUID 
HAND-CLEAN CREAM @ CORRECTION PENCILS 


Codo~assures You 
INCREASED SALES 
AND VALUE 


_ | MFG. CORP. 


Factory: Coraopolis, Pa. 


—— 


564 W. Monroe St. 
Chicago 6, Wil. 


401 Wood St. 270 Lafayette St. 
Pittsburgh 22,Pa. New York 12, N.Y. 
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doped paper over a guide member while a thin coating 
of the fused protective material is applied to it, the 
temperature of the fused material and of the support 
for the web being such that the fused material cap 
soften the dope and become adherent to it before 
the fused material solidifies, but that such fused ma- 
terial will not melt the dope so as to become intimately 
mixed with it.” 

Apparatus for coating carbon paper with protec. 
tive materials such as waxes by the above method jg 
also the subject of the patent claim, such apparatus 
comprising a roller with means for supplying melted 
wax or the like to its surface, and an impression roller 
over which the web of doped carbon paper is passed. 
the first mentioned roller being made to press against 
the doper surface of the web when passing over the 
impression roller, the latter roller being maintained 
thermostatically at a temperature below the melting 
point of the wax or the like but high enough to con- 
trol the rate of cooling so that the heat of the wax 
or the like may soften the dope before the wax or 
the like solidifies.” 

+ a + 

Lamson Paragon, Ltd., Melbourne, manufacturer of 
office stationery, is to issue 236,250 ordinary shares of 
fl each at a premium of 8s. to existing shareholders 
on a one-for-two basis, raising £330,750. Paid capital 
will then be £708,750 

al > = 

Edwards Dunlop & Company, Ltd., stationers, has 
applied to the Capital Issues Board for permission te 
isSue 100,000 ordinary shares of £1 each at an undis- 
closed premium. New issue, if granted, will be the 
first by the company since 1948, when 100,000 shares 
were issued to shareholders at a 20s. premium in the 
ratio of one for 4.51 held. 

es e 

Pendene, Ltd., Melbourne, holder of all the issued 
shares in R. B. Shankly Pty., Ltd., manufacturing sta- 
tioners, and Bandon Pty., Ltd., wholesale distributors 
is paying a dividend of 121%% for its first full year 
as a public company 

- ~ * 

Five samples of office equipment specially selected 
by a Festival of Britain committee for showing at the 
British Industries Fair are at present being displayed 
in all the Australian capital cities by Clive Hogben 
Pty., Ltd 

It is significant that business publications here are 
giving more and more space to office equipment and 
the necessity of being right up-to-date with such 
aids. Merchants say that the demand for high-class 
equipment is increasing steadily 





Tells About Office Manager’s Job 


‘Part of an office manager’s job is to transmit man- 
agement’s orders to personnel in such a manner that 
they will be news and not history,” A. H. Frampton 
told the opening dinner meeting of the National] Office 
Management Association in Queen’s Hotel, Montreal 
recently. 

‘Whatever information it becomes his duty to pro- 
vide must be given in time, and in such a manner 
that its import may be grasped and intelligent action 
initiated along the lines indicated,” said Mr. Frampton 
He added that information on company operations 
must be given before “unwise practices have become 
established to the point where corrective measures 
have become very difficult.”—RC 





Mr. & Mrs. Sid Hatch on European Tour 

Sid Hatch of the Sell Corporation advised Orrict 
APPLIANCES that he and his wife planned to fly W 
Europe on October 15 for a six weeks’ tour of the con- 
tinent. Mr. Hatch planned on taking his camera and 
hoped to make numerous contacts with office equip- 
ment dealers in Europe. 
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SERVICE 


Indexing Plan 





“she’s new here — she/ doesn’t know we have a 


/ 
— 


A new girl reporting for work with a bloodhound on a leash is not as far- 
fetched as it may seem. The way some offices are thrown into an uproar in the 
search for important papers is enough to drive any secretary to take such a 
lrastic measure. This makes a big market for you because secretaries know that 
office turmoil can be eliminated by changing-over to a Browne-Morse indexing plan. 
Alchough the demand for Browne-Morse Supplies is constantly growing, quality 
naterials used in their manufacture are becoming more and more difficult to secure. 
So be sure to get your orders in early if you want your share of 
the business in the coming transfer season. 


Send for your copy of the Browne-Morse Filing Supply Price List 


Architects of Efficiency for America’s Offices 


Browne-Morse 


MUSKEGON MICHIGAN 


MANUFACTURERS OF STEEL OFFICE FURNITURE, FILES, DESKS, ALUMINUM POSTURE CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 
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sales- 
cinching 
extras | 


| for the practical-minded 









Railroad helps prove the case for 
a 9 
— Imperial 
2s 
Windsor 


As no one else, America’s cost-conscious railroads can be expected to be 





The Transportation Dept., 
in the Chicago, Ill., general offices > 

of the Chicago & Eastern Illinois Railroad, » © 
shown furnished in Imperial Windsor 

office furniture. Installation by 

S. Stein Company, Chicago. 







practical about office furniture, to buy it only after the most careful and 
objective consideration of value. When the C. & E. |. chose Imperial 
Windsor for its Transportation Dept., it helped to demonstrate (1) the 
favorable position this matched line of modestly priced office furniture 
enjoys in many types of market, and (2) the sales-cinching character of 


its quality extras. 


For all its moderate price and conservative styling, Imperial Windsor has 
built-in quality that shows in such details as five-ply construction, full dove- 
tailed drawers, color and grain matching, hand-rubbed tops, the added 


comfort provided by recessed front legs, eye-appealing, symmetrical pro- 





@sb the hencite of tmpesial edveriicing in portions. It’s the line you can sell more readily to many of America’s 


national consumer magazines like these. 
Channel sales to your firm by advertising 
Imperial lines locally. 


biggest furniture buyers. 


MEMBER OF WOOD OFFICE INSTITUTE 


ce Bamperial 


desk company 
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New York O.E.D. 

Continued from page 108 

After announcing that the first fall meeting will be 
held on October 8 at the Brass Rail restaurant, New 
york City, he called upon John R. Gray, executive 
director of NOFA, for a few words. Mr. Gray then 
gave a brief outline of NOFA activities discussed at a 
recent conference in Washington, where some worth- 
while recommendations were made. He concluded with 
the announcement that the 1952 NOFA convention 
will be held in Atlantic City, N. J. 

President Itkin then thanked the golf committee 
for doing a splendid job and called upon Chairman 
John E. Mossman, Desks, Inc., New York, N. Y., who 
distributed the golf awards as follows: Low gross, 
Woody Chisena, National Cabinet Company; kick- 
ers’ handicap, Harvey Bright, Bright Chair Company, 
Inc 

Ladies awards were received by Mrs. John E. Moss- 
man, Mrs. Nat Dallek, Mrs. Semon Nemlich, Mrs. W. J. 
Rees and Mrs. J. White. Other golf awards went to 
Joseph Weiner, David Kramer, Inc., New York, N. Y., 
Charles Stettler, Berry, Dickie & Stettler, N. Y., N. Y., 
George Watson, Charles J. Lane Company, N. Y., 
N. Y.. Semon Nemlich, Regan Office Furniture Corp., 
N. Y.. N. Y., John Broer, Lackawanna Leather Com- 
pany, R. J. Berry, Berry, Dickie & Stettler, N. Y., 
N. Y., Doctor Morrison, guest; and Joseph Pearl, guest. 





Philly Stationers Meet, Hear McCloskey 

More than 40 members and guests assembled to at- 
tend the first Fall meeting of the Philadelphia Sta- 
tioners Association held on Thursday evening, Sep- 
tember 20, in the Matthew-Simpson Hall of the Robert 
Morris Hotel, Philadelphia, Pa., with President Irving 
Roth, Roth Brothers, Philadelphia, presiding. 

President Roth expressed his pleasure at seeing such 
a good attendance desipte the fact that some mem- 
bers were on vacation, while others were on their way 
to attend the NSOEA convention in Chicago. 

Secretary Ernest Abe, William F. Murphy’s Sons 
Company, Philadelphia, read a letter from Otis R. 
Prior, Mutual Stationers Supply Corporation, thanking 
the association for sending flowers at the recent death 
if his wife 


President Roth then announced that the next meet- 
ing would be held on October 18 in the Keystone 
Bungalow Club, Reading, Pa. 

Announcement then made that the Philadelphia 


Stationers Association will hold their annual Banquet 
nm Thursday evening, November 8, at the Warwick 
Hotel, Philadelphia, after which President Roth intro- 


luced the guest speaker of the evening, Bart Mc- 
Closkey, sales ci iltant, whose topic was, “Let’s Sell.” 

In an interesting and informative talk Mr. McClos- 
key reminded his listeners that selling and salesmen 


a large measure towards making 
America the greatest country in 
that selling is a career, he de- 
rood constructive salesmanship to- 


have contribut« 
the United States 
the world. De 


lored the lack 


lay. He urged dealers’ salesmen to study the A.B.C.’s 
of selling, the intelligent use of the 26 letters of the 
alphabet for proper phrasing of their sales presenta- 
tion for better results. Pointing out that time is a 


ompetitor with an average of only 
ter hours selling time per day, he 
affirmative sales presentation 
which calls for affirmative answers and suggested the 
slogan “Plan Work and Work Plan” as a reminder 
If this is done, a better selling job can be accomplished 
and worthwhil lume of business secured by the 
man who make ntelligent calls, intelligent approach, 


Salesman’s greatest 
me and one qu 


advocated a planned 


is enthusiasti ffers constructive ideas and leaves 
the door open for the next call, he said 
In discussing litional outlets for dealer’s products, 


he called attention to the vast amount of merchandise 
sold direct to mers for advertising purposes, some 
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BI97E ELECTRIC PRINTING CALCULATOR 
CAPACITY 9,999,999.99 


po eee 


A REAL DEAL 
for the Retail Dealer 


Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth at Locust Street Philedeiphie 3, Pa. 











B19? HAND OPERATED PRINTING CALCULATOR 
CAPACITY 9,999,999.99 
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sets the pace 


for style, quality and value 
























METAL-LUX clerical posture chairs 


2K fabulous seating comfort 
2k new trend in metal styling 


* super-value posture chair 





MILWAUKEE METAL-LUX has proved a solid selling 
success. Warmly accepted by the trade upon its 
introduction, METAL-LUX has shown no let-up in 
sales potential. The reasons are obvious. Functional 
design with high styling unprecedented in a metal 
posture chair, out-of-this-world seating comfort, 
dreadnaught construction, surprisingly low cost 
these add up to incomparable value. METAL-LUX on 
your sales floor is certain to move briskly and profit- 
ably. If you haven't yet shared in METAL-LUX profits, 
get the full details now. 


SEND FOR COMPLETE DESCRIPTIVE LITERATURE 


MILWAUKEE METAL FURNITURE CO. 


120 S. LASALLE ST. «© CHICAGO 3, ILLINOIS 
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seven and one half billion dollars worth yearly. The 
remembrance gift business is big business, he de. 
clared, and since many of the items are handled by 
stationery dealers he urged dealers to send their sales- 
men after it saying, “many large orders are there to 
be had if some one will go and get them.” 

His concluding suggestion to dealer’s salesmen was 
to devote some time and thought to this market, dis- 
cover the right man to see, even if he is the president 
or vice-president of a company, and find out his 
problems, offer helpful and constructive suggestions, 
Many large firms are interested in good advertising 
premiums, something they can be proud of present- 
ing and therefore can be sold good worthwhile prod- 
ucts if the dealer’s salesman will go after them. 

Intense interest was shown in Mr. McCloskey’s talk 
which was followed by considerable discussion from 
the floor. Numerous tributes were paid the speaker 
by those present and President Roth summed up the 
consensus when he remarked that the evening was 
well spent, a top notch meeting, one of the best held 
by the association who have held many good meetings 
throughout the years. He added that in stationery 
dealer’s stores there are many office items that can be 
sold as premiums and dealers should get a part of 
that business. 





Chicago O.F.A. Hears Banker 

Kenneth R. Wells, vice-president of the American 
National Bank & Trust Company, Chicago, was the 
speaker for the October 8 meeting of the Office Furni- 
ture Association of Chicago held at the Charles Harri- 
son Restaurant. 

Mr. Wells spoke on the subject, “Is Your Business on 
a Treadmill?” He reviewed the fundamental things 
that the office furniture men should know about their 
business firms and suggested that if they wish to get 
off the treadmill they should know: 1. The function 
of working capital; 2. The break-even point of busi- 
ness; 3. How to forecast cash requirements. 

Business operators were advised to watch the net 
worth in comparison to all assets and also the net 
worth as viewed in connection with the total debt. 

A report on the NOFA officers’ conference held Sep- 
tember 14-15 at Washington, D. C., was furnished the 
meeting by Harry Hoferr, Kendrick Office Furniture 
Company and president of NOFA, and by Norman 
Ginsburg, Joseph Ginsburg, Inc., president of the 
O.F.A. of Chicago. They reported on the financial 
status of the national organization, told of the steel 
situation as gained from speakers at Washington, D.C, 
and described the position of NOFA in respect to the 
national convention to be held April 23-25, 1952, in 
Atlantic City, N. J. It was reported that the 1953 con- 
vention would be held in Cleveland, Ohio. Eighty of 
the 133 display booths are already sold. 

A motion was approved for the Chicago group to 
hold a party in December. The remainder of the meet- 
ing was taken up in discussion of local problems 





Office Appliance Managers Fete Zollinhofer 


C. A. Zollinhofer was guest of honor at the first fall 
meeting of the New York Office Appliance Managers 
Association in the commodious Canadian Club, Wal- 
dorf Astoria Hotel, in New York City. Mr. Zollinhofer 
retired from the important position as metropolitan 
district manager, International Business Machines 
Corporation, as of July 31, 1951. 

As president of the New York Office Appliance Man- 
agers Association, Mr. Zollinhofer opened the meeting 
in the usual manner calling upon Secretary-Treasurer 
Harvey Thompson for the minutes of the last meet- 
ing. He then read a letter from the president an- 
nouncing his retirement and tendering his resignation 
from the office and the association. The members 
accepted with much reluctance when assured the 
president would attend the annual meeting. 

John A. Noon, Kee-Lox Manufacturing Company, 
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“ONDEROGA speed 


TICONDEROGA 
* means...the greatest and best-liked 
name in pencils! 
* means...the best in pencil advertising! 
* is...reaching millions of customers 
with well-placed advertisements. 
TICONDEROGA 
* uses... Time to reach big business, 
little business, the well informed. 


* uses...Collier’s, The Saturday Evening 
Post to reach the businessman and 
office worker in their homes, the 


family, the children. 
* ... Ticonderoga advertising reaches the 
nation at work, in school and in repose. 







DIxOn TICONDEROGA 1388 Ne2 





They banged all day 
on stubborn stone 

‘To write one 

paragraph alone. 





- ee 


N TICONDEROGA 13 





MADE iW 
U.S.A 


Leadfast 





This LEADFAST pencil 
writes with ease, 


Makes tough assign- 
ments just a breeze 


TICONDEROGA 

* sells...the nation’s radio audience with 
its famous ‘Ticonderoga Minutes,’ 
timely radio spots that portray events 
in our country’s history. 

* tells... millions of listeners, through- 
out the week, about Dixon’s Leadfast 
Ticonderoga in these ‘‘Minutes” over 
their favorite radio stations. 





DIXON 


LEADFAST 


PENCIL 





TICONDEROGA SPEEDS YOUR SELLING PACE! 


JOSEPH DIXON CRUCIBLE COMPANY, PENCIL PRODUCTS DIVISION 98-J11, JERSEY CITY 3, NEW JERSEY 
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KROGER GROCERY COMPANY 


_ CLEVELAND 


bes ae Cap _— 


MORE THAN 89,000 ORGANIZATIONS 
USE LIBERTY BOXES 
for Storing All Types of 
INACTIVE RECORDS 
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PROFIT from 
THIS YEAR ROUND 


» SALES OPPORTUNITY 


- 


REG. U.S. PAT. OFF 





STORAGE BOXES 


Perhaps you think that “‘transfer time’ comes 
only in June or January. 

Not any more! 

The greatly increased paper work, now required 
to run a business, means faster accumulation of 
records on completed transactions. The rising cost 
of keeping these seldom-used records in active files 
calls for more frequent transfers to léss e apensive 


Month 


after month for 33 years 


storage equipme nt. 
Liberty Record Storage -—— 
Boxes have been first choice 
of thousands of offices for 
safe storage at low cost. Get 
your share of the steady, 
year "round sales that na- 
tionally known, nationally 
advertised Liberty Boxes 
produce! Write for latest 


atelne? 
catalog! 


BANKERS BOX COMPANY 


720 SO. DEARBORN ST. « 
SPECIALIZING IN ECONOMICAL RECORD STORAGE SINCE 1918 


November, 
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as toastmaster gave a brief sketch of their guest’s 
rapid rise in our industry and gave each of the mem- 
bers opportunity to express themselves to Mr. Zollin- 
hofer. To one priviledged to sit on the sidelines, it 
was obvious that the president had earned the respect 
and esteem of all. In glowing tribute they spoke of 
his many good deeds. With reluctance they accepted 
the fact that a man had a right to live and determine 





HONOR C. A. ZOLLINHOFER—Pictured at the New York Office Appli- 
ance Managers’ dinner for C. A. Zollinhofer are: FRONT—Harvey 
Thompson, Diebold, Inc.; C. A. Zollinhofer, IBM, and D. L. Johnston, 
Pitney-Bowes, Inc. REAR—C. Lyttle, Dictaphone Corp.; R. W. Burman, 
National Cash Register Co.; R. H. Fisher, IBM; G. J. Schmucki, Monroe 
Calculating Machine Co.; O. L. Quicke, guest; C. A. Zeller, Felt & 
Terrant Mfg. Co.; G. C. Woosley, Yawman and Erbe Mfg. Co.; 
H. C. Avery, Addressograph-Multigraph Corp.; L. M. Bonnewell, Todd 
Sales Co.; F. A. Greis, Underwood Corp., and J. W. Noonan, Kee-Lox 
Mfg. Co 


his own life. With earnestness and sincerity they 
wished him well and predicted success to whatever 
he turned his attention in the future. Mr. Zollinhofer 


replied that his retirement from the business of mak- 
ing money was the result of 34 years of planning. To 
the achievement of his goal he gave his good wife 
much credit. He said he firmly believes a man with 
some intelligence and the time can do a lot of good 
in his own community—in social programs to help 
people who need help. It is to this high aim he plans 
to dedicate himself after a long vacation. 

One of my greatest regrets in retiring from busi- 
ness life at this time is in resigning from this asso- 
ciation,” said Mr. Zollinhofer. He said he knew the 
members can all be counted upon to keep the office 
appliance business in the great metropolitan area 
on the same high plane on which they were now con- 
ducting it. “It has been one of my greatest pleasures 
to know you and work with you—you’re a grand gang,” 
were his closing words 

The staff of Orrice APPLIANCES joins all his friends 
in the industry in wishing Mr. Zollinhofer God speed 
and fulfillment of his plans for the benefit of others. 





Join Forces at National Business Show 

Effective Education”, one of the most promising 
developments to come out of the recent trend toward 
co-ordinating commercial educational standards and 
subjects at both high school and university levels with 
the needs of industry, will be demonstrated and dis- 
ussed at the Office Week Forum held at the National 
Business Show. As we go to press this show is being 
held October 22-27 at the Grand Central Palace, under 
the auspices of the Office Executives Association of 
New York, Inc 

Working with the show’s theme of “Manpower, Ma- 
chines and Methods,” seven of the nation’s leading 
management associations planned to collaborate and 
sponsor forums with nationally-known speakers from 
both industry and education, discussing various aspects 
of education and increased efficiency in the office 
through better methods and manpower utilization. 
Each session of the various forums will provide for 
not only a review of the material presented but also 
an open discussion from the floor by the audience 
The complete program is as follows: 
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the finest tradition in 
wood office chairs 























For prestige, for distinguished elegance, 
for the very best in luxuriously 
comfortable seating and enduring service, 
American business everywhere looks 
to MILWAUKEE for its office chairs... 


the REGAL modern group 


MILWAUKEE Dealers enjoy excep- 
tional acceptance for this distinc- 
tive group. Here are imposing 
proportions, luxurious construc- 
tion and rich conservative modern 
design with universal appeal 
truly regal chairs for the finest 
offices. The quality features are 
apparent in the form-fitting backs, 
hand-tailored seats with tapered- 
for-comfort contours, and subtly 
shaped arms. The group includes 
Executive Swivel Armchair and 
Side Armchair . . . 


A limited number of MILWAUKEE Wood Chair 
franchises are open at present. Write for details. 


makers of fine chairs for over half a century 





THE MILWAUKEE CHAIR COMPANY 
MILWAUKEE, WISCONSIN 
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FROM THE ORIGINATORS OF 
HOMOGENIZED DUPLICATING 
INKS, AN EXCELLENT NEW 
INK IN A STRIKING NEW 


TRANSLUCENT 


PLASTIC 
SQUEEZE (T 


PACKAGE 







ALL THE COPY 
ALL THE TIME 
WITH DRI-RITE 
INK IN PLASTIC. 


DRI-RITE INK IS 
GUARANTEED AS 
LISTED BELOW: 


NO SLIP SHEET- 
ING ON ANY 
MIMEO BOND 
STOCK. 


FOR OPEN OR 
CLOSED CYLIN- 
DERS. 

WILL NOT DE- 
STROY STENCILS, 
CLOG THE PAD, 
OR HARDEN 

IN THE DRUM. 


DRI-RITE BLACK 
INK IS AVAIL- 
ABLE IN EITHER 
THE PLASTIC, 8 
OUNCE BOTTLE 
OR THE REGU- 
LAR POUND 

SIZE CAN. 


THE SQUEEZE-IT 
BOTTLE IS 
AVAILABLE WITH 
FOUR .CANODE 
PRODUCTS, 
RAPID DRY RED, 
BLUE AND 
GREEN, AND 
DRI-RITE BLACK. 


FOR MORE COM.- 
PLETE INFORMA- 
TION ON DRiI- 
RITE BLACK, 


DRI-RITE 
BLACK 


Duplicating 
INK 


WRITE TO 


INK SPECIALTIES 
CO. INC. 


523 N. Halsted St., 
Chicago 22, Ill. 


IN CANADA, 


WRITE 
CARBON PAPER 
SERVICE 
BUREAU, 

94 ADELAIDE ST. 
WEST, 
TORONTO, 
CANADA 


Manufactured By 
SPECIALTIES C0 
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Monday evening, October 22, 7:30 p.m.— ‘The Current 
Status of Technical and Scientific Manpower”, Dr 
Gordon P. Whitcome, assistant personnel director of 
American Cyanamid Company; “Current Salary and 
Wage Regulations”, Hiram S. Hall, vice-president for 
personnel of Bigelow-Sanford Carpet Company and 
industry member of Wage Stabilization Board 

Tuesday evening, October 23, 7:30 p.m.—‘Records 
Management—Whose Responsibility?’’, Miss Leta J. 
Stroben, manager of system’s division, New York 
Branch of The Globe-Wernicke Co.; Jules M. Graubard, 
director of personnel and employee relations for Bache 
& Company; Dr. Robert A. Love, director of evening 
and extension division, school of business of City Col- 
lege, New York City. 

Wednesday afternoon, October 24, 2 p.m.—*The Value 
of Cost Accounting to Small Business”, Stephan YV, 
Troll, partner of Mailor and Troll 

Wednesday evening, October 24, 7:30 p.m.—*The 
Vanishing Office’, J. W. Haslett, manager of methods 
and statistics for Shell Oil Company. 

Thursday afternoon, October 25, 2 p.m—‘‘Manpower 
Sources for Office and Factory”. A panel discussion 

Thursday evening, October 25, 7:30 p.m.—How Edu- 
cation Meets the Current Needs of Business’. A panel 
discussion. 

Friday afternoon, October 25, 2 p.m.—‘*How to Pro- 
duce More in a Tightening Employment Market”, 
Richard B. Johnson, training co-ordinator of the Port 
of New York Authority. 





Pittsburgh Business Show to Feature 


Office Management “Know-How” 
The Pittsburgh Business Show, to be held at the 


Hotel William Penn, November 7, 8 and 9, will feature 
office management “know-how.” Visitors to the show 
will see displays by more than 50 exhibitors of the lat- 
est developments in office machines, equipment and 
systems. They will also have the opportunity to learn 
how to apply the most modern methods and “know 
how” of the office equipment industry to their own 
business operations. 

Whether the visitors be businessmen, office managers, 
systems designers or office workers, all will be able to 
put new ideas they will find at the show to practical 
everyday use. The show is sponsored by the Pittsburgh 
Chapter of the National Association of Cost Account- 
ants, the Pittsburgh Chapter of the National Office 
Management Association, and by the Office Equipment 
Sales Managers Association in Pittsburgh. General 
chairman of the show is Howard G. Elam, vice-presi- 
dent of the Pittsburgh chapter of the National Office 
Management Association. 





New York NOMA Begins Meeting Series 


OEA, the New York Chapter of NOMA, opened what 
promises to be an active year with its first meeting in 
new quarters, the new Brass Rail at 100 Park Ave., and 
is holding these sessions at that site every third 
Wednesday in the month. 

The September 19 meeting saw a large attendance 
to hear Paul Montgomery, senior vice-president of the 
publications division of McGraw Hill Book Company, 
speak on “Management in These Times.” 

The second luncheon meeting of the year was held 
at the Masonic Club on October 3. Donald E. Johnston 
of Pitney Bowes, Inc., spoke on “How to Help the Post 
Office Help You.” A guided tour of the general post 
office concluded the session. 





Hold Records Management Conference 


Dr. Lillian M. Gilbreth, noted writer and prominent 
management engineer, delivered the keynote address, 
“You and Your Job” at the Twentieth Annual Mid- 
West Conference on Records Management, held at the 
Edgewater Beach Hotel on Friday, October 19 

The forenoon session dealt with practical problems 
in the management and preservation of records. Cabot 
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MODEL 442. A Steel file in beautiful gray Hammer- 
loid finish, with 20 letter-size folders, alphabetical, 
monthly and blank. Equipped with key and strong 
snap lock that stays closed. Piano type hinge. Heavy 
duty handle. Size 10 x 124% x 544”. Individually car- 


toned; packed 6 to shipping carton. 


MODEL 420. A handy, 
reasonably priced file. 
Lightweight but strong. 
made of special binders’ 
board. and covered with 
leatherette. Choice of 5 
colors — maroon, black. 
blue, brown and green. 
Complete with _ filing 
system similar to Model 
142 above. Size 10'%x 


1244x6". 





Write for prices and discounts on these files, also catalog 


on complete line. 


AMBERG FILE & INDEX 


Filing Specialties since 1868 


1608 Duane Blvd., Kankakee, Il. 


co. 





when making up business statements, income tax returns 


PERSONAL FILES 


THEY SELL FAST... EVERYBODY NEEDS ONE! 


There’s nothing quite as satisfying to the owner as an Amfile, with a 


place for every important paper and receipt—access to all figures and facts 





checking dates and 


There's nothing quite as satisfying to the dealer as Amfile values—which 


mean a popular priced, quality product at a good margin of profit. 





MODEL 445. The last word in personal files. Its basic 
design, size and contents are similar to Model 442, but 
in addition, there is a secret compartment with lock in- 
side the cover for such valuable papers as insurance 
policies, bonds and stocks, wills. Finished in a new 
shade called “craftsman copper” and equipped with 
bronze hardware. Individually cartoned. Packed 6 to 
shipping carton. 


RECORD 
CASES. Brand 
new! Made of 
steel finished in 
“craftsman cop- 
per.” Number 
dividers, with 
patented cush- 
ion corner con- 
struction, hold 
50 records up- 
right—7” or 10”. 
Case has double- 
clasp lock, piano 
hinges and met- 
al carrying han- 


dle. 





No. 1070 steel case for 10” records 
No. 770 steel case for 7” records 
No. 700 leatherette case for 7” records 
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TRUE 
“BUILT TRUE CLEAR THRU" 





EMPIRE 
NO. B1566 


The Empire 1000 SERIES 


A COMPLETE MATCHING SERIES OF DESKS 
For EXECUTIVE, General OFFICE, CLERICAL 
And Special PURPOSE 











Here’s a QUALITY Line of Desks, in Modern Design, with 
ALL the “present day” feafures wanted in a BETTER Desk. OUTSTANDING 
FEATURES 


Dealers who display Hoosier Desks find they sell easily ae 
because the Dollar Values are readily apparent. posts. 


Fitted for suspension files. 
Get the “jump” on competition with this QUALITY Line Ball bearing roller sus- 

of BETTER Desks . . . Samer enees. 

Space saving. 

Adjustable height. 

Semi-flush hardware. 

Organized center knee 


NOTHING takes the place of WOOD well drawer. 
for Beauty, Warmth and Character. 


HOOSIER DESK CO. 


JASPER, INDIANA 


They're “BUILT TRUE . . . CLEAR THRU.” 
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stein, head of the department of photographic repro- 
discussed some 


ductic it the University of Chicago, 
Unusual Applications of Microphotograph.” John R. 
Crowley, general office manager of the U. S. Gypsum 


Company The Work Simplification Ap- 
to Records Management.” 

meeting, Dr. Melchior Palyi, econo- 
Long Range Economic Outlook.” 
president of the National Office 
yn, presented the “Human Rela- 
»-~Day Business Operations.” 


proach 


iscussed “The 
Hugh Wichert 

Management Assov 

tions Aspect in Dal 





Dallas Wives Entertain Travelers 

REPORTED BY ART CARROW 
The Texas Travelers 

tained the Travele! 

Lake September 

a reile {f trom the extreme 
Coo! drinks were 


Wives Club of Dallas enter- 
ith a barge party on White Rock 

the coolness of the lake was 
heat. 


order with a most delicious 


supper served buffet style. Dancing was enjoyed on 
the upper deck 
Out-of-town gue included Mr. and Mrs. Herb 


Ward Silli- 
McRoberts of Houston, 
Florence McBee came with 
Harris brought Miss Beryl 


Beckman of Houst house guests of the 
mans and Mr. a! Mrs. G. A. 
visiting the Jack Kerns 
Wolt Stempels Ike 


VDulnig 





OMA of Chicago Welcomes 500th Member 


The 500th member of the Chicago chapter of the 
Office Management Association was welcomed into the 
ranks of the org n at the opening dinner meet- 

9 the 1951 F season. The new associate was 


Ernest A. Mon 


Prudence Life 
Compa 


vice-president of 


Insurance Chicago. He was presented with 

; membershij ials in a ceremony conducted 
9y Harold W. Dickhut of Stivers Office Service, Chi- 
ago, immediat« t president of OMA of Chicago. 
The address wa iven by Hugh A. Wichert of Ruth- 


iff & Ryan t international president, NOMA. 





Great Lakes Travelers Club Notes 


At the GLTC business meeting held following the 
regular luncheon at the Hamilton Hotel on Friday, 
October 5, the g were accepted into member- 


hip: Philip C. B and N. Carter Hammond, both 
Hall-Marvin Safe Company; Paul R. Going, 
William Watts, Quality Park 


Company; E. J. Moynihan, Moore Business 
ms, Inc.; Chet Smith, A. W. Faber-Castell Pencil 
y M. Chambers, W. A. Sheaffer Pen 


Frankel Manufacturing Com- 





Boy Scout ified Builds Good Will 


pays well t the good will of the Boy Scouts, 
fine or mn of teen age boys is the back- 
ne of future patrons,” said the manager of the 


McFadden Furniture and Outfitting Co., Delray, Fla. 

j Boy Scout Week is celebrated 

arrange a special window. We 

t leader and the boys themselves 

to do the decorating. In coming 

come acquainted with our mer- 

handise, and it i the store with which they are 

hat t ll come when in need of desks, 

t imps and other accessories for 

Last year, a panel of white bristol board was 

se to thi front of the store. On this the 

t nants, neckerchiefs, troop char- 

tenderfoot, second and first 

Boys’ Life. In front were 

large ph raphs of scenes at the scout jam- 

Valley F e. At each end of the display were 
hted fi amps.’—WBS 


tar , +. } _ ’ 
AIS Vatlrol Irit i lS 


Pes, al ies of 
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PARKER line of VALUES! 


STEEL OFFICE EQUIPMENT 


STEEL 
BOOKCASE 


The Bookcase is of 
standard size with disap- 
pearing glass front panel 
for clear visibility. Avail- 
able in three different 


sectional sizes: 
H WwW D 


12" x 359%" x 12" 
15" x 3534" x 12" 
18" x 353%," x 12" 





STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 


DOUBLE DOOR 
COUNTER HIGH CABINETS 





THESE STURDY 
STEEL 
TRANSFER 
FILES 
CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 





SIZE 42''x36"'x!8"' 


ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 


Made of heavy Gauge Steel Electrically welded 
construction and completely reinforced throughout. . . 
Baked-on enamel finish in Green or Grey. 


Write for catalog and Dealer price list. 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Stee! Office Equipment 
56 COLUMBIA STREET : BROOKLYN 2, NEW YORK 
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B. L. Marble Featine Chains 


help folks make a| comfortable | living! 

















@ The surest way to help folks to help 
themselves is to seat them in comfortably correct posture 
chairs. An erect, healthful sitting position minimizes 
fatigue, Conserves nervous energy and increases 


work capacity. 


@ Office furniture dealers, too, can 
make a comfortable living by exploiting the advantages 
of correct posture seating. The full B. L. Marble line 
includes chairs of this type for every conceivable 
requirement .. . for executives as well as stenographers 


and other clerical workers. 


@ And here’s a timely suggestion . . . 
B. L. Marble posture chairs make ideal Christmas 
gifts! There are probably lots of executives that would 


welcome the thought of playing Santa Claus to 


themselves .. . unless, of course, their employees get 
the idea first. Order sample chairs NOW for the 
profitable Christmas trade! 


now .. « THE ARISTOCRAT 
OF EXECUTIVE POSTURE 
CHAIRS! 


Combining the comfort of 
correct posture with fine 
period design. A truly beauti- 
ful Chippendale chair that 
fills a long-felt need and offers 
something distinctively new 
to stimulate sales. Underneath 
upholstery of seat and arms 
is soft foam rubber. 


3291 AAF 


© Gor such an intimate piece of furniture at a chair, there 4 no satisfactory substitute Jor WOOD! 


THE B. L. MARBLE CHAIR COMPANY + Bedford, Ohia 


Sold by leading office furniture and equipment dealers everywhere 
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OTED TO DOING ONE THING...BETTER 





8 CONTINUING RESEARCH toward both product 
development and improvement has built the Rose REPUTATION 


for quality and value. 


2 ORIGINATORS of the world-famous Rose 
*“STA-CLEAN” Duplicating Carbons and Master Units with the 
protective metallic coating and Gold Sealed Edges which pre- 


vents the soiling of hands and clothing. 


This product has won for them recognized leadership in the 
highly specialized field of SPIRIT DUPLICATION. 


® A COMPLETE Line of Duplicating Carbons and 
Master Units. 


*now available in BLUE, RED, GREEN, and BLACK as well as PURPLE. 


PAT. APPLIED FOR 


wor 
+ 


R ISE RIBBON & CARBON 
x BD MANUFACTURING CO.., INC. 


~ 


GENERAL OFFICES AND FACTORY - - - - HARRISON. N. J. 
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he COST 


. . . SIMPLEST OPERATION YET! 





Model 3—$125 
Model 13—$150 


— 


~ 





CALCULATOR 


MULTO is an amazingly low-priced calculator, 
ideal for small offices, stores, accountants, insur- 
ance men, etc. It is lightweight, ruggedly built, 
designed for all-around service. 


Features: 


¢ Rapidly handles all fundamental 
operations. 


¢ Quickly checks invoices and state- 
ments. 


¢ Instantly calculates cost and sell- 
ing prices. 


MULTO opens up a new fleld for sales of popular- 
priced calculators. Find out about it TODAY! 


Model 13 MULTO Calculator, similar to Model 3 includes ‘Back 
Transfer’ feature, permitting continuous operation without re- 
setting figure in keyboord — another 
great time-saving feoture! Price $150 


Telephone: Circle 5-6940 
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ag REI, 
RED BORDERED 


GUMMED LABELS 
30 POPULAR SIZES 


%& BEST QUALITY WHITE PAPER 
& FINE, SMOOTH WRITING SURFACE 
%& STICK QUICKLY AND PERMANENTLY 











THE REYBURN MANUFACTURING CO., INC. 


PHILADELPHIA 32, PA. 


(4048 W. POLK ST., CHICAGO 24, ILL, 
WAREHOUSES 1612 E. SECOND ST., FT. WORTH, TEXAS 
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Duplicopy Co., Chicago, IIl.—Display« t t vent the com 
yt ‘ ¢ t ‘ ¢ bong 
g wa 
Q A / 
Eagle Pencil Co.. New York 9, N. Y.—M t s6 ; 
; featured together wit bh, ers ang 
Vav r saies manage w 
Eaton Paper Corp., Pittsfield, Mass was t S ling 
Eaton's fine lett : espend 
M Week-at-a nce product t were 
; ' x ; ve rR. 
Emeco Corp., Hanover, Pa.—Va sr Sw 
Ennis Tag & Salesbook Co., Ennis, Tex 
Esterbrook Pen Co., Camden, N. J.—M 
. n 
Ky v i t ae ’ séies a 
Eureka Specialty Printing Co., Scranton 9, Pa plistick Mail Aids 
wide va t bee's pected r x f x S wer 
a 
a 2 
the t erg i 
R “ stat ee 
Vv R A WwW. K 7 - Wa 
Every Ready Calendar Mfg. Co., Jersey City 3, N. J.—Feat e wer 
kK w M 
Eversharp, Inc., Chicago, IIl.—Ex ” 








Executive Furniture Co., Inc., Oklahoma City 4, Okla 


Faber-Castell, A. W., Pencil Co., Newark 4, N. J 


M Wyer was ’ 
Faber, Eberhard, Pencil Co., Brooklyn 22, N. Y 


Farber, Louis H., Co., Chicago, IIl.—Th: ‘ A. 
y. 2 snd W fl 
Faries Mfg. Co., Decatur, IIl.—A 


Fastener Corp., Chicago 14, III 


Faultless Caster Corp., Evansville 


Federal Equipment Co., 


Washington 7, D 


4 


7, Ind 
iK.A 


Force, William A., & Co., Inc., Brooklyn, N. Y 


WOU “cr 
i the 4000-E 
Fibre, The, Forming Corp., Olean, N. Y “ 
r sn ‘ ta ‘ 5 
Fisher Pen Co., Chicago 13, Ill.—A new 
Wa 
Robert E£ x 


Flo-Ball Pen Corp., North Hollywood, Calif 


Frawley Corp., Los Angeles 34, Calif.—Pa 


General Binding Corp., Chicago 14, Ill 
) Beleost 


General Lamps Mfg. Corp., Elwood, Ind 





wv 
Thomas H. Gibbons & Co., Chicago—Brief zk were G 


Gift Craft Leather Co., Brooklyn, N. ¥.—A 





Gibson Art Co., Cincinnati, Ohio 


i window 
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me 
In 1 liv ary 


The “PRESIDENT’S” FILE No. 474 


Contains: Four ball-bearing letter size 





drawers; two double index drawers for 
3 x 5 or 4x 6 cards (6400 capacity) or 
by removing the partitions, for can- 
celled checks; one safe compartment 
with a combination lock (no key neces- 
sary—only YOU know the combination). 
372" high, 30%” wide, 172" deep. 


Cole gray baked enamel finish. 


$77.90 


With plunger-type lock which automatically 
locks all drawers. No. 474-PL. $86.40 


Prices slightly higher in Texas, Colorado and West of the Rockies. 
CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS ARE AVAILABLE ON REQUEST. 


€ STEEL EQUIPMENT COMPANY | 
@} & = 285 Madison Avenue, New York 17, N. ) 

















all F dram 











automat) ay 


Your records are as safe in Cole's ‘DOUBLE SAFEGUARD" 
cabinet as in a bank vault. Only YOU know the combina- 
tion. A heavy duty Grade ‘‘A’’ Cabinet with a progressive 
ball-bearing suspension cradle within a suspension cradle. 
An outstanding achievement in engineering skill and de- 
sign. Equipped with safety latches and positive side lock 
compressors. Because of the structural strength of the case 
work and the ease of drawer operation, Cole cabinets will 


last a lifetime. 
- COLE-STEEL. 














—— 
id FOUR DRAWER FILES re 
= No. Wide High Deep or Gray 
ES 1004Y .. Letter Size... 14%4” 51%” 28%” $106.90 
8004Y .. Legal Size..17%4"” 51%” 28%" 118.75 
NY Grained Walnut, Mahogany or Knotty Pine finish, $15.00 additional 


TWO DRAWER FILES 


gael 
uM 1002Y .. Letter Size .. 1434" 30%” 28%” $ 79.50 
* 8002Y .. Legal Size.. 1734” 30%2”" 28%” 84.75 


Grained Walnut, Mahogany or Knotty Pine finish, $10.50 additional 





Prices slightly higher in Zones II and Ill 


ie Oe ae ae ee ee ee) ee ee On ee 
New York 17, N 


PR tote halelelixelaMe Wasi alelee 























Used for 
Top Secret Work 


in Many Plants 








Used in 
Government 


Offices 





ee) I we OU nPANY . 
285 Madiso ee, wew York 17, N. Y 





SIZES AND PRICES 


Suggested Uses 





Letter Size 

Legal or Cap 
Invoices 

*2 Rows 8x5 Forms 
*Invoices or 2 Rows 8x5 
Freight Bills 

Checks 

Drafts or Checks 
Drafts or Checks 
5x8 Forms 


jtener Size 


eDeposit Slips (2 Rows) | 


Deposit Slips 
Tebulating Cards 
*3x5 Cards (3 Rows) 
*4x6 Cards (2 Rows) 
*3x5 Cards (2 Rows) 
Vouchers (Upright) 
tledger Sheets 
tledger Sheets 








Width 





Inside Dimensions 


Height Length 
- W%.. 


3% 


4, . 

5 

10% . . 

ye ee 
+ TBs. 

*These numpers have removable divider partitions. 


Prices slightl 


PRONTO FILE CORPORATION 


285 Madison Avenue 


| FIGRE BOARD 
| DRAWER FRONT 


| File 
No 


E210 
| €210S 
| E510 

E109 
| E108 
E108M 
E97 
E104 
E94 
E94M 
E8s 
| E85s 
| E84 
| €73 

E64 
| £24 

E103 
| £592 
| E9l 
| E12 


PRICE 
Single Carton 
$3.55 $3.45 
3.45 3.35 
4.35 4.25 
3.20 3.10 
3.50 3.40 
3.45 3.35 
3.00 2.90 
3.05 2.95 
2.40 2.30 
2.35 2.25 
2.70 2.60 
2.60 2.50 
2.40 2.30 
2.40 2.30 
4.35 4.25 
3.20 3.10 
3.05 2.95 
3.35 . 3.2 
4.05 3.95 
5.15 5.05 


tPacked 6 to a carton—ali others 12 to a carton. 
higher in Texas, Colorado, and West of the Rockies. 








Save Time! 






Save Space! 


Save Money! 





LOCATE YOUR RECORDS EASILY — No more need of fussing 
and fuming. With Pronto files you can get at all records just 
as easily as in your regular active files. 


SAVE FLOOR SPACE — Constructed so that they interlock into 
solid units and stack as high as the ceiling, saving valuable 
floor space. 

STURDY CONSTRUCTION — Prontos are built of 275-lb. test 
corrugated fibre board and reinforced with steel on the shell 
and the four corners of the drawers. 


BEAUTIFUL APPEARANCE — Pronto files are beautiful in ap- 


pearance, finished in an attractive olive green 


1153 
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make sure 
this 
isn't yours! 





This fingerprint could be yours . . . 
if you use ordinary spirit duplicating 


7 
carbon papers. But hands always stay +. . ‘4 FF 0, 
clean (no smear, no smudge) with "~* ax i , 
Queen's new ... ° , 


_ 
tS 
eo *e 
A 
















cct-o-coat 


Reg Appd 


the new QUEEN ,, 


0-coat 


spirit duplicating carbon paper 


@ recommended for long runs 
















s 
~ 





@ recommended for sharp, clear copies 


Unlike ordinary spirit duplicating carbon papers, the 
new QUEEN ‘plutect 0 Coal’ spirit duplicating car- 
bon papers, are coated by a new process that safe- 
guard your hands (and clothes, too) against stains 
and smudges. Eliminates need for special stain-remov- 


ing soaps and cleansing preparations. 


Available in flat sheets or master unit forms—either 


plain or pre-printed. Write today for your free sample 
of QUEEN ‘protect-o coat” spirit duplicating carbon 


| ae 


paper. 





RIBBON & CARBON CO., Inc. 


128 Wythe Avenue * Brooklyn 11, New York 








Sa” 


INKED RIBBONS © CARBON PAPERS © MASTER UNITS © CARBONIZED ROLLS * SPIRIT & HECTOGRAPH DUPLICATING CARBONS 


Manufacturers of 
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For the most 








efficient, 
me economical 
EE | RE EOIN. eee nan 
feo fo and 
attractive 





















office in town, 





see 
the dealer 


who features 


STEELCASE 


Maximum efficiency and economy in the use of floor space is assured 
when you select Steelcase office furniture because of its exclusive space- 
saving design. Steelcase furniture is engineered with standardized, inter- 
changeable parts to permit utmost convenience and flexibility to job 
requirements. Smart, modern colors and beautiful, new metallic finishes 
with matching upholstery and tops, make Steelcase the most attractive 
metal furniture you can buy. A trained specialist in office layout, your 
local Steelcase dealer, will gladly help you select the equipment best 
suited to your own requirements. 


Voy Look for your Steelcase dealer 


in the classified section of 
your telephone directory. 





— oe = = ey. i = 


For new ideas in office planning, write for ‘Tooling Up Yeur Office’’ Business Bquipmerit 
METAL OFFICE FURNITURE COM PANY, Grand Rapids, Michigan 
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Globe- Wernicke : The Cincinnati, Ohio.—Presentation 


um office chairs 
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: Hanson and Schneide 
Graff, George B., Co smbridge 40, Mass.—The company's 


uding colorful giant-s 
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Angeles 65, Calif.—Featured 


wide and varied 
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U 
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a3 harge, assisted by 
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New York 


juipment and the Gu 
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Hamilton, Ohio—Single and 


resistive 


Hall Safe & Equipment 
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Han Philic ° Holyoke, Mass Ex te e we 
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t R. Ha 
Ra M were 
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sales department 
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te e tables and ste 
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Herring-Hall-Marvin Safe Hamilton, Ohio.—Featured 
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Speed rulers and allied 


was nere gree e€ 


13, N Or 


gated transfer files. as well 


Executive er 
eth F. 
double door fire 


sfe with nner buralar 


” narge was 


of new G/W 


3 steel furniture, office accessories, filing 


and bookcases 


were Messrs. Howard, Rahe, Sprott, Downing, 


line of signals, 
items were 
ze models. In 


here was the 


market for the 
jisplays for the 
Ink writing sets 


other members 
nts 

ed line of 
with eli we 
5regson. 

display was 
as the 
de-O-Tray and 


ome Kremsdorf 


cal and gen 
Davis 


>wn. In charge 


ft'’ office chair 
Kirk Bassett 


autograph 
tinuous carbon 
5, Norman L 
attendance 
supplies and 

E. Holmberg 


ne of executive 


file stools and 
Sweeney, sale 


Carver P 


5 t 
Exhibited were the firm's cor 


tems were the 
nsulated rec 

resistive chest 
e were Warren 
- >. Blauvelt 


The Heye re h s firm showed ved Lettergraph 
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H s Ink B kly 5 N.Y f ete new booth 
3 $ glass, alur 
“ rig wing Inks, writing 
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st swivel and side arm chairs 
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naham, Mass 


Hollywood, Cal b " here were the 
e@ etter opener. Leo G. Gendernalik 
Hoosier Desk k st were displayed, with 
the Rol typewriter 
g was as c ~~ & Gildea, 
g ; nar several district 
Hotchkiss, The E Jorwalk, Conn ‘ was the complete 
ff stry home, including 
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ke s e. In attendance 
We H. MacPhee, 
' tte 1 wa W. Morton of 
“ was red recently 
. Howa P mden |, N. J.—An « showing the lasting 
w lisplaye booth. The results 
entit 6,000 Points in You 
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EF Ra es J. Stone 
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~ et $s ey requirements of 
William E. Nevis 
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Indiana Desk C P Ind e 1500 Fleetline series, moderr 
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*What'll we give him for 
Christmas? He’s already GOT a 
Barcalo Executive Reclining Chair!” 


HE answer is simple: give him a Barcalo Executive 
Reclining Chair he can use at home! 
And this brings up the subject of a fat, juicy market - 
selling Christmas gifts for businessmen. If you've never 
thought of it as a market for you, just do this: 
Display the Barcalo Executive Reclining Chair and talk 
it up as the perfect gift for the Big Boss or that Favorite 
Customer ...the gift that'll keep on building up good-will 
for years and years to come. Tell him about the convenient 
Barcalo Gift Certificates. 
Then ask your prospect to sit down and feel Barcalo’s 
patented “Floating Comfort” features, try out Scientific 
Reclining Action that adjusts instantly to any position the 
body desires... helps take the strain off the heart and ease 
tired minds and muscles. 
And there's no better-looking Christmas gift than a Barcalo 
Chair, with its clean lines and rich leather 
The price is right, too. 


Executive 
coverings 
Christmas is coming, and there's a rich new market to 
exploit... wherever you are. 


THE ONLY RECLINING 
CHAIR MADE WITH 
PATENTED 
FLOATING COMFORT 
FEATURES 


REST RELAA 





READ 


Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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OP FLIGHT 
steel files 


WITH CRADLE SUSPENSION 
PROMPT DELIVERY 


No. B29 


4 drawer file 
with Cradle 

Suspension— 
no rollers 


No. 1951 

deluxe 4 drawer 
file 

with Cradle 


Suspension and 
roller bearings 





Attractive Hardware @ Compression Follower Blocks 
Gray or Green Finish @ Cradle Suspension 
Easy Gliding Drawers @ Spot Welded @ Sturdy Stee! Construction 
Economy Plus @ 52” High, 26’ Deep 


OP FLIGHT 
steel transfer cases 


Heavy steel construction 





@ Can be stacked to the ceiling 


7. 
a 
letter size @ Positive interlocking stacking 
No. 1400 device 


@ Packed in heavy cartons 


>. 
¢ legal size 
N 1500 @ An economy transfer case of 
oO. steel 


OP FLIGHT 


products company 
Phone Walbrook 5-7100 
6224 S. OAKLEY AVE., CHICAGO 36, ILL. 
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tags, labels, tickets, seais and die cut speciaities 





nd Anthony Kmito were in charge. 
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. era " 2 were present p 
Johnson Chair Co., Chicago 39, Ill iphole 

tere snd w 1 seat office chairs wa w W. ae 

was g¢ yssisted by several d ; x 
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Ken-Add Machines Co., Duluth, Minn.—k “ of the 

ys exhibit Ken-Add machines 
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ew and : sales promot VF eA aa , f the 
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Klein Institute for Aptitude Testing, Inc., New York, N. ¥.—Ex ed wee 
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Krayer Mfg. Co., Inc., Elizabeth |, N. J.—Ex - sple 
Kleen-A ea ea Da eal KM 
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Linton Pencil Co., Lewisburg, Tenn.—A “ s 
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Also shown w 
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Maso Steel Products, Chicago 5, IIl.—Typew abies 
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distinction, 
durability, and sales appeal 
nothing takes the place of 


enuine leather 


eau | texture of Genuine Leather enrich the 
ecorating scheme any office . . . denote good judgment 
1a sound set f values .. . suggest faith in the future of the business. 
(nd when you sell fine furniture . . . upholstered in Genuine Leather 
ou serve rself .. . for the distinction and durability of Genuine Leather 
ild good wil tu through the vears of satisfaction 
eather afl : uur customers. 


THE UPHOLSTERY LEATHER GROUP ~- TANNERS' COUNCIL OF AMERICA + 100 GOLD STREET, NEW YORK 7, N. Y. 


lework, IN. J . he Ashtabula Hide & leather Company, Ashtabula hic 
:gle-Ottowa leather ¢ i Haven, Michigar . Garden State Tanning Ir Pine Grove, Pa. 
er 6 e! leather Manufacturing Company, Newark, ! 
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Dealers Acclaim: 
“Today’s Greatest 


Duplicator 
Value! 


Nationally Advertised 
For Bigger Sales — 
More Profit for You! : whe ts ry 


iene 























i : 
ee ath SS, 4 


1) WS Tam, 
dealers acclaimed: “At $84.50—this new modern stream- 2 a | be” ae 


Atthe recent National Stationery and Office Equipment Show 


je 


te 
i el 


lined Apeco spirit duplicator—is by far America’s greatest 
duplicator value—offering more dollar for dollar value than 
any duplicator on the market.”’ The Speedliner Duplicator 
prints up to 5 colors at once—from postcards to 842” x 11” 
—making up to 300 copies from one master. Apeco dealers 
have had outstanding success in selling this Speedliner 
against all competition. Continuous national advertising 
has created widespread acceptance for the Speedliner, plus 
many valuable leads. A fu// line of attractively packaged 


accessories provides a profitable flow of repeat business. 


DEALERS WANTED 


Fine Territories Still Available 


There are a limited number of Speedliner dealerships still open. 
Contact us immediately—for available territory—and full details 
of the liberal Speedliner franchise. 


AMERICAN PHOTOCOPY EQUIPMENT CO. 
2849 No. Clark St. Chicago 14, Illinois 


Dept. A 
Please send complete Facts on APECO’S Amazing New Dealer Program for 


SPEEDLINER DUPLICATORS. 
Nome__.___ 

Firm Name____ 

Address___ 

City 


cnaliieiiianiiienniadmii Zone_ Stcte _s 
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H-H-M INSULATED 


—_ SAFE RECORD FILES 
"veriou Acclaimed at NSOEA 
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sales and profit 





exa 3¢ . e ' . ' 
od rring-Hall-Warvin Sale ( 
and th if O- Hi aie U0. 
sland b ted HAMILTON, OHIO 
ae¢ T R 
Craftsmen in Sates @ Insulated Record 
ndance w Files @ Money Chests © Vault Doors ° 
Rotary Record Files © Steel Storage Files ¢ 
. Bank Vault Equipment ¢ Drive-In Windows 
z cane , ® Depositories © Under-Counter Work ® 
ew Na Metal Case Work for Hospitals 
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MULTI-RITE 


| ACCOUNTING BOARDS 


The newest in a low cost accounting 





board—-writes 3 forms at once. Sells 
for as little as $10.00. Repeat forms 
orders mean more exclusive profits for 


you. 





FLAT-RITE 


VISIBLE BINDERS 





A new type visible binder with 
flatter writing surface. Easier to 


operate. 


THIN-PRONG & THIN-POST 


BINDERS FOR 
MARGINAL PUNCHED FORMS 


Now your customers can have either 
a post or prong binder . . . no additional 
punching of sheets is required. Prac- 
tical, inexpensive, and just what your 





customers need to house marginal 
punched forms. 


* BUILD BIGGER 









Only Cesco 
has these 
exclusives ! 
Write for Complete Details Today! 


A complete range of Binders and Forms for 
most every business need 


eppard 


m 7 Long Island City 
44-07 Twenty-First St. at ak, 
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National Brief Case Mfg. Co., Chicago 7, Ill © Com 
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q “ sity @ w ade 
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; . ge. assisted by os 
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MODEL 901 " 


SS THE 


“UNITED NATIONS 


Agreed on Thousands of \ 


Cramer CHAIRS 


The great modern Manhattan Headquarters 
will be furnished with the five Cramer models dl 


shown here. 














MODEL 903 
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POSTURE CHAIR CO., Inc. 
1205 Charlotte, Kansas City 6E, Mo. 
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| IN DEMAND! 
IN PROFIT! 


MAK-UR-OWN INDEX TABS 


Trade Mark Reg. U. S. A. 


For years Victor Mak-Ur-Own Celluloid Index Tabs have 
been a ‘“‘buy-word” among customers who sought speed 
and efficiency in making their own indexes. It’s no wonder, 


then, that mew customers are so easy to make . . . and keep! 


Almost everyone who enters your store is a potential Mak- 
Ur-Own user. Suggestive selling can result in “plus” sales 
at high profit. For instance, suggest Mak-Ur-Own for in- 
dexing every loose leaf ringbook you sell. You'll be 
pleasantly surprised at the extra stock you'll need to fill 
the orders that start rolling in from new customers. 


If you haven’t complete information on the entire line of 
Mak-Ur-Own indexing supplies, you are overlooking an 
opportunity for repeat sales and profit. Write for details 
today and start cashing in on these popular items. 










Have you sent for the new 
Mak-Ur-Own display cabinet? 
This colorful counter unit is sure 
to build sales. It’s FREE on request 
when you send us your order for 
250 ft. or more of Mak-Ur-Own 
Index Tabs. 
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fami] THE VICTOR SAFE & EQUIPMENT CO., INC. 


ssi? NORTH TONAWANDA e NEW YORK 
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when your 
customers 


SELL 
STACOR 


SEE 







ny yall tc 
EQUIPMENT 


Feature the 
line that meets the 
demand for the utmost 

in utility, the best in modern 
design, the most economical in cost. 




















e New Improvements 
e Lower Costs 
e Higher Profits 


e Faster Selling 
@ Better Looking 
e All Wanted Features 





Write today for 
illustrated catalog sheets. 


STACOR 


EQUIPMENT COMPANY 
770 East New York Avenue 
Brooklyn 3, New York 
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aluminum 
chairs 


Four days under nine feet of water—and still good 
as new! 


An installation of FINE-REST chairs in the heart of 
the Kansas flood area survived this experience and 
was restored to like-new condition with ordinary 
cleaning methods and without outside expenses. 


The enthusiastic user of FINE-REST chairs who re- 
ported this experience to us knows that it pays to 
buy the best—it pays to buy FINE-REST. 


ALUMINUM SEATING 


i7 $. CHERRY 


Distiibulor 


TREE = AKRON 8,OHIO 





AETNA SAFE CO., 46-50 W. 29th ST., N. Y. 
METROPOLITAN WN. Y. & EXPORT DISTRIBUTOR 
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Southworth Co., West Springfield, Mass thworth t w was 
t i here 3c of the booth were F x ey — 
M tve 3g branct 
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Triner Scale & Mfg. Co., Chicago 10, ° Ill.—Ft 


Underwood Corp New York, N. Y 
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This advertisement appears in the October 27th issue of Business Week and in October 
Journal of Accountancy in behalf of the dealers of the National Blank Book Company. 
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For 108 Years we have been Proud 
of this Man 
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.. HE’S YOUR NATIONAL BLANK BOOK STATIONER 


Since 1843, the quality stationer has been our right 
hand man and yours. For our part, we supply him 
with the best binders and forms that business in- 


genuity can devise to make your record-keeping as 
time-saving, mistake-proof and efficient as possible. 
From there on, he and his salesmen carry the ball in 
serving you. They are equipped by training and ex- 
perience to serve you well with the new forms and 
new materials that simplify the task of vital record- 





keeping despite the ever-increasing complexity of 
modern business. We are proud to work with them — 
they are happy to work for you. 

Depend on your local stationer. He is nearby and 
knows your needs. Most important, he has a per- 
sonal neighborly interest in seeing that your busi- 
ness progresses and prospers. 







NATIONAL 


BLANK BOOK COMPANY 
Holyoke, Mass. 
Dealers Everywhere 





MAKERS OF STOCK ACCOUNTING FORMS AND EQUIPMENT — LOOSE LEAF, BOUND BOOK AND VISIBLE 
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MEILINK . .. Hayle 7 %. 

You may be overlooking the profit “w 
advantages of Meilink Safes, Home Security ~ 
Chests, and Business Machine Stands. ¥ 
MEILINK is your ideal year-round profit line! abs 
When you sell MEILINK, seasonal slumps, “e 
shortened discounts or factory competition never - 
worry you. Every day is a full-profit pe 
MEILINK Sales Day! And MEILINK higher- . 
unit sales boost your profit volume faster — 
with little or no additional selling expense! sad 
So, if you’re minus MEILINK, you're sales 
missing a most important profit advantage. "hou 
Why not write today for particulars? be, 

We 

Mod 

one 

Web. 

We 
MEILINK tre 

“4” LABEL SAFES oste 
No better protection a. 

atany price! Certified Ise 

by Underwriters’ apie 
Class A Label, T-20 _ We 

Burglar Label and me 

SMNA 4-hour Label. pape 
Double-door Model and 

545 illustrated. h 

We 

- 
MEILINK STEEL SAFE COMPANY - Toledo 6, Ohio at 
WAREHOUSES ond DISTRIBUTORS in: NEW YORK—Export Dept. ° PHILADELPHIA ° BOSTON Meo 
WASHINGTON, D.C. © CHICAGO © DETROIT © FORT WORTH © SEATTLE © LOS ANGELES @ SAN FRANCISCO Colon 

Nich 

mane 
A COMPLETE LINE OF INSULATED PRODUCTS, INCLUDING: A, B, C-LABEL SAFES, HOME VAULTS, Ay 
CARD AND LETTER FILES, BUSINESS MACHINE AND TYPEWRITER STANDS ' 
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ps uding several new models 

Vanpe Chicaac tured here were typewriter stands. a utility 

waste basket, swing top waste receptacie 

nter-drawer tray and steel card file. In 
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4 ’ sckboards and | etin boards were 
Pak Sik, eaa halx Weber and 
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and W. C. Kalbfleisch were in charge 
For the Underwood portable type- 
- x S Steine Loran Parker 














George B. 


54 Washburn Ave. 


FOR VISIBLE RECORDS 


Cellugraf 


TRANSPAR EN, 


Signals 





FOR VISIBLE RECORDS 


Nu-Vise 


METAL 
PROJECTING 


Signals 
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FOR CHARTS & MAPS 


“SIGNALS 


Graff Company 
Cambridge 40, Mass. 
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istinctive quality 


creates a nationwide demand 
for JASPER SEATING CHAIRS 


No. 1600 











! itn know 


of office furniture know 


. Buyers 


there’s complete satisfaction 
for everyone in the JASPER 
SEATING line of office 
chairs. The 1600 line illus- 
trated on this page is an ex- 
cellent example of what we 
mean. Fair Price ¢ Un- 
equalled Comfort * Quality 
Construction * and Finish ¢ 
Eye Appeal. Available in 
Deep Buff or Top Grain 
leather—also Du Pont simu- 
lated leather. Offered in gen- 
uine American black walnut, 
northern birch and Indiana 


white quartered oak. Dealer 


No. 1602 





inquiries invited 





JASPER SEATING COMPANY 


JASPER «© INDIANA 
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Western, The, Mfg. Co., Aurora, IIl.—Exhibite ; t 50 f Non 
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Yawman and Erbe Mfg. Co., Rochester 3, N. Y 


Were ' « alies aad R B 
v y W : R Kle 3 
Zephyr American Corp., New York 19, N. Y.—T j y t i the 


a f Le Autodex Rotary. A Jeustadter w ge 


Bert Gord A 





McDaniel Appointed by Columbus Blank Book 

R. J. ‘Mack’ McDaniel, Pataskala, Ohio, has been 
appointed county sales manager of the Columbus 
Blank Book Manufacturing Company, Columbus, Ohio 
As senior salesman for the firm, he is widely known 
in Ohio, having had more than 25 years of experience 
In his new post, he will supervise activities of all 
company district salesmen. 

The company, founded over 100 years ago, is the 
largest publisher of legal blanks in the state, main- 
tains a large commercial printing plant, and offers 
complete bookbinding facilities. All office supplies of 
the company are distributed by its retail depart- 
ments.—AK 





Haver Named A. B. Dick District Head 

T. T. Miller, general sales manager of A. B. Dick 
Company, recently announced the appointment of 
Charles U. “Toby” Hauer as district sales manager 
for District No. 22, effective September 1. He succeeds 
J. T. Capitanio, who has been assigned to District 
No. 21. 

Formerly the Detroit distributor for the Lithomat 
Corporation, Mr. Hauer joined the A. B. Dick organi- 
zation last October as a national accounts sales rep- 
resentative in the special markets department. His 
association with A. B. Dick extends back many years 
He was a member of the former Detroit branch office 
from 1931 to 1937 





Hirsch Joins Silver Stationery Company 

Henry S. Hirsch, for 31 years with Tower Stationery 
Company of New York City, has resigned to become 
executive assistant to Henry Levy, president of the 
Silver Stationery Company, 119 Fulton St., New York, 
N. Y¥. Mr. Hirsch has spent his entire business life 
in the stationery industry, starting as errand boy for 
Tower in 1920. In 1940, he became buyer of stationery 
and in 1948 was elected vice-president 

In his new position, assumed September 4, Mr. Hirsch 
will have supervision of buying and management. 
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Whats Behind the 
Standard Prademark? 


Primarily, almost 70 years of Cabinetmak- 
ing Experience, resulting in the production 
of over 2,500,000 units backed by the 
reputation that has established “the Stand- 
ard for Comparison” throughout the world 
in Wood Office Furniture! And... 





Constant application of latest 
technical developments thru 
the use of newest equipment 
- and materials available. . . 





Ingenious innovation of materials and 
equipment where production and product- 
mprovement will benefit most... 





incessant standardizing of 





‘ ~ iti: workmanship and utilization 
v x hoe of material, and rigorous in- 


spection, with customer satis- 


Leer ai faction the only goal... 

; Ultimately, the vast resources of Standard 
Lhe repeatedly prove themselves in the prod- 
(aE sct which the customer receives . . . real 
i 5 evidence of the true control over the pro- 
= duction of our units — “from Forest to Fin- 

= ed Product.” 





HUNDRED GROUP 











With the Fifty-one Hundred Desk, 
Standard opens an entirely new vista 
to the Buyer of Office Furniture! Here is 
a modern design with the accent cor- 


rectly placed . .. modernism in line and 


style, yes! — but with emphasis on 
Material, Craftsmanship and Finish! 
Standard has not by-passed these all- 
important factors which are generally 


associated with period-style furniture. 


Materials used: Wood, Hardware, Fin- 
ish .. . are the very best that money 
can buy... and that master craftsman- 
ship can shape into office furniture of 


unequalled quality! 





903 not standard untess (t's Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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Yes, your problems are over when you sell ‘*Copy-rite”’ 


* 
—-because leading companies, schools and institutions 


much prefer it...say it performs beautifully with- 
out time-killing, costly repairs. ‘‘Rite-Copy’’ Supplies | I Q U I y) 
are popular, heavy-selling items, too, since they 
insure the finest duplicating work. The full line of 


**Rite-Copy”’ Supplies and ‘*‘Copy-rite’’ Duplicators— ») U a i | ( AT 4) R 5 


including electric models with the UL Seal of Approval 
—are now available. Write for complete details TODAY! 


SEVEN IMPORTANT REA- 
SONS WHY Copy-rite 
ASSURES GREATER CUS- 
TOMER SATISFACTION — 
BIGGER PROFITS FOR YOU: 


1. LONGER RUNS OF MORE UNIFORM 
COPIES permitted by roller moistening 
principle. 

. FASTER WORK—one copy for each turn 
of the handle—face up. 


. INSTANT STARTING without priming. 
Fluid supply always visible. 


A lete lin 
of" Rite-Copy’’ . NO STENCILS, GELATIN, RIBBONS, 
Supplies TYPE, INK. 


. ACCURATE ALIGNMENT— automatic 
poper feed — accurate registration. 


. VERSATILITY—Copy-rites handle stock 
from postcards to 9”x14” sheets. 


. Copy-rites are simple, and built to last. 


finish. Other “Copy-rite™ 
models from $139 S90 to 
$399.50 plus tox. 


ee ee oe FOB Ch ly $159.50, plus tax, WRITE FOR DETAILS TODAY! 


WOLBER DUPLICATOR => UP Pay Ge. 


203 Cortland Street Chicago 14, Illinois 
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TELEPHONE CALLS SELL INVENTORY 
SUPPLIES FOR MISSOURI RETAILER 


N EFFECTIVE means by which the office supply 
retailer can build up sales of year-end and in- 

yentory supplies lies in telephoning retail store opera- 
tors during their inventory period, according to Wesley 
Stevens, head of the Stevens Office Supply Company, 
Springfield, Mo 

Beginning immediately after New Year’s Day, and 
continuing on for the next several weeks, Stevens Office 
Supply Company salespeople telephone a long list of 
retailers in the city, who are sure to either be in the 
midst of inventory-taking operations, or making plans 
for it 

Included are department stores, furniture stores, 
automotive dealerships, jewelry stores, appliance deal- 
erships, specialty women’s apparel stores, and in fact, 
every type of retail store which deals with large 
quantities of small items 

Telephoning the head of the firm, the Stevens rep- 
resentative introduces herself, asks whether the store 
has begun inventory-taking operations, and whether 
the answer is yes or no, suggests a short list of helpful, 
time-saving items, including notebooks, ledgers, in- 
ventory tags, pencils and inventory forms for loose 
leaf binders 

Since such telephone calls often find the harrassed 
storekeeper utilizing odd sheets of paper for compiling 
his inventory information, the suggestion is always 
well received, and frequently the customer will order 
the complete list of suggested time-saving accessories 
sent to his store 

“Most retailers overlook the need for many inven- 
tory-taking supplies on hand during the busy Christ- 


mas rush, when it requires every minute of their time 
to service their own customers,” it was pointed out. 
Therefore, we feel that we are actually doing the 
sustomer a service by selecting for him all of those 
items which he ji ost likely to need, in carrying out 


the work RAI 





Announce Buckeye Sales Manager Appointment 
The Buckeye Ribbon & Carbon Company recently 


WALTER WIPPER 





announced the appointment of Walter Wipper as gen- 
eral sales manager, effective September 1 
Mr. Wipper has been Suckeye’s New York manager 


for the past six yea! 





Emmons New Branch Completed 


The Emmons Office Supply at Stevens Point, Wis., 
with Myron Emmons as its general manager, is pleased 
0 announce the forthcoming grand opening of their 
hew branch store in Wisconsin Rapids, Wis. 

Dave Etheridge, the manager, has been working with 
Bob Emmons to complete what they believe to be the 


Rapid’s finest store, the interior of which is 60x30 feet, 
with ivory walls, buff shelving and counters and tile 
red counter tops. Bob Emmons is fully responsible for 
the plans and fine details 
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Reasons greetings 





Vx Descgned for Stationery “Jrade 
Sy Customer Suggestion - - 


GENUINE STEEL-DIE ENGRAVED 


THIRTEEN DESIGNS FOR HOLIDAY AND GENERAL USE 








Justrite Currency Gift Envelopes are “just right” for every 

1sion where gifts of money are given. Designed for the 
stationery Trade, these quality currency envelopes have 
en proven sellers. A “must” for the greeting cord counter, 
hey also are used by banks, by business firms for cash 


nuses, etc. 


Genuine steel-die engraved in two colors, they are 
sparkling, attractive and have real customer appeal. 
Available in eight Holiday designs for the Christ- 
mas Season and five general designs for Weddings. 
Birthdays, Congratulatory, etc. Currency Gift en- 
velopes are also offered in four outstanding litho- 
graphed designs. 


The currency envelope has cut-out window as illustrated 
above for the enclosed bill to show thru. Set includes en- 
jraved currency envelope and plain outside envelope with 
yummed flap for presentation. 


Boxed in sets of fifty for convenience, they are a splendid 
er-the-counter sale item—a necessity in your Greeting 
vard Line. They are priced to Retail at 5c to 10c per set. 


Write today for samples and pricing informa- 
tion. Prompt delivery. Order General De- 
signs for immediate use—Holiday numbers 
for delivery when you need them. 


oclhern \ la les + 


ENVELOPE “wee COMPANY 








CHICAGO SAINT PAUL 
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Above desk N¢ 


«29"' High. 





Above desk No. 
1§-C-2 52°'x32"". Our 
desks do not restrict use to 
large size desks. 





WORDEN 


HOLLAND. MICH. 





vesen bs 





A quality line of Desks, Gen- 
260 size 32''x58 uine Leather Chairs and 
Suites with warmth, loveli- 
ness and serviceability. 





Secra Type typewriter 


For particulars or literature, 





i Cr 


Worden Company 


| 200 East 17th wo 


Holland, Michigan 
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“MULTIPLE DISPLAY” OF LEDGER 
SHEETS AND FORMS CREATES VOLUME 


ETTING UP AN aggressive program, designed to 

sell ledger sheets, posting forms, invoice sheets 
and inventory records, of a time-saving nature early 
in the year, has considerably increased sales in this 
department at Jones Office Supply Company, Dothan. 
Ala 

The ideal time of the year at which to convince the 
businessman of the wisdom of discarding old-fash-. 
ioned, cumbersome systems of bookkeeping in favor 
of more streamlined, laborfree varieties, is at the first 
of the year, when the usual businessman is thinking 
of “cleaning house,” according to Walter Satchwell 
executive of the firm. 

For that reason, as soon as the Christmas season is 
over, Jones Office Supply windows are turned over to 
displays of forms of this nature, with signs inviting 
local businessmen to come in and discuss the possibility 
of easing the labor of the year ahead with properly- 
designed bookkeeping systems. 

A typical window, simply designed, consists of an 
open loose-leaf ledger, in the center of the floor. 
around which are grouped in radiating fashion, sam- 
ples of double-entry ledger sheets, simplified single- 
entry types, printed forms for use with various types 
of bill posting and record-keeping machines, inventory 
Sheets, day-by-day cost accounting, and sales record- 
ing sheets. There are about 14 samples of this nature 
shown, with a sign at the rear which reads “Start the 
New Year Right—with these time-saving, efficient 
forms.” 

Such windows have particular appeal to the busi- 
nessmen, at this time of the year, due to the fact that 
most men are making resolutions to improve various 
facets of their business operation, as soon as the 
Christmas holidays are over, Mr. Satchwell added. 

Concurrently with the use of the display window, a 
similar exhibit is set up on a large table in the blank 
book section of the office supply store, with handy 
pamphlets describing the use of each, distributed free 
to all businessmen shopping in the store. Frequently, 
direct-mail programs, consisting of literature from the 
manufacturers of various forms, are mailed out simul- 
taneously, representing one manufacturer at a time. 

Always included is the business card of Mr. Satch- 
well or another Jones Office Supply Company execu- 
tive, with an invitation to come in and discuss more 
efficient bookkeeping problems with the firm. 

“We believe that we have covered every avenue of 
interesting businessmen in this type of improvement,” 
Mr. Satchwell said. “The important thing is to get 
the prospect interested before the end of January, 
because once the year’s books have already been util- 
ized, under the old system, it is usually too arduous 
a job to transfer the information and records to a new 
system. Getting the customer started immediately 
after New Year’s Day provides for timeliness, and 
paves the road to better sales.”—RAL 





Burroughs Building New Headquarters 

The Burroughs Adding Machine Company is build- 
ing new quarters at 1730 Tennessee Ave., Cincinnati, 
Ohio, where 6,000 square feet of floor space will be 
occupied. Due to an increase in business it was found 
essential to construct a more spacious home The 
company has occupied its present location on the 
ninth floor of the Temple Bar Building for more than 
15 years. 

W. W. Reed, branch manager, said it was necessary 
to obtain larger space to care for the business expan- 
sion 

The new structure will be modern in every detail, 
having plate glass windows, acoustic ceilings and fluo- 
rescent lighting. It will be one-story high. Other 
features include general sales and service headquar- 
ters, demonstration room, training schools and micro- 
film processing center —EWW 
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Vice-President of Latsch Bros., outstanding 


Midwestern deaier of Lincoln, Nebraska 
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rofits—by 


1. Mosler is the largest builder of safes and 
chests in the world, and every dealer knows 
the No. 1 line is easier sell easier to 


make pr 


2. Only Mosler has a regular program of stra- 3. Training schools are conducted by Mosler 


tegic national advertising. And that’s what in all parts of the U.S. to train your sales- 


ttakes to bring more men in every phase of the selling job. That's 


responsive part of Mosler’s effort to aid their dealers. 


“ Mosler Safe ~”” 


HAMILTON, OHIO Since 1848 


und vaults Mosler built the U.S. Gold Storage Vaults 
nk vaults that withstood the Atomic Bomb at Hiroshima 
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4. Mosler follows through by providing plenty 
of promotional material to help you clinch 
sales. Mosler representatives call on you to 
help with sales problems. 


And despite today's production obstacles, Mosler is 
keeping you supplied—so you can sell from current 
inventory with confidence and immediate ge 
Want more facts? Write or wire The Mosler Safe 
Company, Hamilton, Ohio. Do it now, while you re 
thinking of it! 
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Dial shows both weight 
and postage at a glance. 


(Above, about %{ actual size) 
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<a eee 
practical 


compact 


BORG 


This Better Parcel Post Scale 
Saves Time and Postage 


Borg has streamlined the parcel post scale to minimum size and 
maximum efficiency. Only 8"x10", and 2” high (fits in a drawer). 
Weighs only 5 lbs. (pick it up with two fingers). You can take the 
scale to the work, thus avoid moving heavy packages. Gives exact* 
weight every time (to 50 lbs.) —no overstamping to be “sure.” Fast 
dial speeds weighing, always returns to zero. 

Shows both weight and postage in one “window” —no confusion. 
If bulky parcel covers dial, handy lock retains weight for later 
reading. Guaranteed for life under a Service Warranty. Hand- 
somely finished in Office Gray. Ideal for both small offices (so 
compact) ... and for large shippers (so quick and convenient). 


Retails at $12.50 (Denver west, 50¢ higher). At your stationer—or 
write for name of nearest dealer. Borg-Erickson Corp., Chicago 11. 





NO OTHER SCALE IS MADE LIKE A| 
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CO-ORDINATED NEWSPAPERS ADS, 
DISPLAYS SPARK JANUARY SALES 


LOSE CO-ORDINATION of newspaper display ad- 
C vertising, window display and interior presenta- 
tion, has helped t eate a far better average January 
sales volume at S. G. Adams Company, outstanding 
stationers of St. Louis, Mo. 


The Adams Company gets its “New Year’s supplies” 


promotion unde! immediately after the turn of 
the year, the splay ads appearing on January 
9 or 3, devoted to cuts and illustrative copy on a long 
list of products carefully chosen for their application 
to inventory, general “housecleaning” and new-year 
nlanning on the part of St. Louis business firms. 

A typecal ad, which appeared on January 2 of this 


vear, offered transfer cases for filing last year’s records, 
a large hoice of types and sizes, clip boards 
convenience of inventory clerks, and small 
business executives, inventory tags for the same pur- 
pose handy record books, calendars, post binders, file 


including 
far + > 
for the 


olders, and similar items. 
Along g with each cut, a paragraph was run pointing 
out its time-saving, labor-saving conveniences for 


getting the New Year started right.” 
Contiguously with release 

of the “New Year’s Sup- 
plies” advertising 1 leading St. Louis newspapers, 
Walter Ruedy, head of the store, set up duplicate dis- 
plays in the indow of the store, all aimed at 
taking the pre ire off January operations” for busi- 
nessmel 


Similarly, on tablet 


main Vv 


yps and counters in the interior 


the store, displays of the same items are shown 
grouped in the s sequence as the newspaper ads, 
to simplify shopping for the businessman “up to his 


roblems.” 
January advertising is aimed at 
plif p operations, according to Mr. 
Ruedy, who found through personally querying many 
mers of the store that “return- 
the Christmas and New Year’s 
grim, unpleasant task, which 
requires many arduous hours of 


neck in inventory 
All emphasis 
simplifying clea 
long-established ist 
ing to the wars 
holidays is usu 


strains tempers, a1 


extra labor. By setting up the “New Year’s supplies” 
promotion on the basis of “making office life easier,” 
the store has co! erably increased January sales year 


ifter yeal RAI 





R. F. King Named to Supervise Diebold Dealers 


Diebold, Inc announced that R. F. King took 
ver the deale! ipervision October 1 in the states 
f Colorado, Ut Wyoming and New Mexico. 

Mr. King ha manager of the regional office 
n Denver, Col the past four years. Offices are 
eated at 1435 Wi n St 


R. F. KING 





Any office equipment companies in the above named 
states who are rested in handling the Diebold 
line as well as the safe and chest line of the York 
Safe & Lock ( pany may write to Mr. King in 
Denver for deta 
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PROFITS MAKE A VERTICAL CLIMB 
WHEN YOU SELL 
ATLAS VERTICAL FILES 


JUMBO MODEL 1400 


The two drawer upright Jumbo 
has an outer case constructed of 
extra heavy gauge steel. The two 
drawers are equipped with ball- 
bearing suspensions and a sepa- 
rate frame of heavy gauge steel 
with smooth runners on which the 
hangers glide. Capacity — 1400 
stencils, 700 to 1400 offset plates 
or masters. 


ATLAS HANGERS 


Four series of Atlas hangers fill 
every vertical filing need: 


DSH Hangers for stencils 
SH Hangers for offset plates 


PSC Hangers for x-ray films, 
blueprints, stencils in file fold- 
ers, etc. 

GRIPDEX Hangers for group 
and specialty filing. 

















ATLAS 
TWIN-DELUXE 
For 600 x-ray films, blueprints, 
offset plates or 1000 stencils the 
Twin-DeLuxe is one of the many 
vertical filing cabinets manufac- 
tured by Atles. Constructed of 
heavy gauge steel! with ball-bear- 
ing casters, locking stop arms 
and piano hinge. May be 
equipped with DSH, 
SHA, PSC or GRIPDEX 


hangers. 


ATLAS 
MODELS 


Portable 

DeLuxe 

Efficiency Storage 
Efficiency Combination 
Efficiency Stencil File 
Twin-DeLuxe 

Jumbo (upright) 

Wall Frame 

File-All 


Write for illustrated literature on the complete line 
Immediate Delivery on all Models. 


ATLAS 


STENCIL FILES COMPANY 
Ont oO 
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oe i ae A ee oe ° 





1662 E. 118TH ST. 
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PR No E a INDUSTRIES, INC. 


31-28 Queens Bivd., Long Island City 1, N. Y. 
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NOVEL “CLUSTER” DESIGN IMPROVES 
CHRISTMAS WINDOW EFFICIENCY 


ERE’S A CLEAR innovation in Christmas windows 
which attracted tremendous attention for Bau- 
man’s, retail store in Dothan, Ala., during the holiday 
season of 1950. 
As shown, more than 2,000 blown-glass and tinse] 
Christmas tree ornaments were suspended from the 
ceiling along three windows, on half-inch white satin 





BAUMAN’S YULE WINDOW IN DOTHAN, AIA. 


ribbons. The ribbons averaged a length of two feet, 
but were deliberately cut to various lengths so that 
the cluster of ornaments did not produce an even 
pattern. As a result, the top of the window shimmered 
with the glow of the hundreds of ornaments, and the 
window stood out sharply in contrast to more standard 
holiday displays in neighboring stores 

For an extra point of interest, several small gift 
suggestions were suspended on ribbons from the ceiling 
among the ornaments. 

Such a window display theme will fit into almost 
any store’s Christmas merchandising operations. An 
electric fan directed at the light glass globes will also 
produce a scintillating movement to add eye-catching 
action.—RAL 





Emphasizes Need of Timely Advertising 

Emphasizing the need for timely and regular adver- 
tising, Joe David, president of the Franklin Printing 
and Stationery Company, New Orleans, La., said, 
“While we sell retail exclusively, we solicit big orders 
especially. We advertise regularly in the _ business 
digest section of the local papers, running a cut of 
the store, the advertisement being in the form of 4 
news story. We also use one-inch advertisements to 
keep the public mindful of our store. Each month 
colorful blotters are sent out, which show a calendar 
for the present, past and succeeding months. These, 
being so timely and convenient, are always kept before 
the user, so he is never allowed to forget our address 

We also use a great quantity of direct mail advertis- 
ing, directed toward different classes of our patrons 
and since we have our own printing plant this is not 
very expensive. Our representative will call on a cus- 
tomer whenever requested.”—WBS 





Weber Brothers Firm Makes Appointments 

Weber Brothers Metal Works, manufacturing W-B 
expandable posting trays and stands, has appointed 
Harry Henkel Associates to represent the firm on the 
West Coast. Headquarters will be at 434 Ellis St., San 
Francisco, Calif. Earl Otta has been appointed @ 
cover the southwestern territory with headquarters a 
6322 Ellsworth St., Dallas, Tex 
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Office Furniture 
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BEST SELLING 
QUALITY, BEAUTY 
AND DURABILITY 


made to the highest standards known 


According to the U. S. Dept. of Commerce, the 
trend is to METAL office furniture. And 
act ording to the trade, the trend is to EMECO, 
the leader in Quality Aluminum office furni- 
ture. You owe it to yourself and your cus- 


tomers to GET THE FACTS on EMECO! 







(J culpilied [= 
Master- = =2255 2 
Pieces ’ 





FOR ¥ 


@ SCHOOLS 

@® OFFICES @® HOTELS 
@® RESTAURANTS 

@ AUDITORIUMS 

@® HOSPITALS 

® CHURCHES 

® BOARD ROOMS 


EMECO CORPORATION, HANOVER, PA. 


I’m interested. T ell me more about EMECO dealer 
opportunities. Send me catalog 
Send me dealer franchise information | . vive = 
Individual Name 
Firm Name ; 
RiGee... . ck ee de ee eee 
City Zone 


De 2 @ oP © «© 4 ee ew ewes 
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News Notes from NSOEA District No. 4 


g. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 


Word comes is that Everett White, of Allen White 
Company, Daytona’ Beach and Deland, Fla., has sold 
Beach to Robert Burhans. 

pany, Lakeland, Fla., had a small 


fire July wh i little damage, but a storm came 
along right beh it and the water caused more 
navoc than the fire. Another aftermath was a rupture 
suffe by Joseph L. Weiss, the owner, in moving 
around the merchandise. Sounds like one of those 
from little a eals, doesn’t it? 

It is heard sides that ole “woman hater”, 
Jim Scott finally himself married to an Atlanta 
girl but we haven’t been able to get the “dope” first 
hand. Anybody) t to help? Me, that is—not Jim. 

~ . 


Laurie Reed y with Seeley’s, in Albany, Ga., 
is n with “Uncle Dan” Dixon, State Office Supply 
Company, Tallal ee, Fla 

* * 
has now air 


Joe Rosolio, R Thomasville, Ga.., 


conditioned hi eady modern store, much to the 
lelight of hi ed help” and to us “hot” travelers 
: + > 


While I’m in “Albenny” I may as well tell you about 


“Pete” Lilliston, Lilliston Bros., getting himself 
married. Yep it on August 8. Married a gal 
named Pat, verything is “Pete ’n Pat.” 

One of the ells me that Alma Hucke has at 
last thrown awa’ them things’ and is back at the 
Id stand of drivi Cholly” around the territory 
Will be lookir Alma 

Skagseth’s Little River, Miami, branch with Ralph 


Stoddard at 


f reamoadeling 
I eCmodaeiilnit 


has just completed a nice job 
section of Miami is busting out 
so, not e outdone, “Skag” busted out too 


. o 

Have you he hat “Bill and Bobbie” Barth, of 
e Office Su} Company, St. Petersburg, Fla., now 
r littl Safak—born July 20, and weighing 
in even poul The Barths have two boys, aged 

21 11 ' 
Newest mem} f the “Cadillac Club” is “Ruby” 
Green f New York. Seems to me that 


Green, T. 
pein i1rounad 


plush” boys so much some of 
iff woul ff on me but alas and alack 


The nev re Provost Office Equipment Com- 
ny, C ed in Vero Beach, Fla., is really 
i spacious in every respect, with 
kn y pine ] and complete air conditioning 
The new bral t 1314 20th St., a few doors 
way from th« fice. Mr. Pierce is the manager 
Mrs. Skinne1 the fort while he goes around 


We by the east Florida Sanitorium at Lan- 
anna, Fla., a r so ago for a visit with Jim 
Waugh, Jr., H Griffith, Orlando, and found him 
ook ind f fine but the “doc” says he will 

nd for six months or so. About 
all Ji al j ead, play cards, and so forth, as 
exe e is ti at place. Therefore, should any 

3 find a game which you think would 
help Jim to } time, get it in the mail now 

m 438 I vhodunnits.) 


An event of interest in Orlando, Fla., was the 
r of George Stuart’s new warehouse and furni- 
ture wroom 6 E. Church St. These quarters will 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 
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Illustrated 


CATALOG No. 96 
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EGO MANPAN Ae 


80 DUANE ST. NEW YORK7,N.Y 
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2 ‘ ne ee? 
More quality for less mo Y - 


America’s Most Complete t 





FOLDING TABLES 








\ with revolutionary ‘ 
| new “no-straddle” 
steel legs! 





Here it is—from the makers of the 
famous Foldaway Table .. . the new 
plywood-and-stee! folding table that's 
engineered to give you more quality, 
durability and convenience at lower 
prices! Quick, easy-folding operation of 
legs enables setting up or clearing of 
room in a few. minutes — saving time, 
work and storage space. 








@ STURDY TOP of 5-ply, 3%” ply 
wood protected by smooth 
rounded molding . has 
“Rock of Gibraltar’ steadiness! 


@ EXCLUSIVE NEW LEG placed for 
maximum comfort and leg 
room, made of one-inch, 16 
gauge electrically-welded steel! 
tubing . . . baked enamel 
finish . . .locks into position 
when opened! 


@ HOLDS 1500 pounds easily! 


MAKE Your 
OWN TABLES | 
f 


Legs aye 
ately, re 
to wood 





ilable se 
par. 

ady to attach 

or masonite, 


R AtlaA 














MADE IN 4 POPULAR SIZES 
Model 500: 30” x 96” top, 30” high Motching Benches available 
Model 501: 30” x 72” top, 30” high for Rectangular Tables 
Model 510: 60” round, 30” high 
Model 511: 48” round, 30” high 

Also special orders any size 


SEND FOR FOLDER 
AND PRICE LIST 


esse 


Dept. P - 43 N. Third St., Phila. 6, Pa. @ LOmbard 3-5405 
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enable furniture and equipment lines to be displayeg 
to much better advantage than before. 
* . > 

Have just learned of the death of W. S. Branch, of 
O’Neal-Branch Company, Orlando, Fla. This occurred 
on September 17. ; 

. * * 

James M. Cargill, Savannah, Ga., and firm by same 
name, must be trying to gobble up all the real estate 
around him. Last May Jimmy bought the building 
at 4-6 E. State St., and recently he bought the build- 
ing he now occupies at No. 8. His plans are to remode} 
and air-condition the present store as soon as NAP 
approval is obtained. 

* * * 

W. C. Eatmon, whom most of us remember as being 
with Storr’s in Raleigh, has opened his own business 
at 204 W. Morgan St. The new firm is going by the 
name of Eatmon & Company and handles stationery 
and office supplies, with the social stationery depart- 
ment featured. 

* cs 7 

Bob Camp, R. B. Camp & Company, Atlanta, had 
a very unusual, as well as very painful, accident 
happen to him on Labor Day. He was run over by a 
car—his own. It broke loose while he was pushing it, 
and in attempting to get out of the way, he slipped 
and fell. It passed completely over his body, but 
luckily failed to break any bones. It did, however, 
bruise and cut him severely, which resulted in a long 
stay in hospital and a series of 19 X-rays. At this 
writing Bob is still at home, 2401 Alton Rd., NE, 
although he can move about a little. A very narrow 
squeak indeed. 

* ” “ 

Comes now my ole fren Chilton Day, of Columbia 
Ribbon & Carbon fame, with the following tid-bits: 
Office Equipment Company, Decatur, Ala., has again 
been sold, this time to E. E. Anderson. Mr. Keith held 
same for only five weeks. Anderson also owns the 
Anderson Business College and cordially invites all 
the travelers to come in any talk over their lines; 
H. S. Hovery, for so many years right-hand man of 
Hudson Office Supply, Dothan, Ala., has gone to Jack- 
sonville to join his brother in being a gentleman 
farmer; George C. Foster has opened a printing plant 
and office supply store in Athens, Ala., and extends 
an invitation to all supply men to call in; Alvin 
Richards Jr., for many years vice-president in charge 
of sales for Roberts & Son, Birmingham, Ala., died on 
September 1 of pneumonia. He was 53 years old. 

” « * 

Chilton asks if I have heard about “Cookie” Meleck’s 
new baby boy. Nope—I sho haven’t, but I’m very 
glad to learn that “Cookie” has an interest other than 
selling pencils. Nor had I heard that Pleas Huggins 
had joined forces with the American Pencil Company; 
nor that those two ex-GI’s at Modernistic Print Shop, 
Cullman, Ala., were doing such a fine job. Thanks 
very much for all them interesting (I’m sure) items, 
Chilton. Keep ‘em coming in like that and we will 
give them “Longhorns” a run for their money yet. 


* a * 


“HUNCAN DINES AGAIN” 


Ole “Huncan” spent the past week-end in Savannah, 
Ga., with the idea that perhaps the fish would be 
biting, but as his usual luck prevailed in that depart- 
ment, he wound up not at the proverbial fish market 
but at Mrs. Williams’ Sea Food Restaurant for a sea 
food dinner that will take a lot of “doin’” before it is 
declared second best. There are no fancy “trappin’s” 
or “atmosphere.” Just lots of good, home-cooked sea 
food. Her specialties are crab meat stew and stuffed 
crabs. She started out several years ago selling stuffed 
crabs to take home, and this went over so well] that 
she put in a few tables. From that small beginning, 
Mrs. Williams built a business that is the envy of 
every restaurateur in Savannah. Earnest Rogers 
waxed eloquent over her cooking several months ago 
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Fill 


OFF 





Don’t be caught short in 
the year-end buying rush! 


PROMPT SHIPMENT NOW! 


IN ALL SIZES 


Oxford FILES 


Yes, if you order now, we can ship Oxford Files at 











once, in all sizes of both Steel Clad and Standard 


Files. 


By placing your order with Oxford now, you will 
be able to supply your customers with Oxford Files 
immediately during transfer time. No waiting. No 
substitutes. No loss of good customers to other 





a : 
suppliers. 


NON-FADE GREEN 
NON-FADE GREEN 


STEEL CLAD FILES Handsome Oxford Steel Clad Files are in great 


demand because they stay good looking. The 
exclusive non-fade, printed-on green will not fade, 


even in direct sunlight. 


ECONOMY MODEL 


Oxford Standard Files, in natural color board, are 
a natural wherever cost is a factor, for these are 


the lowest-priced pull-drawer storage files. 


A new feature is that Standard Files now assemble 





with no separate metal parts to attach. 


IMPROVED DESIGN 


STANDARD FILES ORDER TODAY — with sales helps! 


With your order, ask for free imprinted blotters, 
and display cards for counter and window. Re- 
member, we can make shipment of all sizes from 


stock. Be prepared for the year-end buying rush! 


Oxford 


FILING SUPPLY COMPANY, INC. 
Garden City, N. Y. St. Lovis 2, Mo. 





Filing Folders - Filing Guides - Fiberboard Files - Index Cards - Red Fiber Envelopes 
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Customers ask to see a lot of different items... some you have . . . others you don’t. 


But, when it comes to office chairs there’s one thing you can be sure of. When 
you feature the JOHNSON LINE, you've always got exactly what they want. 


Regardless of whether they are in the market for a richly appointed, deeply 
cushioned executive set, or one of these more popular year-in year-out favorites 
like the Johnson Bank of England Series, you'll always have the type and style 
they are looking for. 


And—you can be pretty sure that the Johnson Chair you do show them will 
make a bigger hit, too. Every Johnson Chair offers a whole lot more for their 
money—finer construction, unbeatable quality, and styling that really captures 
the eye. 


Yes, with a JOHNSON CHAIR you can please them all. Try it and see! 
OFFICE EQUIPMENT DEALERS throughout the country are ringing up large and 


steady profits with this big line of fast-selling Johnson Chairs. It'll pay you to 
know how they are doing it. Let us send you the complete details, now. Write 


or wire, today. 


4401 West North Avenue 
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in his Atlanta Journal column and I haven’t found 

cause to disagree with him at all. Mrs. Williams is 

located 12 miles out on the Tybee road, just as you 

ome to the FOURTH bridge. It is white fronted 

frame building on the left side going out, and don’t 
big crov eter you—it’s worth a wait. 


+ the 
ic . 





MANY INNOVATIONS IN NEW NEVADA 
BUSINESS MACHINE REPAIR SHOP 


BUSINESS MACHINE repair department planned 
from the ground up is an outstanding feature 

f the Morrill & Machabee store in Reno, Nev. 

There is a very simple reason for the fact that the 
Morrill & Machabee typewriter and general business 
machine repair shop contains many innovations ac- 
cording to Del Machabee, partner in the 10-year-old 
firm Until one year ago, when we first took on a 
Remington franchise, we had no service department 
whatsoever,” Mr. Machabee said. “In order to obtain 
the Remington franchise, and to back up the rest of 
uur business machine department with excellent serv- 
ice, it was necessary to provide efficient, high-speed 
service of a dependable nature.” 

Contrary to the usual office machine dealer’s policy 
yf fitting a repair shop into whatever space is avail- 
able for the purpose, and then hiring mechanics to 
work in it, Morrill & Machabee went “the other way 
ground Gene Dieckmann, a veteran business ma- 
*hine repair specialist, was hired to head the depart- 
ment, and was given carte blanche to “design it as 
he saw fit.” Mr. Dieckmann, capitalizing upon his ex- 


perience with badly-designed shops, bottlenecks and 
ther weak points in the past, had full permission to 
go ahead and order all equipment necessary, plus in- 
stituting a novel layout which capitalizes on every 
inch of available | ¢ 
Aiming first 
imple space and seclusion away 
from noise, interruptions by customers and other dis- 
tractions, Mr. Dieckmann located the shop in the 
basement of the Morrill & Machabee building, far un- 
ler ground, where even the loudest traffic noises do 
not reverberate. The basement room, which is divided 
into a long, narrow workroom, a separate corridor, and 
a closed-off cleaning room, are done in white, and 
are provided with powerful fluorescent lighting, aver- 
aging 55 foot-candles for every square inch of work- 
ing surface 
By locating in the basement, the usual problem arose 
f solvent fumes and fire hazards. To solve this prob- 
lem, Mr. Dieckman designed a high-pressure exhaust 
ventilating system, which consists of two 2200 c.f.m. 
blowers, mount identical ventilating ducts, one 
nto the cleaning and solvent room, and the other 


into the general workshop. Ductwork from the two 
fans passes throu three brick walls to an exhaust 


vent over the alley. For maximum comfort, and to 
do away with fu which usually result in head- 
ache eye-strai nd absenteeism, the two blower 
fans may be operated in reverse. Both can be oper- 
ated at once, pu in cool outside air when neces- 
sary, or operate tirely on an outward basis, ex- 
hausting the lve laden air from the basement 
roon 

Most unusua vation of the shop is the cleaning 
room itself, 10 fe ng by 6 feet wide. On the right 
side of this is a es of three galvanized metal cabi- 
nets, apparentl titioned off from one another, 
wer three-deep galvanized metal sinks for cleaning 
purposes. Actual] he galvanized cabinets, which are 
equipped with doors and swinging partitions, may be 
ltilized in a doze fferent ways. For example, when 


a typewriter is first put into repair, it is dipped into 
the Magnasol tank at the right, and allowed to soak 
for whatever le! f time is estimated necessary 

Mr. Dieckmanr Next, it swings to a drainboard 
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Only MASLAND makes DURAN. 
This tag is your protection. 
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their 
similarity 
is only skin 


deep! 





but we do urge the BUY TEST! 









We don’t suggest a “Bite Test’ . . 
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SURE !— There’s a lot of extra dollars 
in “SPECIALS” if you can deliver 
just what your customer wants, when 


he wants it—at a reasonable price. 


Of utmost importance in handling 
this type of business is your manu- 
facturing source. First in importance 
—an experienced “Planning” Depart- 
ment — a warehouse fully stocked with 
“hard-to-get” materials — numerous 
special machines- expensive dies, jigs 


and attachments. 


SELL’S Special Department 
is the answer. 


4 


LLL CORPORATION 


00 SOUTH CLINTON STREET Cwicaca 7. tit 
waASBAS ? 2 ee 








over the center sink, where it is brushed out, ang 
given an air-cleaning by means of nozzles and hoses 
leading to a 250-pound per square inch tank on the 
right. Here, hot water jets are used to clean out stub. 
born dirt before the typewriter goes into the fina] 
soak on the third solvent-filled tank on the left. For 
quicker cleaning, each of the tanks contains an air 
agitator, developed by Mr. Dieckmann, which, con- 
nected to the powerful compressing unit considerably 
hastens the soaking loose of accumulated dirt, ink 
oils and hardened greases. 

Just outside the door is a 32-gal. automatic Rheem 
gas water heater, which provides plenty of 180 degree 
water for washing down and jet-cleaning in the clean- 
ing room. In order to move the machines, the galvan- 
ized partitions between the cabinets swing to and 
fro like doors, so that it’s possible to fold them back 
out of the way during rush periods and operate the 
entire cabinet as a unit. Over all three is a huge 
ventilating hood, which connects directly into the 
two blowers mentioned above 


Surprisingly, 

Morrill & Machabee does not believe 
in the flat price overhaul rate in connection with 
typewriters. Instead, all business machine repair work 
is carried out on an hourly basis, with absolutely no 
quoted flat price. “Actually, we can save our customers 
much money in this way,” Mr. Dieckmann said. “We 
are not paid for work we do not do so that often we 
can turn out a business machine repair for less than 
the usual shop will quote at a flat overall price. Our 
customers appreciate this fair pricing very much, and 
the fact that almost all of them regularly recommend 
our services to their friends and business associates 
has proven to us that we are right. Our average price 
for complete repair jobs on typewriters for a late 
model is around $15, and for vlder models, which re- 
quire parts replacement, machining and so forth, 
around $20. If a typewriter is brought in for repairs, 
and a single inexpensive change will put it back into 
operating condition, we charge the customer only for 
that.” 

The Morrill & Machabee typewriter repair shop does 
not paint its business machines, as yet, as do many 
others—but provisions for refinishing enameled sur- 
faces and installing new chromium are in the offing. 

The large galvanized metal covered workbench on 
the far side of the repair room has a series of 10 
suspended bins below in which work in various stages 
may be tabled whenever necessary. The bench is 
equipped with drill press, grinder, lathe and electro- 
welding equipment, so, if caught in a pinch, it is no 
trick at all for Morrill & Machabee to turn out the 
needed typewriter parts. Even such delicate parts as 
escapement ratchets and gear wheels have been fabri- 
cated to fit popular makes of typewriters, and the 
gratitude of customers whose machines have been put 
back in service rapidly is many-fold 

Whenever customers of the store are dubious about 
repair work—and many are still skeptical after bad 
war-time experiences with hurry-up, improperly han- 
dled repairs—nothing delights partners Morrill and 
Machabee more than to take the dubious customer 
down to the repair shop and let him see for himself 
Immaculately clean and perfectly ventilated, the shop 
is a landmark in business machine repair—RAL 





B. A. Broughton Opens Office Supply Store 

B. A. Broughton has opened the Broughton Office 
Supplies firm in Burton, Ohio, his service including 
machines and supplies for completely furnishing and 
equipping an office. 

Mr. Broughton, an electrical engineering graduate 
of Penn State College, has spent 30 years in the ad- 
vertising and sales promotion field. He was formerly 
advertising manager of the Willard Storage Battery 
Company. 


OFFICE APPLIANCES, November, 195! 








Announcing a NEW line ia 
of Shepherd chairs with NEW DURABILITY 


COMFORT 





built-in customer demand 





The new “800” series . . . designed to dealer's specifications 





of features most wanted by their customers! 





Here is a brand new line of chairs that incor- design of these chairs is bound to make them 
porates the features your customers want a universal favorite. They are proportioned 
most features like 14%” square tubular just right . . . with smooth, swedged front legs 
steel construction, big, roomy seats and a choice ... and are available in colors to match desks 
of waterfall or box-type seat fronts. And talk and files of most popular lines . . . and a fine 
ibout dsome styling . . . the sleek modern selection of handsome, long wearing coverings. 


Plan now to give the new "800" series a feature spot in your 
sales program ... it’s bound to be a “hot” line this winter. 


y of, WRITE NOW for complete 
. hy hy information including prices 
—_— 


CHAIR JCOMPANY 1916 MAIN ST. - MELROSE PARK, ILL. 
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..- another highly efficient office 
furnished with JASPER DESKS 











A scene from the Saginaw, Michigan Office of the Manufacturers 
Life Insurance (Co. Installation by Macdonald & Stingel, Saginaw, Michigan 


The multiple use of Jasper COLONIAL Desks is seen in the Agents office of the Manufacturers Life 
Insurance Co. Of course, our COLONIAL Desk needs no introduction . . . it has won the whole 
some respect of office furniture dealers everywhere because this desk nicely combines traditional 
style with modern functional features. The size 69” x 36” especially appeals to business men. The 
COLONIAL offers many features including genuine walnut construction and ball bearing suspension 


on the deep drawer 


We are indeed proud of the contribution Jasper Desks make to business in so manv avenues of 


American life. 


(Wg The JASPER DESK Company 


JASPER, INDIANA 
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News Notes from NSOEA District No. 7 


WERRILL D. HASTY, CORRESPONDENT 
¥ CENTRAL AVE., WAYSATA, MINN. 


From the land of the sky blue waters 


I visited with Auggie Skolaskie of Blied, Inc., Madi- 
son, Wis. After fishing from 4 a.m. and from 4 P.m. 
until midnight northern Wisconsin waters, he 
eaught only seven fish. You couldn’t say he didn’t 
try hard, but you had better go to one of Minnesota's 
10,000 lakes next year, Auggie. There, they grow big 
and plentiful 


* 


Bill Goff and family have just returned from u 
yacation in beautiful Colorado Springs. He reports that 
it was difficult to leave those wonderful mountains. 

* 7 - 

Watch for the announcement card of the Northwest 
Travelers Club monthly meetings, at the Commerce 
Club. The meetings will start soon 

* ” 
Ken Kelsey is now feeling much better after his 


recent illness. Your reporter had lunch with him at 
the Commerce Club, together with Mel Sowell from 
Texas and Walter Hubbs and Jack Guntrum, both of 
Minneapolis 


Al Nordstrom looked rested, as he was seen working 

the Smead stock in Minneapolis, after a fine vacation. 
+ 

Thought for the day! Always keep trying. No one 
would ever have heard of Casey at the bat if he had 
not struck out! 

The grape vine Northwest Travelers reports an- 
other dealer—Graham’s Book & Stationery, 3238 Uni- 
versity Ave., Madison, Wis 

* + 


Ed M. Hansen of Miller-Davis Company, Minneapolis, 


and family, have had a most restful and enjoyable 
vacation. They were on the north shore of Lake 
Superior. Fish? Lake trout—nothing else—and plenty 
of them. And right up to that good old picture 


ratulations! 


* x 


& Business Furniture Company of 


worthy size Cr 


Jones Typewrit« 


Madison, Wis., is engaged in a remodeling job. In- 
tentions are to bu display rooms to show complete 
suites of better furniture. Photo in later issue will 


show the results 


card to Francis Stenglein of 
ill in hospital at the time of 


Send that ere 
Marquette, Mich 
writing 
Reporter Publishing Company, Iron 

returned from a vacation. One 


George Breen 
Rive! Mich ha 


wonders where he would go when he already has that 
wonderful “Call of the North Woods” in his own front 
> > 
Notice to retir« ravelers of our industry: Ed Knapp 
s now buildi Cabin Home” on the lake near 
Manitowoc, Wi Make your reservations now! 
We ne t itionery business, John Gregory, 
wl now | the art of selling office supplies 
quipment. We, the Northwest Travelers, wish you 
“4 Ce 
A new hotel The Plainsman” has just been com- 
pleted at Williston, N. D., in the heart of the North 


Dickinson, in the same state, is 
hotel, replacing two that were 


Dakota Oil countri 
also building a 
ourne 

Office Supply Company, Wausau, 
enjoying good health, following 


Sid Lippin of I 
Wis ] once 
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ALUMINUM Posture Chairs 


T He OHIO CHAIR Company is 
ready for the day when relaxed material 
restrictions take the fetters off production— 
ready with chair designs and structural 
refinements that will merit the same top 
consideration tomorrow as today .. . ready 
to move at a moment's notice on expansion 
of plant and facilities, to multiply production 
volume ready to capitalize, with its 
dealers, on the preference for Rest-All 
Chairs that is growing steadily, even under 
today’s limited supply. 

ALL REST-ALL MODELS 
ARE PRODUCED IN A FIVE- 
COLOR RANGE OF U. S. 
NAUGAHYDE AND A 
BROAD SELECTION OF 


LUXURIOUS GOODALL 
FABRICS 









| 28 W. MADISON AVE., YOUNGSTOWN, OHIO eg 


241 











DEALERS 


Now is the time 
to restock with 


STORMS 
PRODUCTS 
CARBON PAPER 


INKED RIBBONS 
: CARBONIZED ROLLS 








HERE IS YOUR CHECK 
I oon 


HIGHEST 
QUALITY 


CARBON PAPER 


Typewriter 
* Pencil 
Billing 
Saddleback or Reverse 
Prompt Speed-o-form 
ee Hect h 
Efficient A sae 
Stencil 
Service Sater 
Jacket 
Book 
ad One Time 
Special Strip 
Specializing For Ozalid process 
a INKED RIBBONS 
packaging for 


Typewriters 
Adding Machines 


Billing machines 


under dealer's 


private imprint 
Bookkeeping machines 


e Addressograph 
Dupligraph 
Speedaumat 
“The Complete Multigraph 
— Multilith 
Line Daters 
Stands the test Time clocks 
: Flat bed presses 
of time Special purposes 


CARBONIZED ROLLS 


for 

Adding machines 
Bookkeeping 

Elliott Fisher Billing 
Autographic register 
Tailor marking 





Neon (asbestos) marking 





Teletype 


Re ab 
an 
“Ones eve Elliott Addressing 


Manufacturer to the Dealer Trade Exclusively 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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an operation he underwent recently in Madison. Hay. 
ing his doctor in Madison gives Sid the opportunity 
to take a brief vacation from his office whenever he 
needs a physical check-up. We wish you the best of 
health, Sid 

a - * 

Jane Thompson, Bill Goff’s employee, had a grand 
visit in Caspar, Wyo., where she used to be employed 
as a Stationer. Jane is still a great lover of the wegt 
and who can blame her after meeting those westery 
folks. They certainly known how to dispense westery 
hospitality. 

” * * 

W. Jim Roche of Carter Ink Company was seen ip 
Madison, Wis., with Jimmy Rane of Blied, Inc. Where 
Jimmy goes, there is good business 

Sometimes we wonder how we are going to entertain 
visitors, and then we find that we have only to sit 
still and listen 

“Every time you help the other fellow up the hill, 
you get a little higher yourself.” 





CHRISTMAS PROMOTIONS 


BY R. C. HANNON 
ITH CHRISTMASTIDE fast approaching, mer- 
chandisers are preparing perhaps their biggest 
promotional displays of the year, and office equipment 
dealers are in the forefront with new eye-arresting and 
striking ideas. 

When followed, the slogan, “Do your Christmas shop- 
ping early” helps both the retailer and the busy 
shopper with a long gift list to be filled item by item, 
and to encourage early Christmas-season buying many 
office dealers are sending reminders to their customers 
during the first days of November 

An idea employed by one dealer is to send, between 
November 1 and 5, an advance Christmas card with 
the usual greetings, to every one of his customers. The 
unusual feature of the card however, is that it entitles 
the holder to a one dollar discount on any office 
equipment costing over $25, which is purchased 
between December i and 25. Only one card may 
be used by any holder, but it is an effective way of 
saying “thank you” to regular customers for their 
patronage during the previous year 

Two more ideas 

to promote Christmastime sales show 
an originality which should elicit more than mo- 
mentary attention, and are also directed at the retail 
buyer. The first example of office equipment mer- 
chandising showmanship is a display window com- 
pletely filled with photographs of local store executives 
and executives of business firms within the com- 
munity. Posters read, “Is this your boss? If so, he 
or any executive will appreciate a practical Yule 
gift from you.” In the window, interspersed with the 
photographs, are pen and pencil sets, pocket memo 
files and diaries, briefcases and other items on the 
office equipment gift agenda. Thus, this store not 
only emphasizes the desirability of such office equip- 
ment as gifts, but adds a great deal of interest and 
appeal by making it a personal and neighborly display 

The attraction of maps is universal, and this fact 
is put to good use by the merchant who, during the 
first week in December, places in his window a map 
showing all cities being served by air parcel post, air 
express and associated services such as air freight 
Posters in this window indicate the store’s offer to 
wrap any office equipment, whether large or small, 
and to rush it by air to its destination. The customer 
pays air express or parcel post charges but wrapping 
and safely dispatching the parcel is the merchant's 
responsibility 

Since many business men are especially busy around 
Christmas time, the tendency is to overlook a business 
friend in a far off community; hence the appeal of 
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OFFICE 


Kock a Sile INNO) DIY, 


Wood Furniture 
Patents Pending 


For the modern office setting a new concept of attrac- 
tive appearance plus maximum utility and flexibility 
is made possible by Rock-a-File Modular Wood Furni- 
ture. Smart design in the modern tempo, combined 
with unitized construction, allows the Rock-a-File 
Modular components—desk, storage cabinet, waste- 
basket, telephone section, file cabinet, drawer sec- 
tion, typewriter shelf and bookcase—to be set up in 
various combinations as a complete and harmonious 
furniture layout. Combinations designed to suit the 
needs and tastes of every individual whether 


executive, stenographer or clerk, are readily 


For complete details, write today for catalog and price list. 
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ae 


* greater efficiency 


LAA LAA 


arranged with Rock-a-File Modular Wood Furniture. 


Rock-a-File Modular Wood Furniture consists of 
desk, corner cabinet and two basic units—desk base 
unit and alternate unit with choice of components. 
Solid core, quarter sawed, genuine walnut veneer on 
hardwood base is used throughout with tongue-and- 
groove construction. All exposed edges are banded. 
Solid walnut handles on doors and drawers. Desk 
drawers fitted with lock having two keys. File cabinet 
is popular Rock-a-File, side-opening compartment 
type, all-steel interior construction. 
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No. 100 
CASTERS for 
quiet rolling. 

..... 1618" 
HEIGHT mee 






easy 





No. 101 TOP 16x18" 
1-LEAF, either side. LEAF SIZE 16"x9"’ 
Easy rolling casters. HEIGHT 27” 


No. 103 
TYPEWRITER TABLE 
Dome glides or 
smooth-rolling 
casters. 

------ 16x30" 
HEIGHT . 27” 
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No. 104 
TELEPHONE STAND 


Dome glides. 
TOP 
HEIGHT 


16x18" 


als 


e 


“% 


Opportunities 





30” 


Hi-Lo PEDAL TOUCH 


TYPEWRITER STAND 


Amazing new device makes raising, lowering 


really easy! Touch right pedal to raise—for 
smooth, swift rolling. Touch left pedal to drop 
and lock into firm typing position. Construc- 
tion: heavy gauge, welded furniture steel—set 
up, ready to use. Two spacious, piano-hinged 
side leaves steady, absolutely level 16" x36" 
working space. Four handsome finishes: walnut, 
maple, gray, green. 


Other style METALSTANDS for every office use. 


als Write today for illustrated circular showing com- 
-<- 


“4. plete line and prices with dealers’ discounts 


METALSTAND COMPANY, %c. 


7516 to 7524 STATE ROAD 
PHILADELPHIA 36, PENNSYLVANIA 
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his Vice elieves the sender of a gift of 
he es of and mailing it 
Children too e in for their share of attention 
A special section in one office equipment store is 
r ed to app to the small fry and here may be 
litabl lection of portable typewriters, pen 
nd pencil sets, drawing sets, artists’ supplies, small 
es for the cl wn room—indeed, everything prac- 
ca Juni Sister. Posters point out that a type- 
write a sma lesk, a file, make any boy’s or girl’s 
room so much re valuable. All the children who 
yisit thi Office Equipment Toytown” with at least 
parent in 1 eceives a Walt Disney comic book 


yuyer be helped by these timely 
ilers and store owners in other 
fields als The merchant who sends letters to all store 
about mid-November, reminding 
soon handling a greatly in- 
and correspondence, is 
eril a usef rvice, for probably more office 
I v to meet this “Christmas crush.” 
his merchant suggests that an additional typewriter, 
illin machine ther equipment may be most 
iseful during thi y busy period. His letters at least 
the recipi make a mental check of his 
chine ities to deal adequately with 
and possibly to order 

time, or in the future 
dealer is also encouraging 
his fellow bu en to make their own Christmas 
promotions by of ng 10 cash awards of $5.00 each 
to the Main Street erchants who produce the best 
It n ram, newspaper advertisement, 
count play or any other example of 
merchandising. Any retailer 
nay wirte a de tion of his promotion. None of 
ttez public, and submissions are 


them that they vw be 


isiness 


tne f n \ isiness 


lve.y LUractive y LIadeE 


ontest is twofold. Those who 
eive an awal juite apt to enter the store to 
\ round an t office merchandise, to examine 
Those who are not so successful in the 
netheless, made aware of the office 
his trade 
l is t] traight-forward window display, 
ised by many rt lers, and still proving to be one 
the most effe ' in persuading would-be buyers 
ni the st make a choice of gifts from 
tract I offered. A variation on this 
promoti ne which invites the attention 
ple wl nuch of the buying in the field 
pm is an office dealer’s 10-day-long 
in a local community bank 
Le bby an furnish ideal accommodation, 
! that merchants expand their 
nically by the use of available 
leme! \ rding to this dealer many 
nks are read} ing and able, to co-operate 
The ideas here ned are fundamentally simple, 
but prove to dk xcellent job or drawing the atten- 
n of the publi e scope and possibilities of office 
ently practical additions to any 
Christmas rush season, or as 
rifts for family and friends 





Stationery Firms Merge in Jackson, Miss. 


The eres tins Stationers and Standard 
Stationers in Ja Miss., has resulted in the for- 
mation of a nev I equipment and supply corpora- 
tion, S lard el Inc 

How Dear ji esident of the firm while Paul 
Ray i ind P. N. Harkins, Jr., as vice- 
re ( nage! 

Oth men he staff are Elden Wells, Vic 
Parr. ( Smit Bill Parker, James French, Bob 
N M Frank Finch 
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MONEY MAKING 
IDEA FOR Yoy 


DY) -FAST Pocket Stapler 


the stapler with a BIG future! 
tT > 


Rs 












Beautifully styled to fountain pen size. 
Take it with you—use it at your desk. 


Highly praised by business, 
professional, and traveling 
men as just the personal 
stapler they have al- 
ways wanted. 

It opens a vast new 
stapler market for you. 


$995 


INCLUDING 
1000 STAPLES 


REFILLS BRING 
REPEAT SALES 


The extra stoples - 










ore packed in tiny 
boxes of 1000, at 
25¢ each. There 
ore 24 boxes to 
each counter dis 
ploy pock 


Visit 
Booth 311 
and 


LOOK AT THESE OUTSTANDING FEATURES 


Fountain pen size—weighs only 1/2 ozs.—Fastens |2 sheets. 
Sparkling chrome finish with colorful plastic barrel. 


Precision made—Unconditionally Guaranteed—Top Quality. 


Write today for information on prices and dealer aids. 


FASTENER corporation 


858 FLETCHER STREET, CHICAGO 14, ILLINOIS 
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Salesman 's 
Prospect 
File 


Real Estate 
Listing File 


Perpetual 
nventory 


File 


Purchase 
and Stock 
Record 


Order 
Reference 
File 


Salesman 's 
loundry 
. Customer 


Fil 
- Record 


General 
Information 
File 


Credit Date File 
Information 
File 


Purchasing 
File 


The Wheel of Profits Spins for You, Mr. Dealer, 
With This Spinning File Bonanza! 

SELECTOFILE is a complete line of filing systems rep- 
resenting almost every business activity — each sys- 
tem completely set up, printed and ready to use on the 
ROTODEX desk-size rotating card file. Your customer 
selects the ones he needs for his own particular uses 
— the ones that ROTODEX made just for him! Yes, 
that’s the appeal that SELLS setectorites. 














a 
re | 
EVERY iv 
U.S.A. 
Salesmen and storekeepers, crt clit mewn ind SCTV ICE men, bosse Ss 
and secretaries, pure hasers and m irke ters ne dic al men and 
law men, people in business everywhere and in every line need 
and buy sELECTOFILES made just for them! And refills for seELec 
rOFILES mean repeat sales for you 
They buy because Rotodex secectorites on their desks are 
indispensable sources of pertinent data always at their finger 
tips, efficiently and neatly arranged for qt ick ilph tbetical and 
datical reference 
Total list price for a sELECTOFILE is $7.85, complete with 
guides and 500 card svstem. This price means VOLUME 


ROTODEX BLANK-CARD FILE ALSO AVAILABLE 


Model 45 (desk-size) with blonk, white cards. 

@ 500 large size cards (3%2"x2%,"} each easily 
removed and replaced 

e Both sides of card completely visible without 
removal from file 

© Over 75 average words in elite typewriter 
print easily typed on each side of card 

© Only $5.75, list price 
and A to Z quide set 


All ROTODEX files have ‘LIFETIME’ sturdy steel frames. 


complete with cards 





ORDER NOW FROM: 


Rotodex Company 


3005 EIm Street 


DALLAS 1, TEXAS 


INQUIRIES FROM SALES REPRESENTATIVES INVITED 
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News Notes from NSOEA District No. 8 


BY E. J. MITCHELL, CORRESPONDENT 
239 BELT AVE., ST. LOUIS 12, MO. 

Harry E. Patterson, recently named general manager 
of Zaiser’s, Inc., Des Moines, Iowa, and formerly pur- 
chasing agent for Felton & Wolf Company, Lincoln 
Nebr., informs us that his company has extensive plans 
for expanding their sales organization. These are 
already under way with the addition to their staff of 
three outside representatives. Extensive remodeling 
of the store interior has been completed, and a large 
increase in the volume of business for the balance of 
this year, and throughout next year, is anticipated 

The Omaha Printing Company, Omaha, Nebr., re- 
cently completed the etxensive job of cleaning the 
outside of its entire building at 1301 Farnham St. 
which has given it the appearance of a brand new 
structure. They also announce recent action by their 
board of directors elevating Harvey Milliken from the 
position of president, which he has held for many 
years, to the office of chairman of the board of 
directors. Our good friend, John Wachtler, genera] 
manager, was named to succeed Milliken in the presi- 
dency. Fred Pfaff will continue as sales manager. Our 
sincere congratulations to all these gentlemen on their 
progress, and to the board of directors for their sound 
selections. 

> 

Dave Neuhaus, manufacturers representative, of 
Kansas City, tells us that John B. Brain, Jr., of Brain’s 
Stationery Company, Omaha, Nebr., is the proud owner 
of a new 130-horse power speed boat on nearby Lake 
Manawa. John was recently elected lieutenant gover- 
nor of the Eighth Region and will be active in com- 
mittee work for the St. Louis regional meeting in 1952 

* * = 

Not long ago mention was made of the liberal dona- 
tion by the Stationers Loose Leaf Company of Mil- 
waukee to the Salvation Army Flood Relief Fund of 
Kansas City. The donation was presented by their 
representative Dan A. MacDougall. We also wish t 
announce a donation by the Speed Products Company 
of Long Island City to the same cause, and which was 
presented by their representative, Tom Seward of 
Kansas City. Both of these gifts were enthusiastically 
acknowledged on radio and T-V during a drive for 
funds 


During the late summer while Mr. and Mrs. Herbert 
Held of Blackwell Wieland Company were vacationing 
in Yellowstone Park, several travelers called at Mr 
Held’s office. These included Rus Ragan, American 
Pad & Paper Company; Austin Waterbury, Carter's 
Ink Company; Herb Johnson representing Cook and 
Cobb, and Wilson Jones Company, and Lee Gamel, 
Bates Manufacturing Company, who was passing 
around cigars. “It’s a girl.” Also reporting were Carl 
Schutz, Eagle Pencil Company, who now seems fully 
recovered from his recent siege of pneumonia, and 
Bob Pinns, Perfect Rubber Company 





Franz Promoted by A-M Corporation 

Edmund F. Franz has been named assistant comp- 
troller of the Addressograph-Multigraph Corporation 

Mr. Franz, a resident of Lyndhurst, Ohio, is a gradu- 
ate of Miami University and John Marshall Law 
School. A member of the Ohio Bar since 1938, he was 
assigned to Military Intelligence during World War I 
He rose to the rank of major and as a member of the 
Judge Advocate General’s Staff in Germany, was one 
of the group of American officers who established the 
War Crimes Branch 

He has been with the Addressograph-Multigraph 
Corporation since 1934. From a variety of clerical as 
signments, he rose to tax accountant, tax auditor, and 
accounting and financial division office manager, the 
capacity in which he served until his present appoint 
ment 
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MAGIC CIRCLE CAP 


“Magic Circle” instantly 
absorbs excess fluid. Keeps 
bottle threads clean and 
clear. No “frozen” caps. 


America’s fastest-selling, 
largest-selling writing fluid! 


As always, Sheaffer’s Skrip leads all other writing fluids in sales, in consumer demand! Nationally- 


advertised, aggressively promoted, Skrip deserves your best counter and window display space. 


And remember, freezing weather and heated car shortage can hamper Skrip shipments to many 


parts of the country. Order your full winter’s supply right now to insure steady sales, fast turnover, 


mounting profits! 


EXCLUSIVE TOP WELL BOTTLE 
Permits free, easy, instant pen filling—without muss or 


bother—even when you're down to the last of the fluid. 
INSTANT ACCEPTANCE 

World famous Sheaffer product. Backed by largest ad 
campaign of any writing fluid. Full color ads coast-to-coast 


PERMANENT OR WASHABLE 


Washable Skrip can be removed from all washable mate- 
rials. Permanent Skrip lasts as long as the paper on which 
it $s written 


MAKES ANY PEN WRITE BETTER 


Skrip never clots or clogs. Always flows smoothly and 
evenly. Dries quickly—no “feathering”. 


WORLD’S SAFEST WRITING FLUID 
Tested—proved safest for all pens. Will not corrode or 
injure rubber, metal or composition parts 


12 BRILLIANT TRUE-TONE COLORS 


Washable: Persian Rose, Melon Red, Emerald Green, 
Peacock Blue, Blue, Purple, Brown, Black 
Permanent: Royal Blue, Jet Black, Blue-Black, Red. 


DON’T GET CAUGHT SHORT... Order Hou! 
SHEAFFER‘SS 


waite oor /o 
LA 


OF Orstinction 


W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA, U.S.A. IN CANADA: MALTON, ONT. 


November, 1951 
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“The remazing New Low Cost 


> PRINT-O-oTAME 


SELF-INKING, MIMEO PROCESS HAND STAMP 


Makes Any Hand Stamp in 


> MINUTES!!! 


coal 
a fs e@ labels, addresses, marks, endorses, etc. 















@ Thousands of sharp, clean copies. 


@ Patented reservoir controls ink flow. 
@ Fast dry ink — won't smear — 
waterproof. 


@ Prints on anything! 
@ Handsome, handy, easy to use. 


“ A colorful, self-selling counter display with complete PRINT-O-STAMP kit 
Grectal INTRODUCTORY OFFER! inked and ready to use is yours FREE with your first order for 12 PRINT.O- 
STAMPS. Once they try it, they buy it! Call your jobber or write direct today! 








Another Proven Profit-Maker! 
; THE ORIGINAL 


> PRIMO 


oe eee 


Automatic Card-Size Duplicator 


f 
\ 
fe Improved model A-2 has many extra features that can’t 
[ be matched. It prints perfectly on thinnest paper or tough 
f cardboard, on any size from 3” x 5” index cards, U.S. Government 
postcards up to 4” x 6”. It prints more than 2,000 clear, professional- 
i looking copies per hour for less than 8 cents per thousand. Constant 
spring pressure guarantees one-at-a-time feed and insures hairline 
register for easy multicolor printing. As many as 4 colors may be 
printed on a single card by using replaceable, easy-to-clean drums. 
Every one of your customers is a potential user because every office, 
store, school, library, restaurant, club, hotel and factory can use 
unconditionally guaranteed PRINT-O-MATIC. And accessory sales give 
you extra dollars. Attractive, self-selling merchandising aids are FREE 
with your initial order for 12 inexpensive machines. Get your share 
of mounting PRINT-O-MATIC profits! Write or wire your order today! 


\ 


LEE IE 
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Texas Travelers News Notes 
ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX 

Tech. Sgt. Warren C. Bair, son of J. C. Bair of the 
office supply firn the same name in Austin, Tex., 
was the subject 1 news item in a recent issue of the 


Austin American. He is a member of the 12th Fighter- 
Escort Wing on temporary duty from its permanent 
base at Bergstrom Air Force Base, Austin, now based 


Station at Manston, England. 


. * al 


Lawrence F. Knapp, 82, former owner of the Knapp 

Printing Company, Galveston, Tex., died recently. 
» . * 

Lt. Charles Royer, who is associated with his father 
in the Standard Office Equipment Company, Fort 
Worth, has been transferred from Camp Pendleton to 
recruiting service for the Marines in Dallas, Tex. 

> > * 

Chief Petty Officer Doyle May, formerly with the 
Carpenter Paper Company and Ward Silliman, has 
returned from Korea. He was attached to the First 
Marine divisio1 the Navy Medical Corps and was 
in the middle of the Inchon invasion. He is reporting 
to the Philadelphia Naval Hospital and expects to be 
back traveling again by February. 

> . - 

Charles R. Woodburn of Russell Stationery Company, 

Amarillo, Tex introducing Shelley Jane to ali his 


at Royal Air For 


l€ 
l 


friends. Arrival date was June 6. 
* * * 
Frank Grounds of R. A. (Dick) Wagner, San Angelo, 
Tex., has moved into his new beautiful home. 
> * * 


Jake and Alex Szafir of E. Szafir & Sons, Beaumont, 
Tex., recently their brother at Port Arthur, Tex., 


where he was in the clothing business. 
* * . 
George Newton Drake, Jr., was born to Mr. and Mrs. 
George Drake of the Drake Company, Shreveport, La., 


on August 24 
* + > 
It is with regret that we report the death of the 
wife of Bill Gigliotti. Bill is a past president of the 
Texas Travele! 
. . * 
brother of Clarence Dubos of the 
New Orleans, was killed in Ger- 


Mickie Dubos, 
Dubos Office Sup} 


many in an automobile accident. 
> + . 

Mr. and Mrs. Marvin Drake of the Drake Company 
Shreveport, La., with Dr. and Mrs. C. G. Duncan (he’s 
professor at the University of Texas Medical School), 
have returned from a month of traveling, covering 


and by boat to Alaska. There, they 
gway and Juneau 


* > » 


6,300 miles by aut 


visited Yukon, Ska 


Quality Printing Company owned by Jack Reighley, 
tr., of West Monroe, La., has moved from 105 Cotton 
St. to a new building at 1208 Natchitoches St. 


* > a 


Company, distributors of A. B. 


Dick meo and Clary adding machines, has 
moved to new and larger quarters at 1650 S. Brownlee 
Blvd., Corpus Christi, Tex 

- > > 


Fred Johnson announced the moving of John- 


S¢ Office Outfitters to 2210 Live Oak St., Dallas, 
where the firm will have 2,700 square feet of space 
* * > 
Borderland Printing Company, Weslaco, Tex., has 
soli s stat and office supply department to 
Worth S. Ps Sr., who will operate under the name 
of Pettit Office Supply 
> . > 
How would you like to be a traveler who only has 
oO drive in fro1 his dealer’s store and call one of 
the clerks to ivise the boss that if he wants the 
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Pressboard File Folders 
with BARKLEY Plastic TAB 


—is the Answer! 


U.S. REG. PAT. NO. 2,248,355 0128118 


Barkley pressboard file folders are designed for the 
strain and stress of the busiest filing department. 
These folders are made of durable high quality 25 
point gray pressboard with a one inch strong cloth 
gusset “‘W” shaped at the bottom to permit ready 
expansion. The Crystal Clear BARKLEY PLASTIC TAB 
in *colors — distinguished by its smooth contour sur- 
faces and angled for perfect reading, provides the 
utmost efficiency in the file. 

Letter Size—No. F955-8—2” Wide Tab 5 position 


No. F953-8—3” Wide Tab 3 position 
10” Guide Height—Made in legal size also. 


*Amber color furnished unless otherwise specified. 


Write for Illustrated Literature 
Established 1921 


(. L. BARKLEY & CO. 


Pils dha ld ‘ivi Bd pf) pride 


1220 W. Van Buren St Chicago 7 
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Withstood the fiery Ordeal of LONDON BLITZ 


Tested in Peace — Proved in War is CHUBB’S proud Record 


CHUBB 


INSULATED FIRE FILES 


1-2-3-4 DRAWER CAPACITY with EXTREME DEPTH 


DEALERSHIPS 
AVAILABLE 


PROMPT 
DELIVERIES 


Write For 
Illustrated Literature 
And Dealer Prices 





BELOW IS PHOTOGRAPH OF ACTUAL TESTING OF A 
CHUBB INSULATED FILE 


HAVE YOU CONSIDERED KNOWN PROTECTION AGAINST 
UNKNOWN PROTECTION? 


THIS INSULATED FILE HAS UNDERGONE MOST RIGID TESTS 





INustrated here is one of the combined fire and drop tests of CHUBB Security 


Files. After being subjected to 2 HOURS intense furnace heat, file was im 
mediately dropped to solid concrete floor, then put back into furnace and 
again subjected to intense heat for a period of half an hour. File was then 
allowed to cool and all contents, consisting of loose papers of various 
textures, found to be perfectly intact 

Detailed descriptions of construction, special featur i tests supplied 


upon request. 

Manufactured by 

CHUBB & SONS LOCK & SAFE CO. LTD., LONDON, ENGLAND 
Makers to the Bank of England 


L. O'D. LEE 


DISTRIBUTOR FOR U.S.A 


90 WALL STREET NEW YORK 5, N. Y. 
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traveler to come in, that he has to come out and put 
a nickel in the parking meter? Pretty soft for this 
peddler 

* * * 

Frank Dobyansky has resigned as assistant to Al 
Stacy, buyer for Carpenter Paper Company at Hous- 
ton, to take a position with the Cargill Company. 

e * « 

Bob Cox, who was father-in-law to the late, popular 
and beloved Texas Traveler, Fred Finney, is now with 
Suggs Office Supply Company in Dallas 

Miss Beulah Ann Lemons, a sister of Jim Lemons, 
buyer for Carpenter Paper Company at Fort Worth, 
was killed in an auto accident in Oklahoma 

Marvin Hilburn, Jr., Lubbock Printing Company, 
Lubbock, Tex., has reported for active service as a 
reserve captain in military government. 

* * * 

Mr. and Mrs. Dewey Mayton of Mayton & Roddy, 
Fort Worth, have returned from a pleasant trip to the 
Pacific Northwest, where they visited with the George 
Smiths at their fruit ranch. 


Willis Lowe of E. L. White Company, Fort Worth, 
took advantage of a northeastern and Middle Atlantic 
States vacation to visit The Carter’s Ink Company 
factory under the guidance of Jack Donahue. 


Fred Deutsch has signed up J. Andrew Smith Com- 
pany office outfitters, in San Antonio, as a new mem- 
ber of NSOEA. Andy Smith’s son, Jimmy, has been 
called back into the reserves and Andy is looking for 
a good office equipment man. 

. 


~ ~ 


Miss Sue Harding, associated with Mrs. Jeffe Fulton 
in the operation of the Fulton Company since the be- 
ginning of the business, passed away in Houston after 
a long illness 


Ivor Howells of the Clegg Company, San Antonio, 
is building a new home and the travelers wish him 
luck 


The Drake Company, Shreveport, La., has been 
awarded the contract for the stock room and special 
counter equipment installation in the new courthouse 
being erected by Webster Parish in Minden, La. 





Indianapolis Firm Observes Anniversary 

The Hiller Office Supply Company, 132 E. Washing- 
ton St., Indianapolis, Ind., which started in a small 
way in 1916 and is now one of the city’s largest office 
supply firms, celebrated its 35th anniversary in Au- 
gust. R. C. Hiller, president of the firm, recalls he 
started his business with a small line of stationery 
and a few office supplies. He said he discovered during 
the growth and development of his company that busi- 
nessmen appreciate being able to buy all their needs 
in one place, and that is what he has attempted to 
do. The store stocks a full line of stationery, office 
furniture and office machines 

Hiller Office Supply Company also maintains a de- 
partment for the repair and reconditioning of office 
furniture 

The firm is prepared to equip completely all kinds 
of schools, public buildings, offices, and auditoriums 
It carries desks, office chairs, folding chairs, all kinds 
of wood and steel furniture, and also stocks safes and 
security devices. A gift department, featuring pens, 
leather goods, and office accessories, and a fountain 
pen repair department, are also maintained. The firm 
also monograms many gift items for customers 

Besides Mr. Hiller, other personnel includes A. E 
Hopkins, office manager; Merle Lynn, floor manager 
and George Tracy, assistant floor manager.—AK 
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FIT FOR aA 
PRESIDENT! 









THE HARTER PRESIDENT SWIVEL ARMCHAIR 
MODEL 700 


Fit for your most exacting customer, that’s the Harter President chair. 
He'll like the graceful, modern design and the rich upholsteries 
in deeptones or solt pastels, And when he sits in this chair 
he ll sav. “Man, what comfort!” The four-inch deep-formed seat, back 
and armrests, all of U.S. Koyvlon foam rubber, combine with Harter’s 
les vive comfort that’s hard to believe until you experience it. And, no 
how closely your customer examines this chair, hell find quality in 


detail. As an experienced judge of ofhee equipment, you Know that this 


makes a jl sed and grateful customer for vears to come. 





\l ortages ma temporarily reduce the number of chairs available 


<ure that Tlarter will neve COM Promise with quality, 


1 ar Bat 
SHARTER = zs 


H | GAN 
STEEL CHAIRS « POSTURE CHAIRS 


HARTER 9 RPORATION 101171 PRAIRIE AVENUE, STURGIS MICHIGAN 


) 
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Whether it’s the mogul who slaps his desk and 


proclaims, “Time is money!"’ or the lesser tycoon 

who sails his hat at the clothes tree and sighs, 

“Another day, another dollar’’, TIME is always 
important . . . especially to a business man. And, 

this saving of time is one of the great virtues of Aigner 
Indexes and AICO products. The business world deals 
primarily through printed matter; printed material properly 
indexed—indexed the Aigner way—will save from 10% 
to 40% hunting time. Translate this saving in terms of 
man-hours, and you'll see why stationers and office 
outfitters regularly refer their customer's indexing 
problems to Aigner, for over forty years the world's 


leading manufacturer of index tabs and indexing systems. 


Aigner Indexes 


644 South Clinton Street, Chicago, Illinois 
97 Reade Street, New York, New York 
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Pacific Northwest Notes 
C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 

New honors have been bestowed upon Thomas M. 
Pelly, president of Lowman & Hanford Company, 
pioneer stationery firm of Seattle, by his recent ap- 
pointment chairman of the Crusade for 
Freedom - =" o 

College book and stationery stores in the Northwest 
Pacific region are watching with interest the tax 
battle between the Student Book Corporation, at 
Washington State College, Pullman, and the Collector 
of Internal Revenue in Washington, D. C.: The cor- 
poration has filed suit against the Government for 


as state 


the return of $72,000 paid in taxes. It is represented 
by the state of Washington’s attorney general, who 
contends that it is exempt from income tax inasmuch 
as it is a corporation operating for educational pur- 
poses. The United States District Court sustained the 
book store more than a year ago, and ordered the 


return of the funds, but the Government appealed the 
decision and won its case. However, the U. S. Circuit 
Court scheduled a hearing for October 10, in order to 
make a decision in the case. The store, at one time 
owned by the ted students, is now owned by the 
Board of Regent the state college. 

a 


= 


assocla 


The Pacific Stationery Company of Portland, Ore., 
has rewarded two members of its staff for faithful 
and efficient service by promotions. T. M. Haines has 
been appointed field representative in Washington, 
as well as Oregon, and D. A. Yeamans will now handle 
the retail sales in the north district. 

> * 7 

We hear that Gordon C. Holden of the Zellerbach 
Paper Company, Seattle, is the newly-elected president 
of the Seattle Associat 


ion of Credit Men 
s . o 

Ralph Leber Con 
the Seattle company 
paper supplies in Or 
cently moved to new 


ipany of Portland, Ore., a branch of 
which has sold printing ink and 
gon for the past decade, has re- 
and larger quarters at 316 S.W. 


Halls St. The new store, which has twice the floor 
space of their former premises, is under the manage- 
ment of Frank Livingston. 
° > = 
The office equipment and stationery world of Spo- 
kane, Wash., stood by for further orders as the 
Spokane chapter of the National Office Management 
Association formally opened the new season with a 
members’ dinner September. The guest speaker 
was Kenneth La Voy, office manager of the Potlach 
Yards, Inc > = * 
Two hundred and forty years of employment in 
the stationery field—that is the achievement of eight 


rbach Paper Company of Seattle, 
| dinner was held recently. Two 


employees of the Zelle 
for whom a testimonia 


of the guests of hon are soon to retire. They are 
Thomas Severson, an assistant department manager 
who has worked for the firm for 35 years and Frank 


Hansen, a vho has spent a similar length 


of time with the company. Both were presented with 
retired associates plaques, and watches from the other 
employees. The six other guests of honor were all 
salesmen who received service pins. They were Charles 


Koppler, 40 year ervice; Andrew Nelson, 35 years’ 
service; Richard Olson, William Klimker and .Harry 
Raymond, each 30 years’ service, and Charles Baker, 
15 years’ service. The awards were presented by the 
president of the mpany, H. L. Zellerbach. 





Typewriter Distributors To New Home 
Distributors, Inc., subsidiary of Interna- 
Appliances, Inc., has announced its re- 


Typewrite! 
tional Office 


moval to large! 1d more modern quarters at 326 
Broadway, New York 7, N. Y. This building was pur- 
chased by the parent company and was formerly oc- 


cupied by it 
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e When your chair manufacturer designs a new chair 
— for improved working efficiency and comfort — 
he usually finds a Seng Chair Action Control all ready 
to fit his needs exactly. For Seng research in “‘seating 
engineering” is a continuing program dedicated to 
greater progress in office chair design. 


So, when you point to the SENG Chair Action 
Control on your office chairs, you're offering your 
prospect the final proof of performance — the means 
by which all the exclusive built-in body-fitting comfort 
is possible. 

Use this vital sales feature to your profit. Be sure 
the chairs you sell are equipped with 


senc Chacr pOction Cautrols 


The SENG Comaany 


CHICAGO - 22- ILL. 


ARGEST SPECIALIS 


1450 NORTH DAYTON ST - 


SINCE 1874 WORLD'S 


FURNITURE HARDWARE 
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Recommended 


You will sell two staplers wae Price 


for every one you sold 25 
before by stocking the os ?- 
Universal Office Stapler 
because—its simplified Sold Through 
design gives top notch Dealers Only 


performance at lowest 
possible cost. 


Check These Features 
All steel excepting cap 
Smooth, unfailing operation 
Holds up to 100 staples 
Penetrates up to 30 sheets of paper 


Write for Complete Details & Discounts 


Weight 4% oz 


. a Length 5%, 


te Reach 3% , 
a Telephone Black Finish eo 


- 


PRECISION s74Pte cozr. 


3 WAVERLY PLACE, NEW YORK 3, N. Y. 
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Golden Nuggets from the Rockies 
EDWARD L. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 

Up through Wyoming the antelope season was in 
full swing. John Mills, Mills Printing Company, of 
Sheridan, Wyo., on his first day out was fortunate 
enough to get the legal limit of two. “Although,” says 
John, “I had to drive and look harder for them this 
year.” ¢ ¢ ¢ 

Ronald Campbell of Wyoming Stationery, Casper, 
has returned from his vacation—went nowhere, stayed 
around the house and really enjoyed himself 

* - 7” 

Bud Wheeler of Prairie Publishing Company, Casper, 
recently spent a week in Salt Lake looking over the 
Bruning process of billing, which the firm plans to 
install and use at the plant to facilitate work 

. * . 

The annual golf tournament of the Rocky Mountain 
Travelers, here in Denver, did not bring many of the 
boys out. Good thing, as most of the time was spent 
dodging hail stones the size of small eggs. Frank 
(Esterbrook) Lipp was caught on the third hole and 
had to run for shelter. Dan Koss, Eberhard Faber, had 
just arrived, and waited for 15 minutes in his car 
which was damaged by the hail. Johnny Stewart and 
Dick Youngstrom, The Carter’s Ink Company, were 
caught on No. 1 tee and pelted thoroughly before they 
got back to the club house. That also happened to 
Jim Haynes, American Pencil Company. Both Haynes’ 
and Stewart’s cars received considerable damage from 
the hail which was the worst that had fallen in this 
area for some years. Better luck next time. Maybe no 
hail 

Tom Nessalt, Mailing Shop, Great Falls, Mont., had 
something of a wreck near Wolf Point, Mont., recently 
Extensive damage was done to his car, but no one was 
injured, just shaken 

* a” a 
While in Great Falls, and this happens occasion- 
ally to all of us, we ran into a happy smiling face 
Upon inquiring the reason I learned that Ed Hunt, 
L E. Waterman Company, was working and on his 
honeymoon with his bride, whom he married on August 
29 at Coeur D’ Alene, Ida. Many happy returns and 
good wishes from all of us. 
+ ” * 

At the Travelers Club luncheon on September 28, 
there were 15 members present and from what I hear 
they spent a very enjoyable time. Those present were 
Dan Koss, Eberhard Faber Company; Glen Barclay, 
W. H. Kistler Stationery; George Feeley, Dennison 
Manufacturing Company; Russ Okerstrom, W. A. 
Sheaffer Pen Company; Chris Schmutzler, Kingsbacher 
Murphy Company; Jim Haynes, American Lead Pencil 
Company; Gardner Griffith, Parker Pen Company; 
Byron McGarvin, Eagle Pencil Company; Ernie Sawyer, 
Binney, Smith & Company; Keith Gordon, Boorum & 
Pease Company; Art Carlson, Charles R. Barry Com- 
pany; Dick Youngstrom, The Carter’s Ink Company, 
and Herb Johnson, Kendrick Bellamy Company 

Keith Gordon has received information on the 
Toastmaster’s group and plans are getting underway 
to get our group together 

s ¢ 6 

Denverites attending the National Stationers Con 
vention were Bill Kistler, Erle Kistler, Bill Spaulding 
and Gus Lipp of W. H. Kistler Stationery Company and 
Mr. and Mrs. Jack Kendrick and John Ward of Ken- 
drick & Bellamy Company 





Open Underwood Branch Agency in Texas 

Charles Stigler and G. O. Cunningham have an- 
nounced the opening of an Underwood branch agency, 
Westex Office Machine Company in Pampa, Tex. This 
firm is operated in connection with Amarillo Office 
Machine Company, Amarillo, Tex 


OFFICE APPLIANCES, November, 1951 














Bell c Howell 


MANUEM 


Bu 
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rroughs 


STRIBUTOR 





Bell & Howell 
Recorder 


Modern microfilm uip- 
ment built by & 
Howell, and sold by Bur- 
roughs, is the finest ob- 
tainable. It reflects Bell & 
Howell's acknowledged 
leadership in the field of 
precision instruments for 
hine photography. 


... protect vital business records with Burroughs Microfilming 


A lot of things can happen to paper business 
records —and to the vital information they con- 
tain. Fire, misplacement, loss, flood, and other 
hazards pose threats to their security .. . all 


make their preservation a risky affair. 


Burroughs microfilming provides every business 


a sure, swift and inexpensive way to remove 
these risks. It reduces record hazards. It swiftly 
and thriftily records thousands of bulky paper 
documents on a single neat spool of microfilm — 


easy to store in fireprool containers, easy to 


WHEREVER 
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mail away 


reference. 


for safekeeping, easy to use for 


THERE’S BUSINESS THERE'S 


Put the records of your business in the safest place 
—on microfilm. Call your Burroughs office and 
get the full story on the time- and work-saving 
efficiency of this logical method of record pro- 
tection. We will be glad to send you 
a copy of the helpful booklet “30 Ques- 
tions and Answers on Burroughs Micro- 
filming.”’ Burroughs Adding Machine 
Company, Detroit 32, Michigan. 


, 








Burroughs 
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on fhe C1, an WAGON ! 


FOR MORE DEALER PROFITS 


with ( York \ the complete protection line 


for Dealers 





Your sales possibilities are unlimited with this new complete protection 
Underwriters’ Lab- 
oratories & S.M.N.A 


Labeled one, two 


line, and dealers from Main to California are recognizing the facts and 
signing up! With the new York line, you have every model and size in 


and four-hour 


safes, chests and vault doors to take advantage of ALL your protection 
equipment prospects. You don’t have to be stuck with a limited cover- Safes, in om sizes 
age, second rate quality line. With YORK, you can capture ALL the 
potential customers in your territory with top quality, fully rated prod- 
ucts. And most important, you'll be backed with the promotion tools 


that simplify your selling job. Look over the check list below and then 





get your name on the coupon below and mail it—but act fast, while 


open territories exist. Underwriters’ Lab- 
oratories & S.M.N.A 

HERE’S WHAT A YORK DEALERSHIP MEANS TO YOU— Labeled _— P 

both encased an 

Modern design Safes, Chests and Vault Doors that are fully tested es ne 
voriety o mode's 


] and rated by Underwriters’ Laboratories and Safe Manufacturers 
National Association for definite measured record protection. 





Complete range of Models—1, 2 and 4-hour Safes with “designed 
for your customer” interiors—in both single and double door styles. 

y] There's a broad line of Chests to meet a variety of uses for all types 
of businesses and offices. And there’s a complete line of File Room 
and Record Vault Doors in ‘2, 1, 2,4 and 6-hour ratings. 


Underwriters’ Lob 
oratories & S.M 
N.A. labeled File 


. ee Room and Record 
3 Complete “back-the-dealer” sales promotion and advertising pro- I IE 
gram to stimulate and keep up a high volume of sales. ae mois ae 
4 Complete dealer identification window decals, mailers and stuffers 6-hour classifica 
bearing your imprint for promotion purposes. tions—for both 
grout and nongrout 





installations 


Get on the Bandwagon for more Dealer Profits now—send the coupon 
below for all the facts— 


YORK SAFE & LOCK COMPANY 
Dept. 101, Canton, Ohio 


Yes Sir, I'm interested in the York line of protection equipment—put my name 














down for 
( ) More information ( ) York Dealer Supervisor's call. 
NAME TITLE 
COMPANY 
YORK SAFE AND LOCK COMPANY 
ADDRESS Canton 2, Ohio 
CITY ZONE STATE 
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OTLATCHING witht” 
REGON HRAILHRAVELERS 


JOE DWYER, CORRESPONDENT 
15528 TWELFTH AVE., N.E., SEATTLE 55, WASH. 


No longer are Gerry (American Pencil) Whitcomb’s 
exultant shouts ringing out over Puget Sound these 
Sunday mornings for the run of the king salmon is 


now ended fo! season. Gerry proved to be one 
of the year’s m iccessful salmon fishermen and 
next year hopes to enter the Seattle Time’s annual 
salmon derby 


George and Ruth Hale, of Hale’s Stationery, Kelso, 
Wash., spent Labor Day at Canada’s spa—Harrison 
Hot Springs, British Columbia, and a nice catch of 
railbow trout made perfect holiday 

> . > 

It is rumored the pastie makers over in Montana 
have laid in an ext supply of this delicacy for the 
travelers making the annual trek to the NSOEA con- 
vention in Chicago. Because pasties are unobtainable 
here on the coast, the returning conventioneers have 
been bringing a supply back with them. If you haven’t 


as yet tried them, we highly recommend that adventure 
yn your next visit Montana. 
* > 

A couple of yachting” stationers were recently 

observed enjoying themselves down at the Astoria 

Salmon Derby. Lowell Jones and Henry Rasmussen 


sailed their craft iown from Portland and each re- 
turned with a nicé tch of fish plus a magnificent 
tan. A nice farev ummer! 


* > 


A surprise lunc!] vas recently tendered to three 
of the stationery try’s visitors to Portland by the 
stationers of that Jimmie Lombardi, of Patrick’s, 
San Francisco; Bert Morris, of the Bert Morris Com- 
pany, Los Angel Sam Bullock, national secre- 
tary of Sigma Chi ternity, who was returning for 
a visit to the city where he had been purchasing agent 
for the American News Company’s local branch, were 
in attendance. Howard Bobbitt, Secretary of the Ore- 
gon Stationers Association, was a very able master of 
ceremonies and Francis Fowlks, Clarence Larkin, Mc- 
Brayer, Tom Haines, Dick Zeisler, Gerry Whitcomb, 
Danny Kerr, Frank Ierulli, Charlie Davis, Bob Flynn, 
Erling Ericksen and Bob Ope comprised a very appre- 


ciative audience. Hearty applause greeted each visi- 
tor’s speech and a like reception was tendered the 
anecdotes offered Gerry Whitcomb and Charlie 
Davis. Dick Zeisler poured for the luncheon, in his 


efficient manner, and it was adjourned after 
lually promised to pay a return 


usually 
the guests had indi. 


visit in the not-t listant future 

> o 
At the NSOEA nvention in Chicago a strange 
quiet settled over the chatting groups when word 


1em of the serious injury suffered by Seattle 
Pillsbury. Pill had journeyed 
assist his good friends, Francis 
Fowlks and Dick (B. & P.) Zeisler, 


reached tl f t) 

Office Supply’s “Pill” 
to Pendleton, Ore 
(Pacific Stationery 


in their trek acri he hot sands. While in that city 
he suffered a ba fall, resulting in a serious con- 
cussio1 Such a ortunate accident could not 
have possibly happened to a finer person that “Pill” 
and his scores of both in and out of the sta- 
tionery industry ling for his rapid and complete 
recovery 
> o 7 
“Out Where The Handclasp’s a Little Stronger.” 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY-THREE YEARS 
constant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 


Write for details and samples. 


MANUFACTURERS 


Factory, Rochester 8, N. Y. 1951 


1888 


“QUALITY EXCLUSIVELY SINCE 1888" 
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cole) #) FILE SIGNALS 





TO SAVE TIME IS TO 


HASTEN DEFENSE 


To firms working on D. O., efficiency is necessary all over 
the plant. Cook’s Steel File Signals will take care of the 
office end. Attached to file cards or ledger sheets, these 
high-visibility reminders make facts instantly available by 
groups. Urge your customers to use them systematically 
and save those hours usually lost in assembling data. Play 
them up at every call and you will find them the biggest 
little things you ever handled. Free—books of actual sam- 
ples for your salesmen. 


OTHER MODERN OFFICE NEEDS 


“BURRO” 
Paper Clips 


Made of thin spring steel 
for attaching papers to- 
gether, enclosures to let- 
ters, etc. Special potented 
“tongue” prevents side 
slip. Easy to attach or re 
move. The smart clip for i. 
the modern office! No. 3 


THE H.C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


ONE HUNDRED PERCENT DEALER PROTECTION” 
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SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


The National Office Management Association’s, Area 
II Inter-City Conference and Office Machinery & 
Equipment Exposition was slated to be held at the 
Biltmore Hotel in Los Angeles, October 10-12. Ross A, 
Tunnell, Jr., president of NOMA’s Los Angeles Chapter, 
anticipated a large attendance. 

A highlight of the Conference was to be a banquet 
address by the international president, Dr. R. P. Brecht, 
who is chairman of the geography and industry de- 





CHAPTER OFFICERS—Presenting the Los Angeles Chapter of NOMA 
officers; standing—Al Grimm, secretary and Howard Mackin, treasurer; 
seated—June Duran, recording secretary; Ross Tunnell, president, and 
Ray Prinz, vice-president 


partment of the Wharton School of Finance and Com- 
merce, University of Pennsylvania, Philadelphia. Fol- 
lowing the three-day program the association leaders 
on hand to participate in the conference and exposi- 
tion activities were to be the following, in addition to 





MISS NOMA—Miss Millicent Deming, selected as Miss NOMA of the 
National Office Management Assn’s. Conference and Machine Ex- 
hibition, and Ross Tunnell, Los Angeles Chapter president 


Dr. Brecht: first vice president, J. B. Andrews, Carna- 
tion Company, Seattle; vice-presidents, F. G. Macllroy, 
Commercial Controls Corporation, San Francisco; F. L. 
Haskell, Wallace Brothers, division of Associated Spring 
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SINCE 1887 


No Walking 
No Stooping 
No Squatting 


with 


ROL-DEX’ 
by Watson! 


established 1887 


i 
je 


ROL-DEX installation in the office of People’s Gas, Light and Coke Co., Chicago, Il. 


Increased Business Efficiency 
Saves up to 40% or More 


RSS » sameer om rose whe 
*Pot. and 4 a 
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Less operating cost per filing inch! 

Ease of operation permits you to hire mature, 
dependable personnel. 

No noise! Needs no motor; runs quietly 


Write for ROL-DEX Catalog to: 


ROL-DEX DIVISION 


WATSON MANUFACTURING COMPANY, Inc., Jamestown 3, New York 


November, 1951 


UPRIGHT FILES 


— 2 3. f and 5 drawer 


units. 


COUNTER HEIGHT 


FILES—continuous lino- 












leum tops and finished 
counter fronts, stock and 


special. 


HORIZONTAL FILING 

EQUIPMENT—for floor- 
cases, omnibuses, safe in- 
teriors, vaults and book- 


cases. 


TABULATING FILES 

—22 drawer units, built 
to definite specifications 
to give maximum capa- 
city and protection to tab- 


ulating machine cards. 


HIGH LINE FILES 
—stock units for roller 
shelf and document files 


in three standard heights. 


INTERIOR METAL CASE 
WORK—/for banks hos- 
pitals, court houses, mu- 
seums and public build- 


ings. 


CUSTOM BUILT INSECT 
SCREENS—steel, bronze 
and aluminum framed 
screens for windows, 


doors and porches. 


ROL-DEX AND TRANS.- 
DEX—active record filing 
equipment “that rolls rec- 


ords to a seated operator.” 


CONTRACT SPECIAL- 
ISTS—custom design 
and fabrication of: prod- 
uct cases, control cabi- 
nets, electronic equip- 
ment, and special built 


to order items. 
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*One Letter Each Day Pays for 
This New JACKSON Desk 


Here is the way it works out: Secretary’s salary 25 cents—for less than 4 years, the cost of the 
is $50 for a five-day week. She writes 40 letters desk and her chair is completely wiped out. And 
daily. That’s 25 cents labor cost per letter. some secretaries have found it easy to ghee: 

Why doesn’t she write more letters each day? from 15 to 25 per cent more when given one of 
Because her old desk is wiggly and wobbly. It these new Jackson Secretarial Desks. 


may be too high or too low. It is probably too big. 

Her typewriter jumps and darices and jiggles. 
She becomes tired. Her eyes ache.. Her back, 

neck, and shoulders ache. She makes needless er- 


rors because she is tense, nervous, overwrought. send 

Now then, give her this new Jackson—Built 
like a Stone Wall—Desk, designed and engineered f hi 
or this 


for comfort, stability, and greater production. 
Finished in eye-ease Softone Oak. Her eye, back, 
neck, and shoulder aches disappear because she free booklet 
can adjust the typewriter platform up or down to 
the right height for most comfortable posture. 
If she produces one extra letter a day—that’s 








JASPER, INDIANA 








* This message appeared in American Business Magazine. 
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Corporation, Brist Conn.: 
Retail Credit Company, 
expected to include 


Ww. M. Bennett, Inla 


and A. G. McVaughn, 
Atlanta. Others present were 
the immediate past president, 
nd Container Corporation, Indian- 


apolis; and executive vice president, W. H. Evans. 
The ‘Int ter-City Conference program was built around 

the theme “Sj mplification Through the Proper Use of 

Office Facilities was announced by H. N. Tailleur, 


conference direct 
> . 


Griswold and Winters, now located at 1200 W. 8th 


St., Los Angeles, hope to be in the company’s new 
building at Bonnie Brae and Beverly Blvd., by March 
1, 1952. The new business home will have 19,000 square 


feet as compared with 8,000 square feet at the present 


location a ictivities have necessitated the 
plans for larger qua ters. J. D. Griswold and Loren 
Winters are the prietors 
o > 
Ned Levin has been named manager of the Gold 
Desk and Safe C pany, 957 S. Main St., Los Angeles. 


Mr. Levin was formerly with the General Office Furni- 


ture Company a1 also at one time with the Miller 
Desk Company 
> - 
Louis Gold, proprietor of the Gold Desk and Safe 
Company, attended the big Chicago convention and 
then went on to New York on a buying trip. 


At the meeti e Office Machine Dealers Asso- 
ciation of Souths California at the Old Dixie Bar- 
becue, 4267 S. Western Ave., Los Angeles, September 


17, Mel Kansteiner of Remington-Rand Inc., showed 
films illustratin rchandising of Remington-Rand 
adding machine C. C. Clifford gave a demonstration 
of methods in selling cash registers. Mr. Clifford is 


with the Calif Typewriter Exchange. Gordon E. 


Miller of the Southern California Adding Machine 
Company gave a talk on, “What Makes a Salesman” 
David Glossman of the Typewriteria discussed, “Office 
Machine Merchandising.” 

A joint meeting he Southern California, Northern 


California, San Diego, and Bay Area Associations will 
be held at the Mayfair Hotel on Saturday, October 27, 


it was decided. This will be a luncheon meeting and 


in addition to isiness discussions there will be a 
dance. An atte! nee of 200 is hoped for, according 
to Hal Pettit, president of the Southern California 


OMDA 


Marcus Harwitz he Regal Royal Typewriter Com- 


pany, New York, N. Y., was a recent house guest of 
Mr. and Mrs. E. E. Thornton. 
* > 
The Kearney Typewriter Company, formerly located 
at 3459 W. 6th St., Los Angeles, is now in its new 
home at 3468 W th St. The rooms occupied have 
been remodel redecorated. The asphalt tile 
flooring has a eized pattern, brown with yellow 
The walls are in yellow and the display windows are 
especially large. There is a big repair room at the 
rear while storages ace is greatly increased over that 


available in the former quarters. Some new furnish- 


ings nave peen adade 

This company organized in 1936 by H. J. 
Kearney, who has now retired. John Kearney, a son, 
is the present proprietor, and his wife is assisting in 
the conduct of the business. The firm carries adding 
machines and supplie 


Sid Holtby of Angeles Desk Company, 944 S. 


Main St., Los An president of the Southern Cali- 
fornia Office Furniture Association, presided at the 
regular meeting of the association at the Rodger Young 


Auditorium, Octol 
Office Furniture Ass 
D. C.. was givel 


A full report on the National 
ition’s meeting in Washington, 
Art Willis. A report from the 


NSOEA convent given by Bill Jones of the 
L. A. Desk Com) 
There was al eneral discussion of activities for 
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ANDERSON 
HICKEY 


Pet h e e- si mor 2 - « 


tine’ 


Here’s four drawers of 
efficiency The 1900 Line 
is available in all 
drawer-combinations, in- 
eluding insert - drawers 
for filing cards or checks. 





Here’s a worthy addition to any office—the Ander- 
son-Hickey 1900 Line Filing Cabinet. Whether it's 
in a dealer’s show-window, on a convention floor or 
at work in an office, its lustruous finish and smart design 
win plenty of plaudits. Anderson-Hickey “know how” of 
office equipment manufacture provides additional sales 
appeal in assured longer life and trouble-free perform- 
ance. You too, will find the 1900 Line the best dollar- 
for-dollar filing cabinet on the market. 


Cardinal pads Ne. 


SOLE DISTRIBUTOR 
5631 W. MADISON ST. CHICAGO 44, ILL. 





261 








THE WARSHAW MFG. CO. 


SURERDEX 


TRADE MAR K 


THE QUALITY LIME OF FILING SUPPLIES AND GUMMED SPECIALTIES 
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NOM INFLAMMABLE 


INDEX TABS 


BY JHE -L0/ 


CAN BE CUT TO INDEX 
SiZE REQUIRED 


MADE in 8 COLORS 


CLEAR 
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including the golf tournament in 
November at which time the wives of association mem- 
bers will be guests. Meetings are held on the first 
Monday of each month. 
= ” . 

Reed, proprietor of the Henley Typewriter 
6771 Hollywood Blvd., is spending some time 
at St. John’s Hospital in Santa Monic a. He entered the 
hospital September 21 with the thought of taking a 
while 


* 7 7 


the coming wintel! 


Paul R. 
Company, 


complete rest for a 


Robert H. Muller, proprietor of the Los Angeles Add- 
ing Machine Company, 312 W. Olympic Blvd., Los An- 
geles, died September 20 after an illness of some 
months. Mr. Muller was with the Burroughs Adding 
Machine Company for many years before taking Over 
the L.A. Adding Machine Company in 1931. He leaves 
his wife, Helen, and three children. The children are 
Robert, Jr., Patricia, and Marilyn 

Frank Regan, who has been with the 
12 years, is in charge for the time being 


* + * 


company for 


One typewriter dealer makes mention of the fact 
that mechanics with from six to 10 years’ experience 
are needed in the Los Angeles area. The demand arises 
from the fact that so many mechanics have been taken 
into defense industries 


* ” . 


Mr. and Mrs. D. L. Paddock, proprietors of Paddock’s 
Stationery, 110 E. Broadway, Glendale, report that 
since moving into larger and more central quarters 
some’ months ago business has increased very Satis- 
factorily 

The firm now has three distinct 
according to considered opinion, the is one of the 
ten largest of the kind in woursern California. The 
three departments are: (1) book department, (2) sta- 
tionery departme! and (3) office supply department 

In the book department there is a wide range of 
technical reprints, books of music, as well as a large 
selection of children’s books. Special emphasis is 
placed on the technical books, the department probably 
being the only one of the kind in Glendale. Helen 
Hudson, the book buyer, gives special attention to 
securing books ! in stock if asked for by customers 
The stationery department shows a fine line of per- 
sonal stationery and greeting cards. The office supply 
department specializes on commercial stationery. One 
employed for this department 
to nine people 


departments, and 


store 


outside salesman is 

Normally the store employs from seven 
« ¥ . 

and Safe Company, 219 W. Second 

ting installation 


The Miller Desk 
St., Los Angeles, made a very interes 
to Leo Miller, when it furnished the 
offices in the new building built by the Rose Marie 
Reid Swim Suit Manufacturing Company at 5200 
Century Blvd., Los Angeles. The executive offices were 
furnished with the new frosted walnut furniture while 
a soft tone walnut was used in the general offices. The 
tion gives a very modern atmosphere. The new 

with a floor area of 67,000 square feet, is one 
of the few in the Los Angeles area with a swimming 
pool in connection with it. The pool, of course, is in 
keeping with the type of business conducted. The firm 
SIX yeal 


recently, according 


installa 
juilding, 


Is about S oid 


The Los Angeles Business Equipment Club has or- 
ranized a 14-team bowling league 
The league bowls every Monday 
the V Bowling Alleys on Grand 


evening at 8:15 at 
Vogue Avenue. Chuck 
Wilkinson of Ditto, Inc., is acting as president, and 
B. Peterson of the National Cash Register Company as 
treasurer 

The club is offering a trophy to the winning team 
the bowling season to run for 33 weeks 
activity brings together about 70 salesmen 
l managers equipment 
branches for wholesome fun and recreation, and so 
general enthusiasm for the project 
ger of Ditto, Inc 


ol DNusiness 


re has been 
according to H. T. Gates, branch mana 
1951 
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FOUNT-O-INK 





: writing sets 
i 7 
| =e . : feature amazing 
AUTOMATICALLY FEEDS THE PEN THAT FILLS ITSELF! 
Profit with the most amazing... proved-by- able in over 39 different, modern Fount-O-Ink 
performance ...writing set value ever! It’s models. Increase your sales with the newest... 
e Fount-O-Ink’s exclusively “ram-jet-action”... most modern...and nationally publicized 
S automatically feeds the pen that fills itself. Fount-O-Ink Writing Sets...featuring new 
, faster and with greater ink supply...than any and amazing “ram-jet-action”! 
other writing set on the market today! Avail- WRITE FOR DETAILS TODAY! 
All Fount-O-Ink Writing Sets Can Be Specially Imprinted With individual's Name or Company Trad rk 
“TOUCH & GO” and “BETTER-WAY” Stamp Pad Ink Are Lively Selling Items. 
. , : 3501 EAGLE ROCK BOULEVARD 
e Bs 3 ES ! LOS ANGELES, CALIFORNIA - SINCE 1933 
e 






And she’s got her eye on 


Hrilewals New 
“2000” Series 






1 0 By 
e | Secretarial 


Nothing quite equals the commanding beauty 





in ° ° ’ N 1-A. ISLAN BA SECRE- 
; of natural grained, genuine walnut! — And a ~— oa” 3319"; ao 
sais Federal has brought it out to a brilliant degree Height: 29’ (adjustable to 3012"). =) oar 
with a hand-rubbed, hot lacquered finish! Add Right or left typewriter pedestal; =| <A> ' 
. . . / counter-balanced, retractable, non +! — 
to this an appealing design, the improved con- vibrating typewriter mechanism. Wal => 
venience of interchangeable stationery drawer, nut only. NO. 2232 
and you can see why Federal’s “2000” is “The EXECUTIVE DESK 
at Secretarial Designed with the Secretary in 
k Mind! 
’ 4 4 4 
Lf), } 
Cli , ay ees a NO. 2700-11 
MATCHING TABLE 
r ati e Fold of ( om plete line 2412 PENNSYLVANIA AVE. N.W 
ee WASHINGTON 7, D. ( 
are aores 
S( Pa 





IMMEDIATE DELIVERY ° NO DO’s NECESSARY 
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FAT -3E- bate Mri bled ab lotta! 


write department OA-9 for handsome illustrated brochure 


herman miller furniture company 





foremost collection of modern furniture 


‘ 


america's 











Designed to meet es 5 


Pent. Ya 


Jho 63, POSTING TRAY AND STAND 


Modern Posting Problems 


Light weight and expandable to 92 inches 
Dust-proof covers with locks available in 3 sizes 
Tray weighs only 4! Ibs. Capacity, with 
25 guides, up to 2,000 Sub. 32 sheets 


Accommodates a greater variety of card sizes than ordinary trays. 
Non-corrosive aluminum and stainless steel construction will last indefinitely 
handsome 2-tone appearance 

2-Position sidearm shifts at a mere touch for offsetting cards. 


No side or front plates—dust cannot collect in tray. 

Wire-brushed aluminum base prevents cards sliding. 

Rubber-cushioned, non-marring base. 

Even compression of front and back plates keep records in perfect condition. 
Base is 1544” x 8” with full 1114” working capacity; end plates 9” high. 


Complete line of safety-locking metal hoods and stands also are available. 


e Stand and covers of steel, finished in office 
equipment gray baked hammertone. 


— IMMEDIATE DELIVERY — 


Write Today for Literature and Dealer’s Discounts 


Weber Brothers Wetal Works 


108 N. JEFFERSON STREET CHICAGO 6, ILLINOI 





Ss 
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Canadian News Notes 
5. J. LUDDINGTON, CORRESPONDENT 
BOX 421, POSTAL TERMINAL A, 
BAY & FRONT STS., TORONTO, ONT. 

The new plant the Eberhard Faber Pencil Com- 
pany of Canada was opened officially recently at 
Acton Vale, Qu T. R. Rudel, president of the 
Eberhard Faber Pencil Company, United States, and 


Canada. Guests included many leading figures in the 
Canadian and American stationery field. Occupying 
a 10-acre site, the plant houses a complete equipment 


for the manufacture of Eberhard Faber products. Eric 
Q. Bohlin, vice-} ident, is in charge of manufactur- 
by L. J. Harbour, plant supervisor. The 
pened new sales offices at 48 York 

St., Toronto, wit ther sales offices to be opened in 
major cities a Canada. Louis M. Brown, vice- 
president in charge of sales, who served as the com- 
pany’s first Cana representative, has been asso- 
ciated with the Canadian stationery field since 1923 
Jock McLaren jij manager with headquarters in 
Toronto. The Canadian company was formed in 1937 
President Rude 1. native of Montreal and attended 


ing, aSsisted 


company has 


Lower Canada College there, completing his education 
at Princeton University. In 1932, he joined the Eber- 
hard Faber Per Company, Brooklyn, N. Y., serving 
in various sale omotion positions. He was made 
a director of 1 arent company in 1944 and five 
yeal ate Y¢ president and chairman of the 
board of direct In 1949, he was elected to the 
pre ney of Canadian company 


* = oo 


Company, Ltd., has completely 
lernized its premises at Jasper Ave 
ntown Edmonton, Alta. The store 
cation for nearly a half-century 
as it did the day it was established 


Willson Stat 
renovated and 
and 10lst St 
has been in that 


ana remained n 


by E. N. Kennedy. Ernest C. Warner, the energetic 
manager was bor} ) the industry in England where 
his father and hers are stationers operating three 


the Edmonton store from 
November. In addition to general sta- 
tionery office supplies the firm handles 
top brands of typewriters, steel and wood office furni- 
ture. No less than 3,000 different items are now carried 


stores He was ent to 
Calgary last 


ana general 


by Willson’s in I onton and a catalogue detailing 
hese is now in aration 

Mr. Warne! Under the directorship of Stuart 
Vogan, the com} has made its greatest progress 
in the last decade. He knows every department in the 
stationery busin and has worked in all of them.” 


+ * 


Norman B. Hathaway is the new advertising man- 
ager of the Office Specialty Manufacturing Company, 
Ltd., with hea ffice and plant in Newmarket, Ont 


A. T. Squibb & ‘“ommercial and social stationers, 
dealers in school supplies with store at 48 Main St. N., 
Weston, Ont., ha nmenced the 25th year of business 
wtihin a few the original location. The firm 
is composed Arthur T. Squibb and his son, Gordon 
A. W. Squibb 


Underwood, Lt Toronto, which commenced opera- 
tions with its staff of three persons, is now in its 
55th year of busine in that city. Two years follow- 
ing the establishment of his business in Toronto, John 
J. Seitz secured, under a three-year contract, the 
Unde ood The typewriter at the time 
was little in demand, the contract calling for the 
handlil of but machines a month. Today, in 
iddition to | several thousand machines per 
month, the « markets a complete line of office 
requisites and stationery. The present staff includes 
more than 726 employees. It was in 1914 that the 
Underwood « moved into its present head 
office location at Victoria St. in downtown Toronto 
Branch offices throughout Canada including the new- 
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SIDE CHAIR: 
STYLE No. 808 —— 


NOTE: This chair meets 
specifications for General 
Services Administration 
Type Il, Class B steel 
office-type chairs. 













| 
| 
| 


now available in limited 
quantities—-one of America’s 
most popular chairs 


UPHOLSTERY: Heavy gauge supported plastic. Washable 


and scuff-resistant. 
FINISH: Electrostatically spray-coated and oven-baked to 
provide maximum wear. 
SEAT: Comfortably padded 
BACK: Comfortably posture-formed. Plastic chafing pad 


LEGS: Glides are rubber cushioned, shock absorbing type. 
Leg braces provide added support 


DEALERS: Write for Catalog and Price List. 


VIRTUE BROS. MFG. CO. 


5701 West Century Bivd., Los Angeles 45, California 
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DARNELL 
CASTERS 


2 


antee of 


More profits! s 
good will! The 
Darnell products | 


protects 
for special 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST.. NEW YORK 13. N Y 
36 N. CLINTON CHICAGO 6 ILL 





est one in Canada’s new province of Newfoundland 
number more than 40. General service and repairs are 
handled from a building at 354 Victoria St., Toronto, 
and manufacturing in a four-story building containing 
50,000 sq. feet of production space and located on 
Madison Ave., that city. Just recently the Underwood 
firm formally opened its carefully planned, attractive 
and modern branch building on Beaver Hall Hill in 
Montreal. From this four-story structure of brick, art 
stone and steel construction, the typewriters, adding 
and accounting machines produced by the company 
will be distributed as well as the lines of office equip- 
ment and supplies handled by the Underwood concern 

Joseph L. Seitz, the energetic president of the Under- 
wood Company is a native of Hamilton, Ont. and re- 
ceived his education at St. Michael’s College and the 
University of Toronto. He started with Peerless Carbon 
& Ribbon Company, Ltd. (of which he is also president 
now) in 1908. He joined Seitz & McEvenue, Ltd. 
Toronto, in 1915; was appointed in 1921 as vice- 
president, United Typewriter Company, which became 
Underwood, Elliott, Fisher, Ltd., in 1927 and Under- 
wood, Ltd., in 1945. He was elected president in 1940 
Secretary-treasurer and works manager of Underwood, 
Elliott, Fisher Manufacturing Co., Ltd., is Kelvin R. 
Bell. He is also director and assistant secretary-treas- 
urer of Underwood, Ltd. He is a native of Toronto and 
started with the firm in 1922. 

* 

The Cooper-Weeks Leather Company, with head 
office.in Toronto and plant in Beeton, Ont., is now pro- 
ducing new loose leaf ring binders in its third plant 
established in Victoria Harbour, Ont., 21 months ago 
Peter Saunders is manager of the new plant, with 
Clifford Riley as superintendent of production 

~ a n 

The Willson Stationery Company, Ltd., climaxed 
more than five years’ effort when it recently opened 
a store at 18 South Court St., Port Arthur, Ont., The 
company which has 19 branches between Port Arthur 
and Vancouver, B. C., has for the past two years been 
located in Port Arthur on the second floor of the 
McGolrick Block. Taking part in the opening of the 
street floor location premises was S. J. Vogan of Winni- 
peg, Man., president of the chain of stationery stores 
Local Manager A. C. (Al) Blight has a staff of seven 
in the new store which has been completely remodeled 
and equipped. The store basement, completely re- 
painted like the main floor, will be used partly as a 
display area for office furniture, partly as a storeroom 
A mezzanine floor above the main floor will also be 
used as a storeroom. Mr. Blight has been with the 
company for the past 12 years and was formerly of 
Brandon, Man. The firm is also handling a complete 
line of business machines and typewriters, as well as 
general office supplies 

R. E. McIntyre has assumed proprietorship of the 
Pinkerton Typewriter Company, 25 King St., St. Cath- 
arines, Ont. Mr. McIntyre has been associated with 
the Royal Typewriter Company, Ltd., for many years 
and will handle that line of machines from his new 
headquarters 





Atlanta Men Win NOMA Awards 

In recognition of meritorious service, awards of merit 
and the Leffingwell Key have been presented to three 
Atlanta members of the National Office Management 
Association. The recipients are Fred W. Wooding, 
assistant manager, accounting and office, Gulf Oil 
Corporation; Miss Pauline Brumbalow, office service 
manager, Johns-Manville Sales Corp.,and Van Groover 
vice-president of the Citizens & Southern National 
Bank 

Presentation was made at a meeting in September 
by A. G. DeVaughn, head of the personnel division 
of the Retail Credit Company, and national vice-presi- 
dent of NOMA EEG 
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Invoices + Bills of Lading 
W-2 Withholding Tax Forms 


Save money and shop-around time 
by making us your headquarters 
for stock forms, ready for prompt 
delivery. 


| Redifint | Tailor Made 


Modern business demands mee. | 1-time Carbon Interleaved 


form-simplification. We main- forms for any and all purposes 
tain two highly efficient 





Tailor-made to your individual re- 
quirements. 


Continuous Tabulating Forms 


In stock; also tailored to your own 
needs. We keep our promise on 
deliveries. 


: f 
RR ea. 
 — ) 30 Vesey Street, Dept. 27 
Musiness dystems. $n New York 7, W. Y. 









plants for the designing and 
printing of every conceiv- 
able Carbon Interleaved 
form. Write us regarding 
your form needs in Invoices, 
Sales Slips, Shipping Records, 
Production and Accounting 
forms. 


DEALERS: — Send us your customers’ s 
forms for prompt quotation, faithful 
delivery and liberal. trade discounts. 





Many Lucrative Territories Still Open 
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UNDERWRITERS’ APPROVED $. Pot. Pending 


FLUORESCENT DESK LAMP 
WITH ELECTRIC CLOCK 
‘7 95 WITHOUT CLOCK, $13.95 RETAIL 
LUSTROUS BROWN OR MODERN GREY 
8 ° PRICES SUBJECT TO CHANGE 


TOP DEALER DISCOUNT 
RETAIL 


Less Tube 





THE ILC DIRECTOR is America’s first decorator-styled desk lamp... priced nghe 
ILC for both home and office. It brings handsome returns in both the replacement and 
gift markets. May we suggest an order that will prove this to your own satisfaction? 


C Syhewul SPECIFICATIONS: Operates on 110/120 volt, 60 cycle, A.C. current; uses standard 


5-.watt fluorescent tube. Telechron electric clock movements. Bonderized baked enam- 











MODEL 4900 — High quality desk , 
lamp. Underw roved. Fin- el finishes, with pedestal plate and pen tray in bright gold finish. Base is felt covered. 
ished in gre wn. Uses 15 Instant starting switch, 6 ft. rubber cord. Height, 10"; width, 20°. Weight, 7% Ibs., 
ene r Weight 7 Ib packed in individual cartons 

ONLY $895 RETAIL orveR pirect From THe Facrorr— INDUSTRIAL LAMP CORP., ELKHART, IND. 


= 
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Sanitouch 
Capillary-Action Moistener 
Handipen Desk Set 
=. 
DePENdable 
Desk Fountain Pen Set 
New DePENdable desk fountain pen sets and beauti- eg oe 
ec 


Moistener 


ful Handi-Pen desk sets for easy, effortless writing. 
A complete line of moisteners to fit any need, Time- 
saving Kleradesk, Heavy-duty Cata-RacK for catalogs 
and books, All these aids and more too make up the 
Sengbusch line, 

Sound design and attractive styling make them easy 
to sell, We also supply sales aids free of charge — 
circulars, blotters, display cards, etc. Turnover is 
fast and highly profitable. 

Now is the time to stock the entire Sengbusch 
family to be prepared for the increased Seasonal and 
Holiday buying. Mail your order today and get set Kleradesk 
to make yourself some money. (Steel and Steeless) 






Capillary-Action 
Handipen Desk Set 


—_ 





No-Over-Fio 
Sponge Cup 





euotell SS 
SELF-CLOSING INKSTAND CO, si11 sengbusch Bidg., miwovkee 3, Wis 




















WHEN ONE REACHES * —" oe 
5-STAR RANK x * He is “TOPS 
«Kx * 
The TOP Platen 


Ames FUTURISTIC 5-Star Platen 


BUILD YOUR BUSINESS ON TOP QUALITY 


Your Customer Deserves the Best. We have it—You Furnish it. 
Your Assurance of Client Satisfaction 
WITH THE WORLD’S NUMBER ONE PLATEN 
Is Our Unconditional Guarantee 


Manufactured and Distributed to Office Machine Dealers by the 


AMES SUPPLY COMPANY 


ATLANTA CHICAGO DALLAS LOS ANGELES SAN FRANCISCO 
156 Alexander, N.W. 564 W. Randolph St 1913'2 Commerce St 777-779 E. Pico Bivd. 583 Market St 


EXPORT DISTRIBUTOR 


AMES INTERNATIONAL, INC. 





564 W. Randolph St., Chicago 6, III. Cable Address—AMESINTER, Chicago 
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News Notes from the Maritime Provinces 
WILLIAM J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N.B. 

R. G. Miles has named to the sales staff of 
Underwood, Ltd., at the St. John, N. B., branch, and 
specifically in charge of Underwood typewriter and 
Sundstrand adding machine sales. J. E. Cole is man- 
ager of the St. John branch covering the provinces 
of New Brunswick Prince Edward Island. 


- > * 


peen 


Howard E. Soulis, president 
Company, Ltd., Halifax 
International Bluenoss 
rected a 
Racing Championship a 
by a Halifax newspaper 
yacht clubs of 
Mr. Soulis is a 
been active in 
Scotia 


of Soulis Typewriter 
N. S., who is president of the 
Yacht Racing Association, di- 
for the International Yacht 
nd an elaborate trophy donated 

The participants represented 
Massachusetts as well as Nova Scotia. 
veteran amateur sailor and has long 
the promotion of yacht racing in Nova 


five-race series 


J. Edmund Cole, manager of the St. John, N. B., 
branch of the Underwood, Ltd., was depicted in a 


photograph in a St. John daily, presenting a donation 


of sports equipment from the local Kiwanis Club to 
the boys and girls of a St. John home for deserted and 
orphaned children. The presentation was at a picnic 
for the children of the institution held by the Kiwanis 
Club, of which Mr. Cole is the president 


. * 


Miss Majorie Wright of the staff of R. W. Wright & 
Company, Halifax, N. S., was recently married in a 
Halifax church. She . daughter of Robert W. Wright, 
head of the firm of office supply dealers, long active 
in the office rad 
Schofield, Ltd., St. John, N. B., has offered 
it to students of public and 
olleges on purchases of Royal 
The weekly installment has been 


Marsha 
special terms 
private 


portable 


payvymel 
schools 


typewrite! 


reduced to as low as $1.75 

Colwell & Jennin Company, Fredericton, N. B., is 
now offering a full line of office furniture, including 
flat top desks, typewriter desks, arm tilters, arm chairs, 
side chairs, filing cabinets and office tables 


> - 


Garfield H. Stevens, Jr., office appliance distributor, 


has been appointed chairman of a special committee 
to welcome Prince Elizabeth and her husband, the 
Duke of Edinburgh their official visit to St. John, 
N. B., October 30. The royal party will spend 5% hours 
in St. John, according to present plans of their Cana- 
dian tour. Mr. Stevens is active in the militia, and 
was an officer in the Canadian army on overseas duty 
luring World War I 

The Sterling Typewriter Company, Montreal, has 
been selling Royal portables at as low as $1.50 per week, 
and providing with each sale 100 sheets of paper, one 
typewriter eraser, one erasing shield, 10 sheets of car- 
bon paper, 25 envelopes, one typing supply kit, one 


finger position chart 


French and Engli 


1 one bilingual book of lessons 


The Adding Machine 


nas been offering a 


Service Company, Montreal, 
ilingual typing course, service and 
a guarantee of on for one year, 100 sheets of 
typing p a demonstration in the home. Pat 
Bermingham is assigned to typewriter sales 


. 


Sati 


uper and 


The Typewriter & Appliance Company, Ltd., Mont- 
real, is offering a idget plan on payments for all 
makes typewrite! heckwriters, dictating equip- 
ment and Hush-A-Ph E. D. Twite is manager of 
this firm, announced the oldest typewriter business 
in Canada. It was founded in 1894, and has the motto, 
Twite for Typewriter The Hush-A-Phones are be- 
ing recommended irance for office privacy and 


nes 
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in every office and lounge 


Two aluminum accessories that 


are functional as well as beautiful 


PROMPT DELIVERY ASSURED 


No. 17-C All-Aluminum 


Costumer 

Durable 14” diameter base, heavily 
weighted. 11," diameter upright. 
4 double hangers with finished pro- 
tective knobs. 


No. 56-S All-Aluminum 
Sand Urn 


Height 20”. Top tray: 14” diameter, 
3” deep. Removable to permit stor- 
age of extra sand in bottom of urn. 
Heavily weighted base — 12” in 
diameter. 





SEND FOR INFORMATION TODAY 


VALCO COMPANY 


1311-15 ANN AVE., ST. LOUIS 4, MO. 
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ON COMPLEX 


BUSINESS FORMS 


~ 


a“ 









y 
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/ Including 
car17,. 


. 


SNAP'N PART 
/ Ciales INTERLEAVED 
SETS 


amma \ 








If you need complicated carbon-interleaved forms of any 
size or combination of sizes to speed up distribution of infor 
mation, cut down clerical errors, reduce your record-keeping 
costs . . . call on Federal! We design and print forms to 
solve your every business problem 


Federal forms are precision-printed on the fastest, most 
modern machines available. Federal service is prompt. Fed- 
eral prices ore attractive. Ask us to quote on your next job 


Some Federal Specialties: Multiple carbon forms 
carbon - interleaved state- 
ments voucher and pay- 
roll checks forms requir- 
ing spot carbon or die-cut 
carbon... business machine 
forms! 


FEDERAL 


business Prowucrs. swe 90 GOLD ST. , NEW YORK 38 * CO 7-8850 


PRINTERS OF BUSINESS FORMS SINCE 1926 
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quiet. All makes, models, type styles, keyboards of 
typewriters, standard and portable, are sold, and with 
budget payment plans to cover all of them 





ANNIVERSARY DATES 
CAN BE PROFITABLE 


HE “FORTIETH Anniversary Event” staged this year 
by Office Equipment Company, Michigan City, Ind., 
calls attention to some of the many ways such annual 
occasions can be made increasingly profitable as the 
years hurry past 
This Indiana firm chose its fortieth anniversary for 
an extensive modernization of quarters. The forma] 
opening was timed for the month the store was orig- 
inally started 40 years ago. By planning some major 
change or expansion to be completed on or near the 
anniversary time each year, the store lets the public 
know that it is not the same old place of business, but 
rather is growing along with everybody and every- 
thing else enjoying good health. This change may be 
moving a department of the store to a better and 
larger location in the quarters. The installation of 
some new store equipment might mark an anniversary 
event 
The number of 
years in business thus is marked from 
year to year by what change or expansion was made 
each time. The important anniversaries like their 
fortieth naturally calls for more extensive changes 
than those of less importance. As the number of the 
years increases, the public is made aware of the fact 
this firm is well established and not a fly-by-night 
business enterprise 
The Office Equipment Company called attention to 
the fact that of the 40 years, 30 had been spent in 
the same location. This permanence of location adds 
to the stability of the business in the minds of the 
local people. This Indiana firm has built a business so 
complete and attractive that the people come to their 
location, rather than indulge in a feverish moving 
from place to place to keep up with local business 
popularity in location. The store has become a land- 
mark for Michigan City people. Everybody knows 
where the Office Equipment Company is 
An interesting contrast was presented by the firm 
in the promotion of the anniversary event. They re- 
minded the public about the modest beginning with 
a stock that consisted of a very few typewriters and 
office supplies. In contrast to this, they presented a 
picture of the interior view of their new modern store 
of today. With an important change or expansion 
for each year, a new picture is necessary to make the 
pictorial history of the business complete. As the years 
increase the accumulation of these pictures offers 
profitable interest for future business and promotions 
The public visualizes a growing concern 
Office Equipment 
Company on its formal opening 
reminded the public there was no change in personnel 
As the total years of sales service by the helpers at 
the store increase, the steady permanence of the store 
is emphasized in the minds of the public. Over the 
passing years, the expansion of the store’s personnel 
helps to point the growth of the business. A personal 
introduction of the employees with their names and 
pictures adds a personal touch to the store’s business 
that is reflected in the sales. Each sales person then 
becomes a definite individual rather than merely an- 
other clerk. Anniversaries offer the opportunity to 
keep the personnel up-to-date with the public 
This Indiana store made use of the fortieth annl- 
versary event to call to the attention of the public 


that it was a new modern store for the whole family, 

rather than just for people engaged in office business. 

All the members of the family were urged to 
T 


come to the formal opening, as the store had mer- 
! lise of interest to each of them, no matter the 
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Maso's NEW 
POSTURE CHAIR 





NOW! was au THESE 
NEWLY ADDED SELLING FEATURES! 


@ Larger Seat & Back-Rest @ Paratex Padd. with Plastic 
: @ Choice of 2 Fabrics, or @ Foam Rubber with Fabrics 
@ Genuine Vinyl Plastic @ Fabric Covers Removable 


Newly Styled And Streamlined Throughout 
To Assure More Profitable Sales! 


Note the new graceful contours to the deeper seat and backrest. And 
NOW you have a choice of beautiful, long wearing, Claremont or 
Masoniel fabrics, or of attractive, Vinyl coated plastic. Seats are a full 
16'4" x 14'4"; backrests, 114" x 834". With fabric, seats are padded 
with 212" foam rubber, backrests with 114” foam rubber. With plastic 
coverings, seats are padded with 2%" Paratex and Tufflex; backrest 
with 1'o" Paratex and Tufflex. A top value. A quality item 








No. 950 C 
Claremont Fabric 


_ 


Gray, Green, Brown 





\ 
: Write For Literature — Price List Today! 


MASO STEEL PRODUCTS 


Dept. A 8] W. Van Buren St Chicago 5, III 











SEE THIS . . . MR. DEALER! This ad is now ap- : : 
pearing for you in leading art, drafting and @ Especially for pens and instru- 
educational publications. Follow through ments encrusted with dried 
with your own display and sales effort waterproof drawing inks. 





@ Cleans easily, thoroughly . 
saves time, money. 
HAVE YOU TRIED THE his HIGGINS 


@ Makes them better than new, 


( for besides being clean, they 
E N [ E 4 N E R ? oe 
* 


@ Odorless, non-inflammable, 
harmless to brushes and in- 
struments. Non-injurious to 
skin and clothing . . . non 
volatile. 










far. 
\ 


» 
5 


‘ 


by the makers of HIGGINS 
AMERICAN DRAWING INKS 


The pint size shown will cleanse hundreds of 
pens and instruments as it may be used over and 
over again. Also available in % oz. ond 2% oz. 


HIGGINS 


INh COMPANY, INC. 
271 NINTH ST., BRLYN. 15, N. ¥. 
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Sell SENTRY SAFES for Christmas. An unusual gift that 
fills a need in virtually every home or office in your com- usi 
munity. As a gift suggestion it will be welcomed by your the 
customers. You’re not only selling priceless protection for pu 
valuables, papers and cash, but a gift that will save the 
inconvenience of safe deposit boxes and possible tragic 
loss from fire or theft. Every home or office needs this pro- 
tection. Capitalize on selling SENTRY SAFES as gifts and in 

reap amazing profits. the 












@ Government restrictions limit 
the production of SENTRY SAFES 








BRUSH-PUNNETT CO. ite 


ORDER NOW FOR CHRISTMAS SALES Ml! eae 
sares 245 WEST AVE.- ROCHESTER 11,N_Y 












JEM PO DOES /T AGAIN { (Cor 
THE NEW _ 


“Perfectly Self-Contre ed | fs 
TEMPO 700” INK . 


The First High-Speed, Quick-drying ink recommended for Sep’ 
both open and closed-cylinder stencil duplicators. H 


Holds its place in the cylinder even at 
highest speeds. Costs no more than 
ordinary inks. Try it in your Duplicator. 





See your Tempo Dealer or Write us Direct 








OTHER FAMOUS TEMPO PRODUCTS 


a | 
Tempo Film Stencils . . . for the kind of copy you want. 700 com 
SueicaToe : 


BLacK IM® 















Tempo “500” Ink. . . for that press-printed finish. 
Tempo Electric Duplicator .. . Today's most 
progressive adv ancement in othe. printing. divis 
Com 
cont 


Milo Harding Company « 434 West Pico Boulevard « Los Angeles 15, Calif. eello 


ESTABLISHED 1904 Th 
















area: 
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age or the interests. The children and women would 
find merchandise pleasing to them, the same as the 
men of the family 


This thought was 

phasized further in the formal 
pening for the fortieth anniversary event. Besides 
urging the entire family to come to see the new store, 
souvenirs suitable to the age of the person were given 
to each visitor. Prizes were awarded to various people 
from among those registered for the anniversary. A 
birthday anniversal! isually calls for presents to be 
given to the person whose event it is. However, a 


ibusiness anniversary is more profitably observed by 


having a souvenir gift for each person coming to the 
store for that day or week. This free gift has a mag- 


inetic attraction for drawing people to the store. By 


using a souvenir or gift that is a gentle reminder of 
the merchandis¢ ervice of the store, the pleased 
public has a perpetual advertisement of the business. 

Office Equipment Company presented a list of the 
more important kinds of merchandise included in their 
growing stock. The public is pleasantly surprised to 
know how many different kinds of items are included 
in the store. When the number is found to be up in 
the thousands rather than a dozen or more, the size 
and service of the store are business-getters 


The firm 


not only listed the kinds of merchandise, 
but for many of these were shown the names of the 
well-known manufacturing firms doing the supplying. 


Emphasizing the quality and dependability of the 
items, there was no need to use price or price-reduc- 
tion appeal. Each trademark mentioned called to mind 
for the public the national advertising by these firms 
for their products. Consequently the Indiana concern 
was profiting in the anniversary event from the na- 
tional advertising. The local public had greater con- 
fidence in the growing organization. 

Besides presenting the extensive stock of the store, 
for the fortieth anniversary event, Office Equipment 


Company told the public of the office machines sales 
and service offered. Many people were attracted to 
the store “just to look around” who would not have 
ome at that time otherwise. Much institutional ad- 
vertising for the firm was made on the annual event 
that would bring more sales eventually, if not in the 
immediate future, as the people are vividly aware of 
the active-going business LED 





Safe Burgrars 6 Get Small Return 


A lot of hard wor! afe burglars who broke into 
the Wilson Stationery and Printing Company at 1020 
pan} 


Prairie Ave., Houst Tex., early in the morning of 
September 18, broug}! hem little return 

H. J. Wilburn, purchasing agent for the firm discov- 
ered the burglary is way to church, and upon 
investigation he fou that three safes in the offices 
were smashed open al the contents scattered. Al- 
though some valuable fountain pens were in the safes, 
nothing was taken. In a fourth safe, still unopened, 
hree chisels were found so tightly wedged into the 
metal that they cou not be withdrawn. A metal 
stamp box, however, had been broken open, and a 
humber of stamps st n 

The thieves nal vly missed setting off tear gas 
bombs installed it f the safes ——EEG 





3-M Continues Juvenile tan, T-V Program 


C. C. Smith el ules manager of the tape 
livision of the Minnesota Mining & Manufacturing 
Jompany, has announced that Juvenile Jury is to be 
ontinued on televi n the promotion of Scotch 
ellophane tape 

The half-hour sh n now be seen over the NBC- 
TV network at 3:31 lock Sunday afternoons in most 
areas. I il news] rs will have the exact time. 
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the 


complete 


line of 
STANLEY FINE LEATHER FURNITURE 


fits every 


need of OFFICES, 
CLUBS, INSTITUTIONS 








TANLEY 


ROCKET Club Chairs, Matching Settees, and 
Sectionals are made by the manvfacturer of 
STANLEY Fine Leather Furniture. Upholstered 
in Boltafiex and Fabrilite. Wide choice of 
colors. Write for prices and color samples. 


STANLEY 


MANUFACTURING COMPANY 
2310 N. MAIN ST. * FORT WORTH, TEXAS 

















OUTSTANDING FEATURES 


1. Brass finish cardholder and handle. 

2. Four rollers for ease of operation. 

3. Index guide rod with brass knob. 

4. Positive and simple stacking provisions. 4 gsurdy Recessed 
5. Self-locking follower available. eos tts Gan 


Available in both a beautiful Hammerloid Clearance at Front 
Gray or Office Green oven baked finish. 


LETTER and LEGAL SIZES 


VANGUARD 


ing & Manufacturing Ca. 


53 ye JACKSON BLYVD., CHICAGO, ILL. 
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THE most complete LINE 


OF SIMPLIFIED BOOKKEEPING 
SYSTEMS AND TAX RECORDS 





y The more complete the line the more sales for 
FOR EVER you. For over a quarter of a century Ideal Sys- 
INESS, tems, by reason of their many exclusive fea- 

N, tures, have been the largest sellers on the 
proFessio * market. Today, with its enlarged up-to-date 
HOME, FARM line, its self-selling displays and attractive 
packaging, Ideal is certain to boost your sales 


OR RANCH — the year round. 
Write today for catalog and select the books best suited to your trade. 
RETAIL PRICE 75c $1.50 $2.50 $3.85 $5.85 $8.50 
Liberal Discounts + Free Delivery 


Immediate delivery from LOS ANGELES or NEW YORK 
and wholesale stationers in many cities. ~ 
~ 


‘runes The IDEAL SYSTEM (ompany 


Over 25 yeors of Notion-Wide Service 
346 SO. FLOWER ST., LOS ANGELES 17, CALIF 6 CHURCH ST, NEW YORK 6, N.Y 








Immediate Delivery 


on quality steel 


Transfer Cases 


Letter and Legal Sizes 


Individually Car- 
toned 300-ib. test 
furniture box. 









a Dust-proof cases. 
Solid back & solid 





Usual Pr 
bottom, 24” deep. 
dealer's P 
discounts 
. . 
Write for Catalog of Complete Line 
Card Files Letter Trays Stationery Racks 
Cash Boxes Personal Files Steel Box File 
Desk Dr. Inserts Post Binders Transfer Cases 
Desks Ring Binders Typewriter Table 
File Stools Smokers Vertical File 
Lamps, Desk Sorting Tray Waste Baskets 


THE MAYFAIR CO. 


Mfrs. of famous JET-50 Desk Lamps 
315 N. DESPLAINES ST. CHICAGO 6, ILL. 
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LOOKING AHEAD—BUILD ATOMIC 
BOMB-PROOF RECORD STORAGE 


NE LOOK AT Iron Mountain in the Catskills out- 
O side Hudson, N. Y., and you would be certain 
the days of Buck Rogers are with us at last. Day and 
night, dynamite explosions rumble within the moun- 
tain—at work creating the “world’s first atomic-proof 
storage vaults.” To date, one quarter of this unusua] 
multimillion dollar project is completed, and over 100 
vault rooms of varying sizes, of reinforced concrete 


A PEEK AT THE FUTURE— 

An atomic bomb-proof storage place for records is constructed in 
the Catskill Mountains. UPPER LEFT—Main entrance to the vault 
rooms. This entrance building houses the Diebold bank vault door 
guarding the interior corridors and vault rooms. UPPER RIGHT— 
Diebold round type bank vault door, equipped with a four-movement 
time lock. LOWER LEFT—Looking down one of the corridors where 
300 vaults are to be finished, plus the 100 already built. LOWER 
RIGHT—A workman installs a portion of the 2,000 feet of dud 
work which will ventilate the underground vaults at Iron Mountain. 
Photographs courtesy of the Knickerbocker News) 


and steel and equipped with Diebold vault room doors, 
are in final stage of completion. Assigned the im- 
portant job of guarding the inner corridors to the vault 
rooms is a 27-ton Diebold round-type bank vault door, 
equipped with four-movement time locks 

To picture this unusual project, imagine a large 
tunnel a few hundred feet below the crest that radiates 
into corridors for 1000 feet, and you have an idea of 
what the inside of “atomic bomb-proof” Iron Mountain 
looks like. One reason Iron Mountain is considered 
atomic bomb-proof” is that virtually all of the moun- 
tain is made up of 45 per cent iron ore, which weighs 
twice as much as ordinary rock—and in addition, the 
vault rooms lie 125 to 250 feet below the surface. The 
iron ore content explains the need for dynamite blast- 


} 


ing, since digging equipment simply doesn’t phase the 


hard rock inner core of the mountain 

This entire project is the idea of Herman Knaust, 
Catskill industrialist, who formerly used the caves in 
Iron Mountain f rowing mushrooms. He has formed 
the Iron Mountain Atomic Storage Corporation 
handle the project, which currently employs 600 per- 


sons, a majority of which are displaced persons 


‘ 


Upon completion, the interior of the mountain will 
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| | The Most Complete Line 
i |rareneasreners | Of High Quality Desk and 
|| tauvstaces | Industrial Staples on Earth! 
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PICTURE OF THE ENLARGED VAIL PLANT 
LARGEST 


PAPER CLIP The popularity of MONARCH BRAND Paper Fastening Devices is predicated on 
many years of successful performance in the world of business. In these difficult days 
demand exceeds productive capacity but the trade we have consistently served in 
the past is assured that the unequalled facilities of the great, modern Vail plant 
pictured above are functioning at top speed to serve their needs. 


| MANUFACTURERS 


IN THE WORLD 
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) AIL MANUFACTURING COMPANY 


| ¢00 EAST OSTH STREET CHICAGO 19, ILLINOIS 


F SS Desks 


fk Worthy of the Name 
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| | COMMERCIAL FURNITURE COMPANY 
manufactured by 2739 WEST CHICAGO AVENUE CHICAGO, ILLINOIS 
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NEW 
FLUORESCENT 


TECHNYSCOPE 












he Lighting Unit : 2 4. The Lighting Unit 
entirely enclosed ; << can be purchased 
‘eee ot Ice oa mn <. as and attached to an) 
: oe a es metal TECHNY 

parts are fully oo - SCOPE 
tsi = —— The Lighting Uni 
ee ; Be . ae and its component 
pe bedi ee a parts, if used with 
f th stencil 1S k : : t Rey ACLEIOV—60. .c 
evenly 3 * is guaranteed for a 
rhe “Shs roca dlere Me) Med ils year 
stendll ——e Each Lighting Unit 
oe has the Underwriters 


Lab. label. 








MODEL F-2 


$35.00 
COMPLETE 

















TECHNYGRAPH CO TECHNY, ILLINOIS at he 
— 











276 OFFICE APPLIANCES, November, 195! (OFF 





banks, 








— 


951 





iwas the chief statistician 





contain 400 vault rooms ranging from 250 cubic feet 
to 15,000 cubic feet in size, and provide a staggering 
total of 1,800,000 cubic feet of storage space (equivalent 
to the inside of the Empire State Building, (equivalent 
air conditioning and humidity control equipment will 
use up 2000 feet of pipe and the entire project bristles 
with safety precautions—shafts reaching too close to 
the surface are plugged with 12-foot thick concrete, 
two complete sets of communications equipment and 
a dual alarm system, to alert local authorities are 
planned, and a deputized private 25 man police 
force will always maintain guard contact. The adminis- 
tration building entrance which houses the Diebold 
bank vault door will also contain facilities for photo- 
stating, microfilming, filing and storage preparation 
plus administration offices. To insure the project 
against attack from the air, the exterior building will 
be completely camouflaged to match the mountainside. 

Inquiries for space have poured in from 
museums, industries, insurance firms, federal 
and state governments both here and abroad—defin- 
itely indicating that atomic bomb proof storage moun- 
tains are here to stay 


storage 





Carl McKelvy Promoted by Royal Typewriter 


Carl McKelvy has been named assistant to the presi- 
dent of Royal Typewriter Company, Inc., according 
to Fortune Peter Ryan, president of that company. 
joined Royal Typewriter in 1946 as 
office of the Dallas, Tex.., 


Mr. McKelvy, 44 
a clerk in 


cashier’s 


the 


CARL McKELVY 


branch, after his discharge as a captain from the U. S. 
Air Forces, in which he served for four years. 

Before joining the army Mr. McKelvy for two years 
and assistant secretary-treas- 
& General Insurance Company 
devising a special accounting system for the 
organization. Previously, he had been in charge of the 
distribution of trust funds at N. Y. Mortgage Title & 
Trust Company, and for the next four years was with 
Mortgage Commercial Service Corporation, New York 
City, developing an accounting system for that institu- 
tion 

After an intensive 


urer of the Traders 


of Dallas 


training period at the Dallas 
branch of Royal Typewriter, Mr. McKelvy was ap- 
pointed cashier thers 1947. Subsequently, he was 
assistant to the sales policy and research manager in 
New York, acting manager at Dallas, and special repre- 


Bentative of the comptroller’s staff at the factory in 
Hartford, Conn. While there he negotiated defense 
contracts, before assuming his new duties as assistant 


to the president 





Al Aigner Hospitalized 


On the week end following the NSOEA convention, 
Al Aigner, G. J. Aigner Company, was tending a brush 
fire at his home when a sudden flash of flame shot 


out and enveloped his hands and face. The resulting 


second degree burns made a hospital visit necessary, 
but word comes as this is written that Mr. Aigner is 
at home and recovering rapidly. 
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Ties Available 


1952 
SERVICE and FULTON 
DATERS and NUMBERERS 


Carry a full line of these deluxe items 


Prompt Shipment of 
DeLuxe and Special Business Outfits 
Sign Making Kits 
New, Improved Dri-Kwik Stamp Pad and Ink 
Fulton Stamp Pads and Ink 
Special Rubber Stamp Inks 
Complete Line of Crown Self-Inkers, 
Daters and Numberers 


New Porous Price Marking Kits Now Available 








Write for Catalog 


Fulton Marking 


EQUIPMENT CO. 
82 Fulton Street Elizabeth |, N. J. 





























Get your share of Christmas 
trade by promoting Protectall 
Sefes as the perfect gift for 
home or office. 


Sizes to meet every requirement. 
Handsome, streamlined. Under- 
writers’ “C” Label, 
locking device. 


with re- 





Stert a Christmas 
Protectall Safes. If space is limited, 
sell from a floor sample. Direct 
) factory delivery, if required. 


promotion on 





Get the Protectall Story. 


PROTECTALL SAFE CORP. 
926 S. Salina St. 
Syracuse, N. Y. 
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FINE QUALITY DESK PADS 
WITH MATCHING ACCESSORIES 


Available in gold or silver tooling or handsomely em- 


bossed design. Genuine leather or imitation leather. 







These are the Desk Pads which con- 


stantly attracted crowds of dealers at 
the N.S.0.E.A. Convention in Chicago 





THE CHICAGO DESK PAD CO., INC. 


9 NORTH JEFFERSON STREET CHICAGO 6, ILLINOIS 


—— 





La Salle COSTUMERS 
Ml Guwausui.. 


(b) All metal snuffer type. 
TWO TO FOUR WEEKS 
























DELIVERY 
No. 155 7 
Heavy 
gauge 
steel 
costumer. No. 150 >. = 
Unbreakable POR 
—, Patented “collar” Nn 


keeps top rigid at jj 
all times. Substan- Fi 
tial, 11 heavily = 
weighted base, 8” 
amber glass liner 
in 9%" diameter. 
Height to top of i 
glass liner 2412”. 


struction, de 
signed for per 
fect balance un 
der heavy loads 
Height 68" - 
Post 12". 16 
gauge Stee! 
Base — 21 

spread. Hooks 
made from sol 


id rod, finished Satin chrome Co. 
with rounded ; . i 
knobs. ish. Shipping 


Finish: weigh 13 Ibs., as- 








Grey or Olive sembled ready for 
Green with satin 
e 
chrome hooks us 
also satin chrome 
throughout. Pack 


ed in units of six 
Shipping weight 
60 Ibs. 


Write for Catalog. 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 
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Prrssed Away 


S. Guy Norman, 
retired president 
Company, Jasper 


the Hoosier Desk 
Monday, September 


and manager of 
Ind., died on 


24, following a heart attack that morning. Mr. Nor- 

man, who was 62, had been quite ill for the week 

before. He had suffered several light heart attacks 
THE LATE 


S. GUY NORMAN 





since he resigned his position with the desk company 


last December 

A native of Ireland, Ind., he had lived most of his 
life in Jasper. 

Mr. Norman early in life took a position as book- 


keeper at a small cabinet shop known as the Jasper 
Manufacturing Company, which later developed into 
the Hoosier Desk Company. For the next 33 years— 
up until his retirement last December—he made his 
work at this manufacturing plant his career 

For 28 years he served as manager of the company 
When he contemplated retiring four years ago as 
manager, he was prevailed upon to delegate most of 
his duties to associates and continue to serve the com- 


pany as president and treasurer. During the time 
he served as manager, he was also secretary and 
treasurer of the company 
Surviving are the widow, Jess Gray Norman; tw 
brothers, Dr. George E. Norman of Jasper and Dr 
E. F. Norman of Huntingburg; and a sister, Mrs. Her- 
bert L. Bass of Evansville 
Se le cle 
.} 


Frank J. Roderick, 

president of Safeguard International, died on Septem- 
ber 12 at the age of 64. He had accumulated a wide 
experience and knowledge in the field of office equip- 
ment, early serving as a salesman for the Todd Check- 


THE LATE 
FRANK J. RODERICK 





writer Company and then for the Wales Adding Ma- 
chine Company before being subsequently promoted 
to managership of the Boston office of the Wales firm 
Later, he accepted the managership of the New York 
1951 


OFFICE APPLIANCES, November 








| 


: 











No. 1200 Sofa (matching club chair 
available) is a typical example of 
BRIGHT fine craftsmanship. 


The wealth of charm, distinction and good taste of all BRIGHT creations enables 
the executive to express his own individuality in‘ his daily surroundings. Rich, 
luxurious, comfortable, durable and practicable BRIGHT craftsmanship is within 
the reach of every buyer’s purse. Customed of leathers of your customer's 
choice. Write for the BRIGHT catalog showing the complete line. 





No. 667 Judges Chair, a truly distinctive number. Arms and 
Backs of foam rubber. Seat, foam rubber over a spring unit 
base. Customed in the finest leathers, this chair is the last word 
in comfort and durability. 








133 BLEECKER ST. 
NEW YORK 12, N. Y. 


Super Sam, the Ship-Ward Man, says.. 











. “CASH IN ON THE 
PLATEN with a PEDIGREE!” 











Ke ‘CAMA Keyes 


‘enrich 








Research Keeps 
B. F. GOODRICH First in Rubber 
. and national advertising keeps the 


B. F. GOODRICH PLATEN 
FIRST IN SALES! 


Universally preferred because your customers 
know they can count on the guaranteed quality be- 
hind the famous Goodrich label. 








Order Your Supply Today! 





Nationally Distributed by 
World Wide Distributors , 


“parens roo” eV BA PN ee let elo) 


SHOP EQUIPMENT 





AND SUPPLIES 325 N. WELLS STREET - CHICAGO 10, ILLINOIS 
Phone DElaware 7-1090 « Cable ‘“SHIPWARD” 
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AVAILABLE in many distinctive 
styles, Samson tables have been the choice 


of leading companies since 1893. 
Beautifully grained walnut, oak or 
mahogany finishes in lengths 
6 to 16 feet. Special sizes, finishes, 
heights and styles are available on 
special order. Write today for 
complete information 


MUTSCHLER BROTHERS COMPANY 
NAPPANEE, INDIANA 


’ 


Pa) foal > 
“Py ~ 5 ~ Y ¥ > 
XH 3 


OFFICE AND DIRECTORS 
ROOM TABLES 


the new low priced... 


DAN DEE TABLE 


An Instant Hit Wherever Used 
Quiet — Sturdy — Attractive — Long Lasting 

















, IMMEDIATE DELIVERY 

' 

3 

- 

i! 

it No. 200 

" With one 

! Drop Leaf 

- 

' and one Tray 

y 

" No. 400-Z-D-L 

x) with 2 Drop Leaves 

i! * All Steel Welded Construction 

i *% Tube Rolled Edges — Snagproof 

" % Heavy Gauge Metal 

i! % No Nuts or Bolts to Loosen 

Y % Continuous Piano Hinges 

~ % Drop Leaf Arm Supports 

A *% large Brake Wheel Casters 

it %& NON-SKID RUBBER MAT Inserted into 14” recess 

i! FINISHES: Grey « Green * Walnut « Hammerloid « Plain 

o 

" Write for information. 

it 

; VANPE, INC 

| A bad 

4613-17 S. STATE STREET CHICAGO 9, ILLINOIS 
2925252525 252525 ae a a a ee ee a a ee eee ee eee a ae a a a a ale alee ee ae alee te 
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office for the Barrett Adding Machine Company. When 
that organization was purchased by Lanston Monotype 
Machine Company, he was brought to Philadelphia as 
general sales manager, later becoming vice-president. 

After 26 years with the Barrett Division of the Mono- 
type Company, he resigned to become president of 
Safeguard International, which office he held until 
his death 

Mr. Roderick contributed many mechanical innova- 
tions to the adding machine industry. He also invented 
and patented the Executive (pocket-size) Checkwriter. 

Surviving are the widow, Elizabeth, and a son, Marcy 
F. Roderick. The latter is active in the office equipment 
industry, serving as director of Safeguard International. 


bob + 
Joseph E. Rogers, 


director and former president of Addressograph-Multi- 
graph Corporation, died August 27, just one day before 
his 71st birthday 

An “In Memoriam” tribute issued by the company 
he served points out that the story of Joseph E. Rogers 
is one of a dynamic descendant of early North Amer- 


THE LATE 
JOSEPH E. ROGERS 





ican settlers who rose to great heights of achievement 
by the compelling drive of his own ability and per- 
sonality. Born in Barrie, Ontario, a small town some 
60 miles north of Toronto, Mr. Rogers came to the 
United States as a boy, when his family moved to 
Kalamzoo, Mich. Here, after finishing high school, he 
obtained a job in the factory of the Kalamazoo Cycle 
Company 

From the very beginning of his career, Joseph E. 
Rogers was a great believer in the principle that sales 
volume is primarily dependent upon the number of 
intelligent contacts made. He always organized to 
achieve the greatest number of contacts in the short- 
est possible time. He personally followed and taught 
this basic principle throughout his active years. 

The bicycle business of that day was not big enough 
to contain him. He entered the sales organization of 
the Hallwood Cash Register Company, Columbus, Ohio 

one of the pioneer concerns of the office equipment 
industry. Soon, he was with the National Cash Reg- 
ister Company of Dayton, Ohio, and he rose to become 
assistant general sales manager. After serving in sales 
management with NCR, Mr. Rogers returned to To- 
ronto, Canada, as vice-president and general manager 
of the Russell Motor Company. It was then that his 
old NCR associate, T. J. Watson, was in the process 
of developing the International Business Machines 
Corporation, of which he was president. In 1915, he 
accepted an offe! become vice-president and gen- 
eral manager of the International Time Recording 
Company, a subsidiary of IBM. Later, he also took 
over the vice-presidency and general managership of 
the Dayton Scale Company, another subsidiary—and, 
in the early twenties, he was made a vice-president 
of the parent IBM Corporation. 

When Frank Woods, Sr., of Lincoln, Nebr., and two 
associates, Perley Morse and John B. Russell, negoti- 
ated the purchase of Addressograph Company, Chi- 
cago, in 1926, they invited Mr. Rogers to join with 
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Removes dots, single letters or 
lines without use of shield. 


Semi-Automatic — Refillable. 


This eraser, of high quality abrasive 
rubber, is housed in a colorful and 
durable pencil-style plastic case. It is 
propelled from the holder by turning 
the ferrule at the center of the case. 
Any desired length of eraser tip 
may be maintained. Refilled like an 
ovtomatic pencil. 





A useful product 
Order from 
Your Jobber 


Packed in an attractive printed 
cardboard cylinder with three extra 
refills and simple instructions printed 
on the outside. 


NES 


4664 W. Huron St., Chicage 44, III. 


Refill tube 
containing four extra 
erasers — 


15¢. 








MAYLINE 


STRAIGHTEDGES 


for your customers 








We have available for prompt ship- 
ment all sizes of our popular 
straightedges—whether your cus- 
tomer prefers the Mobile, Ideal, E-Z 
Grip, Regal or Plain model. They 
are obtainable in Blade only or 
Parallel Ruling styles. 


MAYLINE 
aINnIAYWw 


Review your situation today. Write 
for descriptive literature on this 
profitable item. 


ENGINEERING MANUFACTURING CO. hag 
625 NO. COMMERCE ST. . SHEBOYGAN, WIS. Nt 
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Designed For Sales 


NEW 
PRACTICAL 
aes: FAST SELLING 


Mim-E-O 


ALL STEEL 
STATIONERY 
RACK 





Dealers everywhere are finding the Mim-E onery Rack a 
y g y 


fast selling profitable item. To display it to sell it. Useful at 


home or in the office. Hangs on wall, stands upright, lies flat on 


desk or fits in desk drawer. 


ONLY 323 u LIST—LESS DEALER DISCOUNT 


Prices slic 


wide, 4° deep. Weight 4 bs. 4 compart 
rubber 


10%" high, 1142’ 
ments. Finish—gray hammerloid baked enamel. Secure 
feet on bottom and back. Packed; 6 to a carton 


ORDER A 
CARTON 
TODAY 


HALVERSON SPECIALTY SALES 
2827 BELMONT AVE. 
CHICAGO 18, ILLINOIS 








a 













TEMPERED 


HARDBOARD CHAIR MATS 


ALL STYLES 
FIVE COLORS 


e@ BROWN 
GREEN 
MAROON 
BLACK 
GREY 


PROMPT 
iene ih 


* AIMS mag: 
TEMPERED DUOLUX. 
cuippoarDs -7>\ 


FIVE SIZES 
No 6''x 
N x 
No , 
St, 











<. 
CIRCULAR—PRICES [ 
UPON REQUEST 


QUAL po} 
ARdp: oS 


HARDBOARD FABRICATORS, INC. 


ST. LOUIS 7, MO. 












59 BRANCH ST. a 
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them, and, upon his acceptance, he was elected presi- 
dent and general manager of the new company which 
became Known, in 1929, as Addressograph International 
Corporation. Later, there followed the consolidation 
of the Addressograph Company of Chicago and the 
American Multigraph Company of Cleveland in De- 
cember, 1930 

It was in the reorientation of men’s minds toward 
the possibilities of Addressograph and Multigraph 
products that the decedent made his greatest and most 
lasting contributions to the business. Under the cease- 
less drive of this man of strong will, faith and ability 
the company grew to the pattern of his vision. Con- 
siderations of health prompted his retirement on 
December 31, 1945, after 20 years of service to a busi- 
ness and organization that had been and was to 
continue a major interest of his life. He was a directo: 
and a member of the executive committee at the time 
of his passing 


Phil Anderson, 
74, manager of the Anderson Book Store and office 
supply company that he founded in Newton, Kans., 
more than 59 years ago, died on August 31 following 
a brief illness 

A native of Newton, he was born April 15, 1877, and 
spent his entire lifetime in his home community. Be- 
ginning his merchandising career as a news “butcher’ 
when but 17 he rode trains from Newton to Purcell 
Okla., to sell newspapers during the Cherokee strip 
opening. His first news business establishment, the 
forerunner of the present firm, was located in a vacant 
lot. That was in 1894 

During his long tenure on the city’s Main St., M: 
Anderson constantly expanded his line of goods to 
serve an ever-increasing trade territory. He was widely 
known throughout the state as president of the Kansas 
Book Dealers Association, which he was instrumental 
in founding nearly 30 years ago. He had served as 
head of the organization since it was formed 

In addition to his widow, Mary, who is secretary 
of the book dealers’ group, he is survived by a son 
Philip Elton, who has been associated with his father 
in business, and one daughter, Verna Muriel Anderson 
Santa Monica, Calif. He also leaves four grandchildren, 
all of Newton 


E. A. Chatterson, 
prominently identified in the development of loose leaf 
systems in Canada and abroad and in the history of 
Copeland-Chatterson, Ltd., Brampton, Ontario, over ¢ 
long span from 1893 to about 1925, died recently i 
Victoriaville, Calif., at the age of 90 

Mr. Chatterson retired from the Canadian business 
selling his entire interest in the Brampton 
to R. J. Copeland, and later took up his resi- 
dence in California with his family 

The decedent was, with his brother-in-law, Robert 
Copeland (‘also deceased) the originator of many loose 
leaf items now in general use. They are credited with 
the invention of the loose leaf ledger on which many 
present day ledgers are based, and also with 
the perfection of the sectional post binder 

Messrs. Copeland and Chatterson served as joint 
general managers of the Brampton organization from 
1898 to 1925. As young men they were neighbors in 
Brantford and attended the same school. Mr. Chatter- 
son, while in his late teens, went to Chicago. Some 
two years later, Mr. Copeland decided to “seek” his 
fortune in the same city and it was only natural that 
men should renew their boyhood 


in 1925 


company 


these two young 
friendship 

They both became identified with the Baker & Vaw- 
ter Company of Chicago, who had become owners 0! 
a patented binder and an order holder, two devices 
essential to the loose leaf idea. These enterprising 
young salesmen were of an inventive frame of mind 
and received patents on their devices. They were thus 
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Another idea in the line.... 


THAT PRODUCES REPEAT SALES! 








The “Correspondent” 





80 TAKES ADJUSTS 
WATTS | MINIMUM J ALL | 
LIGHT « SPACE «¢ OVER. 


Ideas produce repeat sales and here's 
a honey! 


A small scale adjustable desk lamp 
giving an unusual amount of light (80 
watts) and priced for volume. 


For the home AND office — For the 
executive AND student — Even doubles 
as a T.V. lamp. 12” long shade takes 
TWO standard tubular 40 watt incan- 
descent bulbs. Finished in General’s 
new all-climate, satin smooth “Platinum 
Mist” (gray with the rich silver cast) 
with contrasting base and shade trim. 


No. 858 Platinum Mist with Brass Fin 
Trim $12.96 Ret.* 


No. 859 Platinum Mist with Red Trim $12.96 Ret. 


(*Slightly higher in West) 


f | 





OVER 50 YEARS OF LIGHTING SERVICE SINCE 


airy 
1896 ‘“ 



























WALKIE—RECORDALL 
® ON THE SPOT @ 
BATTERY RECORDER 

THE ALL PURPOSE 
PORTABLE 
USED ELECTRONIC 
ON ~. SECRETARY 
LAND ° 
SEA sacri vt engl 8 
OR ee sales 
AIR . 
SG y “Te 
Records With “dl 
Bag Closed 
Simply turn ~_ 
Concealed 
Knob 
NN 
Records ref rts whispered into the mike while on 
Se det of batte nna will last 50 working hours. 
Write for Descriptive Bulletin No. 95 
lS Se i) le)e) tle elena, [en 
812 BROADWAY NEW YORK 3.N.Y 











MFG. CORP., ELWOOD, INDIANA 


- 








a * 
SENERAL Commends arrenti® 


SAND URNS 


ELIMINATE =<“ 
TROUBLESOME 
MAINTENANCE 
PROBLEMS 


Pe / e MINIMIZE 
LS FIRE HAZARDS 
e SAVE FLOORS 
AND CARPETS 


e KEEP PREMISES 
NEAT, CLEAN 










Foremost “Lobbyists” 
for the American Public 


LAAT a ¥ 





* Pressed steel construction for 
greater strength 


* Rolled inside top head for max - 
imum rigidity. 


* 20 inches high, 10 inches in 


diameter. 
MODEL * Washeble baked enamel fin- 
209 ishes 
* Shipping weight approximate- 
ly 7 Ibs 
No obligation: Write for Co 


Prices and Complete Data 
on other Compco Equipment 


ee a ae 


Dept. i 2251 W. St. Paul Ave CHICAGO 47, ILL 
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One of the 

most 

useful For Binding 

items in — 
from 


your stock 


Vouchers to 






—and Newspapers 
therefore 


one of the 





MOST PROFITABLE 


ACCOPRESS 
BINDERS 


thousands of Accopress 
Binders every year—because there is no de- 
partment where they are not useful. For 
temporary or permanent binding, for current 


Some firms use 


files or long storage, for a few letters or 
2000 invoices, Accopress Binders keep all 
kinds of papers safe at minimum cost. Fea- 


ture them all year around. 


See Your Acco Catalog for Styles. 


ACCO PRODUCTS, INC. 
OGDENSBURG, N. Y. 


Acco Canadian Co., Lid., Toronte 


In Canada: 























Nc 











*Tinius Olsen Test No. 31517 





“SHARP POINTS” 


IN YOUR FAVOR WHEN YOU BUY BOSTON 


That's the record held by the famous BOSTON KS Sharpener 
The facts prove the point . . . for durability, speed, precision 
and economy. 


You can’t buy better than a BOSTON! 
Backed by a full year’s Guarantee. 


C. HOWARD HUNT PEN CO. 
CAMDEN 1, N. J. 


Also Manufacturers of Speed- 
ball Pens & Products—Hunt Pens 


WRITE FOR CATALOG 





BOSTON 


PENCIL SHARPENERS 
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performance 
THE BENTSON 


“‘Gop-F lite 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 


Bentson Top-Flite 





| “The Line of Most Assistance” 


‘(6he BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA + ILLINOIS 


KOH- -I-NOOR 


LEADS & HOLDERS 


2200 Koh-I-Noor Graphite Leads 
17 Degrees of Accurate Grading 


Recognized by Draftsmen the World Over 
for Dependable Service 

















Packed Six of a Degree 
in a Protective box 


Smoothness, Strength, Uniformity 
combined with long 
lasting qualities 


Be 


2200 KOH-I-NOOR 
FLEXICOLOR LEADS 





&H/002Z 














“The Lead That is Really Flexible” 


UNSURPASSED BREAKING STRENGTH 
SEVEN COLORS AND COMBINATION OF 
RED AND BLUE — RED AND YELLOW 


* 


All the above leads for use in 
1504, 1511, 5611 or 5612 Holders 


By the Makers 
of The Famous 





KOH-/-NOOR DRAWING PENCILS 


URY 
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identified with the early progress of the loose leaf 
idea and the advancement of the Baker & Vawter 
Company and its predecessors 


Early in 1896, havi secured patents on the security 
binder and order holder, Mr. Copeland decided to go 
into business for himself in Canada. At that time, Mr. 
Chatterson had making trips for Baker-Vawter 
covering the state of Washington, and while there he 
went to Vancouve nd Victoria, B. C. In each of 


these cities he order blank system to several 
wholesale grocery npanies. Ali of this business was 
manufactured, shipped and invoiced by Baker-Vawter 
Company from Cl ' Credit is due, therefore, to 
Mr. Chatterson f elling the first loose leaf system 
outfits in Canada. He became identified later with the 
rapidly-expandin isiness which Mr. Copeland has 
organized and which became Copeland-Chatterson- 
Crain, Ltd., and later Copeland-Chatterson, Ltd. After 
a fire destroyed t Ottawa plant, business there was 
abandoned and manufacture proceeded at Brampton. 

A sister of the decedent, Miss Lena Chatterson, re- 
sides in Toronto, Canada 


Lee S. Libby, 

known to a wide le the stationery world as the 
former president of the John W. Graham Company, 
Spokane, Wash recently at the age of 68 years 


in Spokane 

He first begar ck boy with the Graham firm 
upon h radu: from high school and advanced 
rapidly. In 1904, he had been chosen as secretary to 
John W. Graham founder, and enjoyed the closed 
possible business a1 ffice relations with him in this 
capacity. After the death of his patron, in 1941, he 
acted as vice-pré and secretary-treasurer while 
Rowland W. Walt i as president 

About a year afte he death of Mr. Waltz, he was 
named store ! and a year afterwards was 
electe to the } y of Graham’s, serving until 
he retired in Oct 1948, with considerable distinc- 
tion. At that time, Seeley succeeded him as pres- 
iden 

Besids his Mabel, he leaves a sister in 
Spokane, as well rother, Rear Admiral Ruthvin 
Libby, U.'SS.N.—CMI 
Frederic H. Gibson, 
62, vice-president Allen & Company, 13 Vandewater 


St.. New York, N. ¥ 1anufacturers of typing acces- 
sorie Sept 10 at his home in Teaneck, N. J. 
Mr. G n, a ‘ff World War I, invented a 
numbe f item facilitate typing, including im- 
proveme! ns and _ typewriter ribbons. 
Survivt ire | w and two sisters, Mrs. Nellie 
Gla M Phipps 


William S. Branch, 


Of, ACLIVE 


ipply business in central Flor- 


ida f lany yé in Orlando Monday, Septem- 
be lf J] 
dhe 
‘ 


Raymond H. Tuting, 


56. for man alesman with the B. F. Wade 

Compa Tole the last 10 years in a similar 

cap wit] Printing & Paper Company, 

Tole ied on September 16 after a brief illness. He 

was a veteran of W War I, and a member of the 

Tol Advertisi His sister, Mrs. William F 
le ole of 


Harvey D. Morrison 

61, active in the supply field of the Pacific 

Coast for many ys und an ex-Portland, Ore., busi- 

tember while on a business trip 
Death came to the paper 


hessmal 11eQ 


in the Pacific N 
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Don't miss this 





Opportunity for Profit... 
‘Tig 


POSTING TRAYS 
AND STANDS 


with 
3 BUTTON MAGIC 
















@ Investigate the 
many EXTRA sell- 
ing features of 
P. E. C. Posting 
Trays and Stands. 
Learn how 3 But- 
ton Magic Control 
will add speed 


and efficiency to 
your customer's 
machine book- 
keeping department. 











POSTING EQUIPMENT 
CORPORATION 


777 HERTEL AVENUE 
BUFFALO 7, N.Y 





















A ready seller 
with 10” eye 
guide at 


$7 77 


TAX EXTRA 


SEMI 3m i 


There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all- 
metal, compact, attractive. Requires no installation or service. 

















Attachments for copying from wider sheets 
15° extension eye guide $1.25 
20” extension eye guide $1.50 
For full particulars, discount, etc., write to 


RITE-LINE CORPORATION - 10725 [5th St., N. W., Washington 5, D. C. 








aa 


Fa ag 
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OFFICE SUPPLIES 





IMPROVED 
FEATURES 
AND 
CONSTRUCTION 





. design department has 
been busy with changes and im- 
provements on the H-O-N line of 
combination cabinets. The produc- 
tion run now coming through will 
incorporate these improvements. 
Eight models are available. Model 
38D shown above. Delivery sched- 
ules appear favorable. If you need 
our new descriptive folder and 
3x5 and 4x6 card files price list, write today. 





a 
7 ? 
Ahoome OY. Lize (G MUSCATINE, IOWA 








CLAR-O:TYPE 


CLEANS TYPE 
; Daily baths 
mam €feqner 


customers’ type 
and boost your busi- 
ness no end! 


The sturdy 
dauber eliminates 
brushing and 
spattering. 
Slow-evaporating, 
economical, non- 
inflammable! 
























, | 
BEFORE | \ 


Through jobbers 

or direct. 
Liberal discounts 
... dealer helps. 


CLAROTYPE CO., iNc. 


261 Broadway, 
New York 7 
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supplier at his hotel room in Lewiston, Ida. Accom- 
panied by his wife, he was contacting customers in the 
supply business. He headed the Harvey D. Morrison 
Printing Supply Company of San Francisco, Calif., at 
the time of his death —CML 


bok + 


David Spurgeon Davis, 

79, one of the founders of Miller-Davis Company, died 
recently. Mr. Davis, of 1201 S. Cedar Lake Rd., Minne- 
apolis, Minn., was president and chairman of the board 
of the printing firm which he helped to establish 50 
years ago. He was also one of the 30 original owners 
of the Minneapolis baseball team, a life member of 
the Minneapolis Athletic Club and a former member 
of the United Commercial Travelers. He is survived 
by his widow, Irene 


’ ’ 
+ + -& 


Ross Scott Pettit, 

61, senior salesman for Eriksen’s Inc., Toledo, office 
appliance firm, died suddenly on September 26, shortly 
after arriving at work. He had returned the previous 
night from the NSOEA convention in Chicago. He is 
survived by his widow, Glaydus; his daughters, Mrs 
Phyllis Ross, Huntington, W. Va., and Mrs. Peggy 
Wenzlau, Carpenteria, Calif.; his brothers, Harold, 
Toledo and Lee, Mt. Victory, Ohio, and his grand- 
children.—AK 

+ - + 


Robert F. Leete, 
80, founder and president of the company of paper 
dealers bearing his name, died September 21, in Chi- 
cago. For many years he had sold Mittag & Volger 
ribbons and carbons. He leaves a widow, Gertrude; 
three daughters, Mrs. Florence Lenfestey, Mrs. Lorraine 
Nance and Marion E. Leete; also two sisters, Mrs 
Mary Jones and Mrs. Esther Calender 

+ fb 
Charles E. Stevens, 
54, operator of a typewriter agency in Shelbyville, Ind., 
died on September 23. He formerly worked for 13 
years for the L. C. Smith & Corona Typewriters, Inc 
He had lived in Indianapolis for 27 years. His widow 
Mrs. Julia Stevens; a daughter, Mrs. Eloise Rutan 
Indianapolis, and a son, Elroy Charles Stevens, Engle- 
wood, Calif., survive-—AK 

v v ¥ 

TT FF 
William Frederick Rosswog, 
long associated with the Lowman & Hanford Com- 
pany, Seattle, Wash., recently died at the age of 87 
years. He was first a salesman for the Puget Sound 
News Company and for 20 years later was with Low- 
man & Hanford.-CML 


’ y LJ 
o< te - 
4 4 4 


Stanley B. Henderson, 

50, owner of Peerless Products Ltd., Vancouver, B. C., 
ink and paste firm, died recently. He founded the firm 
30 years ago and was well known and popular in the 
west coast trade.—SJL 


Harold J. McEvoy, 

43, owner of the Montreal Typewriter Service, and 
national treasurer of the Canadian Office Machine 
Dealers Association, died suddenly at his home, Ville 
St. Laurent, near Montreal, on September 26.—RC 





American Lead Pencil Appoints Representative 

George Mundelein has recently been appointed the 
Texas representative of the American Lead Pencil 
Company. He was previously associated with the Na- 
tional Cash Register Company 
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SMOKERACK m SMO-KING 











No. 200 
CHROME 
PLATED 


Magazine rack is 
16 wide, 13 
high, and the 
26° smoker has 
an easy cleaning 
removable 8" am 
ber glass tray 
with 4 cigarette 
rests Shipping 
Weight: 16 Ibs 


Packed in Indi 





vidual Cartons 








set-up 





SMOKERACK is a notur 


into ne useful and ¢t 


mbining a magazine rack and smoking stand 


‘ spoce-conserving accessory 
SMOKERACK feature turdiness, balance and a gleaming triple-plated 
chrome finish for lasting protection and service 


Write { the new 1951 Smo-King Catalog 





SMO-KING PRODUCTS 


Designers and Manufacturers of Quality Smokers 


602 Wythe Avenue, Dept. O, Brooklyn 11, N. Y. 


‘DAV-SON 


The Standard of 
Bulletin Board 
Quality 
Dav-Son Cork Back Bulletin Boards 


For Pinning Up Announcements, 
Photographs, Letters, etc. 














e Indoor and Outdoor Style 


e Hardwood or Me if es 
e With or Without! ng Glass Doors 
e Many Sizes in Stock 







Dav-Son Changeable Letter Direc- 
tories For Lobby, Office or Outdoor 
Use. 


e Wide Variety of Styles and Sizes 

e Glass Enclosed Front 

e Hardwood or Metal Frames 

e Highest Quality Felt Background in 
Choice of Several Colors 

@ Many Letter Styles and Sizes 


INFORMATION 


Dav-Son Name Pilates For 

Desk, Door or Wall Mounting 

e Choice of Matching Wood Bases 

e Names May Be Changed at Low Cost 





ie 


WRITE TODAY FOR FULL 
PARTICULARS AND PRICES 











NS. DAVIN POUT & SOG. 








Popa. a ESTABLISHED 1932 
CELUI 311 N. DESPLAINES ST., CHICAGO 6, ILL. 


MANUFACTURERS GF BULLETIN BOARDS FOR EVERY NEED 
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INCORPORATED - CHICAGO 
a 


Manufacturers of Fine Upholstered Furniture 


oluxury - asi 


REPRESENTATIVES 
Marion V. Follin James H. Davison 
0. DO. Mann Henry L. Guth 
Arthur R. Frey Homer Nix 


330 E. Ohio St. Chicago, Ill. 
NIEMANN—A Century of Fine Furniture 


3 WAYS © 


AFFORD COMFORT UNDERFOOT 
... retard fatigue for those working at 
files or office machines. 


SILENCE ANNOYING FOOTSTEPS 
... increase efficiency. 









STOP DIRT AT ENTRANCE 
... protect carpets, reduce cleaning and 


ie redecorating costs. 


AIR-TRED SPONGE RUBBER MATTING 
with resilient long-wearing top 

Softer than corpet runners. Costs much less. Does not mat down. Vermin- 

proof. Easily handled. Easily cleaned with vacuum or damp mop. Black 

or maroon. V4" thick — 36" or 48° wide — any length up to 60 feet. 


EZY-RUG RUBBER LINK MATTING 


Traps the dirt at the door. Prevents tracking throughout offices. Corrugated 
ridges scrape the dirt from the feet, trap it in the openings, out of sight 
Rolls up for easy cleaning. Non-trip beveled edges. Any width up to 
8 feet — any length 


DO-ALL, ALL-PURPOSE RUBBER & CORD MATTING 


Hugs the floor. Beveled edges. Affords effective carpet protection at 
drinking fountains. Comes in rolls 35’ wide by 20'S’ long. Four mottled 
colors: Venetian Red, Erin Green, Delft Blue and Mosaic. 


Use coupon now to obtain literature and prices. 


AMERICAN MAT CORPORATION 


“America’s Largest Matting Specialists” 
1722 ADAMS STREET TOLEDO 2, OHIO 


| 
| 
| 
| Please send literature and prices on floor matting for offices. | 
Date ee 
Be | 
eet 
, 

J 


City & State 
in Canada: American Mat Corp., Ltd Canada Trust Bidg Windsor, Ontario 











MANUFACTURERS OF THE MOST 
EXTENSIVE LINE OF QUALITY OFFICE 
SPECIALTIES SINCE 1912 


Ss sets 
paDs execu f- DERS 
K FOLDI FOL 
poerene SK TOPS 1, = CORRESPO nTeAYS 
LINOL CHAIR M OIN & DARS 
GUARA 1 PADS gpeTUAL CALEN 
NON-SHINE CHATS is ” 
SORBER 
sHock A K MATCHED 
1ece OPEN STOS 
N T 
an THER DESK © 
TOP 


Neie.. 


NEW No. 951 CATALOG 
NOW AVAILABLE 


POLAR MANUFACTURING COMPANY 
325 N. 13TH ST., PHILADELPHIA 7, PA. 











CONVOY chen-Coar/” & 
STORAGE FILES | 


MAKE THE COST AND WEIGHT 
OF STEEL UNNECESSARY 


Convoy Chem-board Storage 
Files weigh little over half as 
much as steel files .. . are priced 
in the corrugated paper board 
range — with serviceability in 
the steel range . . . take less 
than 10% more space than steel 
files . . . can be stacked to the 
ceiling without supports . 
mate together top-to-bottom 
and lock together side-to-side | — 
. have wax-like texture that 
makes drawers slide easily ... 
are shipped assembled for easy 





installation without tools . . . ‘45 Ppownds—or 200 pounds and 
P ° more—are the same to the stand- 
are water resistant — moisture ard letter file drawer in this 


will not weaken them. unusual strength test! 


(*) Chem-board is the product of Convoy’s exclusive chemical 
impregnation process that hardens the raw corrugated paper 
board and thoroughly binds the fibers. It is widely used to 
replace steel and wood industrial tote boxes. 


You'll like Convoy quality and 
economy. Write today for de- 
scriptive folder and prices on 
14 standard sizes; and details 


about our dealer franchise. STORAGE FILES 
CONVOY, INC. « PP. 0. Station B, Box 216-6, Canton 6, Ohio 


CONVOY 
chem 
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Rebuilt MONROE Machines 





MONROE 


CALCULATING and ADDING 
MACHINES 


Write to C.E.C. for information 
about models available and prices 


CALCULATOR 
EQUIPMENT CORP. 


Orange, New Jersey, U.S. A. 











lers 





Visible Record-Control 
Filing Equipment 
All Metal 


Reconditioned 
Practically Brand New 


Standard Makes: Reming- 
ton Rand Kardex, Acme 
Insite Files, Ledger Trays, 
Tubular Index Systems 
and others. Various card 
sizes: 3”x5” and up to 
10”x15”. Also, different 
drawer capacities. 
















Ledger Posting Trays 
All Metal 
Reconditioned Like New! 


Made by Library Bureau, 
Wilson-Jones, Tatum, etc. 
Various sizes and styles for 
all accounting purposes 
(Insulated and Regular). 











q 546 BROADWAY 
Neor Spring St.. New York 12 


CAnal 6-0350 


EST. 1876 
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AMERICAN LEAD PENCIL COMPANY, HOBOKEN, 
N. J.—A gay snowman on a Christmas red background, with 
green holly leaf decoration, will be the design on a Christmas 


season package for Super Velvet and Venus Velvet pencils. 





The theme to be used to tie in with holiday sales promotions 
will be “For that V.I.P.” (very important person). The beauty 
and eye appeal of this four-color, varnished package are ex- 
pected to make it a popular item. 


BANKERS BOX COMPANY, 720 S. DEARBORN ST.., 
CHICAGO, ILL.—A revised fourth edition of the Manual of 
Record Storage Practice is ready for distribution to the trade. 
Since the first edition of the manual appeared in 1938, it has 
and effective sales tool for record 


proved to be a powerful 


RECORD 
STORAGE 


PRACTICE 





storage equipment, because it spells out the “how, what, when 
and of record storage in all types of businesses. The 
new edition describes the organization of a modern file depart- 
ment, the best way to index “dead” files, up-to-date transfer 
methods, layout and shelving. Free copies are 
obtainable address. 


why” 


rec ord room 


from the abovs 


Cc. L. BARKLEY & COMPANY, 1220 W. VAN BUREN 
ST., CHICAGO 7, ILL.—A new four-piece mailing piece, de- 
signed for imprint of dealer’s name, tells how Barkley plastic 
tab was scientifically designed to help office personnel see and 
work more efficiently and comfortably. It is claimed by making 
filing and finding Barkley plastic tab -protects vision 
in the office 


easier. 
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Designed and created by 


No. 1000 
le Resides Revolving Chair 
All Walnut 





Overall 
Height 33" 


Overall 
Width 24" 


Seat depth 20" 
between arms 20" 


Back height 
from seat 17" 


Side Arm Chair 
to Match 








GRAND RAPIDS 


LEATHER FURNITURE CO. 


201-207 Fr NW Grand Rapids 4, Mich 


nt Avenue 











Your Business will have a 
better chance to flourish 


promises this great new business 
guide by J. K. Lasser 








N 


I 
I 
; 


ow, J. K. Lasser has written a new guidebook especially 
for proprietors and operators of small stores, factories, and 
ervice companies that shows how to buy, sell, manufacture, 
rate, control handie all parts ef your business better. 


ethods, pointers, to help the small businessman not only stay 






it, you will find an amazing list of do's and don'te—ideas, 


usiness, but also, more important, make a satisfactory profit. 


HOW TO RUN A 


1001 profit- 
SMALL BUSINE ss building ideas 
By J. K. Lasser, C.P.A. on; 
Adjunct Professor of Taxation, Chairman, TAXES 
Institute on Federal Taxation, N. Y. University RETAILING 
350 pages, 6x 9, $4.50 PRICING 
TT°HIS book is a valuable, realistic guide to sound, —— FINANCING 
ble, enduri business ement. In the form o 
check-lists ond betel fect-lled atemente, it covers pte MAIL ORDER 
thing from how te get good records and check a customer's CREDITS 
credit to how to train new salespeople and lay out a 
plant. Presents every opportunity for building business etc., etc. 


plugs every loophole for escaping profits. 


13 big sections 
provide scores of 
ideas on: 


-SEE THIS BOOK 10 DAYS FREE - 


McGraw-Hill Book Co., Ine. 

330 W. 42nd St., New York 18 

Send me J. K. Lasser’s How to Run a Small 
Business for 10 days’ examination on approval 








How to Build for Profits In 10 days I will remit $4.50, plus few cents a 
delivery, or return book postpaid. (We pay for 
aS eae delivery if you remit with this coupon; same 
Sales return privilege.) 
Name ..ccccess . 
How to Buy an Esteb- = 
lished Business Address : % 
Cit ° lone State 
How to Operate a Store m 4 
Most Efficiently Company . coe tee 
. Position sestboune ; eee 
How to Make Profits in This offer applies to U. 5. only. 





Wholesaling, etc. 
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1 Ahead 


WITH THE FINEST 


TUBULAR CHAIR EVER! 












More durable — and more com- 
fortable than many folding chairs 
costing twice as much, Krueger 
tubular steel chairs boast: — 


Seamless tube frames 


Electrically welded and 
riveted construction 


Die-formed leg stretchers 
Curvedrollededgebackresf 


Positive, non-pinching 
seat lock 


Silent folding operation 
Y-type non-tipping frame 
Boked-on enamel finish 










No. 62, with curved, hardwood 
veneer seat for indoors and No, 
61, with perforated, curved steel 
seat for outdoor use, provide you 
with super quality seating that is 
sturdily built to last for years. 
Light in weight, quick and quiet 
folding, easy,to Carry and store. 


WRITE FOR CATALOG 


..+ Describing the complete 
Krueger line of steel tubular and 
channel! frame folding chairs. 


a3 


stee! bracing bars within 
legs provide extra strength, 
#6 rivets, hinges, mechanism. 
dome feet for smooth gliding 
@lso be covered with mar-proof 
ite rubber feet. 





AL PRODUCTS + GREEN BAY - WISCONSIN 







AKE CALLS THAT 
AVN. 4 td 00 ee 





ERROR-NO Copyholder 
SPEEDRITE Checkwriter 

Protects checks— 
prevents forgeries. 


Speeds up copying and 
increases accuracy of 
reports, forms, briefs. 








The sales qualities of 
these “first choice” of- 
fice devices are some- 
thing dealers dream 
about. Exclusive fea- 


CHEXSIGNO Check Signer tures, design and effici- 


Relieves time-pressed 
executives from signing 
checks. 


ency appeal to any and 
all customers. No serv- 
ice problem. Rank high 
as profit makers for 
dealers everywhere. 


40 MT. HOPE AVE. 
ROCHESTER 20, N. Y. 
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A NEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK 
34” Lip )) /) 


Greater 
Foot Space 













5 Colors 


EXECUTIVE MAT 
No. 1502—48"x54” 


Protects carpets. Covers worn spots. Made of durable 
Tempered fibre. Also available—Standard size 36" x 48". 
Colors: Brown, Green, Black, Maroon and Silver Gray. 


3 SHIPPING POINTS 
Long Island, N. Y. « 


Chicago, Ill. «¢ Laurel, Miss. 


i’ 


Aa. 
WooDALL [NDUSTRIES [NC. 


3500 OAKTON ST. Chicago Telephone co 7-2600 SKOKIE, ILL. 





A BIG VALUE 
IN A SMALL SAFE 


1’ Hr. Fire Test Label 
Extra Day-Lock Optional 
Vermiculite Insulation. 


Sargent & Greenleaf 
Combination Lock 


FEATURES 

l l Hour Test Label. 
Thoroughly Tested 
Unde Severe Condi- 
tions Far Beyond No: 
mal Fire Exposures 
Insulation Modern 
Improved Vermiculit 
Burglary Resistance 
Walls Encased Ir 
Heavy Gauge Steel 
Heavy Steel Plate Or 
Doo 
Locking Mechanism 
Sargent & Greenleaf 3 
lumbler, Solid Brass 


Combination Lock 
Interlocking Bolts 








Heavy Duty Solid 
Steel %” Diameter 
Chrome Plated To 
Prevent Rust 
é Door Recessed Into 
Body Full Swingi: 
On Heavy Hinges 
Interlocking Tongue And Groove 
Closure On All Sides Of Door And 
Body NEW LOW PRICE 
Int ‘ Roomy, Spacious, With Sep- 


$8975 LIsT 


Less Full Dealers 


arate Compartment Complete With 


Lock And 2 Keys 


9. Desigr Streamlined. Skirts Covering Discount 
- rls s 
Heavy Casters. Chrome Plated Han- ncaa. sates amity ae 
dle market with tongue and 
ati —— . 7 groove door closure and 
10. Satin Finish, Lustrous Grey Hamme: Pcaata asad Gol 
Design mechanism 


VALENTINE SAFE & LOCK WORKS 


LA PORTE, INDIANA 
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Smartly Styled 


PORTFOLIOS 


ZIPPER RING BINDERS 
BRIEF BAGS + BUSINESS CASES 


A Quality Line, Carefully Fashioned for Business, 
School and Professional Use 









Here’s one 
of 
many items 


WRITE FOR 
NEW ILLUSTRATED 
CATALOG & PRICES 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. * CHICAGO 6, ILL. 














Built for Action! 


H A RT Speedy & Automatic 
Electric 
MIMEOGRAPH 


Hairline Registration 
Full Ream Paper Capacity 
Deluxe Feed Assembly 


Built-in Accurate Counter 


Simplifies Filling-in Forms and 
Records 







* HM 249 Electric 


—. * 


“etetetes (Subject to OPS Approval!) 


Line Up with 
HART’S Complete Line! 


@ Economical hand operated 
models : ¢ 

mimeographs 

@ Efficient electric models 


and supplies 


@ Convenient spirit duplicotors 


@ Top quality accessories and 
supplies HART MANUFACTURING 


ALL PRECISION-BUILT — BEAUTIFULLY ST. PAUL 4, MINN 


DESIGNED — PROFITABLE! 
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ADJUSTABLE 
(Up & down 


on _!"' centers 


A THOUSAND USES 
on every Desk & for 
every Mail Room, etc 


© Mail & Pigeon Hole Rock #7 
® Invoice & Check Assorter 


Two 
MODELS 


Model List Price 
FS-1S JR. 12 Trays (6 trays furnished) 15° « 13%" « 12" $18.50 
FS-30 SR. 24 Trays (12 trays furnished) 30% 13%"'s12? 31.50 
=P Extra Trays each 1.35 


@N Y C Phone. CHelsea 3.3600 








Better Dealer Discounts 
- LITERATURE ON REQUEST - 









~ 





GELLER 





Box 141 Oakland Garden Sta 
Flushing, N.Y 





* HAMMERED SILVER FINISH 
UTILITY BOXES 


("Hea VY GAUGE STEEL 


CASH, BOND 












© ) Popular Styles 
No. 10 SERIES—4 Styles 
Ne. 910—Key Leck, Ne Tray 
Ne. 1910—Key Lock, 6 comp. 
steel tray 


Ne. 910CL—Comb. tock, ne tray 
No. (910CL—Comb. leek, 6 
comp. steel tray 
No. 23 SERIES—4 Styles 
Ne. 923—Key lock, no tray 
Ne. 1923—Key lock, 6 comp. 
steel tray 








Neo. 923CL—Comb. lock, ne tray 


Ne. 1923CL—Comb. tock, 6 
comp. steel tray 


All boxes are individually 
boxed. 


want 8 WY 
ENTRAL 


CAN COMPANY 


415 WEST 



























Export Representatives 
FRAZAR & CO., 50 CHURCH STREET, 


NEW YORK 7, WN. Y. 
Coble Address ““FRAZAR New York 





23 SERIES Size: 11% «6x 4%" 
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VbEAO om ALL 


PURPOSE FLUORESCENT 
oy 
LAMP THAT GOESs; 





EVERYWHERE 


$4575 5 ign 


Prices Higher 
Denver West 


5 7 
THE NEW Flower IS HERE NOW! © Seas 

: wa g i 

it | The lamp of a thousand uses. —y 

t} Only has the patented a 

- % double-spring device for giv- 

7 s=*/ ing finger tip flexibility. aaae tails 


U.L d material — 
Fa .L. approved materials . . . @ Lic $4498 
.) bronze, grey and green oven- if 
: fired enamel finishes. i ail 
DESK MODEL (7<« ce 


Puts light where you want it, |? emt S500 
2 \ home, industry or institution. A 
W—) 5S watt fluorescent tubes packed > 2 Light sg 78 


in lamps, available extra. 

















Standard Dealer Discount ac onty 
FLEXO INTERNATIONAL CORPORATION 
3255 W. LAKE ST. + CHICAGO 24, ILL. 





Let BIG JOE Do It! 
BIG JOE 


ALL-PURPOSES LIFT 
Price $236.50 


F.O.B. CHICAGO 
















Extension plates and 
Safety Brake furnished 
without additional charge. 


IT LIFTS AND MOVES 
LOADS UP TO 750 LBS. 


BIG JOB? 


Order Your “BIG JOE” 
Today! 


Write for Illustrated Folder 


BIG JOE MFG. CO. 


184 N. Franklin St., 
Chicago, Ill. 











For VALUE 
—_— 
A Complete Line — Smartly Styled 


BRIEF CASES — PORTFOLIOS 
ZIPPER BINDERS 





Here’s the 
BUMPER 
BRIEF 
BAG 


Top grain cowhide, 
Split Leather 
and the New 


“POLOKAF” 


Other items avail- 
able in grades 
from the Highest 
Quality to Popular 
Priced Numbers for 
Salesmen, Execu- 
tives and students 





Immediate Delivery—Send for Complete Catalog & Prices 


LEXINGTON LEATHER GOODS CO. 


569 W. VAN BUREN ST. e CHICAGO 7, ILLINOIS 
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PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 
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THE CARTER INK COMPANY, CAMBRIDGE 42, BOS- 
TON, MASS.—A marking supplies catalog, new and complete, 
describes and illustrates the range of stamp pads and inks, 
marking inks of all types, and cloth marking sets. 


CINCINNATI TIME RECORDER COMPANY, 1733 CEN- 
TRAL AVE., CINCINNATI 14, OHIO—A booklet of vital 
interest to every employer who does business in interstate com- 
merce has just been released. Digesting the Federal wage-hour 
law and recent amendments, the booklet is entitled “In the 
Dark About the New Wage Law?” According to C. F. Stein- 
metz, vice-president in charge of sales, to whom requests for 





free copies should be made to the above address, the booklet 
reveals the answers to hundreds of questions for which business 
men should have the answers, to avoid violation of the law. 
For example, the booklet tells who must keep records and what 
records must be kept. It defines exempt and non-exempt em- 
ployees, tells how to compute wages for salaried and hourly 
workers and lists penalties for non-compliance with the wage- 
hour law. 


FLEXO INTERNATIONAL CORP., 3245 W. LAKE ST., 
CHICAGO 24, ILL.—Flexo lamps, including the Flexarm, 
Litemaster and Litemaster Executor, are described and illus- 
trated in a folder recently published. Prices for all models are 
listed. 


HEYER CORPORATION, 1856 S. KOSTNER AVE., CHI- 
CAGO 23, ILL.—A new four-page catalog of Heyer products 
gives detailed explanations of each item. Many illustrations 
and listing of prices makes the catalog invaluable for Heyer 
dealers. Specifications are given for stencil and gelatin dupli- 
cators and supplies, spirit duplicating supplies, portable ad- 
dressers and printers. 


LEXINGTON LI 
VAN BUREN ST.., 
issued a handsome new 
of briefbags, brief 


cases and « ollectors 


ATHER GOODS COMPANY, 569 W. 
CHICAGO 7, ILL.—The firm has just 
catalog illustrating the complete line 
ring binders, portfolios, insurance 

Copies are available to the trade 


cases. 
wallets 
free on request. 

JOSHUA MEIER COMPANY, INC., 153 W. 23ST., NEW 


YORK, N. Y.—The new catalog, No. 52, just issued, features 
36 pages of new and time-tested V.P.D. plastic display albums, 





PROTECTs. 


3 DisP.ays. 
$ =e 
4 hee » 
Sy ny 







* S98" COmrany 


eo 


ae 


sheet holders and cases. The format of the catalog makes it 
easy to find all information, which includes cover textures, 
colors and so forth listed beside each illustration. 
OFFICE APPLIANCES, November, 1951 


‘LITEMASTER 
Executor 2 LITER 


LITEMANTER 
EXECUTOR 





Nea. 60 





TELECHRON ELECTRIC CLOCK 
FINEST LIGHTING ACCESSORY . OFFICE . HOME 


a distinguished new lamp 


* No. 60—Handsome desk lighting accessory for the finest office, 
home or institution. 


Genuine Telechron 3'/,"" diameter electric clock, 
* Smart die-cast base 6/4," x 9/4". Height 14%". 


Beautiful oven-fired durable finishes—Hi-lighted statuary bronze or 
warm prey for modern, with brass trim. Reflector—washable porce- 
lain white enamel. 


e U. L. approved construction and electrical materials 
on and off switch. 


Rubber bumpers for surface protection. 
Shipping. weight |! Ibs 


Auromatic 


A. C. only. 


Retails for $19.95 


For standard 15 watt T8 fluorescent tubes. 
Slightly Higher Denver West 


FLEXO INTERNATIONAL CORPORATION 
3245 West Lake Street Chicago 24, Illinois 





VISIBLE FILING 


EQUIPMENT 


KARDEX-ACME-POST INDEX 


Etc. All types of panel equipment 
Thoroughly Rebuilt 
and Guaranteed 










BIG SAVINGS 





Surplus Equipment 
BOUGHT 


One of the oldest established 
dealers of visible filing equip- 
ment in the country. 


COMMERCIAL 
CARD SYSTEM CO. 






135 GRAND STREET 
NEW YORK 13, N.Y 
6-5728 


CA nal 
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INTER- 
CHANGEABLE 


PLASTIC 


NAME PLATES 





e Desk, easel 
type, plate 






<— $]00 


1” by 63/4’ LIST 

e Door name plate, 2x10 «— $200 

? LIST 

e Executive style easel type $200 
same size as door name ; —— 3 

LIST 

Beautiful, dignified, permanent. Desk type in grey or brown. Door 

plate transparent plastic with name embossed on black background 

with gold or white lettering. For desk type plate imprinted name 

board can be interchanged quick as a flash make the chanas 


to suit your requirements 
PROMPT DELIVERY 


Write for Catalog Sheets and Dealer Discounts 


ACME PRODUCTS CoO. 


406-408 N. VAN BUREN ST. 
GREEN BAY, WIS. 














Masonite Floor Mats 


IMMEDIATE 
DELIVERY! 


COLORS 
MAROON, TAN, GREEN 


MINIMUM ORDER 
OF SIX MATS 


F. 0. B. NEW YORK 


REGULAR 
DEALERS 
DISCOUNT 


EXTRA DISCOUNTS 
IN LARGE LOTS 


Size 36” x 48” LIST PRICE $ 7.50 
Size 48” x 54” LIST PRICE $11.00 


Complete Display of Office Equipment 
for Dealers and Decorators 


OFFICE FURNITURE WHOLESALE 






ae 
ee 











DISTRIBUTORS 
74 BROAD STREET NEW YORK 4, N. Y 
BOling Green 9-8231 
WAREHOUSES 


Miami, Florida * New York, N. Y. * Los Angeles, Calif. 
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MOSLER SAFE COMPANY, HAMILTON, OHIO—How 
business can safeguard its records in the event of an atomic 
attack is one of the eight industry problems dramatized in a 
20-minute documentary film, “Target: U.S.A.” now being dis- 
tributed by Cornell Films, New York City. A fire-resistant safe 
built by the Mosler Safe Company, makers of the famed vault 
doors which withstood the atomic blast at Hiroshima, plays 
one of the “star” roles in the film, according to Edwin H. 
Mosler, Sr., president of the 103-year-old firm. The safe was 
selected by the film’s producers to show how industry can ef- 
fectively use modern fire-resistant protective equipment to 
safeguard important business records from fire and excessive 
heat. 


MYSTIK ADHESIVE PRODUCTS, 2635 N. KILDARE 
AVE., CHICAGO 39, ILL.—The manufacturers of Mystik 
cloth and paper tape are presenting a beautiful natural-finished 
solid maple floor display exclusively for the selling of tape. 











Partitioned trays keep the cellophane-wrapped and boxed tape 
in orderly arrangement, providing excellent visibility and easy 
selection. Prices of the cabinet filled with tape are available 
on request. 


REMINGTON RAND INC., 315 FOURTH AVE., NEW 
YORK 10, N. Y.—A new eight-page folder pointing up the 
pitfalls of inadequate record protection is titled, “The Cost of 
Burned Records.” The folder leads off with some grim percent- 
ages of the fate of businesses whose records have gone up in 
smoke. For example, 43° of companies so affected have gone 
out of business. Listed are these “pieces of paper” which are 
the lifeblood of almost any business. A back page shows those 
measures in equipment and methods available to insure 100% 
protection. The piece may be obtained by writing for SC 707 
to Management Controls Division at the above address. 


SPEEDLINER DIVISION, AMERICAN PHOTOCOPY 
EQUIPMENT COMPANY, 2849 N. CLARK ST., CHICAGO 
14, ILL.—A new green and black folder is available, describing 
the Apeco Speedliner duplicator. It gives pertinent informa- 
tion regarding the machine including price, running costs, 
capacity, and suggested uses. 


STACOR EQUIPMENT COMPANY, 768-778 E. NEW 
YORK AVE., BROOKLYN, N. Y.—A small four-page leaflet 
designed for the blueprint, office and art supply trade is now 
available from Stacor Equipment Company. The attractive 
blue, white and black enclosure was conceived as part of a cam- 
paign to promote Stacor steel drafting tables and filing cabinets. 





Eversharp, Inc., 1800 W. Roscoe St., Chicago, | 
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ARD 


CHROME FURNITURE 


combining 


FORMICA 
CHROME 
W000 





END TABLE WNo 327—fast 

Ard’s tinuous plated 

wit ful o 

For t St. 4 

t ” $24 5 

Colortul Formica table with a variety of 
bases—Duran tailored lounges, booths 
and side chairs—chrome costumers and 
other Ard access Sold through 
dealers only Write ¢ i atalog and 
latest price list 


“ HA4 ARD chrome CHAIR 
t y fi ly designed 
8 t wit Ma brags arm 
‘ shion 





$37 “90 





. 
ARD procter Company ) 


19 VINE STREET, BOX 442, EVANSVILLE 8, INDIANA 





GUIDES AND FOLDERS 


= mG an me is & 
m= meee = . = 























a oe Sian Bekok @ 
AND PRINTED STOCK FORMS 


For more than 25 years, we have been offering 


our wares through the dealer exclusively. 


Write for our Illustrated Price Lists 


Manufactur rs 


SUSPEND-O-FOLDERS ° FILING SUPPLIES 
PN tise) See Lele) Oe Mad ti batsman yeelet Gace): t Bb) 


ADVANCO 


ADVANCO PRODUCTS 


Duision of Advance Sal shook Co 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 
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DEALERS ONLY 





- WOOD asd og 


ced right, Built for Durability 
Wp 


: 











— Extreme 
Selected hardwood satin finish. Beveled Dealer 
post columns. NEW Interlocking Discounts 


washer” Brass finished cast hooks. 


Price Eo 


Wt. Packing LIST 


50 | 67" x 2" x 21"| 87 $2 $8.80 


100 | 70° « 2" « 22” Hg = 9.90 


+ 
200 | 70" 2/,"x 22" oo carten 14.86 


FINISHES: Oak walnut mahogany — 
(also NEW Metallic grey & green) 





Model Measurements 
































Turnpost Models also available. N Y C Phone: CHelsea 33600 


% Jj. R. GELLER Box 141 Oakland Garden Sta 
ve Flushing iP 
















Mig Rep tx 


Wil-Ray Products 
F.0.8. Factory, 
NORTH CAROLINA 





(SERVICE BASE) 
THE EMPIRE 


(FLAT BASE) 


(MASSIVE BASE 
THE STANDARD ! 


“EXECUTIVE MODEL’ 


sell the best... SELL 
WELHAM 


nonsuspension files 











4-3 and 2- 
Drawer Non- 
suspension 
Files in Letter 
Size Only. 


FINISHED IN ATTRAC- 
TIVE OLIVE GREEN OR 
METALLIC GRAY BAKED 
ENAMEL 

¢ DULL CHROME FIN- 
ISHED HARDWARE 





WRITE FOR INFORMATION 


Ss 
WELHAM "Company = 


MICHIGAN CITY INDIANA 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10”x10” PLATE 


BRIEF DIRECTIONS 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for I0 minutes 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix 

3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 






vulcanize for 10 minutes 


4. Release pressure, extract 
¢ PLATENS 11”%x13” all from Eva-Press and 


e INSIDE CHASE 10x12” have finished Rubber Plate 
More detailed directions 
supplied with Eva-Press 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 














‘Thee 


STEEL 
STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 
on Sight! 
. 





Here’s a show 
piece of practical 
value with quick 
turnover and 
priced right for 
good profit. 
Made of heavy gauge steel with four adjustable 
shelves and a three-way lock in handle. 

Finished in olive green or gray baked enamel. In 
two sizes — 
r 78” high. 
Shipping weight 150 pounds. 


36” wide, 18” deep and either 72 


Equally serviceable as a Cabinet or wardrobe. 


MIDWEST METAL MANUFACTURING Co. 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 
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Ease 3 CARBON PAPER 


DEALERS MAKE MONEY 


NEV-R-KURL 
carbon paper can 
increase your store 
trafic. It moves 
fast and adds to 
your profits. Here 
are some of the 
reasons why. Peo- 
ple using NEV-R- 
KURL carbon pa- 
per enjoy its ease 
of use. They like these economy and efficiency 
features! It can be used in most office machines. 
It’s plastic backed to prevent slippage. It won't 
smudge, tree, curl or wrinkle. Any office can have 
up to 50% more permanent legible copies using 
NEV-R-KURL. Ask us today to tell you how you 
can make more money selling NEV-R-KURL 
carbon paper. 


















Peorynt } ) 


vYriEwanree Cika® Pent 
CARBON PAPER nianon WOOD STAMP Pa 









All sizes, shapes, colors 


+ plain, numbered, lettered, 
special markings 






+ sharp steel points 








+ firmly anchored heads »y 
+ over 3,000 combinations 
+ nationally advertised 


+ sold by map companies 
exclusively 


=MOORE /¢ 


METLHED wuqulbageitee 


Mokers of fomous Moore Picty Hang Py 


PUSH-PIN CO. Since /900 





ADELPHIA 
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Will Foster Dies in Sleep 


As this issue was being put to press, news came that 
William H. Foster, 85, chairman of the board of direc- 
tors of The General Fireproofing Company died in his 
sleep, Thursday morning, October 18. 





THE LATE WILL FOSTER 


The long career 
industry is worthy 
when detailed infor 


ness history will be 


of Mr. Foster in the office equipment 
of extensive comment. Next month, 
mation is available, his full busi- 
resented 





Marchant Opens Paterson, N.J., Office 


The opening of a new sales and service office of 
the Marchant Calculating Machine Company in Pater- 
son, N. J., has been announced by the president of the 


company, Edgar B. Jessup 

The office was made necessary by the growth of 
business activity in the Paterson area, and the new 
headquarters will care for the needs of customers in 
the Bergen, Passaic and Sussex county districts. 

The local agent in charge of the office, located at 
998 Madison Ave., is W. J. DeReamer. Donald L. Divins 


is the service representative 





Northern Stationers Occupy New Store 

Now settled in a fine new location at 112 Front St 
Marquette, Mich., is the Northern Stationers firm. Mrs. 
Mary C. Royea, Wilfred Royea and Pat Bennett moved 
there in July 

In a good locat 


two large windows 


for general traffic, the store has 
with a center entrance. It is well 
lighted, and the col scheme is cocoa brown with an 
off-white ceiling. Displays include office furniture and 
Supplies, office accessories and gifts, the smaller items 
of which are housed in show cases. A good stock of 
school supplies is also kept 





Mosler Adds N.Y. Warehouse 
The New York office of the Mosler Safe Company 


has leased 12,000 square feet of industrial warehouse 
space from the Bayonne Steel Company at 38-44 Van 
Dam St., Long Island City, it has been announced. 

The added space both consolidate and expand 
the company’s shipping and storage facilities in one 
location. The excellent railroad and truck loading 
facilities will further serve to expedite service in the 


New York area 
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Designed by CHAIRCRAFT 
in accordance with 
military specifications 


“Hth sdizedlt 


DISTINCTIVE 
QUALITY ALUMINUM 
FURNITURE 
of 
OUTSTANDING BEAUTY 
COVERED WITH 
DUPONT “FABRILITE”’ 
supported VINYL plastic 
a 


MODEL NO. 880 Constructed with Aluminum 
CHAIR saddle shaped pan seat and 


i : contour shaped aluminum back 
Can also be had with side pan with genuine hair felt seat 


arms. and back filling. 


Write for illustrated catalog, dealer prices and discounts. 








Bloomfield, N. J. 
BLOOMFIELD 2-4120 


225 Belleville Avenue 
DIGBY 4-3245 









PERMA 
CHAIR MATS | 
Are Reversible 


Beveled Edges — Black, Brown, 
Green, Maroon, Grey 


G 550 FT ho 


tyle 9648. Style 9649. 
36°" wide, 48” 48” wide, 54” 
to end of lip. to end of lip. 









LIST PRICES EACH IN DOZEN LOTS 
LIBERAL DEALER DISCOUNT 


GEO. E. FOX & CO. 


SAMPLE ROOM. OFFICES AND FACTORY 
1051 N. THROOP ST., CHICAGO 22, ILLINOIS 
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Southworth 


The Typewriter Paper 
SPECIALISTS 









The Southworth Line 
your guarantee of complet 
customer satistaction be 
cause Southworth makes only qualit 


and weight tor every typing ne 


Remember, too, the Southworth | 
through stationers is another protit 


tage for ye 








Keep 
with the ty 


and the / Southw 


Inquiries invited on 
/ 
Southworth franchises. 










WEST SPRINGFIELD, MASS. 
Chicago Office and Warehouse 


527 South Wells Street, Chicago 
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a LOOSE-LEAF 
EQUIPMENT 


ZIPPER CASES 
STORAGE BINDERS 
PRONG BINDERS LEDGER BINDERS 
ARCHFILES CLIPBOARDS 

SPRING-BACK BINDERS 

PRESSBOARD FOLDERS 
MAGAZINE BINDERS 
INDEXES & FILLERS 


LINE 


Since 1909 


RING BINDERS 
POST BINDERS 








ALSO b Can yee me ” 


*%& SALES EQUIPMENT * 


CATALOG COVERS SALES MANUALS 
PRESENTATION BINDERS DISPLAY BINDERS 


Air Br 


Write for Our Complete Catalog and Price List 






Makers of Loose Leal Binders. 


THE 
-_ ELBE) 


Grnena oFmces ¢ fFacvoRy 
FALL RIVER, MASSACHUSSTTS 


_ ELBE FILE & BINDER CO. Inc. 
= 








| . » 
Sieterm Fectory ont Equipment - 6 Acre Site - 5 Acres of Flow Spaes 








NEW YORK OFFICE and SHOWROOM—200 FIFTH AVENUE 











Full-Suspension . Non-Suspension 


STEEL FILING CABINETS 





MADE OF HIGH GRADE FURNITURE STEEL 
Reinforced drawers Finger Tip Control 
compressor type Olive Green or Modern Gray Baked Enamel 


Finish Individually packed in sturdy cushioned cartons 


CATALOG AND PRICE LIST ON REQUEST 


KeySTONE Sree. Equipment Co., Inc. 


15 Lombard St. Phila. 47, Pa. 


ba 
Cross rail construction 
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AbL-Rite g 
BALL POINT PEN 


THE reliable 

Writing Instrument, 
Outstanding for 
Excellent Performance. 










@ NON-SKIP 
@ LONG LIFE 
@® NO SMUDGE 


Retails for @ FULLY GUARANTEED 


only @ WRITES 50,000 WORDS 


@ TRANSPARENT PLASTIC 
@ PRECISION ENGINEERED 
@ 4 BEAUTIFUL COLORS 

@ IMMEDIATE STARTING 


@ INSTANT DRYING PERMANENT INK 





THREE DIMENSIONAL DISPLAY comes ready set 
up for elther counter or wall. Each pen is clearly 
visible, allowing the beauty of the pens to speak 
for themselves 





Write for illustrated literature and dealer prices 


LLL-F24TE PEN /NC. 


RIDGEFIELD PARK, N. J. 





IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 





items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 


seeing the things in Office Appliances. Many readers 





say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
then by entering a subscription to Office Appliances. 


Write for subscription rates 
and specimen copy. 





The Office Appliance Company 


600 W. Jacksen Bivd. Chicage 6, U.S.A. 
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Buckeve 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 








“TOPS” for Sales! 





CATALOGUE 


cIMPLIFIED 


STOCK 


BiSINESS 
FORMS 








“TOPS” for Profits! 








Write for catalog. 


““TOPS”’ 


107 N. Wacker Drive Chicago 6, Ill. 


Manufacturers of STOCK BUSINESS FORMS 
SOLD THRU OFFICE SUPPLY DEALERS EXCLUSIVELY 
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your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 












| h the 
broken all precedent wit 
aia production of a dealer file 


Pei eciey unit to handle a complete line of 


and display unit to 


PE MAPS. 
we for details about how we install this 


ynit, help you to advertise and bring PROFITS 
to YOU. 













Reply Dept. A-1 


AMERICAN MAP COMPANY, INC. 
16 East 42 St. N.Y. 17, NY. 
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‘'THE MACHINE TO 


ASK FOR 
BULLETIN 
RO-115 
FEATURING 
THE NEW 
GRAY-TONE 
MODEL 


COUNT ON'' 







ADDS « SUBTRACTS « PVS.TEPREES 


Dual purpose operating keys--Non-add and electric co or 
keys—No idle strokes —Rubber cushioned mechanism ar a fast 
unidirectional main shaft for long life, speedy and quiet oper: 
tion—Quick and easy repairs through sim; fied asse mb! y ir 
sections—Rubber roller feet permit moving witho lif 


Compare Prices and Parleomuncel: 


Odhner Sales inc. 


IVAN SORVALL, PRES 


210 FIFTH AVE., NEW YORK 10, N. Y. 


SOLE DISTRIBUTORS FOR U.S.A 
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AMERICAN AIRLINES 
Lot Labelling AIR FREIGHT 
Boxes, Cartons 


“Solved our marking problem 7 
say users everywhere 


“The MULTISTAMP Hand Stamp Stencil Duplicator is the best thing 
we've seen for shipping tag and label addressing “for marking boxes, 
cartons, packages."’ Quick, clean, accurate, easy-to-use. Prints /000 or more 
clear, sharp copies from one stencil..one inking. Just type, write, trace 
or draw on low-cost stencil, snap in position and print .. like using a rubber 
stamp. Non-mechanical, of non-corrosive metal. No moving parts, has 
replaceable ink pads. 8 compicte outfits, $9.50 to $99.50 









IT PRINTS ON 


POSTCARDS SHIPPING TAGS 
BOXES CARTONS 
LABELS PACKAGES 


At Your Office or Shipping Room Supply Dealer 


MI RY/3AZ/ 


STENCIL DUPLICATOR 





MANUFACTURED ONLY BY THE MULTISTAMP CO. INC NORFOLK. VIRGINIA 


TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 
REGALRITE BRAND 


RIBBONS AND CARBONS 
PROVEN-—BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. NEW YORK 13, N. Y. 
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Uncle Sam at Home and Abroad 

Continued from page 61 

ever he picked up tray of British pastry to put it 
on the shelf, it gave him a pain. Well, any of you 
who know British pastry, can understand that it could 
give the guy a pain. But the thing that made me 
suspicious of the kid was his condition that if he 
had his vacation for at least four to five weeks, he 
would be all right the Doc sat down and wrote 
him out the prescription that automatically gave him 


the vacation with his pay 
When the whole thing was over, and we were leav- 
ing the place, I said, “Doc, I think the kid is soldier- 


ing on you a bit He said, “I think he is, too.” I 
said, “I know, but you wrote him out the prescription.” 
He said, “I had to. It is much easier to write out the 
prescription than to go down and explain to the 
commission why I didn’t do it, in the case he is not 
satisfied and complains about it.” 

And then he went to make this significant re- 
mark; he said, “Well, after all, it is your medicine 
and you are paying for it, and if you like it, it is 
O.K. with me.” Now there is a little bit of rot, and 
there is a little bit truth in that thing 


Why am I telling you about it? 

I suspect that I 
am going to lose friends as I have in the hall at 
this moment, but I believe I need to say it. Ladies 
and gentlemen, the British have not inaugurated any 
policy, or plan, o1 zram anywhere in the last 15 
to 35 years, but what we in the United States have 
proved ourselves unable to resist the temptation to 
get in the act, too. Any time, from five to 15 years 
after the British try something, we generally go down 
the same road and try the some thing. 

I am telling you f this because I think we are 
traveling identically the same road, and I am saying 
to you as a group of responsibie businessmen, go ahead 
and go down that road if you want to, but remember 
this—it’s socialism—regardless of what you call it. 
Second thing, remember this—it is not working in 
Great Britain. Third, it has not worked in any place 
where it has been tried that I know about. The fourth 
thing to remember! when you socialize and control 
a part of your economy, your economy continues to 
operate as a unlit 

I have a newsletter for businessmen, “Things to 
Watch and Wait F Some of my subscribers are in 
England, and some time ago I said something about 
this controlled economy and a very good friend of 
mine who is with the London Economist, Barbara 
Ward, wrote back said, “You are misrepresenting 
the case. We control only 25% of our economy; the 
rest of the economy is free.” I wrote back and said, 
“Listen, Barb, even baboon in an African jungle, 
if he is one-quarte! ight in a trap, knows the other 
three-quarters are free. We ought to be as sensible 
about this as the baboon.” I don’t think I did her 
any good. She got irried three days after she got 
the letter, then had honeymoon ever since. It is 
something that we need to see. Your economy op- 
erates as a unit, and when you begin to control, you 
do not control 25 r 33% or 50%, and say the rest 
of it is free—it isn’t. On this I think I have to back 
away and say concerning the position of Great Britain 

I have said it before; I bring it to. your attention— 
England is changed from a first-class dominating 
power. She has become secondary. We are moving 


into the position England is moving out of 


There is one further force 

in this world picture— 
moving al] over our world, passing its 
s of our days—Soviet Russia 
1929 and 1930, worked in an 


in Europe 
shadow over all the event 
I went to Russia 


automobile factory, made four subsequent trips—lI 
have not been back there since the war. I don’t know 
what is going on in Russia today. There are certain 
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Instruments for 
telling time... 


the old way... 
HOUR GLASS 


modern 
way 


A quality line of stands and pads featuring 


all popular styles and sizes. All stands are 


write or made of metal and equipped with 4 rubber 
feet. 
phone for Calendar pads are lithographed—on high- 
let grade bond paper with the date in red and 
st the monthly calendar in blue. 
details Fast, 2-color lithograph printing enable us 


to give you the best in quality and prompt 
service. 


STARK CALENDARS «xcorporated 


100-112 BISSELL ST. - PHONE 7557 + JOLIET, ILL 





| You Can't Seat 


FORCE 


DRI-FLO 


WRITING IMPLEMENTS 














404 
ALL-PURPOSE 
—_— STENCIL AND MARKER BRUSHES 
I Fountain-type construction for 
trouble-free operation. Available 
ROUND with round, square, chisel or 
cube nibs. Instant dry or opaque 
models. 
CHISEL Send for Catalog D G 


THREE QUARTERS OF A CENTURY’S SERVICE 





FORCE 


& COMPANY, INCORPORATED 


STREET, NEW YORK 13, N.Y 


301 

















ceiitadiaaianae re a nanan en eens 





an eam 


iinet ee 
NEE Ee 


: = 
aA insite 


ans 


Sear 











Joslin Eclipse 


PRECISION TIME STAMP 









FOUR STAR 

SUPERIORITY 

* 40 Hour Precision 
Clock Movement 


* Jeweled Clock 
Movement 


* Patented Universal 
Joint Absorbs Shock 


*® One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


A.D. JOSLIN wee. company 


MANISTEE MICHIGAN 


















Uoholstered Furniture 
Yuloed to the Moods of the 


OFFICE EQUIPMENT DEALER 


Buitding upholstered Iounge chairs and davenports for 
business use requires specialized knowledge. We know 
what these special wants are and we have designed a 
line that fills the bill for office equipment dealers. There's 
a Stationer’s unit for any commercial application you run 
me SO. .+% 
by dealing with the “Upholsterers to American Business 


Write for complete information on our line 


boost your furniture sales the easy way 





FORT WORTH, TEXAS 


‘ « Aiphols hlerers lo 
dmnervican Business” 
1414.20 W TycneEem sTReeer 


MANUFACTURING CO. 
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things, however, that you can see from the outside 
Some of those I pass on to you. 

The first great question for all the Western world 

is Russia moving this thing into an all-out war? 
Now, beside that question, all others are secondary 
The answer for me has to be, I don’t know, and I 
am suspicious of anyone who claims to know. The 
answer is locked up in the Politburo—14 men and of 
those 14, maybe only three or four know the ultimate 
Gentlemen, my opinion, for what it is 
worth, is that Russia is not moving this thing into an 
all-out war if she can possibly avoid it. I think she 
is going to continue to do just exactly the things she 
has been doing, and that is attempt to harass, weaken, 
adopt a blood-letting action here or there, or in some 
other spot—Korea is an example of that thing. I 
am judging the future by the past. Will you keep in 
mind that Russia has in no case moved where she 
has come up against a firm and determined opposi- 
tion on the part of the West. 


intention 


She has continually pushed, 

but when she has en- 
countered firm opposition, she backed away. The first 
case of that was directly after World War Il—Azer- 
baijan. When she found a determined opposition, she 
pulled out of it. If she had gotten away with Azer- 
baijan, I think we might have had war, because she 
was moving for oil, and that is pretty vital, and if 
she saw she could get away with it, it seems to me 
she would have moved on. 

The second case was Greece. She gave the green 
light to the Greek guerrillas, but she did not move 
her own men for any open support. Third case—Berlin 
airlift—perfectly willing that we should spend a mil- 
lion dollars a day flying the planes in and out, but 
not willing to put in her own to intercept them. 

Korea is an example of that thing. Russia has gone 
very, very slowly, and has been very wary about mov- 
ing any of her own forces that might be involved 
Wherever she has encountered firm and determined 
opposition, she has backed away. Now, some of you 
are going to.say, that may be true, but Russia has 
moved over a pretty large portion of the world since 
World War II ended, and she has. But for the sake 
of the records, will you remember that Russia moved 
into those areas with the full knowledge, advice and 
consent, in many cases, of our own United States 
state department. Now, for the sake of the records, 
we had better see it. She took over the northern 
Lithuania, Estonia, and Latvia first. We agreed to it. 
She took over Poland; we agreed to it. She took over 
Germany to the Elbe; we agreed to it. Wherever 
Russia has moved, we have agreed tacitly, or openly, 
to the movement 


In the case of Korea 

you have a different situa- 
tion, and there you come up against the thing that 
I think is dangerous, in our present situation. Over 
Europe today you hear a great deal more talk about 
what Russia is going to do. We talk about Russia 
being the enigma wrapped in mystery—to use Mr. 
Churchill’s phrase—but to the peoples of the world, 
Russia is comparatively clear, compared with the 
United States. 

Over most of the world they don’t think they have 
the foggiest idea of what we are going to do. You 
see, for 25 years, we have been first on one side, and 
then on the other. We set up the League of Nations; 
we thrust it down the throat of the people of Europe 
as part of the Versailles Treaty; then we not only 
pulled out of the League of Nations, but we passed 
the Hawley-Smoot Tariff Bill. We got all the way 
from political internationalism to economic isolation- 
ism in the same generation, and we have been doing 
that sort of thing ever since. Korea itself is an ex- 
ample of that sort of thing. It was the first week in 
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For Your Convenience... 
We Offer 


OOD Ane 
——— ea % 
with arch attached! 








Another first for : pco 
line! These beautiful | 
ished hardwood boards are de 


livered to you with the arches ; 


already attached. This a res a 
complete unit in ever c 
age and no danger of 
screws or bolts Save 


time, too! You can spe 


your time at your rea 
lar work instead of 
sembling arch board 
The Stems line if j mplete line of chair mats, clip boards, 


m rests, blackboo j trays, check racks and costumers. 


STEM PLD STEMPEL 


MANUFACTURING CO. 


DALLAS, TEX. 


THE TRADEMARK OF y 


2830 ROBERTA ST. 


COULUATAL CARBON COMPANY) 


ating Motcrial 


5150 Church St., Skokie, I! 


Manufacturers of Fincr Dupl 
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Always... 
the metal posture 
chairs of Quality 





No. 410 


THE FRITZ-CROSS CO. 


300 East Fourth Street 
ST. PAUL 1, MINN. 














Don’t let 
noise 





and 





vibration 





run away with you!—— 


NO 
GOUGES 


NO 
DENTS 





Cushion your floors with... 


MASTER 
NO DENT FURNITURE CUSHIONS 


WRITE FOR COMPLETE DETAILS 


MASTER MANUFACTURING CO. 
1676 East 28th St., Lorain, Ohio 
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For you, in 2 color 
¢ 20x30" window display 
« 8x10" counter display 
Your preference on a 
card will bring it 


SAXON Pease: PRODUCTS, INC. 


240 WEST 18th STREET, NEW YORK ti w ¥ 














A Well Stached Iiem! 


STREAMLINED FOR BEAUTY 


Ne. 34 


STEEL 
LETTER 
TRAY 


sturdy 
one piece 
construction 
BASE and FOUR TIERS — 
@e CONTOURED CORNERS 
e RADIUS EDGES 

GRAY OR GREEN—IND. CARTONS 


also available 


STATIONERY RACKS—PERSONAL FILES 
WRITE FOR LITERATURE 


GOODFREND METAL PRODUCTS 


6852 indiana Ave., Chicago 37, Ill. 





FIVE TRAY EFFICIENCY 


e CARD HOLDERS 
e RUBBER GROMMETS 


APPROX. 9 LBS 








WASTE BASKETS 
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New Subtracting 


Lightning 


PORTABLE DESK MODEL 


ADDING MACHINE 


with One-Stroke Clearance 








ry <a pe 
“ . 

Retails everywhere for $14 
This is it! America’s fastest selling Portable 

Adding Machine is better than ever. Now... and 
both addition and direct subtraction up to 

99,999.99...as simply as dialing a telephone. you 
This newest Lightning with One-Stroke Clear- 

ance is precision built, fully guaranteed, and MAKE 
every inch a man’s machine. Write for full 

details, and a LIFE SIZE COLOR PHOTO. A BIG 

IMMEDIATE DELIVERY—WRITE FOR LOW PROFIT 











DEALER PRICE 


LIGHTNING ADDING MACHINE CO., INC. 
1260 W. Second St., Los Angeles 26, Calif. 














CAN YOU GIVE THEM? 


Are YOU keeping pace with 
them? Timely information will help you plan sales, act de 


Conditions are changing daily. 


cisively, push profitable items, keep your stock up to date. 

“The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 
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1950 Senator Tom Connally in answer to a 
doesn’t matter whether 
like it—neither is of strategic 
talking about Korea and For- 


January in 
reporter’s question said, “It 


we like it or we do not 
interest to us.” He 
mosa 

Three days later Mr. Acheson was speaking in Phila- 
delphia and what Tom Connally had said. 
They asked Mr. Truman at his Thursday press con- 
ference if that represented the attitude of the Ad- 
ministration, and Mr. Truman said, of course, he is 
sitting behind the State Department. Now you have 


reiterated 


the three highest spokesmen for American foreign 
policy announcing that we are not interested in Korea. 
I am going to say 

n't think morale in Soviet 
Russia good. Shé having trouble down in the 
Ukraine. Does this m« that we are not going to 
have a war? We can have one—don’t get me wrong. 
If Russia wants to mal over Europe today, or wanted 


could get away with it—get 
But in an ultimate vic- 
doesn’t seem to me they 


to march tomorrow 
all the way to the channel 


tory of a very costly 


have the foggiest nee of winning. I think the 
Russians are going what they have been doing 
they are going to search us for a weak spot. Persia 
is one of them—the tl] has been badly handled- 
government by assination, somebody says—but, 
anyway seems t ne that Iran, Iraq—that terri- 
tory—are probably to move increasingly toward 


T+ 
’ 


ng to continue there—but 
yt depends pretty much on 


Russian hands 
whether we have 
what we do 
Somebody say What would you arrive at—what 
would you pick a foreign policy?” I don’t want to 
outline it for you like to say to you if I had 


the job to do seems to me if we begin by mobilizing 
the best that we'vs t in the brains of America in 
International] Relati I’d like to see in Washington 


by Presidential invitation, by executive request, by 
congressional order or what you will, a group of five, 


or six, or eight men under one roof—men of caliber 
f Barney Bar Douglas MacArthur, Herbert 
Hoover and five o1 thers 


You who are here today, 
my friends, have the honor 


of belonging to a generation whose lips are going to 
be touched with fire—this is not oratory—this is sheer 
reality. The world i ing through a very real crisis 

we've got very few years more before the end of 
the world—or bef dawn of a brighter day than 
humanity so far has even dared to imagine. New 
ideas, new issues : lls to loyalty and to service— 
these are going 1 e coming to everyone of you, 
almost daily in thi ; that lie directly ahead. When 
you are old, howeve nemory brings these days back 
to you, I hope it will be able to say to everyone of 
you, “Those were gre days—that was a great hour 

the world in that crisis called for volunteers and 


I Pave 


unspari 


my best from that day forward 
untiringly and forever hope- 
worthy of my generation, of 
That, I think, is the meaning 
g—for you and for me, today. 


I answered 
I labored 


should 





Jones Retires from O. E. Company, Chicago 


Arthur R. Jon¢ president of the Office Equipment 
Company of Chicag retiring as of November l, 
1951. Mr. Jones posing of his interests to the 


company, which ontinue to operate on the same 
basis which he established it as one of the outstand- 
ises of the country 
Ceremonies of f ell are planned for early No- 
vember. Changes executive setup will also be com- 
pleted by that Detailed news will be published 
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Style . . . stamina . . . superiority . . . all the 


qualities of a champ! 


And a champion name it is . . . Silver Eagle . . . 


the carbon paper that has everything! 


Get curious . . . get the facts . . . all the facts 


on this “Color-Theme” carbon paper . . . your 
sales could skyrocket . . . because it’s a knock- 


out! 


For Domestic & Export Trade 
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U. §. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST PHILADELPHIA 6, PENNA 

















A desk model addressing machine using metal plates that feed 
automatically and print through a ribbon. Consecutive, du- 
licate, triplicate, repeat or carbon impressions are obtainable. 
Win take any size stock up to 9” x 12”. 48 hour plate em- 
bossing service maintained for customers. Both machine and 
plates are practically indestructible. The simplest and most 
dependable of all addressing machine methods. Size 13” x 13” 
x 9”. Weight 45 Ibs. 
Price $110.00 plus $6.60 tax 


Manufactured by 
Nettle Office Equipment Co. 


27 Huntington Ave., Boston 16, Mass. 
Write for circular "C” today. 





305 























‘\ 
@ Individually designed 
Adhesive backed for\ 


permanent mounting \ 






Lithographed in red | 
and black on chrome 

metal ! 
Two sizes: ! 
No. I, (shown) / 


No. 2, 28” x Wie" oe 
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WRITE TODAY 


on your letterhead for “lj 
samples and prices. 





ee * RtOtSTRANON APP”EO POR 


DIATE 
IMM EDLIVERY! 






Write us when you 
have inauiries 


from churches 






schools, clubs, et: 


All types of wood and steel folding, 
non-folding chairs and folding tables 
in stock. Save time! State type and 
quantity under consideration. 


ADIRONDACK CHAIR CO. 


Dept. 1, 1140 Broadway (Nr. 26th St.) N.Y. 1, N.Y 
POOOOOOOO0000088 00400 


ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of 
fices, Vaults and Store 
rooms. 


Made of Ock and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 














Send for Folder 
and prices. 








Manufactured by 


Straight Side Style 


Il. D. COTTERMA 


Library Style 


4535 N. Ravenswood Ave. 
CHICAGO 40 
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QUALITY WOOD 


COSTUMERS 


72 Inches High 
22 Inch Heavy Base 
4 Metal Hooks 
Oak and Walnut Finish 


Packed 6 per Carton K-D 


— Immediate Delivery — 


No. 1750—13% in. Square Post $7.90 List 

©. 2250—21% in. Square Post $11.90 List 

DALE OFFICE FURNITURE 
MANUFACTURERS 


61 West Hubbard Street 
CHICAGO 10, ILL. 


No. 1750 








>=" Plaques of Distinction 


>»: Plastic ee Walnut e Bronze 
HONOR ROLLS 


for Servicemen and many 
other purposes. 


NAME PLATES, 
all kinds. Office Identification 
Signs, Door Plates, Directories, 
etc. 


Largest assortment of plastic 
desk name plates in the world 


Walter E. Kutch Co. 


18229 W. McNichols Rd., Detroit 19, Mich. 





Plaque & Name Plate 
Specialists Since 1942) 

















WORLD WIDE SERVICE—HIGHEST QUALITY PRODUCTS 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER PARTS ) COMPANY 


» Chicago ‘ ter P: 


CHICAGO 18, ILL 


2810 W. ADDISON ST 

















OPPORTUNITY 
ORIVE 





@VVEST /N US. SAVINGS BONDS 
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NEW! 


EASIER 


TO PICK UP 


QUICKER 


TO USE 


STRONGER 


ALL AROUND 
COST NO MORE 


ORDER NEW 


OPEN-RING 


BAND; FROM 


ALLIANCE 
RUBBER CO. 


: + 
ALLIANCE 2, OHIO—OR SLIDELL, LOUISIANA | 


The Original 
SINGLE - FLUID 
Ink Eradicator 


ROUND RUBBER BANDS = 
; 
[ 


| 


+ 
? 


? 





; 
S 
+ 
> 
7 
+ 
> 
+ 
. 
S 
7 
. 
? 
e 
> 
° 









@ INK-OUT contains no free acid, 
leaves no brown stains. 
@ INK-OUT makes permanent eradica- 


we tions quickly with one application. 
; @ INK-OUT removes ink, iodine, fruit 
and medicine stains from peper, 
hands and clothing. 


CARDINELL CORPORATION MONTCLAIR. NEW JERSEY 


a  SALESMEN 
fea «195 1890 > 


?— Yes— but 
alike in their 
naence upon 
BEACH’S 
COMMON SENSE” 
EXPENSE BOOKS 


keep track of their 
ng expenses 


Beach Publishing Co. 


7338 Woodward Ave. 
Detroit 2, Mich. 






















GENERAL LOOSE LEAF BINDERY CO., Inc 


LOOSE LEAF BINDERS 
CATALOG COVERS 


PORTFOLIOS and 
DECORATIVE COVERS 


30 YEARS MANUFACTURING EXPERIENCE 


Stressing pe Quality 


720 S. Dearborn Street « Chicago 5, Illinois 
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Receipt Books 
for the trade 


Rated dealers [Dun & Bradstreet 
Stock Books $14.40 doz. 
($1.20 ea.) Suggested 
retail, $3.25 each. 





.. Imprinted, slightly higher 
Duplicate Receipt Book Co. 
Box 842, Birmingham 1, Ala. 
Jobbers, BrokersWanted “)°°\° 














KING 
POSTURE CHAIRS 
The KING of All Posture Chairs 


King chairs are scientifically 
designed and engineered for 
true posture seating . all 
chairs feature instant 3-way 
finger-tip adjustment. New im- 
proved glossy-smooth infra-red 
baked ename! finish. Modern 
massive molded aluminum 
base, wide caster spread and 
optional backrest supports 
make them America's Best Buy! 
Tubular bases and several 
other models available 


WRITE TODAY FOR OUR NEW 
(LUSTRATED LITERATURE 


KING POSTURE CHAIR CO. 


953 So. Raymond Ave. © Pasadena 2, Calif. 





Mode! 120-5 








mus 


DAYTON STENCIL 
WORKS CO. *ciic” 











ACCURACY 
means QUALITY 


* Wiggins Blank Scored 
Card Stock and Lever Bin- 
der Cases are made for En- 
gravers, Stationers and 
Printers who have reputa- 
tions to maintain. 

As to quality, neither can 
be excelled at any price. 

Samples on request. 


@ Carried by the following paper merchants: 
New York City Cineinnati Grand Rapids 





“ORIGINATORS 
SCORED CARDS 


Allan & Gray The Chatfield Paper Co Carpenter Paper Co 
Pittsburgh Detroit Houston 
Chatfield & Woods Co. Seaman-Patrick Paper Co. L. 8. Bosworth Co., Inc 
THE JOHN B. WIGGINS COMPANY 


634 S. FEDERAL ST. ° CHICAGO 5, ILL. 
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TALLY COUNTER PUNCH 








High grade counter registers 
actual number of punchings made, 
from | to 99,999. Available for 
punching '/g, 3/16 and ‘'/4 inch 
round holes and all standard designs, also with two and three-character dies. Sturdy, 
dependable construction, fully guaranteed. Following XL brand punches are now 
equipped with Tally Counter: No. 2!, |" reach—No. 2, 1'/4" reach—No. 3, 1'/2" 
reach—No. 10, I!/2" reservoir—No. |!, |'' reservoir. 












meena oes oon eee 











acre anaes 


FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 








against loss and spoil- / 

age. Thousands in use : 

daily. ° H 

Here sa profitable item CHOICE SEAT MORE PEOPLE if 

for every dealer. Write fo] ade) 2 WITH MORE LEG ROOMI VA SOLD 
for descriptive price list ~ood laiteiaetin, itiieGnatninns Heine ONLY 
today. sy ate in Place . . . Won't amines 


Collapse 


FREE HAND 
BINDER CO. MIDWEST FOLDING PRODUCTS 


43 Fulton Street, New York, N. Y. ROSELL ILI 














nn armee 


Se ne 





Gold Lacquered Metal 


LABEL & CARD HOLDERS 


Complete range of 
sizes and styles 





with the amazing 


Gy li A" 


CLEANS 
¢ Typewriters 
“@ Billing Machines 
¢ Adding Machines 
¢ Addressing Plates 
* Marking Devices, etc 


*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 
Free somple sent upon request...write to SF 


NORTA DISTRIBUTING COMPANY 


1123 Broodway, New York 10, N.Y 





: 
. 
: 


| 
+] 
| 
' 


Always in demand. Low cost. Profit- 
able to handle. Identify contents of 
shelves, bins, boxes and drawers. 
IMMEDIATE DELIVERY 
Send for Samples 








Typists and business 

machine operators want 
*Norta Plastic Type Cleaner 
—it's easy to use—no mess 
no liquids to spil 


Write for Illustrated Price List 


CHICAGO CARD HOLDER CO. 


— manufacturers — 
P. O. BOX 217 — OR 
732 N. MORGAN STREET 
CHICAGO 26, ILL 























“HOOK ON DRAWER” 


Utility DESK TRAY All Styles of Ring and Post 


BINDERS ® TAC 


ceu 








USED ON THE DESK OR AT THE FILE! 


Hooks on the drawer when filing 
Speeds up the filing of papers. Catches 
all the papers ready 
to file. Saves time 
Extra trips to the 
File. Ideal for 
sorting out old 
records Acts as 


Soma 

















shelf on side of A complete line of Binders for College and 2) 
i e rawer 
Never idle, works Commercial use o THR 
all the time M * ROU 
etc Southern territories open. 
9xi2 
sno. 3 os. Write for Catalog 
xis 
e apahgee games NEIMAN LOOSE LEAF & BINDERY CO. <= 
URRIER MFG. CO. 1717-19 $. HALSTED ST. . CHICAGO &, ILLINOIS paren 
2448 W. LARPENTEUR AVE. ST. PAUL 8, MINNESOTA 
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the NEW, IMPROVED Lecaurest” 


i a i | 
‘OS 





— . . « Raise the headpiece to any desired 
OFFICES 

. eens position . . . lt will automatically stay at 

— " that position . . . To release the ““Magic- 

6 

e ney mapa Hold,” raise the headpiece all the way. 
NIGHT CLUBS ‘ . 

> tananeant it can then be lowered to the ‘flat’ posi- 

@ pocTors tion. Available in the finest plastic mate- 

e GYMS 


© INSTITUTIONS rials in a wide variety of colors. Show 
Leisurest for extra sales!!! 
WRITE FOR OUR NEW 1951 CATALOG OF LEATHER FURNITURE 


5) MDE <nite Fit 


PHOTO MAILER 


AT LOW PRICES TO 
STATIONERY DEALERS 


12 Sizes—May be assorted for quantity 





ATTENTION DEALER SALESMEN 


Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 
® Radio @ Appliance Stores 







Make Those Extra PTT ESS CLES 


44 








, as 
eck cove 
PERSONALIZED Crs <800Ks 
« PASSBOOKS re POSTING PAS 








SAVING oKs 

LOA PASSBOS sSBOOKS BILL ST RAPPERS ~ 

Sotner, CHECK Chores Pen RULEC ASS —substantial markup and bolted. 
passe Le ERS 

DEP OS TSE AssBOOKS ome SAV WRITE FOR PRICE LIST 

LETTER WALLETS -_ — 










idea rE FOR PRICE wane 
3705 NICOLLET AVE. 
> William Senne Sus, PIERCE CO. MINNEAPOLIS 9, MINN. 


mmm 1270 Ontario Street Cleveland 13, Obnlo ccc! 


) A PROVEN TYPING AID 
MASTER 


SPEED KEYS 


“The Spring Cushion Keys” 





Speed Keys cushion fingers, re- 
duce fatigue and accelerate type- 
bars. Up to 20% more work 
can be produced by Speed Keys. 


Tops are of durable plastic 
that is formed to fit the fingers. 
Characters will not wear off or 
become dirty and illegible. 





Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; teg 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markile Company, Mfrs. 


3633 S. Recine Ave. Chieage 9, U. 8. A. 





Sample key, literature and prices upon request. 


SPEED KEY CORPORATION trectin a3, ny. 














Faster Turnover... Bigger Profits The Holder designed .. . 


P L A S = T ‘i ¢ A P , with the Dealer in mind. 


The NEW 


CoRIGHT 


(line-by-line) 
COPYHOLDER 
Revolutionary mechanical im- 
provements. Office GRAY finish. 
Defense economy creating 
wide demand . . . from new 
users . . . and for replace- 
ments to speed up for defense. 


Copy Right Mfg. Corp. 
53 Park Place, Dept. D-I! 
~ WHITE FoR SHELTONZTS CO. New York 7, N. Y. 


CATALOG SHEET WATERBURY TACK Di¥ VY SHELTON, CONN Canadian Agents 
WORLD'S LARGEST THUMB TACK MANUFACTURER UNDERWOOD Ltd. Toronto |. 


"“NEED-L-POINT” 


THUMB TACKS 








© TACK LIFTER iw every © SAFES Sut mor peess theu mead 


ELLOPHANE W RAPPEDO PA 


’ RAGE > y wisest 
©21 DECORATOR COLORS ONE DOZEN PACKAGE 
o THREE FAST SELLING STYLES © FOUR DOZEN DISPLAY UNIT 
ROUND — ROSETTE — STAR © NATIONALLY ADVERTISED 


America’s Fastest 
Selling Thumb Tack Line 
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The seating you’ve been needing 


for your office and reception 
OU ve room. The comfort and efficiency. — 
The color and clean-lined 
attractiveness. The stamina. It’s 
— all Royal, your convenient 
No. 4942 Junior Executive Chair i single source of prestige-designed 
furniture for every office 
eén situation. Individual piece or 
complete installation, the Royal 
way is the right way to buy. 


£ All models available in choice of Royal's 
n ng guaranteed upholstery materials and finishes. 











METAL FURNITURE SINCE ‘97 


ROYAL METAL MANUFACTURING COMPANY 


175 J NORTH MICHIGAN AVENUE + CHICAGO 1 


New York « Los Angeles + Preston, Ontario 


RAY 


et 





No. 4702 Side-Chair : 
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Here’s everything— Model C has every essen- 


tial feature a first quality duplicator should 
have. Delivers clear, sharp copies in any quan- 
tity desired—at speeds up to 100 copies per 
minute. Handles paper up to legal size. Has 
automatic paper feed, high capacity feed *E 
table, and quick, easy-setting paper guides. : 
Depend on Heyer, creators of quality equip- 
ment since 1903, for everything induplicating! 
~~ 








¥ 










beh ame 
Say ? 





Western Office 
420 Market Street 
San Francisco 11, Calif. 


here’s EVERYTHING you want- 
for much less money! 


The Heyer Model C Lettergraph costs sub- 
stantially less than other duplicators of 
comparable quality . . . it is. still delivered 
complete with supplies . . . and now, with 
the new improved Positive Paper Stripper 
and Take-on Plate, it’s a greater value than 


ever before! 


Other Models from $29.50 to $84.50 


Model E— Automatic Feed —Inking, Roller Re- 
lease. Has all features of other models, plus new 
improved automatic inking cylinder, lettering guide 


and stylus. - + « « « Complete $84.50* 


Model D— Automatic Feed and Roller Release, 
plus new positive paper stripper and take-on plate. 


Complete $74.50* 


Model 24—Inexpensive; most popular duplicator 
at thislow price. . . . Complete $29.50* 


Write or ask for the Heyer Catalog—shows the complete 
Heyer line of duplicating equipment and supplies. Heyer has 
everything! 


»~fine duplicating equipment since 1908 


Eastern Office 
17 East 17th Street 
New York 11, N.Y. 


Canedian Distributors 
The Brown Brothers Ltd. 
Montreal— TORONTO —Vancouver, 



























Finger Tl 
CHAMPION 


Provides see-set margins, key-set 
tabulation and every standard 






typewriter feature to meet the most 
exacting demands. 


UNIVERSAL 


Promote this up-to-the-minute 

profit maker .. . a moderately priced 
portable with standard-spaced, 
non-glare keyboard 


LEADER 


This low-priced, fastest selling 
portable on the market, features 
the ‘Family Keyboard.’ 








set? ROFITS dita fof Y 
...It appeals to everybody 


No doubt about it... you'll clinch more sales 


and make more profits because you can satisfy Underwood Portable Typewriters 
every taste and pe with these Underwood and Leader Adding Machines 
Portable Typewriters. 

And don’t forget Underwood's LEADER Adding coo 

Machines. MODEL 67 specially designed for small 


business and home use. New Mopet 78S Underwood Corporation 


features 10-key keyboard and direct subtraction. Typewriters ... Adding Machines ... Accounting Machines 
Carbon Paper ... Ribbons 


One Park Avenue, New York 16, N. Y. 


. UNDERWOOD | Underwood Limited, Toronto 1 Canada 
. - aad on ” promote - Sales and Service Everywhere 























